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LAST MORNING SESSION 
PRIZE ESSAYS WERE READ 





Robert Lynn Cox of the Life Insur- 
ance Presidents’ Association, 
Made Notable Address 





(Prom a Staff Correspondent) 

Memphis, Tenn., Oct. 17—At the 
Thursday morning session President 
Bishop announced the committee on 
publicity and education. Warren M. 
Horner, who offered the resolution cre- 
sting such a committee, was made 
chairman and the other members are 
Edward A. Woods of the Equitable 
Life of New York at Pittsburgh, Lewis 
L.’ Hopkins of the Union Central at 
New York, T. C. Thompson of the 
National of Vermont at Chattanooga, 
and Jules Girardin of the Phoenix Mu- 
tual at Chicago. All of these men 
were named because of the study they 
have. given this very subject in the 
past. The committee has power to act 
with the approval of the executive 
council, 

The session opened with a few words 
é6f commendation for the daily and in- 
surance press from President Bishop. 
He read a letter of greetings from 
Charles W. Scovel of Pittsburgh, an ex- 
president, and from Charles W. Fielder 
of Buffalo, a member of the executive 
committee. Mr. Fielder is now travel- 
ing Europe and his letter came from 
Florence, Italy. A telegram of greet- 
ings from the Utah association was 
also read. 

Want Price Reduced 

After orders had been taken from 
the various local associations for bound 
copies of the complete proceedings, 
Jonathan K. Voshell of Baltimore 
asked if the price of this volume could 
not be reduced in order that it might 
have a wider circulation and especially 
a circulation among the soliciting 
agents of the country. He said there 
were forty members of the Baltimore 
association, representing thirty offices 
and it subscribed each year for thirty 
copies. It would like, however, to put 
copies in the hands of all subagents 
and could only do that when the price 
came down. A discussion pro and con 
was immediately precipitated. Various 
ways of meeting this demand of Mr. 
Voshel, which seemed to be rather gen- 
eral from the number that talked in 
favor of such a move, were suggested. 

Two Editions Possible 

The matter was finally referred to 
the publication committee. In Canada 
the proceedings are put out in paper 
me and sold at 25 cents, and Wil- 
liam McBride, representing the Cana- 
dian association, said that it was felt 
there that the wide circulation which 
the Canadian report had was due to the 
low cost and that this circulation had 
done much to build up the local asso- 
Ciations. It is likely that the finely 
bound library editions, which have been 
the rule in the past in the National 
*ssociation, will be continued, but it 
1s possible that a cheaper edition will 
be put out if enough orders for such 
can be secured from the local associa- 
tions. In a way the demand has been 

(CONTINUED OW PAGE 8) 
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FEDERAL LIFE INSURANCE COMPANY 
(SAAC MILLER HAMILTON, PRESIDENT 
Cr ICAGO 





THE COMPANY'S BUILDING 











The above is the latest form of business card supplied 
by the FEDERAL to its salesmen. 


A limited number of deserving, reliable men by acting 
at once may secure the privilege of placing their names, 
addresses and titles in the squares on such a card of 
this sterling Company. 


Our LIFE DEPARTMENT issues exceedingly lib- 
eral policies, term, non-participating and participating, 
some with Total Disability and Double Indemnity 
provisions. 


Our ACCIDENT and HEALTH Department is 
thoroughly up-to-date with its Industrial and Commer- 
cial policies, to which a DEATH BENEFIT will be 


added for a small additional premium. 


Our GROUP INSURANCE Department affords 


unexcelled opportunities for writing all hazards cover- 
ing Accident, Illness and Death in groups of One 
Hundred and more. 


If Interested address 


Federal Life Insurance Ca 


ISAAC MILLER HAMILTON, President 


Federal Life Bldg., 166-168 N. Michigan Ave., Chicago, Illinois 

















SILLS MADE PRESIDENT 
BIG CONVENTION HAS ENDED 





Keen Fight Over Next Meeting Place 
But Atlantic City Wins 
the Day 





NEW OFFICERS ELECTED 
President—WNeil D. Sills, Sun Life of 
anada, Richmond. 


Lif Topeka; BR. Lewis, Union Central, 
e, ; 

Rochester; J. A. To Canada, t 
of the Canadian asece 


—Bo Bi , Penn Mutual, 
Secretary. lling Sibley n 
D. Weeks, Phoenix Mu- 


PLACE OF NEXT MEETING—<Atilantic 
City, NM. J. 


(Prom a Staff Correspondent.) 

Memphis, Tenn., Oct. 17—At the 
closing session of the National Life 
Underwriters Association, the secretary 
for the past two years, Neil D. Sills, 
of Richmond, Va., was elected presi- 
dent. 

The officers as nominated by the 
committee were elected by suspension 
of the rules and a motion that a unani- 
mous ballot be cast by the record- 
ing secretary. 

Pight for Next Convention 

The fight for the next convention 
was a grand one with Atlantic City se- 
curing 22 11/12ths votes and Denver 
20 7/12ths. On motion of J. Stanley 
Edwards who extended the invitation 
to Denver, the decision was made 
unanimous. The east asserted that 
many seaboard associations need re- 
juvenation which could only be secured 
by a convention in that part of the 
country. The west based its claim on 
the need of extension of the associa- 
tion movement there. The fact that 
the east has not had a convention for 
many years, that it gave way to west- 
ern and southern cities the past three 
times and the fact that the 1915 con- 
vention will be in San Francisco prob- 
ably swung the election. William G, 
Carroll, Philadelphia extended the At- 
lantic City invitation, _Many speakers 
were heard on both sides and: probably 
the hottest debate in the history of the 
association over the selection of a 
meeting place ensued. 

George A. Rathbun, Los Angeles, 
was made representative of the asso- 
ciation .in the executive council of the 
world’s insurance congress at San Fran- 
cisco in 1915. 

President Sills Speaks 

In accepting the office, President 
Sills said he was going to follow in 
the footsteps of predecesors, but ap- 
pealed for more support from each as- 
sociation member than has ever been 
given before. He announced that on 
the program of 1913 will be ten minute 
explanations of how they do it by men 
who have been especially successful in 
certain lines. All of the features of 
past programs will also be perpetuated. 
Vice-President Barber promises that 
as soon as he is through with his poli- 
tical campaign he will get busy and or- 
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ganize the west. He is now running 
for congress at Topeka. Other officers 
promised support and Treasurer Weeks 
announced that he was taking office for 
the eighteenth consecutive term. 

The report of the credentials com- 
mittee showed 438 in attendance. 

Five Minute Topics 

In the discussion of five minute 
topics Charles Jerome Edwards pre- 
sided and the first speaker was R. R. 
Richardson, Norfolk. He said by sys- 
tematic work he had built the business 
of his company in Norfolk up from 
$50,000 in 1907, to $1,000,000 in 1912. 
He uses an elaborate card index of all 
men rated over $5,000. 

George W. Ryan, Pittsburgh, said 
all agents were required to file cards 
of prospects and that they were thus 
protected from competition within the 
agency and also induced to do sys- 
tematic work that more than doubled 
returns on soliciting. Cards are in- 
dexed according to birthdays and 
routes and much time is conserved. 

Herman Fellinger’s Talk 

Letting the people know he is in the 
insurance business and impressing upon 
them that he knows more about insur- 
ance than they, is the system of Her- 
man Fellinger of Cleveland. He writes 
from 75 to 90 percent of his business 
at his own desk. He is a member of 
the Ohio legislature and he pleaded 
with local associations to work for rep- 
resentation of the business in legisla- 
tures as all big business is being at- 
tacked nowadays and needs the assist- 
ance of men experienced in it. Mr. 
Fellinger has won $1,800 in bonus from 
his company this year, $1,000 of which 
was for having the lowest lapse ratio 
of any agent. ; 

Bernard Rose, New York, said that 
systematic solicitation was systematic 
education of the public along insurance 
lines of the most successful kind. 

Louis F. Paret, Philadelphia, told of 
using the telephone to make dates for 
interviews. He said one hour of phon- 
ing often secured ten requests for rates 
and policy forms, and the system saved 
time and increased production. P. J. 
Kraus, Chicago, said the best system 
was to talk insurance to everyone, 
everywhere, all of the time. The 
trouble with the business is that too 
many men forget they are in it. 

Jules Girardin Speaks 

Moral courage is more necessary 
than system, said Jules Girardin, Chi- 
cago. Agents should brace up, make 
prospects, talk business and talk pro- 
tection without fear of spoiling pros- 
pects. W. D. Mead, Seattle, said that 
the thing that kept many men small 
was the fear of being great. He told 
of the success of the follow-up system 
of keeping after agents as practised by 
H. H. Ward of Seattle. George G. 
Moore, Topeka, suggested that men have 
the courage to use their personal ac- 
quaintances for introductions and 
leads ag well as for business. 

F.&. ‘McMullen, Los Angeles, asked 
whether if it would ever be possible 
to compel agents to follow systems, 
making reports and working regu- 
larly as long as the remuneration was 
wholly commission. 

E. A. Woods, Pittsburgh, who spoke 
later replied, yes. He said some in- 
surance men were doing it now, fir- 
ing those who refused to follow the 
system. He named Warren M. Hor- 
ner, Minneapolis, and John I. D. Bris- 
tol, New York, as men who had cour- 
age to do this. He said the National 
Cash Register Company requires more 
system in its selling department than 
any concern in the country and yet 
paid all its men wholly by commission. 

Talk by John Dolph 

John Dolph, Washington, D. C, said 
systematic work on the part of the gen- 
eral agent promoted systematic work 
among agents. I. Pinkus, Indianapo- 
lis, corroborated the remark. R. F. 
Palmer, Chicago, said his system was 
to know as many people of all classes 
as possible as men were rising stead- 
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L. Bracxetr BisHop, Retiring President, National Association. 





BANQUET THURSDAY EVENING 





Dinner and Program at Gayoso Hotel 
Closes 1912 Meeting of Life 
Men at Memphis 





The curtain was rung down on the 
1912 meeting of the National Associa- 
tion of Life Underwriters at Memphis 
with a banquet at the Hotel Gayoso 
Thursday evening. The menu was 
served at 7 o’clock and a large at- 
tendance was secured by the arrange- 
ment of a special train to Louisville 
and Cincinnati and the holding of other 
trains on various roads. 

President L. Brackett Bishop acted 
as toastmaster, radiating, as usual, 
cheer and good fellowship. The speak- 
ers were the Right Rev. Thomas F. 
Gailor, D. D., bishop of the diocese of 
Tennessee of the Protestant Episcopal 
church; George H. Gaston, second vice- 
president of the Metropolitan Life; 
Hon. Albert W. Biggs and Hon. Luke 
Lea, United States senator from Ten- 
nessee. 











ily and if they were not prospects to- 
day they would -be later. 

Donald G. Sinclair, said that by 
elaborate system the industrial men 
of the country are paying for from 
between $100,000 to $250,000 new busi- 
ness per year per man. Daily instruc- 
tions, house to house canvassing and 
salaries make this possible. F. M. 
Stiver, Richmond, Ky., said a man who 
could not do this was fired. 

Mr. Woods said that the reason 
many agents objected to system was 
because they objected to work of 
any kind. Insurance is founded on sys- 
tem, yet the field force works with 
less system than the selling depart- 
ment of any other business. He said 
20 percent of his men worked accord- 
ing to system and produced 79 percent 
of the agency’s business. 





NOMINATING MEETING IS HOT 





Big Fight Over Vice-Presidencies and 
ces on Executive Committee— 
Midnight Session 





A fight over the vice-presidencies and 
places on the executive committee kept 
the nominating committee in session 
from 10 o’clock Wednesday night till 
12:30 Thursday morning. There was 
talk against the “steam roller” and if 
there ever was such a mechanism with- 
in the association it was let down 
through the bridge into the chasm of 
oblivion. Some of the men whom it 
was thought would be continued on 
the executive committee were side- 
tracked. and a number of men young 
in association work, but of proved 
worth, were substituted. This was 
cnly accomplished, however, after a 
warm discussion, which ended in a 
demand for the reading of the constitu- 
tion and a strict adherence to the mode 
of procedure outlined in it. A motion 
to this effect was put and carried. 

Four names were presented for the 
two vice-presidencies. They were S. 
E. Barber of Topeka, Kan., Aetna; H. 
R. Lewis of Rochester,-N. Y., Union 
Central; Warren M. Horner of Min- 
neapolis, Provident Life & Trust; 
Frank D. Buser of Philadelphia, Mas- 
sachusetts Mutual. The name of Jules 
Girardin of Chicago was not offered 
at his request. Messrs. Lewis and 
Barber were nominated and all nomi- 
nations were finally made unanimous. 

There were no contests for the presi- 
dency, secretaryship and treasurership. 





E. A. Woods of Pittsburgh put some 
first-class curves, spitters and smoke 
balls over the plate in his talk Wednes- 
day. “Smoky” Joe Wood did the same 
thing in the world’s series at New York 
and Boston about the same time. Yes, 
the Woods are full of ’em. 





TO ENTER GROUP FIELD 
METROPOLITAN MAKING PLANS 





Will Write Blanket Policies on Whole 
Life Form—Company Nearing 
Limit on Ordinary 





Plans to write group insurance are 
being made by the Metropolitan Life. 
Vice-President Haley Fisk is in charge 
of the arrangements. It is not likely 
that any term business will be writ- 
ten on this plan as the company is 
opposed to this form. The rates now 
being prepared are for ordinary life. 

In the past the Metropolitan has 
written groups through the industrial 
department, issuing separate policies 
for each-assured. To eliminate some 
of the overhead expense the blanket 
policy is being drafted. It is likely 
that the company .will continue to 
write the business through the indus- 
trial branch as it is already close to 
the limit of ordinary business pre- 
scribed by the New York law. The 
company is allowed to write $167,000,- 
000 this year and word has gene out 
that all written business must be paid 
for immediately or returned. The limit 
does not affect the industrial business 
and if the group business can be 
handled through that department it 
will not interfere with the ordinary 
production. 





MANY COMPANY MEN PRESENT 





Officers and Agency Managers Attend 
Sessions of National Association of 
Life Underwriters 





There was an unusually large num- 
ber of company men at the Memphis 
convention of the life underwriters. 
Among those present were President 
H. M. Woollen of the American Cen- 
tral; Vice-President L. K. Passmore, 
of the Penn Mutual; H. C. Lippincott, 
agency manager of the Penn Mutual; 
Mr. Moore, manager of agencies of the 
Provident Life & Trust; F. H. Garri- 
gues, mathematician of the Penn Mu- 
tual; Mr. Eggleston, superintendent of 
agents in the south for the Equitable of 
New York; Cyrus Lange, agency sup- 
ervisor of the ordinary department of 
the Prudential in the south; T. L. Han- 
son, assistant to the vice-president of 
the Germania Life; J. V. Barry, assist- 
ant secretary of the Metropolitan; 
Vice-President E. G. Simmons, of the 
Pan American Life; Winslow Russell, 
of the Phoenix Mutual; E. D. Field, 
superintendent of agents of the Na- 
tional Life of Vermont; Charles F. 
Huffer, vice-president of the State Life 
of Indiana; Walter LeMar Talbot, vice- 
president of the Fidelity - Mutual; 
George W. Murray, superintendent of 
agents of the Home Life of New York; 
W. Q. Cole, president of the Lamar 
Life; Allan Waters of the Union Cen- 
tral; Massey Wilson, president, and 
J. L. Babler, vice-president, of the In- 
ternational; E. S. Caldwell, vice-presi- 
dent and manager of agents of the 
Volunteer State. 


HISTORIC HOSTELRY 

The Hotel Gayoso, which was the 
headquarters of the convention, is an 
historic hostelry. During the civil war 
it was occupied as the officers’ quarters 
by the northern troops. One morning 
General Forrest, at the head of the 
Confederate troops, rode into the lobby 
on horseback, surprised the sleeping 
officers and captured them. 








American Central Delegates 


The American Central has the dis- 
tinction of having a large number of 
its representatives present as delegates 
and alternates in spite of the fact that 
its size and age do not compare with 
the big majority of companies repre- 
sented. 
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FIRST DAY AT MEMPHIS 


LARGE, ENTHUSIASTIC CROWD 





Progress Keynote of Opening Session 
—Two Strong Addresses on After- 
noon Program of Tuesday 





(From a Staff Correspondent) 

Memphis, Oct. 15—-With a larger at- 
tendance than anticipated, in spite of 
the fact that many delegations were 
detained by late trains, the twenty- 
third annual convention of the National 
Association of Life Underwriters opened 
auspiciously Tuesday morning. The 
headquarters of the association were 
at the Hotel Gayoso; but the sessions 
were held in the Goodwyn Institute. 
This building is a unique monument to 
a man who had the “Greater Memphis” 
spirit. His gift erected this handsome 
library-auditorium-office edifice. The 
income from the offices maintains it. 
The reference library within its walls 
is one of the finest in the south and 
its auditorium is used for public meet- 
ings, conventions and free lyceum lec- 
tures. A winter course is provided 
free from the office rentals. 

Auditorium Artistically Decorated 

For the life underwriters the audi- 
torium was decorated with flags, 
palms, roses, sprigs of green, brown 
and red oak leaves and the ever pres- 
ent and representative cotton balls. 
Amid such surroundings President L. 
Brackett Bishop of Chicago called the 
convention to order at 10:15 Tuesday 
morning. Just before the gavel sounded 
the California delegation sang a num- 
ber of songs prepared for the occasion 
and the well springs of enthusiasm 
in the hearts of those men whose busi- 
ness depends so much on enthusiasm 
was started flowing. That spirit pre- 
vailed and it was fostered by a hearty 
welcome and royal entertainment dur- 
ing the convention days, provided by 
the life underwriters of Memphis and 
assisted, it would seem, by the entire 
city. 

4 Invocation and Welcome 

The invocation was by Rev. T. E. 
Sharp, D. D., pastor of St. John’s 
Methodist Episcopal Church of Mem- 
phis. Mayor Crump was unable to be 
present and he was represented by 
City Attorney Charles M. Bryan, a 
great-grandson of Admiral Raphael 
Semmes. Mr. Bryan is an orator, a 
southern orator, and gave to the vis- 
itors a most cordial welcome. He 
said he honored the life insurance busi- 
ness greatly because of its beneficence 
and because of the high character 
which it gives to men who engage 
in it. He told several stories that 
were both pat and pleasing and invoked 
a storm of applause. Harry B. Ander- 
son, representing the Memphis Busi- 
ness Men’s Club, seconded the remarks 
of Mr. Bryan. He assured his guests 
that they could find congenial people 
and congenial surroundings in Mem- 
phis and asked them to partake of 
the spirit of liberality, industry and 
good fellowship, which both the spirit 
of the organization of which he was 
president, and of the life insurance 
business. He closed with a tribute 
to the men who spent their lives in 
looking after the interests of fellow 
men, 

President Lake’s Greeting 


Illness, which kept R. Henry Lake, 
president of the Memphis Life Under- 
writers’ Association, from the execu- 
tive committee meeting Monday, did 
not prevent his appearance Tuesday. 
The pleasure he expressed at having 
the convention as the guest of his 
association was not dimmed by phys- 
ical ailment. The Memphis associa- 
tion, he said, was organized by John 
W. Whittington of Los Angeles dur- 
ing his presidency two and a half years 
ago, that it had been fostered by Henry 
J. Powell of Louisville during his ad- 
ministration and been given further 





impetus and enthusiasm by the present 
president, Mr. Bishop. 
Canada Is Heard From 

J. A. Tory of Toronto, who by vir- 
tue of his position as president of the 
Canadian association is third  vice- 
president of the National association, 
brought greetings from the dominion. 
He thanked the National association 
for the help it had given the Canadian 
organization, both in its formative pe- 
riod and up to the present, but warned 
the states’ body that if its does not 
look out the Dominion association will 
outstrip its parent, in spite of the great 
difference in population in the two 
countries. The Canadian association 
now has thirty-five local bodies, with 
a total membership of 1,500, a goal 
that has been reached in five short years. 
It has done more, he said, in five years 
to purify the business than all other 
forces put together did in the preced- 
ing twenty years. Where life insur- 
ance men refused to greet each other 
five years ago they now work together 
in a spirit of brotherhood, and this 
great spirit has eliminated many of the 
evils that had crept into the business. 

Greatness of the Movement 

The life underwriters’ movement, 
continued Mr. Tory, is bigger than 
one man, bigger than one company, 
bigger than one country, and he asked 
that a joint conference be held be- 
tween the committees of the National 
and Canadian associations which will 
fix the dates for the 1913 meetings. He 
suggests that these conventions be held 
within one week of each other in order 
that more Canadians can be present at 
the National meeting and more of the 
National association can attend the Ca- 
nadian convention. 

Representative from Capetown 


Herbert S. Bishop, the one person 
present from beyond the shores of the 
North American continent, was called 
upon. He traveled 6,500 miles from 
Capetown to Southampton and from 
there to New York and on to Mem- 
phis just to attend the meeting. He 
displayed enthusiasm and pleasure 
over the meeting and clearly showed 
that the meeting would not fall short 
of his most sanguine expectations, but 
had already exceeded them. Mr. Bishop 
is general agent of the South African 
Mutual at Capetown. This company 
is the largest native company. Fol- 
lowing his remarks regarding the in- 
terest he took in the movement and 
in the work of the association it was 
voted that twenty-five copies of Life 
Association News, the official paper, 
be sent him each month during the 
coming year. 

Many Letters Are Received 

President Bishop announced that be- 
tween 500 and 600 company officials 
had been invited and that all had re- 
sponded. Names of nineteen who were 
present were read. Letters from a 
number of others unable to be present 
were read. They were from Secre- 
tary Barbee of the New England Mu- 
tual, President Peabody of the Mutual 
Life of New York, Vice-President 
George T. Wilson of the Equitable of 
New York, President Roland O. Lamb 
of the John Hancock Mutual, Presi- 
dent Day of the Equitable of New 
York, ex-President Thomas H. Bowles 
of the association, President Darwin P. 
Kingsley of the New York Life, and 
President Forest F. Dyden of the Pru- 
dential. 

President Bishop’s Address 

Routine business set for the morn- 
ing program was disposed of in haste. 
The roll of states only was taken and 
the reading of the minutes dispensed 
with. President Bishop in his annual 
address spoke enthusiastically of the 
prospects of the future and gave briefly 
the accomplishments of the past year. 
It was typical of Mr. Bishop and met 
with the same hearty reception which 
all of his remarks always meet with. 
Vice-President William M. Furey of 
Pittsburgh and Vice-President Bolling 








Secretary Nem D. Sms 
(Newly Elected President) 





Sibley of Memphis both gave reports. 
They each told of the work that had 
been assigned them under the new 
arrangements which divided the duties 
of visiting various associations through- 
out the country among the various 
officers, relieving the president of a 
task which had become impossible. 
Secretary Sill’s Report 

Secretary Sills’ report reviewed the 
work of the committees of the asso- 
ciation, the corresponding secretary 
and the Life Association News. He 
said seventy associations were now in 
the National body, making a net gain 
of eleven during the year, and repre- 
senting a membership of 2,489, a net 
gain of 23 percent. These figures, he 
said, were on the paid for basis, the 
total membership, counting delinquents, 
being 2,662. Gains were made in mem- 
bership by many individual associa- 
tions. There were prospects, he said, 
of organizing associations at Hunting- 
ton, W. Va.; Providence, R. I.; Evans- 
ville, Ind.; Fort Dodge, lowa; Water- 
town, N. Y.; Sioux Falls, S. D., and 
other places during the coming year. 
He referred to accomplishments of 
various local associations during the 
past year. Treasurer Eli D. Weeks 
of Hartford, Conn., reported that the 
income of the past year was $9,037.10 
and the disbursements $6,442.23, leav- 
ing a balance of $2,594.87. 

The report of the executive com- 
mittee was a voluminous account of 
the work of that body during the past 
year. It showed that many members 
had spent much time in the service of 
the association. 

T. W.. Blackburn Speaks 

The afternoon session, called more 
promptly than usual, was opened by 
a few remarks from T. W. Blackburn 
of Omaha, secretary of the American 
Life Convention. He spoke of the 
high standard of men engaged in the 
life insurance business today and said 
that the greatest problem that con- 
fronts this army today is the. lapse 
ratio. 

Dr. Oscar Dowling, head of the state 
health department of Louisiana, was 
the first regular speaker on the after- 
noon program. Dr. Dowling was asked 
to tell of his work, which attracted 
nationwide attention, in cleaning up 
his state. He said he started out with 
two exhibition cars in November of 
1910 and visited 266 towns. Here ad- 
dresses were made, 230 picture shows 
given and the people shown how to 
live healthy and sanitary lives. Enthu- 
siasm, he said, was stirred up over pure 
foods, pure drugs, cleaner towns, 
cleaner homes. 

The accomplishments of life insur- 
ance in the past, Dr. Dowling con- 





tinued, were, in spite of their magni- 
tude, insignificant in comparison with 
the achievements which the business 
will record in the future. It is a busi- 
ness that aids society, strikes at the 
root of social and economic problems 
and prevents increased independence. 
It is accomplishing what statesmen 
have been endeavoring to attain by 
legislation for hundreds of years. Dr. 
Dowling quoted from the recent speech 
of E. E. Rittenhouse, conservation 
commissioner of the Equitable Life of 
New York, reading the indictment 
against the waste of human life that 
is going on in the country. He sug- 
gested that life conservation work 
would be of financial and advertising 
value to insurance companies. The 
life underwriters can do their share 
in a universal movement along this 
line. At the instance of M. W. Mack 
of Cincinnati thanks were extended to 
Dr. Dowling for his speech and a com- 
mittee consisting of R. Henry Lake 
of Memphis and Wilson Williams and 
Frank J. Levy of New Orleans was 
appointed to act as reception commit- 
tee for him during the remainder of 
the meeting. 
Pive-Minute Discussions 

Charles Jerome Edwards of New 
York, he of the resounding voice and 
forceful expression, took charge of the 
discussion of five-minute topics. The 
subject was “Prospects of the Right 
Kind and How to Secure Them.” The 
subdivisions were the value of a sys- 
tematic supply of new leads, conserv- 
ing the time and ability of soliciting 
agents and the general agency refer- 
ence bureau; the route list; old policy- 
holders and introductions. A.number 
of those scheduled to speak were de- 
tained by late trains. The speakers 
were Donald G. C. Sinclair of the Met- 
ropolitan in New York, Dr. H. C. Cas- 
tor of the Connecticut General in Chi- 
cago, J. C. Dewry of Cincinnati, Wil- 
son Williams of New Orleans, Richard 
O. Dunkum of Hartford, Warren Hor- 
ner of Minneapolis, Paul Dobbins of 
Atlanta and Mrs. Florence E. Shaal of 
Boston. 

Hamilton Makes Big Hit 

The big hit of the day was the 
address of Isaac Miller Hamilton, pres- 
ident of the Federal Life of Chicago. 
He was interrupted many times by 
applause, which broke beyond the cus- 
tomary hand clapping. He believes in 
good practices and a square deal all 
the way round. He believes in co- 
operation between home office and field 
force. When he rapped the man who 
forgets about life insurance to talk 
about competitors the applause was the 
greatest. Salesmanship, he said, made 
the wheels of commerce go round and 
no life insurance company can do with- 
out the salesmen—there never will be 
mail order insurance. He expressed 
a belief that more care should be taken 
in the hiring of men and that the busi- 
ness to attain the goal toward which 
it is striving must take only men of 
the highest character and best ability. 
What the men who present life in- 
surance to public are, he added, the 
business will be and as the agency 
staff rises the business will come into 
its own. 

A special vote of thanks was ex- 
tended Mr. Hamilton on motion of 
Frank D. Buser of Philadelphia, who 
termed the address the fairest, squar- 
est and most common sense that had 
ever been delivered before the conven- 
tion on the subect, “The Relation of 
the Home Office and the Field Force.” 





The Commercial Appeal, the Memphis 
morning paper, gave very full accounts 
of the convention, illustrating with pic- 
tures each day. Earl G. Levy, connected 
with 8S. Hirsch & Sons, local agents in 
Memphis, handled the meetings for the 
paper. 





W. H. Herrick of the Herrick-Andrews 
Agency Company, managers for the 
Massachusetts Mutual at St. Louis, hag 
not missed a meeting in twenty-two years. 
Fd _— attended every convention but the 

rst. 
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SEES AGENT OF FUTURE 
HIGH STANDARD IS HELD UP 


Edward A. Woods of Pittsburgh Offers 
Splendid Ideals for the Life 
Insurance Man 


(Prom a Staff Correspondent) 

Memphis, Oct. 16.—“The Life Insur- 
ance Agent of the Future,” was the 
subject of the address delivered today 
by Edward A. Woods, of the great 
Pittsburgh agency of the Equitable 
Life. High ideals of service and con- 
duct were set by Mr. Woods for the 
life agent, who will, he said, be able 
satisfactorily to answer the question, 
“What am I doing besides making a 
living.” His address was as follows: 


It is my purpose to speak of the agent 
of the future, his requirements and op- 
portunities. In drawing this character 
sketch, it will, of course, be necessary to 
paint a picture of the ideal. No one will 
reach it in all respects; few will reach 
it in most respects; most will not reach 
it in any respect. Carlyle’s statement 
that the population of England was forty- 
four million people, mostly fools, has still 
the kernel of truth that explains why 
still most men everywhere are failures 
and men from the failing class never have 
been and never will be successful in a 
business so requiring industry, initiative 
and energy. But it is always well to 
hold before us the ideal to be striven 
for, that we may reach it in one or every 
respect as nearly as may be. There will 
be some successful who perhaps meet 
none or but a small portion of the re- 
quirements. Now and then there will 
always arise some artist who will defy 
every rule of painting and yet paint a 
great picture, or some general who will 
violate every military rule and yet win 
vattles. Robert Burns possessed almost 
every vice and yet was one of the world’s 
great benefactors and there always will 
be those who will follow the failings and 
the vices of the world’s great men. But 
the wise and conservative will choose the 
safe road to success. Lighting our lamp 
from the experience of the past, realizing 
what has taken place during the last dec- 
ade in the nation and in the business 
world, and especially in insurance, we 
may with some degree of accuracy fore- 
cast the future requirements and oppor- 
tunities of the successful life insurance 
man, and state with some definiteness 
some requirements he must have and 
some characteristics he must not have. 

I shall refer rather to the characteris- 
tics wherein the agent of the future will 
differ from the agent of the past, and 
not to the ordinary qualifications essen- 
tial to success. Of course he must be 
industrious, honest, intelligent, tactful 
and provident. Without these qualities 
no man succeeds in any business. 

Life Work Begun Young 

He will be one who has taken up the 
vocation from youth and dedicated him- 
self to it for life. He has the time to 
thoroughly ground himself in the funda- 
mental principles of the business, by no 
means wholly mathematical, that no man 
handicapped by the necessity of making 
a living for his family, as when enter- 
ing the business late in life, possesses. 
Furthermore, the great vocations—min- 
istry, medicine, law, teaching—are, as @ 
rule, filled so successfully because of the 
very fact that a young man from his 
school days is thoroughly equipping him- 
self for such a profession and all his 
ambitions drive him to prepare himself 
with singleness of purpose for this one 
thing. Such a man will have better equip- 
ment than one who does not lay out his 
plans for life, and still more will he have 
an advantage over one constantly chang- 
ing vocations, throwing away a large 
part of the experience and knowledge that 
he gains. Successful as many have been 
entering the business in the past late in 
life, as in the case of my own father, 
62, who can say how much more success- 
ful these same men would have been 
had they devoted their entire energies 
from early life to insurance and acquired 
the knowledge and experience that en- 
gagement in it from youth would have 


given? 
Will Be Educated Men 


As educated men in all lines excel 
the uneducated, the best life insurance 
men of the future will have the advan- 
tage of mental training that is best given 
in college or technical schools. It is not 
to be forgotten that the advantage of 
an education is not in learning facts, 
but in the mental discipline or training 
that an education gives. This sharpening 
of the tools, this releasing of the facul- 
ties, this broadening of one’s intellect and 
horizon, will give the trained an advan- 
tage over the untrained. 

He will devote his whole time and all 
his energies to this business. No longer 
will he be the village real estate, fire, 
accident and life insurance man, endeav- 
ering at all times to pick up any odd 
commission on the side for doing any 











Epwarp A. Woops, Pittsburgh. 





of the world’s chores that have charac- 
terized so many in the past. In an age 
of specialists the part-time man will be 
unknown among the successful, if, in- 
deed, he has not already passed away. 
When we are writing today into the 
laws of our states and the practices of 
insurance departments, companies and 
agencies that a man shall either be al- 
ready or promise soon to be an exclu- 
sively life insurance man, it is not diffi- 
cult to predict the passing among insur- 
ance men at all notable for their success 
of those who do not give it their entire 
energy and time, 
Trained to Systematic Work 

He must therefore be a trained man; 
he must begin in some organization where 
he not only will be fundamentally 
grounded in the principles of insurance 
in general and of his company, but where 
he will be trained to regular hours and 
methods of work, not desultory, waste- 
ful and sporadic work which has hereto- 
fore characterized so many more or less 
successful life insurance men. In the 
future the presidents and officers of com- 
panies, cashiers and clerks of agencies 
will not be the only ones who will be 
expected to work regularly and hard, but 
so will the agent, who now works where he 
pleases, when he pleases and as he pleases. 
We might as well face the fact now 
that the insurance agent or general agent 
has no more right to get to his office at 
varying times every day than the officer of 
his company or the cashier of his office. 
Regular, steady work, disciplining one’s 
self and physically preparing one’s self 
to work so many hours every day, is 
necessary to achieve success in every 
other vocation on earth, and we are but 
deluded if we persuade ourselves that life 
insurance is the one exception. It would 
be a disgrace to the business if true. 

Time Most Now Spend 

If insurance men have prospered in 
spending probably one-third of their time 
in actual hard work—about what most 
now spend—what may be expected of 
those who will conserve their time and 
energies from the diversions that have 
led most of us to play at insurance in the 
past? Why should the clerk working for 
a salary report regularly at nine in the 
morning, and the agent, the amount of 
whose compensation depends. entirely 
upon himself, consider that he is under 
no obligation to work either so many 
hours a day, or so many days of the 
year, and who consoles himself for an 
hour’s tardiness, for an afternoon or a 
week taken off, with the thought that he 
did not “feel like it’? Not to be fit is 
little excuse even for a horse on the day 
of a race, or the pitcher the day that he 
is put in the box; for the physician or law- 
yer whose physical condition causes him 
to lose the case. The sooner we remove 
the idea from our minds that this is one 
business that can defy all laws of suc- 
cess and bring prosperity, the sooner we 
are to become successful ourselves. 


Keep Record of Cases 


He will be a systematic man. The day 
has passed when physician, lawyer, and 





even the business man, kept his records 
and accounts in his head. The up-to-date 
insurance man of the future will be as 
Systematic as every Other business re- 
quires. He will be just as careful to 
keep records of prospects and cases as 
the up-to-date physician, in distinction 
from the family doctor, who trusted to 
his memory. These systematic records 
will not only be a spur to activity but 
will be an increasingly valuable store 
house of material as the months and 
years go by. He will keep a daily rec- 
ord of his work as carefully as the up- 
to-date merchant keeps a daily account 
of his cash. He will plan his work as 
carefully as the architect plans a build- 
ing. He will, by adopting such system, 
avoid either waste or misuse of his time, 
and above all he will not be afraid or 
ashamed to set his mark, to have his 
aims on record with his manager or com- 
pany, to make a daily report, and to ex- 
pect to reach it not by sporadic effort 
in the last week of December but by reg- 
ularly, daily, recorded and reported work. 
Beal Professional Man 

He will be a professional man, not one 
whining and complaining because the 
public does not consider him such, but 
who by his conduct and ethics deserves 
to be so called professional in his 
methods, in his regard for the great cause 
of life insurance, the feeling of respon- 
sibility for the welfare of the families, 
estates, and enterprise his efforts pro- 
tect; professional because he feels deeply 
his value to the community and the re- 
sponsibility upon him to give the best in 
him to a vocation so vitally important to 
so many around him who need it; profes- 
sional because he will act professionally 
toward his associates, of his own and 
every other company; because he will 
forget himself and his interests in his 
conscientious desire to do the best thing, 
to give the wisest and soundest counsel 
to those about him; professional as a 
lawyer, when contending for justice to 
his client, has no thought of his fee; 
or a physician, who, in trying to save 
life or avert threatened disease, has no 
thought of himself but of his patient. 
Such a man will have no reason to find 
fault with the public estimate of him. 
He will be considered professional be- 
cause he will deserve it and not because 
he demands it. 

Not a Competitive Man 

He will therefore be a noncompetitive 
man. Competition is not in place in a 
true profession. Doctors competing for 
patients are quacks; lawyers competing 
for clients are shysters; the minister who 
traduces other sects is a disgrace to the 
cloth; a competitive life insurance man 
ought to be and will be just as much 
out of place. There will never be any 
limit to the proper lines of his activity. 
There will be no need for him to seek 
success by disparagement of rivals. He 
will be generous, truthful, and commen- 
datory toward his brothers of other com- 
panies; not only because he will recog- 
nize that they are engaged in the same 
great work; that any insurance is better 
than none; that a policy in a poor com- 
pany is better than none at all but be- 
cause, deeply in earnest with his cause, 
he will be unwilling to lower it by har- 
boring critical thoughts of his fellow 
agents or company. Profoundly believ- 
ing, as of course he should, that his in- 
stitution can furnish on the whole the 
best service, he will be as fraternal to- 
ward others as the patriot who, believ- 
ing in his own party, believes still more 
in his country; as the devout clergyman 
who, believing thoroughly in his own sect, 
believes still more firmly in religion, too 
much so to harbor ill-will toward others 
fighting in a different uniform the same 


battle. 
Will Be a Specialist 

He must be a specialist. It is not long 
since the only form of life insurance was 
a “die to win” policy; even the endow- 
ment form is comparatively recent. To- 
day life insurance adaptability to the 
various conditions of the different classes 
of society is endless. It is impossible 
for any one agent to have that broad 
knowledge not only of insurance but of 
financial, legal and social conditions which 
the various forms of insurance now in- 
volve, such as income, corporation, busi- 
ness, credit, employes and group insur- 
ance and annuities. As in every other 
large branch of knowledge, this requires 
a general knowledge of so many other 
things that the modern, up-to-date insur- 
ance agent should almost take a Sab- 
batical year off to thoroughly equip him- 
self for any one of them. Further. the 
specialist in medicine or law not only fits 
himself for the specialty by his superior 
knowledge, but thereby becomes known 
as better qualified for general practice. 
It would certainly be wise for any young 
man today entering the business, while 
pushing general business, to take a par- 
ticular interest from the start in some 
one phase of life insurance and realize 
his inability to be master of every 

branch. 
Beginning of Contract of Service ’ 
He will follow up his own policyholders 
and as far as possible others of his com- 
pany. He will consider the insuring of 
any one as the beginning of a contract 
of service to cease only with the termi- 
nation of the policy and its safe invest- 





ment. Not only will he consider himself 
under every obligation to serve his own 
policyholders in every possible insurance 
way during the lives of their contracts, 
but from them and their influence he will 
seek and obtain his largest and most per- 
manent business. He will regard the 
man first insured rather as the lawyer or 
physician considers merely the first case 
of a desirable client or patient, and will 
give such attention to him that he will 
hold his constant custom and transact 
all of his future business. He will call 
upon or communicate with each policy- 
holder at least once or twice a year. He 
will thus be the insured’s counsellor and 
adviser, and he will not be frequently 
surprised to find that one whom he once 
insured has, through his neglect, since 
been insured repeatedly by other agents. 
He will thus be the insurance and finan- 
cial family counsellor of his clients and 
be regarded much as the lawyer, physi- 
cian or banker. 


Opportunities of Future Agent 

He will be an honorable, honest, moral 
man; conservative rather than exagger- 
ative; giving disinterested, conscientious, 
sound advice and information. As an ad- 
vocate of thrift, he must himself be 
thrifty; as counselling protection for wife 
and home, he must himself be a good 
husband and father; knowing how vice 
and violation of the laws of health shorten 
and make uninsurable the lives of others, 
he himself must avoid these things; know- 
ing the value of good physique and be- 
ing in an outdoor, healthy occupation, he 
will himself maintain a good physique 
and be and keep physically fit. In a busi- 
ness of all others conservative, safe and 
permanent, providing a definite plan for 
systematic saving for the future, he will 
himself lay the foundations of a suc- 
cessful, prosperous life of thrift and 
providence. 


Honored, Prosperous and Good Man 

No man can fulfill these actual require- 
ments without being himself an honored, 
prosperous and good man. He is in a 
vocation where the highest honor and 
most honest methods, as well as good 
habits and associates, are most conducive 
to success which should increase with 
age and experience, and with the increas- 
ing renewal income make him more and 
more independent and finally self-pen- 
sioning; healthful; out-of-doors; with 
neither age limit nor dependence upon 
any employer and with no reasonable 
limit to his possible income. He will 
necessarily be allied with the financially 
conservative and best elements of the 
community and recognized as not only a 
preacher but an example of thrift and 
conservatism instead of extravagance and 
speculation. He will be interested him- 
self in, and be regarded as authority upon 
matters of social welfare, physical health, 
prolongation of life, and representing also 
financial health of his community. 


Broadened in Character 


Constantly conscious that besides mak- 
ing a living he is filling a great and 
necessary place in society, leader of an 
army in constant warfare against pov- 
erty, disease and crime, and ever victori- 
ous; representing the maintenance of the 
home, love for wife that reaches even 
beyond the grave, education of children, 
permanence of business firms, the pro- 
tection of credits affected by death, com- 
petence for the aged, a method by which 
employers and employes can be cemented 
into a closer organization, he will be 
constantly building up a clientage that 
will keep him so busy that, as the years 
go by, it will be for him not an effort to 
find material, but his task will be rather 
to select what he can best do and to 
gather around him those to whom work 
can be delegated. He will be broadened 
and stimulated in his character by his 
preaching and practice. As he grows in 
years and as the question forces itself 
upon him, “What am I doing besides 
making a living?” he will view with in- 
creasing satisfaction an honorable, suc- 
cessful life spent in service to those 
about him, to business, to society and to 
state, and will finally reach 

“An old age serene and bright, 

And peaceful as a winter’s night,” 
and leave behind him a family honored 
by the memory of a good name and them- 
selves well provided for, who will rise up 
and call him blessed. 





Canadians Attend Convention 


The Canadian visitors, headed by 
John A. Tory of Toronto, president of 
the Life Underwriters’ Association of 
Canada, are William McBride of Win- 
nipeg, who has a place on the executive 
committee of the National association; 
George Williams of Montreal, chair- 
man of the Canadian executive com- 
mittee, and D. W. Johnson of Toronto. 
A. Homer Vipond of Montreal, vice- 
president of the National association, 
was detained at home. 





Secretary Neil D. Sills was the most 
prominent bridegroom in attendance. 
He shared the glory with his bride of a 
few months. 
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Northwestern 
Mutual Life 


Insurance Co. 
MILWAUKEE, WIS. 


EDWARD J. STONE, General Agent 


Largest business in force in the State 
of Ohio, $70,658,441 





Provident Life & 


4 i rust Compan Vv 
OF PHILADELPHIA 
47 years old Assets $77,783,000 


5. 8, Selick’, © Cleveland, O. 
: filme. Oo Agen Cincinasti. O. 


Yerter W. Crook, General Agent. Toledo, O. 
DISTRICT AGENTS WANTED 


New England Mutual Life 


Insurance Company, R°s'ss" 





FIELD MEN! wrr'xew business . . 
TWO FINE AGENCIES NOW OPEN. 


ADDRESS 


H. F. McNUTT, General Agen 








701 Citizens Bidg., 
CLEVELAND, OHIO 


“Equitable” Advantages 


A Company whose policy- 
holders include the World’s 
Captains of Industry, whose 
identification with The Equit- 
able of N. Y. is in itself an 
endorsement. 


HERMAN MOSS, “XcENt” 
314 Hippodrome Building 

















Largest 
LIFE 


Insurance 
Paper 


While THE WESTERN UNDER- 
WRITER is the largest general in- 
surance paper published, it is also 
the largest life insurance paper. Act- 
ual measurement shows it pub- 
lishes more life insurance news than 
any other periodical. 


And there is quality to that quan- 
tity. It is gathered by the greatest 
news gathering organization in the 
insurance journal business. Offices 
are maintained at Chicago, Cincin- 
nati, New York, Minneapolis and 
Kansas City and PAID correspon- 
dents are located throughout the 
country. This organization gets all 
of the life insurance news all of the 
time and gets it first. 


The 
Western Underwriter 


Company 
1362 Insurance Exchange 
CHICAGO ILLINOIS 


SUUAHNNNNNANNNOU000000EULEUUUUUUCUOUGUOGOGOGOOGQOQQNONONONUOREEEOEUUUOUOOGOAAAAANAEOEOOO AAA 


Che Flower Garden 
* of Obin 






me LLERE is always plenty of 

#~ business to be done in the big 
5 northern Ohio territory. What 
~ we need is the men to get it. 
Come and help gather in the applications. 


With its vast manufacturing, 
shipping, banking, industrial, mercantile 
and agricultural interests, the sections 
centering in Cleveland and Toledo are un- 
surpassed for the clean, strong, active life 
insurance producer. We want no other. 


If a salesman prefers country or 
small city work, the surrounding territory 
furnishes abundant material. Why waste 
your time in working in a poor field? 
Come where the business exists. Geta 
good contract with a permanent income. 


S$INNUUNNNNNUUUNNNNNNUUUAANNNOUUGAQNOOUUGGONOUUOOOOEOUUGGONOOOUOOONUOOUUGOOOOOOUOOOOOOOHNEE= 
Come to Cleveland—Come to Toledo 
S'TUUUNNUNNNNGNNNNNNUUUDUNNNNONNSNNGQQUQUUUNUONNONN0NN00NG00QQQUOUUUUUUNNNONN000000000000U00U000N0NNTTE 


a 
FUTOUUNNOQOOUUOOQQNO0OUOOQUO0UGOONGROOGOOOREOUGOOROOOUOGEOEOOOAOAOOUOGAAATE 


rill 


W. A. DAVIS 


General Agent 


414 and 415 SWEETLAND BLDG. 
1006 to 1016 EUCLID AVE. 


Cleveland - - - Qhio 


Representing 


JOHN HANCOCK 
MUTUAL LIFE 
INSURANCE CO. 


OF BOSTON, MASS. 





The Mutual Life 


Insurance Company 
of New York 


$15,146,685.72 has been appor 
tioned for dividends payable in 
1912. A larger sum than has 
ever been apportioned for divi- 
dents in any single year by an 

other Company in the ood. 


E. M. Post, Manager 


Hickox Bldg., CLEVELAND, OHIO 











A. District Agency 


of the NORTHWESTERN MUTUAL LIFE INSUR- 
ANCE CO. in Northwestern Ohio is now vacant. A 
rare chance for a live, experienced agent of integrity and 
character. Field is old and has a large volume of busi- 
ness in force. Splendid clientage assuring immediate 
results. Long term contract with with full renewals to 
Address 


right party. Confidential correspondence. 


CHARLES H. PARSONS, Gen’l Agent 
101 THE NASBY, TOLEDO, OHIO 





The Toledo Agency 


————OF THE 


Mutual Life 
Ins. Company 


OF NEW YORK 











comprising Northwestern 
Ohio and Northeastern 
Indiana, offers the greatest 
opportunity to men of ability 


Come to Toledo 


the most progressive city in 
the middle west. 














R.S. DONALDSON , Manager 
519-524 Ohio Bldg., TOLEDO, O. 








For a Good General Agency Write 


Olmsted Bros. & Co. 


State Agents OHIO and INDIANA 


NATIONAL LIFE 
INSURANCE CO. 


Of Vermont 
CLEVELAND ‘sixth ciy 























ncn a nena eter: 








8 


THE WESTERN 


UNDERWRITER. 





October 17, 1912. 





HALF WORK, HALF PLAY 


SESSION IN MORNING ONLY 





Barbecue and Trips Around City By 
Automobile and on Mississippi 
River Occupy Afternoon 


-_——_— 


(Prom a Staff Correspondent) 


Memphis, Tenn., Oct. 16—Wednes- 
day was half work and half play with 
the life underwriters at Memphis. 
There was a regular session of conven- 
tion in the morning which lasted till 
nearly one o’clock. Then the entire 
crowd was taken by special street cars 
to East End Park, where a genuine 
southern barbecue was served. It had 
been planned to have this function at 
Riverside Park, the beautiful grounds 
overlooking the Mississippi. Spring 
floods however, piled sandbars about 
the landing place and with low water 
it was impossible to make the trip there 
Sy boat. East End Park is an amuse- 
ment grounds, which made a most ex- 
cellent substitute. There whole pigs 
and whole lambs were roasted over 
open fires, Brunswick stew was boiled 
in huge open kettles and all of the 
other features of the barbecue dinner 
were provided. The visitors were 
given the choice of a boat trip on the 
river or an automobile trip about the 
city. About half accepted one hospital- 
ity and half the other. The motor car 
trip was over the many miles of oiled 
boulevards of Memphis and to the 
Memphis Country Club where refresh- 
ments were served. 

Five Minute Topics 

The regular session of the convention 
was epened by invocation by Rabbi W. H. 
Fineshriber of the Popular Avenue Tem- 
ple. The program began with a discussion 
of ave-minute topics with Mr. Edwards 
presiding. ‘Team Work and the Reason, 
was the subject of discussion and all re- 
marks were extempore. There were no 
set pers as in the discussion of the 
previous day. The speakers were Frank 
Levy of New Orleans, F. O. Bristol of 
Los Angeles, F. H. Stratton of Boston, 
Jonathan K. Voshell of Baltimore, Wil- 
liam M. Scott of Philadelphia, J. W. Estes 
of St. Louis, H. J. Emerson of Buffalo, 
John Dolph of Washington, D. C., Miss 
Sara Frances Jones of Chicago, J. Ed- 
ward Meyers of Minneapolis, H. A. Mad- 
dock of Philadelphia. Lincoln K. Pas- 
more, vice-president of the Penn Mutual 
was called on for a few remarks. 

Woods Principal Speaker 

Edward A. Woods of Pittsburgh, head 
of the biggest general agency in the 
world, was the speaker of the morning. 
His theme was “The Life Insurance Agent 
of the Future; His Requirements and Op- 
portunities.” In opening Mr. Woods told 
a number of stories. He said none of the 
men who come into the business fill all 
of the requireemnts, a few some and many 
none. For this reason there could be 
no perfect life insurance agent but there 
ean be better than there are at present. 
The coming agent will be a man who 
starts in during youth to ground himself 
in the fundamentals of the business, just 
as the lawyer and the doctor does and 
he must have the same educational foun- 
dation as well. The coming agent must 
devote all of his time, energies and in- 
tellect to the business and he will be 
expected to work regularly each day, just 
as the office employe does. There will be 
no quitting for a day or an afternoon, or 
an hour because the agent doesn’t feel 
fit—it is his duty to be fit physically and 
mentally at all times. 

Touches on Team Work 

The future agent, continued Mr. Woods, 
will be a systematic man, just as the 
lawyer and the doctor have become and 
the future agents will work in teams 
and threes just as do the doctors and 
lawyers on big cases now and further- 
more he will be a professional man hy 
his conduct and ethics. The future agent 
will be the one who considers his pros- 
pects rather than his commissions in each 
sale. The best agents will also be spe- 
cialists, some working business insurance, 
others educational insurance and others 
the other new phases of the business, all 
of which no man can know well. And the 
future agent will build up a clientele, one 
to which he will be the insurance coun- 
selor just as the family doctor is the 
medical counselor and the lawyer the 
legal adviser. 

Publicity and Education 

President Bishop turned over the gavel 
to Secretary Sills during the business 
session that followed. The resolution of 
Warren M. Horner of Minneapolis, provid- 
ing for a committee to establish a bureau 





of publicity and education, was presented. 
It cited conditions showing the need of 
educational and publicity work and pro- 
vided for the appointment of a committee 
of five to take the matter up with the 
companies and other organizations. Wil- 
liam M. Scott moved the adoption of the 
resolution and the motion carried unani- 
mously. Mr. Horner was called upon for 
a few remarks on the subject. He said 
that the attitude of the men in the busi- 
ness toward conditions was too com- 
placent and the time had come when 
something should be done to carry the 
gospel of the business to the 100,000,000 
people of the United States and Canada 
both by publicity and through a larger 
corps of men educated for the work. 
Memorial Resolution 

Wilson Williams of New Orleans also 
spoke on the resolution. He said there 
was a crying need of traimed men of 
character, ambition and energy and they 
could not be secure until more courses 
of insurance were put in the educational 
institutions of the country. He announced 
that Tulane University of New Orleans 
was the most recent acquisition to the 
ranks of schools having such courses. 

Charles Jerome Edwards of New York 
spoke of the passing away of Sherwood 
Gillespie, the first president of the Puget 
Sound Association, and moved that resolu- 
tions of sympathy and regret be sent to 
that local, and to the family of the de- 
ceased. His motion was seconded by 
Samuel B. Love of Richmond and Mr. 
Edwards and Mr. Love were appointed a 
committee to draft such resolutions and 
forward them. 


Nominating Committee 

The nominating committee was then 
named as follows: Arkansas, A. C. Rem- 
mel; Baltimore, Jonathan K. Voshell; Bos- 
ton, F. H. Strattan; Buffalo, H. J. Emer- 
son; Canada, William McBride; Chatta- 
nooga, T. C. Thompson; Chicago, Fred B. 
Mason; Cincinnati, Charles J. Stern; 
Cleveland, J. M. Mackintosh; Columbus, 
John Adams, Detroit, O. S. Boda; District 
of Columbia, John Dolph; Georgia, Frank 
W. Burr; Indiana, I. Pinkus; Northern 
Indiana, Charles W. Orr; Kansas, George 
G. Moore; Kansas City, J. P. Somerville; 
Los Angeles, Frank E. McMullen; Louis- 
ville, Henry J. Powell; Louisiana, Frank 
L. Levy; Maine, S. B. Phillips; Memphis, 
J. W. McKinney; Minneapolis, F. C. 
Butts; Mississippi, William H. 
Nashville, - Smithers; Nebraska, 
Clarence N. Anderson; New England 
Womens, Mrs. Florence E. Shaal; New 
Hampshire, J. A. Wellman; New York, 
D. G. C. Sinclair; Norfolk, R. R. Richard- 
son; Oklahoma, J. H. Johnson; Phila- 
delphia, William M. Scott; Pittsburgh, W. 
M. Wood; Puget Sound, W. D. Mead; San 
Francisco, W. J. Bell; South Carolina, Mr. 
Dixon; Syracuse, E. E. Clark; Utah, Frank 
Mozley; Virginia, Samuel B. Love; 
Youngstown, Claud Warley; Grand Rap- 


ids, J. D. Basford. 
LAST MORNING SESSION 
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met in the past by supplying extra 
copies of the convention issue of the 
news. 





Edwards Poor Actuary 

In the discussion Chas. Jerome Ed- 
wards, chairman of the publishing com- 
mittee, demonstrated that he was not 
an actuary. He offered to reduce the 
price of the volume from $1.50 to $1, 
provided each local association would 
increase its subscription for copies by 
50 percent. A later speaker pointed 
out that this would only increase the 
number of copies and not increase the 
income. Had Mr. Edwards’ proposi- 
tion been accepted he would probably 
have had to make good out of his own 
pocket for a deficit, as he offered to 
do A number of associations did 
show their appreciation by offering to 
double their orders at the rate of $1 
per copy. Local associations will prob- 
ably be circularized for opinions be- 
fore final disposition is made of the 


matter. 
Cox Morning Speaker 

Robert Lynn Cox, general counsel 
and manager of the Association of Life 
Insurance Presidents, was the speaker 
of the morning session. His topic was 
“Keeping Up with the Times.” He dis- 
tinguished between the man who is 
keeping up with the times and the one 
who is ahead of the times, pointing out 
that the latter is not doing his share 
in turning the wheels of industry any 
more than is the fast flowing moun- 
tain stream that cannot be harnessed. 
The spirit of the times, said Mr. Cox, 
is cooperation and the men who co- 
operate are keeping up with the times. 
He said that if concerns with a cli- 
entage of but a few thousand could 





afford to cooperate for the benefit of 
the general public, the insurance com- 
panies with their clientele of 25,000,000 
in the United States certainly should. 
Loan Money Where Needed 

One way is to see that the capital in- 
vested in the business in the form of 
reserves and surpluses should be sup- 
plied where it is most needed. He sug- 
gested the organization of a system for 
handling loans in which the companies 
of the country should cooperate. The 
agents, he continued, are the point of 
contact between the companies and the 
public and they must do their part by 
informing the companies on public 
opinion in keeping the companies up 
to the times. A special vote of thanks 
was given Mr. Cox on motion of Ber- 
nard R. Rose of New York. 

Prize Essays Read 

Neither of the winners in the prize 
essay contests were present. The Calef 
loving cup, awarded to George W. 
Johnson, New York city manager of 
the Travelers, was turned over to Jon- 
athan K. Voshell of Baltimore for de- 
livery. The presentation was made by 
former Vice-President William Van 
Sickle of Detroit. The essay was read 
by Wilson Williams of New Orleans, 
who is something of an orator. The 
Ben Williams vase was presented by 
former President F. E. McMullen of 
Los Angeles and accepted by L. T. 
Hanson, assistant to the vice-president 
of the Germania Life, on behalf of 
Richard A. Ellies, manager of the Ger- 
mania at Tampa, Fla. In accepting 
the trophy Mr. Hanson called atten- 
tion to the fact that the Calef cup was 
surrendered this year by a Germania 
man and the Williams vase won by an- 
other. Having been unable to secure 
any one to read the essay, President 
Bishop assumed the task. 

Los Angeles Gets Two Cups 

John W. Whittington of Los An- 
geles, former president of the asso- 
ciation, presented the three trophies for 
membership. The Charles Jerome Ed- 
wards loving cup for the largest per- 
centage of gain in membership of any 
association went to Louisville and was 
accepted by W. H. Harrison, president 
of that association. The increase in 
membership was 96 percent, while Los 
Angeles stood second with a record of 
90 percent. The Whittington trophy 
for the person securing the largest 
number of applications for member- 
ship went to W. B. Sturdivant of Los 
Angeles, with a score of 29. Former 
President Henry Powell of Louisville 
was a close second. Among those 
standing high was John R. Fox of 
Pittsburgh, who won the trophy a 
year ago. His 1911-12 record was 23. 
The Will A. Waite trophy for the high- 
est percentage standing in attendance 
at monthly meetings during the past 
year went to Los Angeles. President 
F. O. Bristol, in acknowledging the 
award, said that the attendance was 
secured by putting each monthly meet- 
ing in the hands of a certain company’s 
agency, making them responsible for 
dinner and program. Other agencies 
were thus compelled to be courteous in 
their attendance. 

Herbert C. Cox Congratulated 

Donald G. C. Sinclair of New York 
offered a resolution regretting the loss 
of Herbert C. Cox of Montreal to the 
field forces and congratulating him on 
his election as an officer of the Im- 
perial Life of Canada. Mr. Cox is well 
known to the National association, hav- 
ing served on its executive committee. 





NARROWLY ESCAPED WRECK 
The vanguard of the Chicago delega- 
tion that came down Sunday night nar- 
rowly escaped a wreck early Monday 
morning. Air brakes and the keen eye 


of the engineer kept the train from go- 
ing into a broken rail. The train was 
switched onto a —s pending repairs 
and arrived in Memphis two hours late. 


The main body of delegates arrived Tues- 
day, five hours late, missing all of the 
Tuesday morning session. 
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“Made in Massachusetts” 





The Company was incorporated in 1851, and 1s one of the 


Established oldest among American life insurance companies. But its spirit 


is modern, and it has fully kept pace with the splendid evolution 
of the science and the business of life insurance. 


Our investments delight the conservative financier and 
banker. Absolute safety has been and is our chief consideration. 
Our bonds are of the highest class. Our real estate mortgages 
more than satisfy the most critical expert. That life insurance 
funds are trust funds of a peculiarly sacred nature, is the first and 
always ruling principle of our finance committee. And that our 
investments give expression to that principle, the most casual 
inspection will demonstrate. 


Our policies are everywhere regarded as model life insur- 
ance contracts. They contain all of the up-to-date features, and 
are remarkably free from ambiguous language and technical 
terms. Bankers recommend them to customers who are seeking 
credit, and for use as credit-supporters they are unexcelled by 
the policies of any other company. Our new Commercial poll- 
cies are admirably framed for corporation and co-partnership 
protection. 


The Company is growing at a remarkable pace. But it has 
never used high-pressure methods. Each of the last several years 
has shown a large and healthy increase over the previous year 
in new insurances. And 1912 is far surpassing 191l—a year 
that was one of the most successful in all our long history. The 
prestige of this great Massachusetts institution is as high as 
that of the highest in all of the thirty-seven states of the Union 
in which we do business. 


We occasionally have a general agency opening. 


JOSEPH C. BEHAN, Superintendent of Agencies 


Massachusetts Mutual Life Insurance Company 


SPRINGFIELD, MASSACHUSETTS 


Incorporated 1851 


























10 


THE WESTERN 


UNDERWRITER. 





October 17, 1912. 

















































DR. DOWLING’S ADDRESS 
TELLS OF PREVENTIVE WORK 
Various Forces Now in Play to Beat 
Back Preventive Diseases Are 
Effective 








(Prom a Staff Correspondent) 


_ Memphis, Oct. 15—Dr. Oscar Dow- 
ling, president of the Louisiana state 
board of health, who has made a great 
name for himself in his crusade for 
better health conditions in that state, 
gave an interesting talk, taking up the 
various preventive features now being 
used to check disease. He called at- 
tention to the fact that the social con- 
science is awakening and said insur- 
ance companies and men should stand 
in the forefront of the workers for 
hygienic regeneration. Dr. Dowling 
said: 

Life Conservation Agency 

Insurance in its broadest application is 
a concrete instance of the intellectual 
and moral activity—spiritual activity—of 
our immediate time. It embodies a great 
conception of civilization and likewise a 
great conception of human obligation. 

Historically, it is an interesting topic, 
As known at present, life insurance had 
its origin in London, in the year 1705. 
With no science of probabilities and with- 
out laws of mortality, necessarily, meth- 


help furnished him to satisfy his obliga- 

tions and thus prevent undue burdens 

upon the state is an aid to society. 
Remedy for Social Evils 

This relation is not wholly economic. 
It is social as well. Sickness, vice, igno- 
rance, crime, inefficiency, insanity, with 
their consequences spring from the soil 
of sordid poverty. These are social de- 
fects. Logically, then, prevention of pov- 
erty is a remedy for many social evils. 

Another result of insurance pertains di- 
rectly to the individual, yet in turn re- 
acts on the body politic. It is the de- 
velopment among the people of habits of 
thrift and the spirit of frugality, char- 
acteristics which make for stability in 
citizenship and peace and order in the 
nation, Many other economic advantages 
accrue to the individual from this form 
of investment. Each of these imports 
the prosperity of the state because of the 
increased independence of an _ increas- 
ingly large number of citizens. 

These and many other ramifications of 
insurance indicate the potent influence of 
the business on the financial, social and 
ethical life of the community. 


Social Conscience Awakening 


For thousands of years, political priv- 
ileges and property rights dominated 
men’s minds as the essentials in civic 
prosperity and national permanence. Even 
today statesmen in every civilized coun- 
try are absorbed in efforts to apply the- 
ories relating to these fundamentals of 
the body politic. But the realizations 
that there are other problems of equal im- 
portance in development is beginning to 


obtain. There are signs of an awakening 
social conscience. The idea of relative 
values is dawning. Health, economic 








peace, community responsibility, preven- 
tion of physical, mental and moral evils 
are concepts of new birth in the collec- 
tive mind. Their advent is prophetic of 
@ new order. As expressed by a distin- 
guished speaker at the conservation con- 
gress at Indianapolis, “The first and most 
important item in humanity’s Bill of 
Rights is the right to live. The primary 
purpose and function of organized society 
is to guard the lives of its members from 
needless destruction. ... The nation with 
the keenest sense of justice and the high- 
est standard of intelligence and morals. 
. .. is the one which should place the 
highest value upon human life and sur- 
round it with the greatest protection.’ 
This is the new creed. It is today the 
sanest concept of modern society. 
Medicine an Exact Science 

The development of this idea is largely 
due to the evolution of the science of 
medicine. Within twenty years the pa- 
tience of the bacteriologist and chemist 
and the unselfish devotion of men of med- 
icine have been recognized, if not re- 
warded. Achievements paid for in human 
lives have forced the recognition of medi- 
cine as an exact science and prevention 
as an economic essential. It is yet from 
the few. The many still think of street 
cleaning, control of epidemics, and abate- 
ment of trivial nuisances, as the main 
activities of the health department and 
the legitimate extent of the application 
of the principles of sanitary science. But 
those who have looked into the seeds of 
the social life see in the data at hand 
the grains from which will grow reform 
in everything pertaining to individual and 
community progress. Housing, industrial 
environments and practices, food and drug 
supplies, control of contagion, supervision 





and training of criminals, recreation, the 
education system, and habits of living are 
some of these fundamentals that will be- 
come revolutionized before the sun 
reaches the zenith in the day of enlight- 
ened hygiene. 

Intelligent statesmanship supported by 
the demand of the collective mind bent 
on conservation of health and preserva- 
tion and perpetuation of virility and mo- 
rality are the means through which we 
hope for this advancement. 


Death Rate Reduced 


Within a generation, almost without 
governmental help, something of note has 
been accomplished. The death rate has 
been reduced by nearly twenty-five per 
cent, the term of longevity increased and 
industrial conditions improved. The meas- 
ures employed largely were inaugurated 
and operated by medical men and unpaid 
philanthropic workers. Their success is 
suggestive of methods for future activity. 
The problem is social and organizations 
of this type are the fit agents for the 
promotion of the movement. Among these 
the enterprise you represent is easily 
foremost. While a business organization 
primarily for financial profit, in principle 
it is philanthropic; in effect it is preven- 
tive of social and economic evils, there- 
fore, in potentialities it is perfect as an 
agency for the work of hygienic regener- 
ation. 

More specifically, what practical help 
can insurance companies give? 

A portion of the address of Mr. Rit- 
tenhouse, referred to above, is called an 
indictment. It contains twenty-eight 
statements relative to present conditions. 
A few of these will suggest the possibil- 
ities of well organized insurance com- 








ods were unsound and financial st 











impossible. During the eighteenth cen- 
tury much was accomplished in the eve- 
lution of accurate data and in 1782, “The 
Society for the Equitable Assurance of 
Lives and Survivorships” put into opera- 
tion a graduated table of premium rates, 
the origin of the present day system of 
profit-sharing policies. This may be said 
to mark the introduction of scientific 
principles into the business of life in- 
surance. 


Life Insurance a Modern Institution 


Essentially a modern institution, in this 
country, prior to the nineteenth century 
it was almost unknown. In Philadelphia, 
in 1812 a general life insurance company 
was incorporated, but it was not until 
1843 that the regular business was begun. 
From 1860 to 1870, many companies were 
launched, only to pass out of existence 
within twenty years. During the decade 
préceding 1885, a differentiation began 
which resulted in the development of in- 
dustrial insurance and the so-called sys- 
tem of assessment insurance. The lat- 
ter in the year 1895 had an aggregate 
amount of insurance in force of five thou- 
sand million dollars, but with improved 
laws which prohibited forfeitures in event 
of failure to pay premiums, the need for 
these organizations ceased. Many founded 
upon honest principles reincorporated as 
regular life insurance companies. 

The expansion and development of life 
insurance in the United States within 
twenty-five years is without a parallel in 
human achievements, whether in the do- 
main of finance, commerce, or philan- 
thropy. And this, too, in spite of the 
drastic remedial legislation which fol- 
ieee the investigations in New York in 


Life Insurance Growth 


The magnitude of the growth is due, 
in part, to the intrinsic merits of the en- 
terprise and the scientific basis upon 
which it is founded; and in part, to the 
material advancement of the country dur- 
ing the same period. The extension of 
good roads, of railway and interurban 
electric mileage, and the use of auto- 
mobiles made possible access to areas 
previously remote. Rural free delivery 
and increased price of farm products 
helped also to bring about the phenom- 
enal advancement of the enterprise, but 
the most important factor was the em- 
ployment of a greater number of men 
trained for the service. 

This extraordinary development is only 
an earnest of the future. The evidence 
is overwhelming that with the amend- 
ment of laws which now hamper and re- 
tard progress, results attained in the past 
will be insignificant in comparison with 
the achievements in the future. 

As a system, life insurance has for its 
fundamental principle the recognition of 
the value of each human life. Indus- 
trial insurance is based on a like princi- 
ple, the value of the working man’s abil- 
ity to earn a daily wage. These imply 
the necessity and possibility of providing 
indemnification for the loss, either of a 
life or earning capacity. 


An Aid to Society 


It follows that the relation of insur- 
ance to the social whole is preeminently 
economic since the death, or loss of work- 
ing power of the individual, may react on 
society through the dependence of the 
family in the one case, or of the man 
himself and those dependent on him, in 
the other. Inherently, the state and fam- 


















































ily each has an economic demand upon 
the wage earner or producer, and any 
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panies as factors in the health move- 
ment: 

“Diseases of vice, the most insidious en- 
emy of this and future generations are 
rapidly spreading. 

“The alcohol and drug habits are con- 
stantly adding new victims to the de- 
generate list and to the death roll. 

“In the United States the death rate 
above age forty has increased steadily 
for years (about twenty-seven percent 
since 1880), while it has remained vir- 
tually stationary in England and Wales. 

“The death rate from the degenerative 
diseases of the heart, blood vessels and 
kidneys, including apoplexy, has increased 
over one hundred percent since 1880. 
These diseases claim over three hundred 
and fifty thousand lives annually. The 
doctors tell us that fully sixty percent 
of these deaths are preventable or post- 
ponente if the disease is discovered in 
time. 

“All of our money, all of our energy 
seem to be directed against diseases that 
can be communicated. 

“The annual loss from pneumonia ag- 
gregates one hundred and thirty-five thou- 
sand lives, a large portion of which is 
due to weakened bodily resistance result- 
ing from these degenerative affections.” 


Ninety Thousand Killed Annually 


Extracts from further statements per- 
taining to this discussion gives the fol- 
lowing: Cancer claims seventy-five thou- 
sand lives annually and tuberculosis one 
hundred and fifty thousand. Over twen- 
ty-five thousand are still sacrificed an- 
nually to the preventable filth disease, 
typhoid fever. About three hundred thou- 
sand suffer from it and are more or less 
impaired by it. Ninety thousand Ameri- 
cans are killed annually by accidents and 
various forms of violence. It is estimated 
that one million, five hundred thousand 
of our people are constantly suffering 
from preventable disease, and that dur- 
ing the next ten years American lives 
equaling the population of the Pacific 
Coast and Rocky Mountain states (over 
six millions) will be needlessly destroyed 
if the present estimated mortality from 
preventable and postponable disease con- 
tinues. 

Even these few items selected from the 
indictment form a terrific arraignment of 
our civilization. One almost questions if 
the term should be used while these con- 
ditions obtain. 

Classifying these facts there are pre- 
ventable deaths, those postponable, the 
increasing death rate over forty, impaired 
vitality with its consequences and in- 
crease in degenerative diseases. 

A consideration of the one item, six 
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million deaths in ten years will be 
structive. Using six hundred thousand 
as an average per year, half from pre- 
ventable disease gives three hundred thou- 
sand deaths annually. Of these, accord- 
ing to most conservative estimates, seven 
of every thousand may ve counted policy- 
holders. This means two thousand, one 
hundred policies paid in full; averaging 
these at fifteen hundred dollars each the 
total annual loss will be three million 
one hundred fifty thousand dollars. 
While there are no means of getting an 
accurate estimate of losses from post- 
ponable deaths, it is fair to assume that 
they would be in the same ratio as those 
resulting from preventable fatalities. Im- 
pairment in working power has a second- 
ary as well as a possible primary effect. 
Inability on the part of a large number 
of individuals to earn a living wage 
affects every business interest, insurance 
perhaps more directly than any other en- 


in- 











se dependent on a small family sur- 
plus. 

It is plain that the insurance business 
is directly concerned in this element of 
vital waste. A lengthened of average 
longevity clearly would mean financial 
profit. The incipient diseases of policy- 
holders discovered and cured, or lives pro- 
longed through treatment would be in 
effect the same. Even partial control of 
communicable diseases would mean in- 
creased working capacity and a larger 
number of wage earners. These are def- 
inite results which could be counted as 
certain. 

Business Not Altruistic 


But modern business management is 
not primarily altruistic; its demands are 
exact returns for money expended. If a 
company should finance a health cam- 
paign, non-policyholders would share 
equally the benefits with the company’s 
beneficiaries. Would this pay? 

On this point it is impossible even to 
estimate profit or loss, but as an adver- 
tisement of the ethical as well as the 
practical aspect of the work it would 
seem to be worth while. 

It is not, however, in the specific at- 
tempts to make better the sanitary con- 
ditions or remedy special evils that social 
agencies accomplish most. The campaign 
against disease is primarily one of edu- 
cation. The people are ignorant of the 
facts of prevention and conservation. This 
is to be expected and dealt with accord- 
ingly. The life-saving science in its ap- 
plication is really a modern discovery, 
and even now among the ranks of the 
he there are many skeptical as to 
results. 


Opposed to Traditional Thought 

In addition, prevention does not appeal 
to all classes. In principle it is opposed 
to traditional thought and habits of liv- 
ing. People have an abiding faith in the 
popular belief that a “man will die when 
his time comes,” germs and doctors’ no- 
tions have nothing to do with it. Then 
prevention implies self-control, thought- 
ful discrimination in many of the details 
of daily life, and a greater effort for 
cleanliness of surroundings than some are 
willing to make. These and many other 
characteristics make for the old way of 
living and conviction as to the value of 
the new is the first step toward improve- 
ment. 

Health officers and departments are so 
underpaid and so undermanned, a wide- 
spread health propaganda thoroughly 
comprehensive is impossible. They can 
only follow in the steps of noble and il- 
lustrious predecessors in reform through- 
out the ages, who did what they could, 





in faith and hope with unflagging zeal 
and inspired energy. 


Remedy More Than Prevention 


In appropriations everywhere, the pol- 
icy of extravagant parsimony obtains and 
among philanthropists remedy rather than 
prevention is popular. The average per 
capita expenditure for health service in 
the cities of this country lies between 
two and thirty-three cents. In the states, 
from nothing at all to forty-eight cents. 
Appropriations for fire protection are 
comparatively enormously greater, run- 
ning as high as one dollar and ninety- 
nine cents per capita. In the statistics 
for cities for 1907 the figures for forty- 
seven with a population between fifty 
and one hundred thousand are as follows: 
Number of firemen employed, four thou- 
sand and eight hundred ninety-nine; 
amount appropriated in round numbers 
four million six hundred thousand dol- 
lars. The health inspectors number two 
hundred and forty-seven; and amount ap- 
propriated for this department eight hun- 
dred and forty-two thousand eight hun- 
dred and forty-two dollars. 


Hidden, Mysterious Foe 


This condition is a logical consequence. 
Fire has lurid significance; the loss is im- 
mediate and appalling; the element of 
disaster is certain. In health the enemy 
is insidious, unseen and uncertain and a 
natural health optimism exists in every 
human being. Disease is doubtful and 
death remote. The psychology of the sit- 
uation is apparent. The one, fire is ob- 
jective; in effect, immediate; the other 
a hidden, mysterious foe against which 
it seems futile to make war. 

It is plain instruction is needed. Edu- 
cational methods suited to this state of 
mind employed by an organization as 
powerful as this one would bring im- 
mediate results. Instruction in the hy- 
giene of vice diseases, free examination 
of all policyholders at stated intervals, 
especially in relation to the degenerative 
maladies, and the establishment of a su- 
pervisory medical system for all bene- 
ficiaries of the company would mean 
dissemination of knowledge to many in- 
dividuals. 

Grounds for Optimism 

To those who would lead the people 
quickly into the promised land of health 
and happiness, conditions are discourag- 
ing, but in the situation there are some 
hopeful features. It is claimed that as 
a whole the people are apathetic, indif- 
ferent, distrustful, prejudiced and an- 
tagonistic. A short time ago this could 
be almost universally applied. Today, 














strong as 344%? 


Benefit answers Yes. 











n=“ THE MUTUAL BENEFIT“ 


LIFE INSURANCE COMPANY OF NEWARK 


DOES NOT MEET COMPETITION! 





@ The conservative companies (including the Mutual Benefit) 
for years have computed their reserves upon a basis at least as 
strong as 3% for new business. 


Does yours? 


q Are all of your company’s reserves upon a basis at least as 
The Mutual Benefit answers Yes. 


@ Has your company ever strengthened the reserves on its old 
policies; and if so, has it given its policyholders the benefit in 
larger non-forfeiture equities and increased dividends ? 
Mutual Benefit answers Yes. 


The 


@ Has your company voluntarily established contingency 
reserves on a scientific basis and a suspended mortality fund 
to cover all known hazards of the business? The Mutual 


q Do all savings due to careful management and low mortality 
belong to policyholders and are all such savings above the 


FREDERICK FRELINGHUYSEN, President 


mathematically determined need of security apportioned to 
The Mutual Benefit answers Yes. 


q Is the voluntary lapse rate of your company as low as 4%, 
thus expressing the satisfaction of the membership? The 


policyholders? 


Mutual Benefit answers Yes? 


q Is practically a quarter of your company’s new business on 
the lives of old members who are satisfied policyholders? The 


Mutual Benefit answers Yes. 


q Is it true with your company that the insured is not neces- 
sarily limited to the privileges stated in the policy ? 


Mutual Benefit answers Yes ? 


@ When new privileges are granted in later policies, are they 
always and immediately, in so far as possible, extended to all 
outstanding policies; in short are they retroactive? The 


Mutual Benefit answers Yes. 


If you believe with Sheldon that “he profits most who serves best,” the Mutual Benefit will appeal to you. 
For the Seekers for Success in Life—for the men of Ability, Reliability, Endurance and Action, who are 
Growers in Three-fold Manhood, the Mutual Benefit has a message. 


IT BEATS IT! 


Don’t you want to read it? 


The Mutual Benefit Life Insurance Company 
HOME OFFICE, NEWARK, N. J. 


The 
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so quickly has the health propaganda 
become known, it is not true of many 
sections nor of so large a number of citi- 
zens. There are four states in the Union 
and many cities where the work has been 
furthered by increased appropriations and 
individual effort. The progressive minor- 
ity is convinced and their opinion today 
becomes that of a minority tomorrow. 

So much has been accomplished. The 
moment has now arrived for some great 
single financial and social interest to 
undertake a universal educational cam- 
paign psychologically and _ scientifically 
adapted to the temper of the public mind. 
It is an opportunity and a privilege. 


Importance of Life Conservation 


Your organization, economic in purpose 
and in its relation to the individual and 
the community; with equipment in a 
force of trained intelligent men; having 
sufficient capital to risk investment in 
the principle of profit-prevention—a busi- 
ness foremost in the social institutions 
of the world is the ideal agency for this 
work, 

New occasions teach new duties. The 
life conservation movement is the most 
important and far reaching in influence 
in the civilized world today. It involves 
every phase of individual well being and 
society in its organic aspects. It is a 
task worthy the consideration even of 
an enterprise as powerful as the one 
which your association represents. 

In harmony with the activity and spirit 
of your work, already some of the asso- 
ciations have inaugurated a policy con- 
structive in vital conservation. It is the 
hope of all interested in the development 
of the race and permanence of the na- 
tion that this may become a universal 
movement, ? 





There were three Bishops prominent 
in the convention—President  L. 
Brackett Bishop of Chicago, H. S. 
Bishop of Capetown. South Africa, and 
Bishop Thomas F. Gailor of the 
Protestant Episcopal diocese of Ten- 
nessee. 





Many delegates had difficulty in secur- 
ing hotel accommodations at either the 
Gayoso or Peabody, but William y 
of Pittsburgh, vice-president of the asso- 
ciation, fattened his base stealing aver- 
age by recognizing William Cunningham, 
clerk at the Gayosa, as an old time ac- 
quaintance and friend. 





AWARDED WILLIAMS VASE 
ELLIS GAINS SECOND PRIZE 





General Agent of the Germania Life at 
Tampa, Fla., Isa Winner in 
Essay Contest 





(Prom a Staff Correspondent) 
Memphis, Oct. 17.—The Ben Williams 
vase, the second prize in the annual 
contest for the best essay on a given 
topic, was won this year by Richard 
Ellis, general agent of the Ger- 
mania Life at Tampa, Fla. The sub- 
ject this year was “The Permanency of 
Life, Life Insurance and Life Insur- 
ance Work.” The essay of Mr. Ellis 
was as follows: 


Before the knowledge of primal man 
and through the countless ages that have 
followed, life has been. In the present 
life is, and through the future ages of 
eternity life will be. 

We live today, we hope for life tomor- 
row, yet ever we realize that in its un- 
known vistas death, the end of indi- 
vidual life, lurks unseen. 

Every moment of consciousness we feel 
it; we build and plan for future achieve- 
ments and success upon its permanence, 
yet through it all he who is wise must 
realize that to the individual it is 
fleeting. 

Principles Are Everlasting 

With this fleeting permanence, this 
certain uncertainty, this lurking shadow 
of the unseen foe, man fights his cease- 
less battle, lives his brief span of life 
and, when death comes, leaves to poster- 
ity a record of success or failure, leaves 
to his family privation and want or com- 
fort and affluence. 

In the early days of civilization, as the 
individual man realized his helplessness 
to provide for his loved ones in the event 
of his untimely death, he began to seek 
s0me way of providing against such a ca- 
tastrophe; in this seeking was developed 
the idea of the individuals combining for 
mutual protection, and the first germ of 
the modern development of life insurance 
was born. The germ has grown and de- 
veloped, until today life insurance stands 
as the universal shield and buckler of all 
business enterprise as well as of the wid- 
owed and the fatherless. Its principles 





are as everlasting as life itself, and those 
companies that are founded correctly upon 
the old line, full legal reserve principles 
will go on through the future ages, the 
best and greatest evidence of the tri- 
umph of’ mind over matter, of life and 
love and unselfishness over death and 
poverty and want to those that are left 


Highest Ideal of Civilized Man 

The highest ideal of civilized man—the 
one greatest development from the un- 
thinking, improvident savage, is the love 
of home and family. Man works for suc- 
cess, but if he be a man in fact as in 
name, then behind this striving for suc- 
cess must be the sacred ambition to pro- 
vide for home and loved ones, in ipso or 
futuro, for what he already has or what 
he hopes to have. 

He feels that he has the elements of 
success inherent in himself, that with 
health and life he can care for his own 
and provide for their future; the only 
uncertainty then is: Will he live long 
enough? To make that question sure of 
satisfactory fulfillment the only answer 
is life insurance. By invoking its aid he 
makes success absolutely sure. 

The work of life insurance is separated 
into two great divisions—the home office 
and the field force. 

The home office is to life insurance as 
the heart and brain are to the human 
body, the seat and source of life and 
power; but the field force, on the other 
hand, as are the members of the body, 
the hands and feet, eyes, ears and mouth; 
without it the business of life insurance 
could not continue to exist. 


Few Apply Voluntarily 


In the home office the science of life 
insurance in all of its branches is devel- 
oped. The laws of average are worked 
out with minutest care, the laws of con- 
servation and of all the forces that affect 
human life and welfare are carefully con- 
sidered. Financial conditions are closely 
scrutinized and its intricate and delicate 
machinery kept in perfect order and con- 
dition at all times. 

How simple it all seems when we think 
about it, how absolutely unnecessary it is 
that any man should leave his loved ones 
to suffer poverty and want in the event 
of his death, early or late—for the be- 
neficence of life insurance is open for all 
who are reasonably sound physically and 
have a clean moral record. Yet how few, 
how pitifully few, of our young men en- 
tering upon the struggle of life and as- 
suming the responsibilities of wife and 
children voluntarily opply for its protec- 


on! 
A life insurance company is ready at 





all times to serve all who are eligible 
without unjust discrimination, but before 
it can serve, it must have submitted to it 
certain information and agreements by 
the individual who desires the protection 
for his business or his family. 

It is the field force, the life insurance 
solicitor, who presents the facts to the 
individual in such shape as to arouse his 
interest and get him to do today what 
otherwise he would put off till tomorrow, 
when mayhap it would be too late. With 
the prospective insurer ‘tomorrow” never 
comes, or if it does, with it comes dis- 
ability or death or the postponement to 
another tomorrow, ad infinitum, waiting 
for a time (which never comes) when it 
will be convenient to do that which is a 
sacred duty to be done at once, without 
delay. 

The work of life insurance is one of the 
greatest moral forces of modern civiliza- 
tion. It appeals to the most unselfish and 
the noblest instincts of man, the sacred 
love of home and all that that implies. 

Cannot Be Utterly Selfish 

A man who is utterly selfish carries no 
life insurance and, conversely, it is a safe 
conclusion that the man who does carry 
life insurance cannot be utterly selfish. 
He must have in him that spark of divin- 
iy that gives the chivalrous desire for 
the protection of those that are depen- 
dent upon him, a desire which can only 
be satisfied by the knowledge that, should 
the great disaster of an untimely death 
overtake him before he has reached the 
safe haven of success, his loved ones will 
at least be safe from privation and want 
and will have cause to be grateful for the 
loving providence of him who had left no 
part of his duty as protector and pro- 
vider for his home.and loved ones un- 
fulfilled. 

Having its origin thus, in the tender- 
est, highest and mightiest passions of hu- 
manity, life insurance and life insurance 
work will extend into the future es, CO- 





existent with human life and of equal 
permanence. 
Mrs. Florence Shaal of Boston, presi- 


dent of the New England Women’s As- 
sociation, was suffering from a nervous 
shock when she arrived Monday. As her 


-train on the New York Central was pull- 


ing into Buffalo an axle broke and pas- 
sengers were catapulted from their seats, 
She suffered more severely from the ac- 
cident than any other. 





There was an unusually large number 
of company representatives present this 
year. 




















Phoenix 


Insurance agency work. 
q Its low net cost. 


Full first year commissions 








What Makes 
Th 


Life 
An Easy Company to Represent? 


q Its splendid system of home office helps, in- 
cluding a full correspondence course in Life 


q Its reputation as a fair, economically man- 
aged, purely mutual company. 


q@ The character of its agency representation and 
the esprit du corps of its agency force. 


q Its progressive and up to date policy com- 
bined with age and seasoned experience. 


Renewal commissions guaranteed 


Some Good Territory Now Open 


Agency Department, Hartford, Ct. 


CHARLES G. CAROTHERS, Manager 
28 Southern Express Building, 


Mutual 


Perfect policy contracts 
Prospects furnished 


MEMPHIS, TENN. 








of Cincinnati 











An Increase of 29% in First Year 


Commissions 


Paid to Agents up to date this year in 
the aggregate as compared with the 
amount paid this time last year, because 
our paid-for business has shown a 26% 
increase over that of the same period last 
year and the increase continues. Never in 
its history has the Union Central been so 
popular with the insuring public as now. 


For Open Territory Address 
JESSE R. CLARK, Prest., or ALLAN WATERS, Supt. of Agents 


The Union Central Life 


Insurance Company 


‘‘NET PREMIUM RATE LOWEST OF ALL" 


Est. 1867 
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NATIONAL LIFE CONVENTION NUMBER. 
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Massachusetts Mutual Life Insurance Company 


THE UNEXCELLED COMPANY 


It voluntarily gives to old policy-holders what it gives to new. 
We lead in gains, gains in assets, in surplus, in new business. 
Our business sticks because our policy-holders are satisfied. 


MUTUAL AT EVERY ANGLE 


TAKE A POLICY IN THE 
POLICY-HOLDERS’ COMPANY 














LIBERAL CONTRACTS GIVEN TO A FEW MEN WISHING TO GO INTO THE LIFE 
INSURANCE BUSINESS IN CHICAGO. PREVIOUS EXPERIENCE NOT REQUIRED 


THE UNEXCELLED POLICY 


Five Million Dollars Loaned on Chicago Real Estate. 

Twenty-three Millions Insurance in Force in Illinois. 

Our Automatic Premium Loan Insures against lapse. 
Write or apply to 


L. BRACKETT BISHOP, Manager 


2020 Harris Trust Bldg., CHICAGO 








Che Berkshire 


Life Insurance Company 








OF PITTSFIELD, MASS. 
Began Business in 1851 


PERATES under the sane Massachusetts 

Life Insurance laws that absolutely 

safeguard both the Company and 
Policy-holder. 


Has paid its Policy-holders and Beneficiaries 
over 


$40,000,000.00 


W.S.WELD, Superintendent of Agencies 
PITTSFIELD, MASS. 


CHyman & Palmer 


General Agents for Illinois 
69 W. Washington St. CHICAGO 


— 











Unique Things 





IN THE HOBART AND OATES 
CHICAGO GENERAL AGENCY OF 
THE NORTHWESTERN MUTUAL 
LIFE OF MILWAUKEE :: :: :: :: 








1. Agents are protected against 
rebaters. 


2. Agents are protected against 
Brokers. 


3. Agents are protected against 
Part-time men. 


4. Agents have advantage of 
extensive route lists and ser- 
vices of a competent statis- 
tician free. 





—— 
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Chicago, the Home 
of Big Business 















4 Se OME of the largest and 
\— « best life insurance 
Ste) agencies in the country 

=* are located in Chicago. 
Owing to the vast opportunities in 
the city with over 2,000,000 people 
and a very populous adjacent terri- 
tory, there are unusual attractions 
for the man who can produce. 
Here the best talent is concentrated 
and the agencies have facilities for 
assisting their men. 


ke 





Owing to the number of men 
employed the general agents can 
afford to give careful and helpful 
supervision. To new men Chicago 
offers a magnificent outlook. The 
prospects are here bythethousand. 
Life insurance men in the city who 
are in the business to stay, who 
possess the qualities of salesman- 
ship, who are industrious and faith- 
ful, are making good money. 


Come to Chicago, the Big City of 
Life Insurance Opportunity 


REESE REESE 


Come to Chicago 


The Company and agency you should visit —— 
in Chicago is the Provident Life & Trust Com 

in the beautiful new building of the Harris —4 
Co., 111 W. Monroe St., and the general agents are 
Janney & Pickering, who control the entire state 
of Illinois. 

Many agents think they are familiar with the Provident 
Life & Trust. Are you familiar with it? Do you really 
know its traditions? Have you ever met in co.apetition its 
low rates? If you cannot see us personally, write to us. 





Janney @® Pickering 
... GENERAL AGENTS ... 
Provident Life & Trust Co. 
111 W. Monroe Street, Chicago 

g That the liberal policies of 

a The Penn Mutual Li fe Insur 
Y the man 

agg ane things it ‘tae for ite 


Agents and _ policyholders, 
coupled with the unexcelled 
to service we render our agents, 
are the reasons why we write 
such a large amount of new 
insurance every month. 


€C. J. McCarry & Co. 


GENERAL AGENTS 


Corn Exchange Bank Bldg. CHICAGO 








1860 1912 


HOME LIFE 


INSURANCE COMPANY 


OF NEW YORK 


We have good opportunities IN 
CHICAGO for MEN who 


can sell life insurance. 


GEORGE R. McLERAN 


General Manager Cook County 


and Northwestern Indiana 


: 
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Telephones: 314H I 
Central 4195 ome insurance 
Auto 53-434 Building, CHICAGO 











Come to ae 
and work with 





DARBY A. DAY, Manager 


H. C. HINTZPETER, Asso. Mgr. 


The Mutual Lite’s 
Ten. Million D ollar Agency Democratic in Fellowship 


Progressive in Spirit 
Stand-pat in Principle and 











America’s Biggest and Best Agency 


ROBT. E. SPAULDING 








Superintendent of Agents 
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REVIEWS LOCAL EFFORTS 


REPORT BY SECRETARY SILLS 





Good Gains and Effective Work Shown 
All Along the Line—Gain of 20 
Percent 





(Prom a Staff Correspondent) 

Memphis, Oct. 15—The report of 
Secretary Neil D. Sills of Richmond, 
Va., was presented today. It told a fine 
story of gains by the various local as- 
sociations and of effective work done 
in many places. The National associa- 
tion added 425 members since the Chi- 
cago convention, a gain of 20 percent. 

Secretary Sills’ report was as fol- 
lows: ane 

The year just closed shows progress 
along many lines in the association work. 
Shortly after the Chicago convention the 
executive council met in Pittsburgh and 
mapped out the year’s work, and went 
over very careiully the so-called “model 
constitution and by-laws” and ordered 
that a number of copies be printed for 
the use of the new associations and also 
for the older ones that may desire some 
guide in arranging their constitution and 
by-laws. Any association can obtain a 
copy by writing the president, secretary 
or corresponding secretary. 

Good Work by EB. M. Ensign 

Three years ago the wise men, who 
have for some time been helping to steer 
the destiny of the association work, cre- 
ated the position of corresponding secre- 
tary, and selected Everett M. Ensign for 
the place. Each year his splendid work 
emphasizes more and more the wisdom of 
their choice. A good portion of the de- 
tails mentioned in this report have been 
handled by Mr. Ensign, and he deserves 
great creait for his excellent work. 

We now have sixty-six associations af- 
filiated with the national body, a net gain 
of eight during the year. Our member- 
ship is 2,536, which is a gain of 425 
members, or 20 percent, since the Chi- 
cago convention. These figures do not in- 
clude the Erie, San Francisco, New Jer- 
sey, Youngstown or West Virginia asso- 
ciations, because they have not as yet 
remitted their annual dues, and the above 
figures are on the paid-for basis only. 

Over 60 percent of the local associa- 
tions made a gain in membership during 
the year, and the following have shown 
the largest numerical increase: New York, 
Philadelphia, Boston, Louisville, Chicago 
and Los Angeles. 

The Springfield, Ill., association is the 
only one that withdrew during the year. 

Seven Associations Affiliate 


The following associations have af- 
fillated with the national body since our 
last convention: Columbus, Ohio; Knox- 
ville, Tenn.; Lima, Ohio; Chattanooga, 
Tenn.; Florida; Utica, N. Y.; Grand Rap- 
ids, Mich.; and the old associations of 
New Hampshire and New Jersey have 
been readmitted, making in all seven new 
and two old associations that have dur- 
ing the year completed all the require- 
ments for membership into the national 
body. The Iowa association has applied 
for readmittance, but failed to include a 
list of members and a remittance for the 
initial payment of $1.50 per capita to 
June, 1918, and for this reason their ap- 
Plication can not as yet be acted upon. 
The application of the Akron association 
is still being held in abeyance awaiting 
a remittance at the rate of $1.50 per 
capita to June, 19138, and the application 
of the Springfield, Mo., association is also 
being held for a list of members and a 
remittance of dues amounting to $1.50 per 
capita to June, 1913. The same is true 
of the Harrisburg association. 

Chance for New Ones 

There is a possibility of organizing 
new associations at Huntington, W. Va.! 
Evansville, Ind.; Providence, R. I., and 
Wilkesbarre, Pa., and the secretary has 
had some correspondence along the same 
line with Sioux Falls, S. D.; Watertown, 
N. Y., and Fort Dodge, Iowa. There are 
lccal associations at Madison, Wis., and 
Mobile, Ala., that have not as yet affil- 
iated with the national body. 

Oct. 26 I attended the executive coun- 
cil meeting in Pittsburgh, and during the 
year have visited the following associa- 
tions: North Carolina, Savannah, Geor- 
gia, Pittsburgh, and in August I attended 
in Montreal the annual convention of the 
Canadian Life Underwriters’ Association. 
The North Carolina association is en- 
deavoring to solve the problem of how 
best to have the state association ef- 
fectively reach the insurance men in the 
smaller places. 


Fought the Kight Concern 

The Savannah association did some 
very effective work against the Kight 
Audit Company. The Georgia association 
also did good work against the Kight 
Audit Company and su ed in driving 
them out of Atlanta. At the June meet- 
ing of the Georgia association they dis- 
cussed a certain company which solicited 








business through the mails and appointed 
examiners without applying to the in- 
surance department for license. The sec- 
retary of this active association wrote 
Commissioner Wright regarding the mat- 
ter and he replied as follows: 

“Am in receipt of your letter of the 
19th inst., and in reply thereto desire to 
say that if the Postal Life Insurance 
Company of New York employs physi- 
cians to examine applicants for insurance, 
the physicians would be violating the law 
of the state, and would be guilty of mis- 
demeanor and subject to indictment and 
prosecution.” 

The Pittsburgh association is certainly 


‘a live organization and their monthly 


meetings are particularly interesting. 
The Utah association has been very 

active and aggressive for some time, the 

past year being no exception to the rule. 


Got Antirebate Law 


As a result of the activities of the ex- 
ecutive committee of the Cleveland asso- 
ciation, Ohio now has one of the best anti- 
rebating and antitwisting laws in the 
country. It was through the influence of 
the Cleveland association and directly un- 
der the supervision of Herman Moss, one 
of its leading members, that a course of 
life insurance was inaugurated at the 
Western Reserve University, and they are 
now considering a second course at the 
same university. 

The Chicago association during the year 
has lost none of its vim, which charac- 
terized it during the 1911 convention. It 
has been particularly active and has co- 
operated with Commissioner Potter in the 
formation of certain state laws affecting 
life insurance. 

The Philadelphia association, under the 
leadership of its able president, Frank 
D. Buser, has not only gained forty-five 
in membership during the year, but has 
held regular monthly meetings, which 
have been full of interesting features. 


Good Gain in Members 


The New York association has made a 
good gain in members and its meetings 
throughout the year have been very en- 
thusiastic and profitable. 

The readers of Life Association News 
are doubtless familiar with the good work 
done by the Connecticut association in 
the Berger rebating case. 

The Los Angeles association has inaug- 
urated a unique plan to send a large del- 
egation to the convention. Several mem- 
bers of the association agreed to each 
month deposit $10 with the treasurer, 
which sum was to be used to defray the 
expenses of those who attended the con- 
vention. The agreement included a non- 
forfeiture clause, which provided that 
should any signer to the agreement be 
transferred from the territory, or die, the 
amount of his deposits would be re- 
funded; and should he be unable to at- 
tend the convention on account of illness, 
75 percent would be refunded; and should 
he fail to go for any other reason, he 
forfeited 75 percent of his deposits. 

: Effective Legislative Work 

The Baltimore association did some 
very effective legislative work and suc- 
ceeded in having passed an up-to-date 
anti-rebate bill, making it a misdemeanor 
on the part of both the giver and receiver 
of a rebate. he Massachusetts, Missis- 
sippi and Oklahoma associations have also 
done good legislative work. 

The members of the Chattanooga asso- 
ciation have taken a very decided and 
aggressive stand against twisting and 
other undesirable practices. 

Several associations have adopted mem- 
bership cards, and at the May meeting of 
the Cincinnati association a card bearing 
this inscription was adopted: 

“The holder of this card has pledged 
on his honor as a man not to rebate or 
twist business, or permit same in his 
agency.” 

While the Chicago association was mak- 
ing such a strong fight against the un- 
ethical tactics used by Gustav Myers, 
your secretary wrote the presidents of 
some of the northern companies, that 
were supposed to be getting the volume 
of his business, and the officers of these 
companies replied very promptly, stating 
that they were opposed to twisting and 
were very much in sympathy with the 
great work that the National Association 
of Life Underwriters was doing, and that 
they were only too glad to assist in any 
way possible to stamp out any of the 
evil practices. Gustav Myers’ license was 
a little later revoked. 

Demand for “Proceedings” 

The “proceedings” of the National con- 
vention are growing more popular each 
year. Eight hundred and fifty copies of 
the “Proceedings” of the Chicago con- 
vention were published, and of this num- 
ber only thirty books are now on hand. 
The profit this year has amounted to $500. 
There is but one association that has not 
paid for its year’s “Proceedings.” The 
Indianapolis association still owes us for 
its subscription for ten copies. During 
the year many individuals and companies, 
who were not members of our association, 
sent in orders for copies of the “Pro- 
ceedings.” One request came from Cape 
Town, South Africa, and already we have 
on file an order from Southampton, Eng., 
for a copy of the “Proceedings” of this 
Memphis convention. 

The monthly circulation of Life Asso- 
ciation News is now 3,500, and its 1912 


dividend to the National association will 
be about $1,000. This fine showing cer- 
tainly speaks much for the publication 
committee, Messrs. Edwards, Clark and 
Powell, and for the editor and manager, 
Everett M. Ensign. 

Efficient Secretaries Wanted 

The secretary has had considerable cor- 
respondence with the Southeastern Pas- 
senger Association in regard to a special 
rate for this convention. The matter was 
carried to the passenger traffic officials at 
their June meeting, but after discussing 
it for some time, they declined to give 
any special rate. 

t year we made an appeal for more 
efficient work on the part of the local sec- 
retaries, and while there has been some 
improvement during the year, there is 
still so much room for better work, that 
we want to again ask that when you re- 
turn to your association you will make it 
a point to see that every indifferent secre- 
tary is relieved and that a real live one 
is put in the place. Much depends on your 
local secretary; he can either make or 
break your association. 

It has been a pleasure to see the great 
association work prosper and grow, and 
much credit is due President Bishop, the 
vice-presidents, Chairman Orr and the 
council for the good work done. 


ADDRESS BEFORE CONVENTION 


Will G. Taffinder, Representing Pana- 
ma Pacific Exposition Asks Life 
Men to Name Committeeman 





As the idea of a world’s insurance 
congress had its birth at the Detroit 
meeting of the National Association 
of Life Underwriters two years ago 
that organization has been asked to 
name the first member of the executive 
council which will have charge of the 
congress to be held in San Francisco 
in 1915 in connection with the Panama 
Pacific Exposition. W. L. Hathaway, 
general agent of the Mutual Life of 
New York, at the Golden Gate city, 
took the idea home with him, and has 
nursed into a most healthy prospect. 
He has been appointed commissioner 
of the congress by the president of the 
exposition, the first such office created 
for any congress to be held in connec- 
tion with the fair, and now has plans 





made for making the gathering a big 
success. 

He appointed Will G. Taffinder, edi- 
tor of the Pacific Underwriter of San 
Francisco, special representative to the 
Memphis meeting of life men and Mr. 
Taffinder appeared before the conven- 
tion Thursday morning. He told of the 
plan of having a council created of rep- 
resentatives of associations and com- 
panies to complete arrangements for 
the congress and extended an invita- 
tion to the National association to ap- 
point its member at this meeting. The 
congress is a subject close to the heart 
of Mr, Taffinder and he soared into 
oratory in telling about it. 


CUT OUT THE EXCUSES 


When a man isn’t getting the busi- 
ness, he can usually find some reason 
for it, and the better the reason, the 
less business he gets in the future, 
He spends his time thinking how hard 
it is to get business when he should be 
out showing how easy it is. “Things 
are slow. Everybody is away on vaca- 
tions,” “Our rates are too high,” or 
“Our dividends are too small.” These 
are not reasons for not getting busi- 
ness; they are excuses for not work- 
ing. Vice-President Buckner, of the 
New York Life, says, “Thought of de- 
feat is nine-tenths of defeat itself.” If 
you have found a real obstacle, figure 
out a way to get around it; if you 
can’t figure a way to get around it, it 
isn’t there. If you go to work and get 
up a good head of steam, you probably 
won't even feel the bump as you go 
over the obstacle which looked so big 
when you were sitting down thinking 
how hard it was to get business. 


Perpetual Rest 
Philosophers long ago gave up seek- 
ing for the principle of perpetual mo- 
tion, but there are a lot of agents who 
are still hoping to discover some prin- 
ciple of perpetual rest—The Federal. 




















Montpelier 


NATIONAL 
LIFE INSURANCE 
COMPANY 


Vermont 





JOSEPH A. DeBOER, Pres. 


OSMAN D. CLARK, Sec’y 





expense ratio. 


The National at a Glance— Substantial Points from the 
62nd Annual Statement 


(1) The simple quality and strength of its asset composition. 
(2) The continued evidence of its careful underwriting work, 
proved by a low ratio of loss. 


(3) Constant gains in economy, demonstrated by an improved 


(4) A marked reduction in net cost, evidenced by payments to 
members and surplus returns. 


(5) The independent character of the Compras management 
in both its insurance and investment work. 


(6) The fact that the Company has achieved a condition which 
enables it to offer protective service at low cost upon the 
guarantee of a mutual practice and of a condition at no 
time better or stronger in its history. 








It is of vital importance to anyone who intends to follow Life Insurance Agency 
work as a profession to select a company whose claims upon public 
support he can conscientiously recommend. We take pride 
in our standing and record for insurance service. 

We have a few opportunities for 
high grade men. 


EDWARD D. FIELD, Superintendent of Agencies 


























weer 


¢ 
& 
4 
f 










































2 ROTC Ne Pe 


October 17, 1912. 


- 


NATIONAL LIFE CONVENTION NUMBER. 

























































WYANT 
NAN 
PISIVS 








\ /) 


JUN 


WA 
SAY /42 














| ~) 
WY 
Wi 


SS 


NZ 
We 














[SESS SSS Se SS 











SOLICITING 


The Mutual Life Insurance Co. 


OF NEW YORK | 


Is the Most Lucrative of Callings 


INSURANCE FOR 
























































RE YOU in business to stay? Choose 
a company good enough for you to 
stay with, and strong enough to stay 

with you, during your whole career. 
The oldest company in America, which began seventy 
years ago, is bigger, better and stronger now than ever 


before, and will be still bigger, better and stronger seventy 
years hence. 


Not the company which you must introduce, but the 
company which introduces you wherever you go. 


Not the company which pays the biggest commissions, 


but the company whose better-selling policies bring in most 


commissions; the company which furnishes the insured 
the most protection for his money. 
















































FOR TERMS TO PRODUCING AGENTS, ADDRESS: 


GEORGE T. DEXTER, 2nd Vice-Pres., * si" New York, N. Y. 































NGAI 
NYNYZ WZ 
FPICDIVISIY 


— We 

















































































































16 


THE WESTERN 


UNDERWRITER. 


October 17, 1912. 












WON CALEF LOVING CUP 
JOHNSTON GETS FIRST PRIZE 





“The Permanency of Life, Life Insur- 
ance and Life Insurance Work” 
Is the Subject 





(Prom a Staff Correspondent) 

Memphis, Oct. 17—George W. John- 
ston, president of the Johnston & Col- 
lins Company, general agents of the 
Travelers in New York City, won the 
Calef loving cup this year. The sub- 
ject of the essays this year was “The 
Permanency of Life, Life Insurance and 
Life Insurance Work.” Mr. Johnston’s 
essay was as follows: 


Within limitations almost infinite life 
is permanent; for Nature’s basic laws are 
life and progress. The fittest survive; 
types improve; and this progress is the 
best possible guarantee of continuity. In- 
dividuals die, life persists. - The chemis- 
try of death itself maintains new life; 
energy is never lost, only transmitted. 
Lichens become sequoias, nourished by de- 
cayed vegetation. Pratoplasm becomes 
man, feeding upon grain grown in the 
dust of mollusces that died eons ago. De- 
stroy life, leave rocks, air and sea, again 
shall life develop and advance. 

Here nature halts. Creating types, so- 
licitous for groups, she sacrifices units. 
Against this indifference the human unit 
protests. He evolves his own advance- 
ment. He struggles to prolong life, in- 
crease comfort, extend his usefulness. 
With weapons, fire and pottery, he passed 
from savagery to civilization. Speech, 
letters, diffusion of ideas make life more 
stable. The ideal is ever immortality. 
Civilization’s aim and crown are the per- 
manency of all the best in each man’s 
life, the transmission unimpaired of each 
generation’s material, mental and moral 
wealth. If life insurance helps these pur- 
poses it is life life, permanent. 

As Indestructible as Matter 

Mankind experiments with various in- 
stitutions. Many prove ephemeral. Those 
last which meet sanely some elemental 
need. They develop slowly. Whatever 
advances welfare is retained. Cataclysms 
may hide, but another age uncovers and 
resuscitates. Architecture will never dis- 
card the arch, nor law the right to lib- 
erty. The tests of an institution’s perma- 
nency are fitness and capabilities. Has 
it the germ of some eternal equity? Does 
it actually satisfy some real want? Does 
it tend steadily to ameliorate humanity? 
If so, it lives. Ii: may change; its crys- 
tallization may, with added elements, as- 
sume new angles; but it is as indestruc- 
tible as matter. 

Thus tested, life insurance is perma- 
nent. It meets not some one nation’s 
fancy, but a hunger of all peoples and 
all times. That instinct which nerved 
primeval man tv face the bear attacking 
his cave-children makes modern man 
eager to protect them against future 
want. Widened imagination asks for them 
better chances than the struggling father 
had; his pride yearns to preserve the 
fruits of his own life-efforts. Thus the 
heart’s deepest sentiments, the mind’s 
highest faculties, are those which demand 
life insurance and give it permanency. 

Adjusts Itself and Lives 

Life insurance is no innovation, but a 
slow growth. Death was long accepted as 
irremediable loss. Thirteen centuries 
elapsed between legal recognition of an- 
nuity values and the development of com- 
plementary indemnity for the annuitant’s 
death. Then the dormant demand awoke. 
The new idea had to fight its way. Su- 
perstition opposed, ignorance was shocked. 


.conditions by group insurance, 


‘ing hygiene it prevents epidemics. 





Only inherent, inexorable logic won. If 
born to die, insurance could not have sur- 
vived its youth, for among its foster- 
fathers were misers and gamblers. But 
statistics gave scientific stability. Laws 
rescued it from plunder. Simple, it grew 
complex; from one to many, adapted to 
various requirements. From mere indem- 
nity at death, it became protection for 
age. Reserves were created; inequities, 
such as forfeitures, removed. To insure 
insurance itself trust features were de- 
vised. So each step has been forward to 
meet demands, usually for security, hence 
beneficial. Each concession increases 
catholicity of insurance. People believe 
in it. If certain concessions prove mis- 
takes, sacrificing safety for popularity, 
they are lopped off and the tree saved; 
root and trunk are sound. Again selection 
operates, weak companies succumbing, the 
stronger surviving. The institution ad- 
justs itself and lives. 
Just Begun Its Functions 

Life insurance may seem now fully de- 
veloped. Not so; it has but begun its 
functions. Like ,other institutions, it 
grows with the civilization it promotes. 
It will extend its operations to the ulti- 
mate limit. We but dimly imagine its 
possibilities. It marches abreast with the 
advancing times. It assists modern ag- 
gregation of capital by insuring firms and 
corporations. It acknowledges economic 
uniting 
Employing and teach- 
Now 
for the first time sickness and death are 
not solely matters for private grief, but 
loss to capital which can protect itself. 
Here is the acme of corporate achieve- 
ment. What no one man could do, con- 
tributions of many accomplish. A world 
so benefited will never permit such an 
institution to perish. 


Virtual Reserves Are World’s Treasury 


History is preserved by multiplication 
of records; so insurance by the numbers 
of its insured, the billions of its dollars. 
Each loss paid is a stone in its pyramid. 
Its very scope preserves it. More than 
distribution of losses, it is conservation 
of energy. It continues to children the 
momentum of their parents. It leaves 
each generation stronger, wiser, than the 
preceding. It is the home-shelter of eco- 
nomic life. Marine insurance stabilized 
commerce, life insurance stabilizes credit 
on which commerce rests. It underlies 
banking, can no more die than banking 


capital and labor. 


can. Its virtual reserves are the world’s |‘ be 


treasury. It ramifies into all business. 
It exists not simply because men desire, 
but because they cannot do without it. 
There is no substitute. At the core it is 
an elementary principle. Removed from 
speculation; resisting panics, dishonesty, 
incapacity, hasty laws, it possesses such 
immunity, it satisfies profound needs so 


uniquely and completely that it must |‘I 


perforce be permanent. 
Insurance Work Is Permanent 


It follows that life insurance work is 
permanent. Nothing that requires con- 
tinued sacrifice for principle’s sake op- 
erates automatically; human nature for- 
bids. Therefore the agent is indispen- 
sable. He, too, follows the analogy of 
development, with survival of the fittest. 
He, too, tends to higher types. Improved 
insurance, increasing competition, stimu- 
late improved work. His occupation is 
assured to him. It grows in dignity. For 
certainly that labor is worth while which 
involves the whole social scheme, appeals 
to the best in us,-improves civilization, 
touches generations unborn. How many 
occupations do more? The good done ex- 
ceeds his money profits. Though his 
structure may be rough, it weathers well. 
He cuts his mark rudely, but in bronze. 
He may seem to achieve little, yet he 
does his share, as a coral insect helps 
build an atoll, some day fringed with 
palms. Thoughts such as these should 
afford to life insurance men an abiding 
inspiration. 





REPORT BY BOLLING SIBLEY 





Memphis Man Tells of Work as Vice- 
President—Visited Associations at 
Many Points 





Bolling Sibley of Memphis in his re- 
port as vice-president, told of his visits 
to a number of associations, and also 
referred to the appreciation in the 
south of the honor paid that section 
in holding the national convention in 
Memphis. His address was as follows: 


A year ago when the national conven- 
tion in Chicago honored me by electing 
me one of the vice-presidents of the Na- 
tional Association of Life Underwriters, 
I fully realized the responsibility this 
high office carried with it. During the 
‘past year, I have endeavored in an hum- 
ble way to discharge my duties and serve 
the association in every manner possible. 

During my term as vice-president, I 
have traveled several thousand miles in 
the interest of our organization, visiting 
associations of life underwriters in the 
following cities: Knoxville, Chattanooga, 
Jackson, Miss., Oklahoma City, Nashville, 
Philadelphia and St. Louis. In addition 
thereto, by special appointment I met 
with the executive committee of the Bir- 
mingham association. 

Two of the cities named (Knoxville and 
Chattanooga) only organized and united 
with the National association this year. 
I was present at the organization of the 
Knoxville association, and visited the 
Chattanooga association on the occasion 
of its second meeting. Although those 
associations are new in the work, they 
are having a healthy growth and are 
exerting a good influence on life under- 
‘writers in their respective localities. 

is hardly necessary for me to add 
‘that I have met frequently with my home 
association in Memphis. In my visits to 
the various associations, I found them 
_officered by men of ability and high stand- 
ing. All of these associations report 
‘progress, both in increase in membership 
and the high standards maintained. Here 
and there we hear of nonprofessional acts 
on the part of a few individual members, 
but such complaints are the exception 
rather than the rule. The wheat and the 
tares grow up together and good and evil 
have existed side by side since the world 
. Such conditions are bound to pre- 
‘vail until the end of time. The high stan- 
dard maintained by our National asso- 
ciation is exerting its good influence on 
life insurance men everywhere, both 
among those who are members and non- 
members. 

While I have endeavored to keep in 
touch with our organization everywhere, 
am perhaps more familiar with the con- 
ditions in my own section (the south). 

The holding of the National convention 
this year in Memphis has been especially 
appreciated by our southern members, for 
in thus honoring Memphis, you have hon- 
ored our entire section of the country. 
The work of the National association in 
the south is as much appreciated in this 
section as it is in any other part of the 
country. Speaking for our southern as- 
sociations, I will say that we are proud 
of the attainments of the National asso- 
ciation, and we feel honored that we hold 
membership in this great body of Ameri- 
can life underwriters. 

As may be observed from the itinerary 
outlined in this report, I have consumed 
some little time in visiting the various 
associations named. I have been more 
‘than repaid by the cordial reception and 
generous hospitality accorded me every- 
where. In addition to this, I have de- 
rived fresh inspiration for my chosen 
calling from personal contact with so 
many high grade life insurance men. 
While this has been a year of service, it 
has been one of much happiness and 
‘pleasure, and I have considered it a privi- 





lege to labor for the advancement of our 
association ideals. 

In closing, I desire to express my ap- 
preciation to President L. Brackett Bishop, 
Ex-Presidents. Henry J. Powell and 
Charles Jerome Edwards for the many 
helpful suggestions received from them in 
reference to association work. 





WILLIAM M. FUREY’S REPORT 


Vice-President Tells of Visits to Asso- 
ciations Near Pittsburgh—Invites 
New Officers 








In his brief report William M. Furey 
of Pittsburgh, one of the vice-presi- 
dents, told of visits made to associa- 
tions near that city and the work done 
in aiding organizations. He took oc- 
casion to remind the convention of 
Pittsburgh’s time-honored privilege of 
entertaining the newly elected officers 
and extended the invitation for this 
year. His report was as follows: 


When the privilege fell to me to repre- 
sent the Pittsburgh association as one 
of the vice-presidents of the National 
association I made the statement that I 
would do all I could to further the in- 
terests of this organization and I am not 
going to offer an apology to you for the 
things I did not do, but rather give you 
a brief account of what I was able 
to do. 

In December, 1911, I had the pleasure 
of visiting the Youngstown, Ohio, asso- 
ciation and they had a most enthusiastic 
and profitable meeting. Every man pres- 
ent who was not a member of the asso- 
ciation made application before the close 
of the meeting. 

In January, 1912, I attended a meet- 
ing of the Erie, Pa., association, where 
I found a bunch of good fellows. Fifteen 
applications for membership were re- 
ceived at this meeting. 

The Springfield, Mass., association I 
visited in March. They have a splendid 
ae, and are doing excellent 
work. 

In May I was the guest of the Harris- 
burg association, which was then going 
through the aT stages of organ- 
ization, with the usual discouragements, 
but I am pleased to report that they are 
now well organized and have just ‘made 
formal application for membership in the 
National association. 

I also had the pleasure in May of at- 
tendin the mid-year meeting of the 
executive committee in New York. 

In every place that I visited I found 
the association movement uppermost in 
the minds of the members, who were 
pulling together in a most gratifying 
manner. 

Our Pittsburgh association is doing ex- 
cellent work and there has never been 
a time in the life insurance history of 
Pittsburgh when our cause has received 
the encouragement and had the reciprocal 
relation with the public that it has today. 

And now I wish to extend to President 
Bishop the congratulations of myself and 
the Pittsburgh association for his splen- 
did record this year. It has been a most 
commendable one. 

For several years it has been the privi- 
lege of the Pittsburgh association to be 
favored with the inaugural meeting, and 
I wish to serve notice to the officers who 
will be elected at this convention that 
we are looking forward to this pleasure 
again this year. Remember the latch 
string is out in Pittsburgh and we ask 
you to pull it as soon as possible. 





Members of the executive committee 
and the New York delegation were the 
first to arrive in Memphis. The Empire 
City contingent comprised thirteen and 
its special guest, H. S. Bishop of Cape- 
town, came in, occupying berth No. 13. 
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Began Business May 1, 1911. 
CAPITAL $275,000 


OF KANSAS 


ce Farmers » Bankers Life Jnsurance Eo. 








Insurance in force Aug. 1, 1912, $5,000,000 


Assets $470,000 


EXECUTIVE OFFICES, WICHITA 


In the heart of the country where every 1912 crop broke all records 


F. R. FENN, Vice-Pres. 
P. SULLIVAN, Secretary-Actuary 


H. K. LINDSLEY, President 
E. B. JEWETT, Vice-Pres. & Treas. 
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@ The largest industrial life 
insurance company west of 


the Alleghenies 
The 
Western and 
Southern Life 
Jnsurance 
Company 


Assets over : $6,500,000.00 
intra. * $56,000,000.00 





N. MORGAN, Supt. 
519 Main St. CINCINNATI, OHIO 


"THE HOME LIFE in Ohio has for three generations—fifty- 


two years—been under the management of Bruehls. This 


means consistency of service. 


As an agent of the HOME you 


have back of you a trained and experienced general agency 
and _@ company in which the Searchlight of Investigation 
“Failed to bring out a single questionable transaction.” 


W. A. R. BRUEHL & SON 


Managers Central Department 


Fourth National Bank Building 


Cincinnati, Ohio. 


A Square Deal—With Bruehl” 














Come to 


Cincinnati 


in 1914 


and view the Tallest Office 
Building in the World 
outside of New York City 











The Home of the 


Union Central 


Life Insurance 


Company 


Cincinnati 


'HE great gateway to the South, 

congratulates Memphis upon 
securing the annual meeting of the 
National Association of Life Under- 
writers and congratulates the Asso- 
ciation upon meeting at Memphis. 


Cincinnati 


OWES much of its greatness to 
the South, from which it has 
received an immense business and 
for whose development it invested 
millions of dollars. 


Cincinnati 


UBSTANTIAL to the core, solid 
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as a rock, for decades has been 


heavily insured. 


Its citizens have 


saved millions through endowment 


policies. 


They know the value of 


life insurance and they have the 
means to buy it. 


Cincinnati 


OFFERS to the high-grade agent, 
who desires to place high-grade 
insurance, unsurpassed opportunities 





IT’S WORTH WHILE 
TO THE SALESMEN 





SIX MILLIONS IN 
APPLICATIONS 
within a year by the Mu- 
tual Benefit’s Ohio Agency 


CWOAND A 
HALF MILLIONS 


by the Cincinnati men 


That means individual 
success 





L. D. DREWRY & CO. 


GENERAL AGENTS FOR OHIO 
The Mutual Benefit Life Insurance Co. 













J. M. JOHNSON 


Manager 


PHOENIX MUTUAL 


Life Insurance Co. 
of Hartford, Conn. 





1020-24 Union Trust Building 
CINCINNATI, O. 













State Mutual Life Assurance 
Company 


of Worcester, Mass. 
INCORPORATED 1844 


Investment income alone has paid 99.71 
per cent of total losses. 





RALPH HOLTERHOFF 
General Agent 


918 Union Trust Building, Cincinnati, Ohio 

















‘‘Pre-eminence in Benefits to Policyholders’’ the Watchword 


The Mutual Life 


Insurance Company of New Vork 


Paid TO Policyholders in 1911 


Received FROM Policyholders in 1911 - - 


Excess of Payments over Receipts 


Paid Dividends in 1911 


Apportioned for Dividends in 1912 


$57,353,726.13 
55,582, 183.20 
$1,771,542.93 
$13,631,857.72 
15,146,685.72 


- - 


Mutual Life Agents Make Most Money BECAUSE Mutual Life Policies Sell Most Freely 


Suthem Oho wie, shone orate E~ A. Ferguson, Manager, “Pita 










GEO. A. GOHEN 


Manager 


THE SECURITY LIFE 


of America 





A Non-Participating, Substantial, 
Growing Company 





314 Provident Bank Building 








J. C. CAMPBELL 


State Agent 
For Ohio and West Va. 
JOHN HANCOCK MUTUAL 
LIFE INSURANCE COMPANY 


of Boston, Massachusetts 
Hartman Building COLUMBUS, OHIO 











Favorable contracts and desirable agency 
locations in Ohio and West Virginia 
for active, energetic men. 
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ENERGY CONSERVATION 
SYSTEMATIC WORK NECESSARY 


Five-Minute Topic Discussion on Pros- 
pects of the Right Kind and How 
to Get Them 





That greatest of problems for the be- 
ginner in life insurance and for the 
man who has gone the route of his 
friends and acquaintances, “Prospects 
of the Right Kind and How to Secure 
Them,” was the subject of the Tuesday 
‘discussion of five-minute topics. Chas. 
Jerome Edwards of New York, chair- 
man of the five-minute topic commit- 
tee and able leader of many discussions 
of the same nature in former conven- 
tions, took charge. He said that he 
believed these discussions were the 
most valuable part of the conventions 
because the great need of 1912 was an 
appreciation of 1913 rather than an 
historical report of 1911. He gave to 
William M. Scott of the Provident Live 
& Trust at Philadelphia the honor of 
originally suggesting this feature of the 
programs. 

Prospects Canvass Agents 

The object of the discussion, Mr. 
Edwards announced, was to find meth- 
ods of conserving the human mind, of 
doing things better, to get away from 
the catch-as-catch-can and _ hope-to- 
heaven-we-may way of writing life in- 
surance. Donald G. C. Sinclair of New 
York was first called upon. He startled 
his hearers by stating that he had 
ceased to canvas for insurance and was 
now making his prospects canvas him. 
His method is to discuss insurance, tell 
about new forms of policies, unique 
ways of providing for future expenses 
by the use of endowments, annuities 
and income policies, and the life insur- 
ance business in general. Almost in- 
variably the prospect will become in- 
terested if the agent has not impressed 
him with the fact that he is soliciting 
him. The prospect will ask how busi- 
ness is and want to know what a cer- 
tain form of policy at his age will cost. 
The rest is easy. Mr. Sinclair said that 
he was using this method almost ex- 
clusively and that he was getting more 
business by it than by the old method. 

System the Only Way 

All three of the sub-topics, “The Value 
of a Systematic Supply of New Leads,” 
“Conserving the Time and Ability of 
Soliciating Agents,” and “The General 
Agency Reference .Bureau; The Route 
List; Old Policyholders, and Introduc- 
tions,” were touched upon by Dr. H. C. 
Castor of Chicago. He said each agent 
should list his prospects on cards, show- 
ing their age, date of birth, residence und 
business addresses and phone numbers 
and business hours. An agent can make 
up any number of these in a day and a 
new man should spend two or three weeks 
lining things up in this manner before 
starting out soliciting. With the pros- 
pects tabulated according to districts or 
routes the agent can see four or five to 
every one or two seen on a haphazerd 
canvas, and the more prospects seen the 
more business written. With a system 
an agent cannot write less than $100,000 
and can go as high as $500,000. 

Learns About Prospects 

Less talking and more listening was 
advocated by J. C. Drewry of Cincinnati. 
For fifteen years, he said, he had been 
remembering the advice to keep his mouth 
shut and his ears open, and when he got 
@ prospect he knew how to “Get at ’im.” 
He thought that personal knowledge of 
the prospects was more necessary than 
a big supply of unknown prospects. 
Chairman Edwards amplified the remarks 
of both Mr. Castor and Mr. Drewry by sug- 
gesting a folder, rather than a card index, 
of prospects. In these should be kept 
clippings of marriages, announcements of 
births, and accounts of club, social and 
political activity. He said no agent or 
agency sheuld attempt to call on all of 
the ) prospects listed but the index pro- 
vided a means of securing a selected list. 
Mr. Edwards also said that the time was 
coming when daily reports from agents 
on each prospect call would be required 
and when the business came to this there 
would be fewer but better agents. The 
limitation of expenses he believed was 
producing quality and efficiency though, 
he said, he knew many present did not 
agg with him on approving this limita- 

on 


Nothing will develop into much without 


system, said Wilson Williams of New 
Orleans. In his agency the court records, 
the books of the agency showing changes 
in ages, and various other means provided 
the agency force with a select list. This 
list is divided into the favorable, the sus- 
ceptible and the promised, and no time is 
wasted on prospects that do not class in 
the three divisions. No prospect should 
be. called on more than three or four 
times without closing because discourage- 
ments come from failures on old pros- 
pects. Each prospect card shows also the 
prospect's hobby. If he be a baseball fan 
he is given to agent of the same proclivi- 
ties, if he be a billiard player he is given 
to a man who knows the game but will 
lose to him. Mr. Williams believes that a 
careful canvas of that nature is as im- 
portant as an energetic canvas. 
Conservation of Prospects 

Conservation of prospects, said Richard 
O. Dunkum of Hartford, is most neces- 
sary. They must be kept from doubting 
the companies as a whole and agents as 
a class. Agents should talk protection 
and policy, rather than company. A few 
words will satisfy the average man as to 
the company and to discuss companies in 
general only wastes valuable time, con- 
fuses the prospect and sows the seeds of 
doubt and procrastination. In the past 
too many people have been educated to 
think that “other” companies gave unfair 
policies and “other” agents were skins. 
Concentrate and consecrate, concluded Mr. 
Dunkum, is the slogan of success. 

Regular Business Hours 

Warren Horner of Minneapolis said that 
the greatest waste in the world was the 
waste of time. In his agency, which 
covers a state, all agents, traveling and 
local, are required to make weekly re- 
ports, showing the number of new calls, 
return calls, the amount, kind and total 
premiums of, both written and paid busi- 
ness and premiums collected and overdue 
on both old and new business. Mr. Horner 
will not permit a man to remain in the 
agency who does not indulge in regular 
business hours. Whenever a matured en- 
dowment or death loss is paid an agent 
is picked to handle the transaction who 
seems capable of getting all of the good 
out of the payment for the agency. Much 
of this work is given to new men and 
encourages them and helps them in their 
work. Men are also picked to call on 
certain classes of prospects, and they are 
thus building up clienteles that would not 
be secured by promiscuous soliciting: or 
even by route soliciting. 

Paul Dobbins of Atlanta said that his 
agency was working the small towns of 
the state and it was using the tax rolls 
to furnish lists of prospects. Each tax- 
payer is sent literature and the names of 
those addressed thus are given to the 
agents to call upon. The returns from 
this method, said Mr. Dobbins, were en- 
tirely satisfactory and a business is being 
built up that is now bringing in new busi- 
ness through a cultivation of policy- 
holders as well as prospects. 

Woman Has Last Word 


Introduced as the general agent who 
does the biggest business for the company 
in the New England States, Mrs. Florence 
E. Shaal of Boston closed the discussion. 
She pays a woman $1,200 a year for pro- 
viding new agents with prospects and 
helping them. The old agents, she said, 
were able to take care of themselves. 
The agency confines its attention to 
women and writes men only when they 
get in touch with them through wives, 
sisters or mothers that have been solic- 
ited or are policyholders. Nurses, dress- 
makers, women doctors, milliners, those 
in other vocations and wealthy women 
furnish the field for the agency. Between 
twenty and thirty personal letters are 
sent out daily from the office. Those to 
nurses quote the name of one prominent 
nurse who is heavily insured, and so on 
through the various classes. The letters 
state that an agent will call the next day 
unless requested by phone not to. There 
is no disguising of the subject. Thirty 
percent of these letters carefully followed 
up bring business. Agents are required 
to bring in new names from prospects and 
policyholders to keep the supply of pros- 
pects large and fresh. 


Cedar Rapids 


Life Insurance Co. 


G00 CONTRACT 





COMPANY 











TERRITORY 
FOR GOOD MEN 





HOME OFFICE: 
CEDAR RAPIDS, IOWA 





TEAM WORK IN SELLING 


—_—_—_— 


ENDORSED BY MOST SPEAKERS 





Criticised By One or Two—Discussion 
Dealt Principally with Instruction 
of New Men 





(From a Staff Correspondent) 

Memphis, Tenn., Oct. 16—“Team 
Work and the Reason,” was the sub- 
ject of the five-minute discussions at 
the Wednesday morning session of the 
National Life Underwriters’ Associa- 
tion. The subtopics were: “Why New 
Agents Should Practice the Plan,” 
“How Old Agents Benefit Thereby,” and 
“Why Most Successful Agents Do 
Team Work.” The speakers confined 
themselves largely to the first subdivi- 
sion of the theme, speaking principally 
of team work as a means of starting 
new agents on the road to success. A 
demand for a discussion of the other 
parts of the subject failed to bring re- 
sponses to any great degree. Most of 
the speakers endorsed team work 
though one or two offered some criti- 
cisms of the plan. Charles Jerome 
Edwards acted as chairman of the meet- 
ing during the discussion and an- 
nounced that it would be in order for 
the speakers to discuss also the “Stand- 
ardization of Agency Work,” “Protect- 
ing Subagents,” “What Is Brokerage?” 
and “Closing First Interviews Versus 
the Follow-Up Back Call.” 

Learning by Absorption 

Frank Levy of New Orleans was the 
first speaker. He said men learned all 
things by absorption and new men in the 
life insurance business learned better 
when sent out with old men. The new- 
comers are advised to follow in the foot- 
steps of the experienced men, though they 
are instructed to turn, twist and adopt 
the methods to their own particular ways. 
Courage is also gathered from team work. 
The one danger is a too close adherence 
to rules laid down by the older men and 
men who fall into this way have to be 
led around all their lives and never 
amount to much. F. O. Bristol of Los 
Angeles advocated team work. He said 
the new man who goes out with the old 


either firmly resolves to do better than 
his teacher or looks up to him as an 


ideal. 
Examined, Then Sold 

Sometimes he was unable to place a 
certain policy that could be sold, said F. 
H. Strattan of Boston, and then he called 
for assistance. He did not make the call 
with his coworker, but turned over the 
case. He said much business had been 
saved by that form of team work. He 
then went on to say that whenever he 
found a man financially able to buy in- 
surance he did his best to have him ex- 
amined before going into the subject ex- 
tensively. He then learned whether the 
man could get insurance and with those 
who pass he felt he could afford to spend 
both his own time and that of the pros- 
pect. The medical examination also 


‘gives much information of value to the 


solicitor. Mr. Stratton said he succeeded 
in writing three-fifths of the men he had 
examined and that unless he succeeded in 
getting his prospect to the doctor on the 
second interview he dropped him. When 
asked if he did not lose money by paying 
for medical examinations of men who 
passed, but couldn’t be sold he replied 
*‘no” very emphatically. For $50 he said 
he could get ten men examined, write six 
of them and make the $20 that he dropped 
look insignificant in comparison to his 
commissions on the other six. He said 
he was willing to bet $5 of his money 
at any time that he would be able to sell 
a man whom he could get to the doctor. 
Team Work Discouraged 

The value of team work depends en- 
tirely on whether the old agent im- 
presses the right principles upon the new, 
said Jonathan K. Voshell of Baltimore. 
He said a new man could be made or 
ruined by the methods used by the older 
agent. William Scott of Philadelphia said 
that in his agency team work was dis- 
couraged. Young men, he said, liked to 
work with others, but the principle of his 
agency was to teach young men to be 
self reliant, to stand alone and to assert 
their own individualities. One trouble 
of team work is that it promotes imita- 


tion. 
Cannot Teach by Lectures 

J. W. Estes said he took every new 
agent out and showed him how to do it. 
The young man = help in diagnosing 
prospects and jlagnosing cannot be 
taught by lectures any more than surgi- 
cal operations can be. The young men 


can learn only from watching an expe- 
rienced man do the work. Each case is 
separate and individual and must be 











PRESIDENT BisHop as a Field Man. 





diagnosed while solicited. One thing that 
all young agents must do before making 
a call is to find out all about a man’s 
salary, home life, family, politics, sports 
and religion. H. J. Emerson reverted to 
the subject of the previous day, prospects. 
He said each agent could find enough 
prospects and what was needed prin- 
cipally was more time to see them. John 
Dolph of Washington spoke briefly on the 
subject. 
Women Work in Pairs 


Miss Sara Frances Jones, associate 
manager of the women’s department of 
the Equitable at Chicago, said team work 
was practiced much in her agency. 
Women, she said, get awfully discouraged 
by failures to close on first interviews and 
discourageemnt kills good agents. She 
said when she first entered the field she 
did not believe in team work, but was 
now an advocate of the plan. Not all 
women have the same talents. One new 
agent recently secured was a splendid 
opener and when accompanied by a good 
closer on eleven second interviews three 
cases were closed. The history of the 
department showed that while two women 
working together could not see as many 
as they could working separately the act- 
ual results of the double work were 
larger. 

Team Work? Yes and No 

J. Edward Meyers of Minneapolis ad- 
vocated taking the buyers’ standpoint and 
if he were a man who would be suspicious 
of two salesmen, send only one to him, 
but if he were a man who would feel 
flattered by a dual call. do team work. 
Men differ, he said, and judgment as 
whether team work or single work is the 
best method should be used. Much com- 
mercial business can be written jointly 
but personal business, that which protects 
the fome, must be written singly in most 
cases because few men will open their 
hearts to two men while each one will 
confide in one person. And certain agents 
are fitted to do team work while others 
are not. Mr. Meyers attacked the plan 
of having men examined before being 
closed. He said only the minor details 
should be left unsettled until after tne 
examination and that the wholesale ex- 
amining of prospects would bring the 
business into disrepute. 








People seldom talk too much unless they know 
too little. 
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BUREAU OF PUBLICITY 
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BIG ADVERTISING CAMPAIGN 





Resolution Adopted at Wednesday Ses- 
sion Creates Committee to Devise 
Plans for Such Work 





(Prom a Staff Correspondent) 


Memphis, Tenn., Oct. 16—One of the 
most important things done by the Na- 
tional association in many years was 
the passage of a resolution Wednesday 
looking toward the creation of a bu- 
reau of publicity and education for the 
life insurance business. The resolution 
was offered by Warren M. Hornor, 
general agent of the Provident Life & 
Trust at Minneapolis, and passed both 
the executive council and executive 
committee Monday. It was presented 
to the convention Wednesday and 
adopted without a dissenting voice. It 
provides for the creation of a commit- 
tee of five to devise ways and means of 
educating the public generally along 
life insurance lines and educating young 
men for the business by special courses 
of study in schools, colleges and uni- 
versities. 

Take Up with Companies 

A big nation-wide advertising cam- 
paign is also suggested. This matter 
has been considered many times before 
but never was pushed as far as by this 
action of the convention. The commit- 
tee is to get in touch with the standard 
companies and if possible interest them 
in the move. The resolution recites the 
reasons for this action and the purposes 
of the committee. It follows: 

Not Properly Understood 

Whereas, The institution of life insur- 
ance, as conducted by our standard Amer- 
ican companies, occupies a commanding 
position in comparison with all world 
movements in its economic and beneficient 
relation to humanity, and 

Whereas, The comparative newness of 
the system and its rapid growth have 
prevented a proper understanding of the 
importance of the business both in its 
—- to the public and as a vocation, 
an 

Whereas, The companies and managing 
agents deserve unusual credit for building 
a structure of such enduring qualities 
that plays so great a part in equalizing 
business conditions and in its ameliora- 
tion of mankind, but higher standards can 
be reached in the employment of agents 
and in the methods used in field work, and 

Whereas, The business calls for the 
highest type of manhood and salesman- 
ship in field work, and 


Evils That Need Correction 


Whereas, There are agents in certain 
localities who indulge in practices which 
detract from the high ideals of life in- 
surance. 

Whereas, The public is equally culpable 
with the irresponsible agent from a moral 
and legal standpoint in soliciting rebates 
as well as not cooperating with those 
agents who are exercising integrity and 
efficiency in their endeavor to render bet- 
ter service, and 

Whereas, There are unlimited opportu- 
nities for standardizing the business by 
adopting new and scientific methods, and 

Whereas, The business of life insurance 
needs the service of, and offers untold 
opportunities for, young men of high 
ethical standards and ability, and 

Should Inform the Public 

Whereas, Business and corporation life 
insurance has become well established 
and the amount of life insurance written 
by the standard companies only about 15 
percent of the amount that could be 
written, and . 

Whereas, This association has repeat- 
edly reiterated its stand as unalterably 
opposed to rebates, twisting of policies, 
and agents, and given wide publicity to 
the fact that any agent is not worthy the 
confidence of the business public, nor 
ethically fit to be considered a representa- 
tive life insurance agent who indulges in 


any of these practices or who preys in |. 


any way upon a competitor and does not 
secure his business by self-inaugurated 
plans of work, therefore be it 
Lectures Also Suggested 
Resolved, That the president of this 
association appoint a committee of five 
with power to confer with like commit- 
tees of any other insurance bodies, to 
devise ways and means for greater pub- 
licity in life insurance, for some non- 


Partisan campaign of advertising and con- 
servation, and for a concerted movement 
to inaugurate a campaign of education 
through lectures or addresses and through 
@ more general adoption of educational 
opportunities for the younger generation. 








absolutely unbiased service. 
States Life of Charleston: 


“The company has substantial and reputable backing. 
growth, and is undoubtedly solvent and its actuarial methods are sound. The 
investments are of excellent character and are remumerative. 
methods are conservative and this should be reflected in the dividends. 
policy contracts are fair and liberal in their terms. 
clear showing and its methods merit commendation.”’ 


Approved by High Authority 


THE SOUTHERN STATES MUTUAL 
LIFE INSURANCE COMPANY 


OF CHARLESTON, WEST VIRGINIA 


4 GENTS who desire to represent a life company first of all should have 
absolute confidence in its management and foundation principles, 


Best’s Insurance Report is a standard and discriminating authority, an 
Here is what it says as to the Southern 


This comment by a severe life insurance critic is high praise for this company. We are now increasing our agency force and would be pleased 
to get in communication with first class field talent. 





RESOURCES 
$ 
1906 304,004 
1907 331,358 
1908 363,433 
1909 421 666 
1910 501,673 


1911 590,095 





PYRAMIDS OF PRUDENT PROGRESS 


dune 00,12 645,602 324,50 


Total paid policyholders since organization - 


RESERVES INS. IN FORCE 
$ $ 
11,390 1,076,000 
43,502 2,439,508 
92,566 3,871,103 
149,440 4,148,771 
208,541 5,106,862 


286,803 5,621,100 


5,745,983 


$148,529.69 











The company makes a good 


The Southern States 


Mutual Life Insurance 


ALBERT B. WHITE 
ice-Presid 
JOHN C. RIHELDAFFER A.5. seme —~ 
F. 
H. 


It has had a good 


The company’s 
Its 


Company 
CHARLESTON, W. VA. 


HARRISON B. SMITH, President 


JAMES F. BROWN 
Vice- ent Vice-President 
Secy. & Agency Director 
8. BOWN 
Asst. Secy. & Treas. 


H. YOUNG, M. D. 
Medical Director 


J.P. ateme, © 

GEORGE E. PRICE 
General Co 

HENRY MOIR, New York City, Consulting Actuary 























Resolved, That the adoption of this 


resolution carry with it the power to 
act on any plan approved by the executive 
council of this association whether in con- 
junction with such other bodies or an 
independent movement inaugurated by 
this association. 





CONFIDENT APPROACH 
Of all the obstacles to be overcome 
by the straight canvasser in securing 
interviews the most disastrous are in- 


-ward fear and lack of self-reliance. The 


fellow who gets weak in the knee as 
he goes up the front steps will quit 
early and run home with “cold feet,” 
to say that he dislikes straight can- 
vassing. He is the only man able to 
quote instances of doors closed in his 
face. The world makes way for a con- 
fident man. Those who doubt this have 
but to “try it on the dog,” as the 
country canvasser does, to learn its 
truth. Old Towser will cause lots of 
trouble for the stranger who is afraid 
of him and stands at the gate shouting 
for help, but he will cut and run from 
the man who walks up the garden path 
without hesitating. 

The novice at ee canvassing 
should develop self-confidence as early 
as possible. Knowledge of his con- 
tracts and their application to the needs 
of the public will do much toward this. 
It is a big help in canvassing for him 
to know thoroughly what he is talking 
about. A proper belief in and appre- 
ciation of the benefits of his company’s 
policies will enable him to talk 
earnestly and convincingly of their 
merits. One of the most successful 
of the company’s agents lost two chil- 
dren in three weeks from diphtheria 
before he entered the service. They 





were both insured That agent does not 
approach people with timidity. Other 
agents have gained a proper faith in 
their work through seeing claims paid 
their policyholders and learning how 
the payments benefited them. 

There is a sure-footed sensation about 
the canvasser if he is suitably dressed. 
He should have the appearance of a 
business man. The woman looking 
through the curtain to see who rang 
the bell may not be at home to a 
mere peddier. His walk should be 
brisk, and he should approach the 
house with an indication that he is 
calling on important business. He will 
not be misleading anyone by so doing, 
for his mission is of importance. He 
will mislead himself if he allows any 
contrary idea to be in his mind. 

Impressions, winning or otherwise, 
are given to the householder by the way 
the canvasser knocks on the door or 
rings the bell. There is the decisive 
rap-a-tap-tap, which is the signal of 
an earnest man on the step, and the 
half-hearted dub-dub-dub, which might 
be. given by the poor fellow out of a 
job begging for a crust. The chap who 
makes himself heard may wake the 
baby occasionally, and an irate parent 
may open the argument; but sufficiently 
lavish apologies will pave the way ta 
restored diplomatic relations, and an 
application on that same child may 
close the interview. 

With the door opened, the person- 
ality of the man who is sure of his 
ground will secure and hold the atten 
tion of the prospect, and his determined 
manner will lead to an application 
closed. Successful termination of a few 





difficult interviews will give the con- 
fidence to conquer any situation that 
may arise in the day’s canvassing.— 
Prudential Record. 





GROUP INSURANCE 

There is hardly an agent who is not 
trying to get his company to write 
group insurance. He feels that here 
is a great new field for big business 
and that he is the very man to put 
into effect this great new idea in life 
insurance. It does not occur to him 
that group insurance is still an experi- 
ment, involving big liability, and that 
only a company large enough to carry 
the risk should assume it. ,The com- 
panies that are writing group insur- 
ance believe that the rates charged are 
adequate. Group insurance is undoubt- 
edly feasible; it is based upon the fun- 
damental idea of life insurance, which 
is expressed by the law of average. 
That a group of men, without occupa- 
tional hazard, and healthy, may safely 
be insured without medical examina- 
tion, is undoubtedly true, but what the 
cost of such insurance should be can 
not be said to have been accurately de- 
termined. It is yet to be seen whether 
the saving in the cost of doing the 
business will make up’ for the higher 
mortality which must result from the 
absence of medical examination, and 
the selection exercised by the agent. 
If the saving does not compensate fer 
the greater mortality, how much addi- 
tional should be charged? Only ex- 
perience can determine, but it is net 
the part of the small, weak company te 
take the risks of the experiment. 
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SUGGESTIONS TO AGENTS 


HOW TO GET THE BUSINESS 
TOLD BY DEXTER 
Applications and Application Go Hand 
in Hand in the Work of Life 
Insurance 





BY GEORGE T. DEXTER 
Second Vice-President Mutual Life 
The caption indicates the trend of 

the discussion. You perceive the line 
of argument and make the application 
in advance. This is not, however, to 
be a scold, but a heart to heart talk— 
friendly advice from one who carried 
the rate book for years, and who can 
enter into fullest sympathy with the 
agent in all his aspirations and dis- 
couragements, his triumphs and his de- 
feats. 

Applications we all want. The com- 
pany wants them, for it is the business 
of the company to sell life insurance, 
and it means to continue in business. 
The agent wants applications and must 
have them. He wants them because 
they are the means whereby he has 
his bread, The question is, how are 
they to be had? By application, of 
course. Longing, hoping, waiting ‘will 
be of no avail. Only by work—hard 
work, assiduous effort, earnest, con- 
stant application, can our ends be at- 
tained. You have heard something like 
that before. It is not new, but is uni- 
versally true. Hard work marks the 
difference between success and failure 
in business, in professional life, in all 
human activities.. It is, in short, a 
rule of world-wide application. 

Hard Work Is the Key 

After all, hard work is the key to all 
success. The man who makes things 
go gets credit for brains—great natural 
ability—when the real secret of his 
power is application. Edison, one of 
the hardest working men in the world, 
declares that inspiration is merely per- 
spiration.. In other words, preeminent 
ability is merely application. Bulwer 
has said: “Labor judiciously and | con- 
tinuously applied becomes genius.” 

The essential thing is to act quickly 
when you scent business in the air. 
Hard work means prompt work—on 
the moment’s notice. You hear of a 
probable subject for life insurance and 
you determine to look him up. Do it 
at once. There is no place in life in- 
surance for the procrastinator. The 
man who defers insuring, dies unin- 
sured. The agent who delays and 
dilly-dallies, loses the business. A 





more alert agent is before him, or the 
prospect dies of old age. 
Depend on Initiative 

It is easy to urge others to work. 
It is easy also to work, when the par- 
ticular task in hand is definitely laid 
out and understood. If you are a 
bookkeeper, a bank clerk salesman in a 
mercantile house, or have other rou- 
tine labor to perform, continuous ap- 
plication is easy. It becomes more 
difficult when the work to-be done has 
not been definitely outlined or planned, 
so that one must depend upon his own 
initiative. 

You want applications. If some 
good angel were to give you tomor- 
row a list of persons who were ready 
to consider the question of life insur- 
ance, though not necessarily ready to 
insure (and there are many such every- 
where), no man could work with bet- 
ter will or closer application than 
would you, until the last name was 
canvassed. You would get results, too; 
for steady application never fails to 
bring results, even when conducted in 
the ordinary, haphazard way, picking 
up prospects as they come. 

Hundreds, perhaps thousands, of 
persons within your territory could be 
induced to insure right now, for large 
numbers of them are insuring every 
day; but there is no good angel to 
supply you with the names and ad- 
dresses of these eligible prospects. 
You must find them for yourself, and 
when you have found them your for- 
tune will be made. With a list of per- 
sons interested in life insurance in 
your hands, and full information re- 
garding them, there will be no lack of 
application and no dearth of applica- 
tions. 

Methods of Securing Prospects 

Divers methods of corralling the 
elusive prospect have been devised by 
ingenious men. One inserts a short, 
catchy advertisement in the newspa- 
pers, containing a brief statement cal- 
culated to arouse the curiosity of the 
man who may think favorably of life 
insurance. If responses are received 
the names are entered in.the list of in- 
terested prospects. Not many read 
such advertisements, and fewer still 
respond to the touching appeal they 
bear. 

Another sends an ingeniously worded 
circular broadcast, or perhaps writes 
a personal letter to men of his ac- 
quaintance. He is likely to receive 
some requests for further information. 

These and similar methods cost 
money, but it is argued that the com- 
mission on a single policy will pay a 
lot of postage and advertising. The 














Greater Speed—Greater Accuracy—Greater 
Efficiency Are the Logical Results of Installing the 


UNDERWOOD TYPEWRITER 


Exclusive Underwood features make possible the many important 
labor-saving systems of modern account- 
ing. The ever growing demand puts the 
annual sales of Underwoods far ahead of 
those of any other machine—making 
necessary ‘the largest typewriter factory 
and the largest typewriter office building 
. in the world. 

Such a demand from business men every- 
where is unquestionable evidence of the 
practical mechanical superiority of 


. The Machine You Will Eventually Buy” 
Underwood Typewriter Company 


(INCORPORATED) 


Underwood Building, New York 


Branches in all Principal Cities 


fact that nobody has ever long per- 
sisted in working schemes of this sort, 
however, raises a presumption against 
their value. Perhaps the old fashioned 
way of finding prospects by faithful, 
persistent canvassing—steady applica- 
tion—is the best. Other methods tend 
to puttering. 

Must Go Out and Seek Men 
For want of a good angel to supply 
you with a list of eligible prospects 
you must go forth and seek them. 
The signs on the streets furnish a lot 
of good names and the city and county 
directories are full of them. It will 
be all the better, however, if you have 
some idea or hint beforehand as to 
who among these are likely to be ready 
now. If you have been long in the 
work you know the old, familiar ex- 
pedients. Here are some of them: 
Watch the personal items in news- 
papers. You will read of the salaried 
man who has had a promotion and 
with it an increase of income. He 
should invest that increase, or a part 
of it, in life insurance. He is a promis- 
ing prospect. So also are the follow- 
ing 
The successful candidate for public 
office. 
The new incumbent of a salaried po- 
sition in a corporation or other private 
enterprise. 

The prosperous business man whose 
trade is obviously expanding. 

The man who has sold a piece of 
property and come into funds. (Study 
the published transfers of real estate.) 

The man or woman who has fallen 
heir to money or. property. 

Prospects for Insurance 

The beneficiary of a matured life in- 
surance policy, in your own or other 
company, as well as the recipient of a 
matured endowment. 

The man who has bought a home or 
other property and given a mortgage 
back. He must provide for payment 
of mortgage in case of death. (Study 


mortgage record, recorder’s office.) 

The newly married man. Other 
agents will be after him—better see 
him before marriage and avoid the 
rush. Better still, see him when first 
engaged. 

The man who has an only daughter. 
He will provide for her with a con- 
tinuous installment policy. If he has 
several daughters, sell him several poli- 
cies. 

The man with a new baby. He 
should take new insurance with every 
new responsibility. 

When you have taken an application 
the fact will often prove a good means 
of introduction to the applicant’s rela- 
tives, friends and business associates. 
Do not fail to follow up that lead. 

Canvassing Special Classes 

To insure the degree of application 
necessary to the production of applica- 
tions, it is an excellent plan to- can- 
vass for a time some special class— 
say the school teachers’ of your city 
or county. You set out’ to make-a 
clean-sweep of that particular field; 
thus you have a definite object to be 
attained. You quickly become familiar 
with the arguments that appeal to 
members of the ‘class. You are also 
able soon to anticipate the objections 
that will be raised, and you become 
proficient in meeting them. You learn 
to present most forcibly the particular 
form of policy or policies and endow- 
ment or deferred annuity, perhaps— 
best adapted to their needs. Probably 
no other class of insurants contains a 
larger proportion of eligible prospects, 
or persons who can be more readily 
approached. In the same way, make 
a specialty for a time of canvassing 
the lawyers of your city or county. 
Other professions or callings may be 
taken up in their turn. Meanwhile you 
will not neglect chance cases that fall 
in your way incidentally; but this sys- 
tem, calling as it does for the comple- 
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tion of a definite task, makes steady 
application easy. 
Getting a Line on Prospects 

In the course of your canvassing you 
will soon accumulate a long list of 
_ prospects, good, bad and indifferent. 
Suppose you were to know all about 
every than on your list—were as inti- 
mately acquainted with his affairs as 
with those of your own brother or 
other near relative—continuous appli- 
cation to the work of canvassing would 
then be greatly facilitated. Proceed to 
get this information as far as possible 
—approximately the age of every man; 
his home and business address; his 
probable income; his financial standing 
(whether free from debt, etc.); the size 
: of his family, if married; the number 
and approximate ages of his children; 
' how much insurance he carries, if any; 
| the nature of his occupation; his vari- 
‘ ous business connections; the names 
: of his intimate friends and associates; 
his church relations; his personal tastes 
’ and habits; his fads, if any. 

With such an accumulation of. data 
you would quickly select a list of 
names for immediate canvassing, 
would set out to find them with en- 
thusiasm, and would approach them 
with confidence. You would know 
how to get at them, and, if needing a 
letter of introduction, you would know 
where to get it. You would know what 
kind of insurance the prospect ought 
to have and how much; and you would 
talk that policy confidently and forc- 
ibly, without confusing him with half 
a dozen different propositions. You 
would know how to approach him, and 
how to interest him at once without 
feeling around in the dark. 

Application to Business 

This information may be gathered 
by methods that will suggest them- 
selves to every resourceful agent. Be- 
gin by supplying the needed data in 
each case, so far as you can, from 
such knowledge as you have already 





acquired through your acquaintance- 
ship, and then set your wits to work 
to obtain the remaining facts. The 
sources from which the information is 
to be had will readily occur to you. 
After a little practice you will recog- 
nize that it is good business to gather 
such data, (and even more detailed in- 
formation as far as possible), regard- 
ing all insurable persons within your 
probable reach. 

You will not devote too much time 
to this preliminary work. Most of the 
facts you will obtain in the course of 
your canvassing, carrying a memoran- 
dum book with you all the while, not- 
ing the information as you obtain it, 
adding new names to your list daily, 
and never overlooking an opportunity 
to obtain the needed facts. 

This is the sort of application to 
business that will bring applications. 


COMMENTS ON M’CUE CASE 
W. B. Ellison Says the Important De- 


cision: Will Be Applicable to a 
Variety of Conditions 











William B. Ellison comments as fol- 
lows on the decision of the United 
States Supreme Court in the case of 
McCue vs. the Northwestern Mutual 
involving a policy on the life of a man 
executed for murder. Mr. Ellison says: 

“The decision in this case is of great 
importance, and the principles therein 
enunciated will be found applicable to a 
variety of conditions, possibly not con- 
templated by the supreme court. In the 
case referred to, McCue, the insured, car- 
ried a policy for $15,000 in the North- 
western Mutual Life. During the cur- 
rency of the policy he came to his death 
by legal execution after conviction and 
sentence for murder. The policy contained 
no provision excepting such manner of 
death from the risks covered by it. 

“The decision of the court was to the 
effect that the insurance in question was 
avoided, and the following extract from 
the opinion of the court will show clearly 
—. reasons upon which that decision 
rests: 

“The main question in the case is, as 





we said, the liability of the company un- 

der the circumstances; or, to put it more 

abstractly for the present purpose of our 

discussion, whether a policy of life insur- 

ance insures against death by a legal 

execution for crime. 
. > 7. 

“*The question was before this court in 
Burt v. Union Cent. Life Ins. Co., 187 
U. S., 362, 47 L. Ed., 216, 23 Sup. Ct. 
Rep.. 139. In the policy passed on, as in 
the policy in the case at bar, there was 
no provision excluding death by the law. 
It was decided, however, that such must 
be considered its effect, though the policy 
contained nothing covering such contin- 
gency. These direct questions were asked: 
‘Do insurance policies insure against 
crime? Is that a risk which enters into 
and becomes a part of the contract?’ And 
answering after discussion, we said: ‘It 
cannot be that one of the risks covered 
by a con@act of insurance is the crime 
of the insured. There is an implied obli- 
gation on his part to do — to wrong- 
fully accelerate the maturity of the policy. 
Public policy forbids the insertion in a 
contract of a condition which would tend 
to induce crime, and as it forbids the in- 
troduction of such a stipulation, it also 
forbids the enforcement of a contract un- 
der circumstances which cannot be law- 
fully stipulated for.’ Cases were cited, 
among others Ritter v. Mutual L. Ins. Co. 
169, U. S. 139, 42 L. Ed. 693, 18 Sup. Ct. 
Rep. 300. There it was held that a life 
insurance policy taken out by the insured 
for the benefit of his estate was avoided 
when one of sound mind intentionally took 
his life, irrespective of the question 
whether there was a stipulation in the 
policy or not. And the conclusion was 
based, among other considerations, upon 
public policy, the court saying that “a 
contract, the tendency of which is to en- 
danger the public interests or injuriously 
affect the public good, or which is sub- 
versive of sound morality, ought never to 
receive the sanction of a court of justice, 
or be made the foundation of its judg- 
ment. 

* . 

“*These cases must be accepted as ex- 
pressing the views of this court as to the 
public policy which must determine the 
validity of insurance policies, and which 
they cannot transcend even by explicit 
declaration, much less be held to transcend 
by omissions or implications, and we pass 
by, therefore, the very interesting argur 
ment of counsel for respondents as to the 
indefinite and variable notions which may 
be entertained of such policy according 
to times and places and the tempera- 
ments of courts, and the danger of per- 
mitting its uncertain conceptions to con- 





trol or supersede the freedom of parties 
to make and to be bound by contracts de- 
liberately made.’ 

“Were we to apply the arguments of the 
court to cases of suicide, it becomes ap- 
parent that the consequences may be very 


serious. Suicide is certainly contrary to 
public policy, and in many States is a 
crime. It does not seem unreasonable to 


argue therefore that in states where sul- 
cide is a crime, at any rate, life insurance 
policies are avoided thereby, even though 
such policies contain provisions seeking 
to make them incontestable by reason 
thereof. The supreme court apparently 
has laid down the proposition that con- 
tracts expressly, or which in effect, are 
violative of public policy are not enforce- 
able, and provisions or agreements to the 
contrary are void.” 


HANDLING SUBAGENTS 


Manager F. W. Weston, of the IIli- 
nois Life at Detroit, says that general 
agents of the right caliber will natur- 
ally attract good men to them. He 
believes in a general agent getting sub- 
agents of the right quality rather than 
aiming at mere numbers. He thinks 
that general agents owe it to their men 
to give them careful training. They 
are not accustomed to the tools and it 
is disastrous to put them in their hands 
and tell them to produce a finished 
product without serving an apprentice- 
ship. He says that the general agent 
should get into touch with his agents 
at least once a week and find out what 
they are doing. In this way he can 
give suggestions, encouragement or 
criticism. Men, he thinks, need en- 
thusiasm pumped into them very fre- 
quently. 








Some dividend schedules are pub- 
lished in THe WesTeRN UNDERWRITER a 
year ahead of the annual dividend pub- 
lications. 





One reason why THe WestTERN UN- 
DERWRITER is so popular is that it is pat- 
terned on the requests for certain kinds 
of information made by many success- 
ful insurance men. 
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$49,870.65 
113,171.77 


1,000,000.00 
1,072,450.26 


GROWTH 


4,263,005.00 9,814,088.00 


in Force, $88,148,378 


$10,863,513.16 
9,360,558.99 
1,502,954.17 


$10,863,513.16 





$67,442.23 
214,906.06 


1,050, 000.00 
1,210,232.32 








OVER TEN MILLION DOLLARS IN SECURITIES 
$1,013,844.00 MORE THAN THE AMOUNT REQUIRED BY LAW 


Deposited with the Auditor of State 
for the Sole Protection of Policy Holders 
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ROBERT L. COX’S ADDRESS 
K&EPING STEP WITH TIMES 





General Counsel of the Life Presidents’ 
Association Shows Influence of the 
Agents 





(Prom a Staff Correspondent) 

Memphis, Oct. 17—Declaring that 
the life ,insurance agents form the 
point of contact between the compa- 
nies and the people, General Counsel 
Robert Lynn Cox of the Association 
of Life Insurance Presidents urged 
them to exert their influence in keep- 
ing the business up to the times. “It 
is from you that executive officers must 
get most of their knowledge of what 
public opinion is demanding,” said Mr. 
Cox. The title of his address was 
“Keeping Up With the Times.” Among 
other things Mr. Cox suggested the 
advisability of life insurance companies 
cooperating in the matter of informa- 
tion on real estate mortgage loans so 
as to provide for wider geographical 
distribution of investments. Mr. Cox 
Said in part: 

If we could call upon the active busi- 
ness and professional men of this coun- 
try to make reply to the question, “Are 
you keeping up with the times?” I have 
no doubt the answer of nearly everyone 
would be in the affirmative. Now, the 
chief signincance of such a unanimous 
‘response would lie in its being evidence 
of a universal desire and intent to keep 
up with the times, rather than affording 
proof that the respondents were living 
up to their ideals in this respect. Cer- 
tain it is, if you or I were asked whether 
all men were keeping up with the times, 
our answer would have to be in the nega- 


tive. 
Difference in the View 


Why, then, this radical difference of 
opinion between the individual’s view of 
himself and the view taken of him by 
his fellowmen? Doubtless because our 
view is tempered by our judgment as to 
whether men should move rapidly or 
slowly. “Keeping up with the times” is 
a relative term and compels comparison 
between our individual movements and 
the movements of mankind at large. The 
individual is likely, therefore, to com- 
pare his activities of mind and body with 
those with whom he comes in immediate 
contact, and I suppose that the real mean- 
ing of the term is, not what we do as 
compared with what others do in regions 
far removed from us or did in ages long 
past, but rather how we compare with 
the men of our own day and age and 
with whom we associate in our business 
and professional activities. 


Tilustration by Water Drop 


If you were to ask a drop of water 
in the Mississippi river opposite the city 
of Memphis whether it was keeping up 
with the times, its answer would doubt- 
less be the same as that of another drop 
taken from the water fall of a mountain 
stream high up in the Rockies. But how 
different the movement of one as com- 
pared with the other. So we see that, 
after all, it is a question of whether we 
as men are keeping up with the currents 
of life in which we find ourselves, or 
whether we have allowed ourselves to be 
projected into the pools and eddies at 
the side of the main stream? 


Becomes a Part of the Stream 


There may be a few men who would 
answer our question by saying, “No, I 
am keeping ahead of the times.” But 
they would probably belong to the moun- 
tain stream classification, among which 
are to be found chiefly those fresh from 
the springs of youth, more eager to reach 
the larger streams of life below than to 
join with others in turning wheels im- 
mediately at hand—men who might fancy 
that they could forever remain as atoms 
isolated from the mass that is doing 
the work of the world, and justify such 





Ropert Lynn Cox. 





an unrelated and independent course. But 
the necessities if not the desires of the 
average man lead him into cooperative 
association with his fellowmen and he 
does not feel that he can accomplish 
much until he has become a part of one 
of the great streams of human activity 
in which he moves with the current and 
in which are seldom found the rapids 
common to head waters. 
Must Keep Step with Present 

Keeping up with the times means keep- 
ing up with the times of our time. It 
will not suffice to keep up today with 
the times of yesterday. Keeping up with 
the times is not so much a matter of 
speed as of direction. Above all things, 
therefore, let us keep ourselves headed 
right. It is when we cross the channel 
or reverse our course that collisions are 
apt to occur. 

Unfortunately there are a few men in 
our business whose intellectual equip- 
ment consists mainly of long training in 
detail work rather than genius which 
towers enough above the crowd to give 
a broad point of view. Such men have 
on tap barrels of long-ago-harvested but 
“practical experience” reasons why this 
proposal and that will not work, and 
why everyday requests from the field 
should not be considered. 


Storehouses of Evaporated Objections 


They are veritable storehouses of evap- 
orated objections to the demands spring- 
ing from changing conditions. To them 
there is no more reason why they should 
view their companies as factors in the 
solution of great world problems than 
they were in the infancy of their develop- 
ment. Instead of dealing with problems 
as they are, they assume that the prem- 
ises are the same as of yore, and, there- 
fore, offer the solution that solved in 
earlier days. In the cloister of executive 
position they lose every vital point of 
contact with the outside world. They are 
not keeping up with the times. 


Steered from Behind 


Why, it has seemed to me at times 
that some companies were being steered 





from a pilot house aft and not from the 
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Announcement 


THE BEST YET! 


College Educational Endowment Policy 


Issued 


oy oy Lhe Columbia Life Insurance 
COMPANY tadiana, Kentucky ‘and Georgie 


yy offer to Life Insurance Salesmen the opportunity 








to work in an entirely new field, along new lines. 

To our general agents we give the chance of get- 
ting school teachers and college instructors to act as 
agents during vacations with the College Endowment 
Policy as their leader. There are forty-eight colleges in 
Ohio and 45,000 school teachers; other States in which 
we operate in proportion. 

The best policy yet issued designed to gain an easy 
interview on the subject of life insurance. What more 
interesting subject to discuss with a prospect than the 
tuture education of his child? What easier way to gain 
a list of live prospects than by watching the birth record? 
Or, every school teacher or college professor will gladly 
furnish you with introductions to a number of parents 
anxious to provide for the education of their children by 
the easy installment plan of premium payments from 
ages 1 to 18. 

Premium rates are based on units of $100 endow- 
ment per year, for four years, commencing at ages 17 to 21. 

Agents, You Can Get Business; General 
Agents, You Can Get Agents on This Plan. 


Out of every ten boys finishing grammar school, only one 
entered high school. 


Of 100. boys who start in the first grade at six years, fifty- 
five finished the fifth grade, twenty-seven finished the eighth grade 
at fourteen years, six finished high school at eighteen years and 
one finished college at twenty-two. 


This average is taken from the records of all the schools in 
the country. 

College students working their way through college 
make good agents for this form of policy. Both first 
year and renewal commissions are paid. After the col- 
lege endowment policy is sold, a 15-year term policy on 
the life of the parent paying the premiums can usually 
also be sold. 

A small amount paid each year during the younger 
years of a child’s life makes a college education simple and 
easy for a family of small means. The policy also ap- 
peals to people of liberal means. Even a partial fund of 
$200 or $300 a year for the four years makes the college 
course POSSIBLE, and costs comparatively little when 
spread over the full period of the child’s life. 

THE COLUMBIA LIFE OF CINCINNATI has age and seasoned expe- 


rience. It has other desirable policies which other companies do not 
issue. Writes monthly payment health and accident too. 


A general agency contract with THE COLUMBIA LIFE for a desir- 
able territory, in the hands of a good man, means a good income and 
an established business for life. 


GET IN LINE FOR 19135 


Address the Company at CINCINNATI, OHIO 
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bridge. The channel of business is tvo 
narrow and there are too many compet- 
ing lines to make navigation safe for 
insurance “liners” with no outlook ahead. 
I hope no one will think I am in favor 
of discarding the rudder, for the point 
I would make is that it should be made 
more effective by being put under control 
of men whose outlook is forward, not 
backward. Steering from the stern be- 
comes less and less practicable as boats 
increase in dimension and power. The 
.captain who would navigate congested 
business seas safely, must either take his 
place on the bridge or delegate his com- 
mand to subordinate officers who occupy 
this position. It will not do to stop the 
engines and blow the fog horn of dis- 
content with present conditions, as some 
seem inclined to do nowadays. We must 
move to keep off the shoals and out of 
the trough of the sea, and in corporation 
navigation this means that we must keep 
up with the thought of our own day. 
Those who would succeed today must un- 
derstand how to deal with conditions as 
they are and not as they were. 


Look at Other Activities 


To realize how the world has changed 
it is sometimes necessary to look at other 
businesses rather than our own. Thirty- 
five years ago the telephone was unknown 
and in order to converse with each other 
men had to arrange to meet somewhere 
and somehow in person. In this country 
last year twenty-two million telephone 
conversations were substituted for such 
meetings face to face. Of course, there 
are some who still resent telephonic in- 
trusion and decline to become a party to 
the impertinence of the system, but the 
world of today is telephoning. 

Fifteen years ago a practical self-pro- 
pelled vehicle for private use on ordinary 
roads was unknown. Today according to 
reliable estimates there are nearly seven 
hundred thousand automobiles in daily 
use and the annual production of more 
of them is proceeding at a rate equal 
to about $35 per capita of our popula- 
tion. Many horse lovers protest and 
complain because the pleasure of driving 
horses has been destroyed, but hundreds 
of thousands of our citizens are now au- 
tomobilists and the rest of us are likely 
to be as soon as we can get money enough 
to make the transformation. The auto- 
mobile as a means of transportation, both 
for business purposes and for pleasure, 
is here to stay. No one of intelligence 
doubts it. 

We all decry the excessive speed of 
railway trains when accidents occur from 
time to time and then engage reservations 
on “limiteds” and “flyers” when we our- 
selves have to travel. Rapid transit is 
here to stay. 

Change in Sociological World 

But it is needless to multiply these 
illustrations of changes wrought by in- 
ventions in the physical world. We all 
know of them, and if not too old or too 
conservative, submit gracefully if not 
gladly to the new order of things. Some 
people, however, do not see so clearly that 
equally important changes have taken 
place in the sociological world—that man’s 
relation to man is not and should, not be 
what it was a few years ago. The rapid- 
ity and ease with which we can exchange 
thoughts and information and the facility 
with which nowadays we can transport 
ourselves and our property from one place 
to another, has already knit humanity 
into a closely woven fabric. One thread 
may complain of the quality or color of 
its neighbor but it cannot escape associa- 
tion with it. Individuality of the kind 
permitted by isolation is a thing of the 
past. 

Government by the People 

Nearly 150 years ago we took over the 
business of governing ourselves for very 
similar reasons. We were tired of hav- 
ing government handed down to us from 
above. It wasn’t so much a question of 
the quality as it was the source. We got 
a new point of view—we became radical 
—we concluded to govern ourselves. We 
haven’t at all times done our work well 
but we have been right in theory and 
the system has failed only to the extent 
that we as citizens have neglected our 
civic duties and shirked our civic respon- 
sibilities. Government became coopera- 
tive in form at that time and its short- 
comings since have been measured by 
the extent to which we have departed in 
practice from the theory on which it was 
organized. 

While we have been neglecting our co- 
Operative political duties and allowing at- 
tempts at cooperative merchandising to 
fail in this country, at the same time we 
have been developing one of the greatest 
cooperative business institutions in the 
world. It is the business in which you 
and I are employed. Life insurance as 
it is conducted and carried on comes 
nearer meeting the demands of altruism 
than any other business I know of. 

Business of Cooperation 

It is essentially cooperative in charac- 
ter and principle. Its fundamental appeal 
is to the spirit of mutual helpfulness. 
The thing which takes it out of the realm 
of uncertainty and gives it a scientific 
basis is the law of average and that law 
can be invoked only through the cooper- 
ation of many individuals. The emis- 
Saries of this business must be those 
Who can appeal to the highest and best 





in human nature. The spread of life in- 
surance has indeed made it an institution 
of the people. Under such circumstances 
every man engaged in it should strive to 
keep up with the times in the best sense 
of the term. I do not mean that life 
insurance should abandon any field upon 
which it is already entered, but on the 
contrary that it shall extend to other 
fields and enlarge its functions in re- 
sponse to public needs. It should be the 
first among the large corporations to 
recognize civic responsibility for large 
aggregations of capital. It should en- 
courage its employes and policyholders 
to engage in work for the common good 
that may not bring payment of a day’s 
wage before sundown, but which will 
in the end bring success and happiness 
far in excess of that which may be pur- 
chased with wages. 
Response to Modern Demands 

If ordinary profit-making concerns deal- 
ing with a few thousand people only can 
afford time for improving living condi- 
tions coming within their immediate in- 
fluence, how much better can time be 
afforded for such work by an institution 
having a clientage of over twenty-five mil- 
lion people. Life insurance has made 
wonderful response to the demand of 
modern times and in so doing has reached 
into nearly every home in this country, 
thereby becoming a powerful factor for 
human good or ill. Nothing less than a 
recognition of this fact and action appro- 
priate to the responsibility it imposes will 
satisfy the public mind. 


Quotation from Hurlbut 


In 1845 a New York lawyer named 
Hurlbut wrote an “Essay on Human 
Rights and Their Political Guaranties,” 
in which he had this to say about cor- 
porations: 

“Now your laws create artificial per- 
sons by thousands, under the names of 
bodies corporate, and bid them compete 
with men in the acquisition of wealth. 
The Creator has mercifully omitted to 
place among intelligent moral beings 
those monsters—with instincts to grasp, 
and faculties to acquire, but without a 
moral or restraining nature. A man is 
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DES MOINES, IOWA 








“On most EQUITABLE of IOWA 
Renewal Business Commissions are 
being paid to the Writing Agents” 


This Statement Reveals Much to Every Insurance Man 


It shows that the “EQUITABLE of IOWA” 
equips its men with the ‘“‘Goods’”’ to ‘‘Make 
Good’’—be with us and prosper when the 
Renewal Commissions are due. 


Policies 


With the agents we study the public’s 
needs. We aim to give each policyholder 
the policy for him. Satisfaction and their 


Low Mortality 


The Equitable of Iowa’s business is con- 
fined to healthy localities only. No for- 
eign or southern business. Each risk is 
examined by our appointed examiners. 
All business comes through our appoint- 


Equitable Life Insurance Compa 





Low Cost 


The low cost of Equitable of Iowa’s 
insurance results from the Low Mortality, 
our High Rate of Interest Earnings and 
Economy of Management. 


Iowa Laws Absolutely Protect 
Policyholders 

The reserve on all policies issued by the 
Equitable of Iowa is secured by the Iowa 
Deposit Laws. These strictly define the 
kind and quality of our investments. Iowa 
will neither accept nor permit our making 
other investments than provided. 


Join the 
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single, and relies upon his individual re- 
sources; a corporation, embracing the 
consolidated powers of many, Overbears 
and defeats individual exertion. The 
creature whom God made, retreats be- 
fore the offspring of man’s own creation. 
A man is of slow growth, and passes 
through various stages of weakness to 
his final maturity, while this artificial 
person springs from your statute-book 
full grown, mature and ripe for action. 
Man and the Corporation 

“A natural person may be afflicted by 
disease, so that his success may be im- 
peded, while your legal creature suffers 
from nothing but legal difficulty. Man 
as a moral nature, which restrains him 
from meanness, fraud and selfishness, ; 
while this artificial person knows no re- 
straint but that which proceeds from the 
laws, and these are too often of its own 
ordaining. The man has moral wants, 
that require gratification as he journeys 
on through life, but this artificial person 
has no want but money. Man has a con- 
science, while this creature has only a 
sense of expediency. The former sacri- 
fices pecuniary to moral interests, while 
the latter doeth the _ reverse. Man. 
stretches out his hand to relieve, while 
a corporation reaches it out only to de- 
ceive. Man has at stake upon his con- 
duct in society, his honor, conscience, 
liberty, happiness and life itself, while 
this artificial being has nothing at stake 
but its charter. And lastly, man dies 
before his plans are executed; but this 
being, having perpetual succession, lives 


on. 
Words Seem Prophetic 


It is interesting to note that this man 
was writing in days that preceded our 
modern corporation development. It was 
at about the time our oldest life compa- 
nies were being established. As we con- 
sider subsequent happenings in corporation 
affairs and read the words I have just 
quoted they seem almost prophetic. This 
man had indeed a clear view of the dangers 
involved in allowing money making to 
become impersonal. But notwithstanding 
all that has happened, the corporation is 
here to stay because it can be made to 
serve human needs in a way that indi- 
vidual effort cannot. The best thought 
of today is, therefore, not the destruction 
of corporations but reformation of their 
character and an enlargement of their 
purposes. In other words, we must change 
their point of view. It is being accom- 
plished by recognizing that being man- 
made and man-controlled, they can be 
given the instincts and emotions of men, 
Let them make money, but let them use 
it as human beings would use it. 

Morals of Corporate Affairs 

It was perhaps natural in the early 
days of corporation development that the 
legal distinction between corporations and 
natural persons should have been over- 
emphasized. But now that practically all 
large business enterprises have become in- 
corporated it is easy to see that in order 
to get morals back into business we must 
get morals into the conduct of corporate 
affairs. The exposition of evil doings and 
the agitation of the last ten years have 
gone a long ways toward accomplishing 
this result. 

Welfare of Dependents 

When I say morals I do not mean to 
refer merely to violations of the ten com- 
mandments or of the penal code. I mean 
the recognition of that wider sense of 
responsibility which leads to giving the 
downtrodden a chance for better health 
and greater happiness—a _ responsibility 
which causes the employer to inquire 
whether his employes are able to obtain 
and maintain decent living conditions; 
whether they are safe-guarded against the 
dangers of preventable disease and have 
food supplies of a kind needed for the 
proper nourishment of their physical 
bodies. I mean all of those inquiries 
concerning the welfare of those dependent 
upon us, such as we make in regard to 
the members of our own family. 


Discussion of Health Problems 


It was such an interest in community 
welfare that led the Association of Life 
Insurance Presidents to begin discussion 
of health problems some three or four 
years ago and which keeps that subject 
uppermost in our minds today. A desire 
for life and health furnishes the main- 
spring of nearly all human activities. A 
discussion of what it means to lose either 
one or both is the avenue through which 
we have to approach men in the transac- 
tion of business in which we are engaged. 
What field of general work for the good 
of our fellowmen could come nearer to 
our daily work? Where could we find 
a better opportunity to get in line with 
modern thought and the new conception of 
duty devolving upon us as business men? 
Since then life insurance companies have 
done much to help along the health move- 
ment and are actively planning to do 
more. They intend to answer Mr. Hurl- 
but’s complaint of nearly seventy years 
ago by showing the world that the life 
insurance hand that reaches out to re- 
ceive also stretches forth to relieve and 
that to this institution at least has been 
imparted the moral sense of man. 

Accomplishments of the Past 

In speaking of the work to be done I 
do not mean to minimize what life in- 
surance has done in the past. I assume 
it is not necessary to catalogue before 
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this audience all of life insurance’s ac- 
complishments nor to assure you that it 
is doing much to keep up with the times. 
The existence and growth of your asso- 
ciation give illuminating testimony on 
this point. So do the organizations of 
executive officers, actuaries and medical 
directors. Within company organizations 
there also are many cooperative groups, 
most of them exemplifying the spirit we 
are commending. 

Life insurance seems peculiarly adapted 
for keeping abreast of the times. It is 
elastic, ever adjustable to the demands 
of our rapidly developing social and eco- 
nomic life. For instance, we see it still 
further protecting the helpless by pro- 
viding income policies under which 
the beneficiaries receive stated sums 
periodically instead of a lump sum 
that might be filched from them by 
unscrupulous’ persons. Another §illus- 
tration of the way our institution is 
keeping pace with the times is the new 
form of protection offered by so-called 
partnership and corporation insurance. In 
this we indemnify business concerns 
against the risk involved in the death 
of their guiding hands. 


Agent and the Prospect 

Keeping up to the times is exemplified 
further in practice by the changing at- 
titude of the agent toward the prospect. 
We find him now, as has often been re- 
marked of late, taking the part of coun- 
selor to the insured rather than acting 
merely as a salesman of insurance. This 
redajustment of the activities of the 
agent places him on a higher plane, there- 
by helping to classify his work as that 
of a profession. Incidentally this changed 
view also enables the agent to be received 
everywhere on a better basis. He is wel- 
comed instead of endured. 

The agents are doing much to keep the 
business of insurance in harmony with 
progressive thought and action. It is be- 
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cause of this that I appeal to you to 
help put this great institution of ours 
still further in touch with the times. 
Cooperative Principle Shown 

For many years life companies have 
been teaching the public that men cannot 
afford to stand alone in carrying the 
risk of untimely death. They have been 
offering to the public a plan, that if 
followed generally, would obviate much 
of the penury and want that have af- 
flicted widows and orphans since the 
world began. They have even devised 
ways in which men acting in cooperation 
can provide for themselves against times 
of misfortune and need. These plans 
were all based on cooperative principles 
and they all involve mutual trust and 
collective helpfulness. They struck a 
hard blow at our much vaunted individual 
independence and showed how dependent 
man is upon his fellow men. 

Great Trust Fund Created 

The success these companies have at- 
tained in teaching this lesson on what 
can be accomplished by cooperation is 
shown in the extent to which the public 
has taken out life insurance. Incidentally 
the plan has brought together large ag- 
gregations of capital, representing in ef- 
fect the savings of a people against a 
time of need. It is a great trust fund 
and must be administered as such. Re- 
quiring as it does permanent investment, 
the question arises as to whether it can- 
not be made to serve the needs of those 
communities which must borrow outside 
capital. I realize the dangers that might 
follow upon distribution of these funds 
too widely and in localities unknown to 
the men having the responsibility of 
making the loans. As most of you know, 
I have had occasion to point out these 
dangers and difficulties in the interest of 
protecting policyholders against loss of 
their funds. At the same time I have 
urged, and again urge with even greater 
emphasis, that investors of life insurance 
reserves should make an aggressive ef- 
fort to supply capital to places and to 
people finding it difficult to get what they 
need near at hand. 


Real Estate Market 


Railroads and large industrial corpora- 
tions have been wise enough to create 
and maintain a market place in which 
the securities they have to sell are quoted 
daily and in this way have made their 
mortgage bonds an attractive form of in- 
vestment. I have often thought it unfor- 
tunate that the owners of land could not 
find a place in which real estate mortgage 
bonds could be bought and sold as freely 
and with as little risk of loss as corpora- 
tion bonds are being marketed today. Of 
course, the answer hitherto has rested in 
the difficulty of arranging cooperation be- 
tween real estate owners, but perhaps it 
could be accomplished through agencies 
organized and maintained by investment 
institutions whose interest would be to 
obtain a safe and satisfactory outlet for 
the money they have to loan. At the 
present time ‘the handicap in making scat- 
tered mortgage investments is the expense 
involved in gaining accurate knowledge 
of the land offered as security. In case 
of small amounts it often Means an ex- 
pense so great as to render the loan un- 
profitable. 

Might Have Central Bureau 

It might be practicable, however, for 
life companies who have learned how to 
cooperate on matters of common interest 
and for the common good to band together 
and thus make the information gained 
for one available for all. If something 
could be worked out along this line, then 
indeed could the investments of life in- 
surance companies be more widely dis- 
tributed than has been feasible under the 
present system. In this way, the insti- 
tution could be even nearer to the people 
than it is at the present time. 


Importance of Field Workers 


I realize you may wonder why I speak 
to you on the necessity for keeping life 
insurance up to the times, knowing as I 
do that the responsibility of directing the 
course of the companies you represent 
does not rest upon your shoulders. My 
answer is, that when it comes to influ- 
encing home office officials there is no 
group of men so powerful. You are the 
point of contact between the companies 
and the people. It is trom you that ex- 
ecutive officers must get most of their 
knowledge of what public opinion is de- 
manding. Furthermore. you are not only 
important in this indirect influence you 
may have on the management of your 
company, but you are the medium through 
which the public is given impressions of 
the companies you represent. Hence it is 
that what you can do will be expressive 
of the interest the companies you repre- 
Sent have in the public welfare. 


Get a Broader View 


I am not unmindful of the fact that 
you have a living to earn and that your 
first and principal duty must be to write 
business. But I fancy bread and butter 
needs, backed up occasionally by letters 
from the superintendent of agencies, will 
prevent you from forgetting the practical 
side of the business. It is my privilege 
on this occasion, and I believe it to be 
the function of this convention, to turn 
Occasionally from the sordid and prac- 
tical aspect of the business toward the 
realms of the ideal. It is because by com- 


BENEFIT OF COOPERATION 
ADDRESS BY I. M. HAMILTON 


President of Federal Life Discusses Re. 
lations of Home Office and 
Field Force 


(Prom a Staff Correspondent) 
Memphis, Oct. 15—President Isaac 
Miller Hamilton today delivered an ad- 
dress on “The Home Office and the 
Field Force.” He said “company char- 
acter” is just as necessary as “indi- 
vidual character,” and that the field 
force is likely to be of the same char- 
acter as the company. He said that 
close understanding and cooperation 
between the field force and the com- 
party would give the best result for 

both. His address was as follows: 
“The Home Office and the Field Force,” 
the topic assigned me by your honored 
president, is decidedly complex and con- 


cerns intimately two of the most im- 
portant departments of a life insurance 











ing together in such associations as 
yours and the one I represent we can get 
a broader view of our daily vocations 
that I am such a strong believer in their 
value. In fact, I do not see how, under 
the widening popular view of our duties 
and responsibilities we can hope to keep 
up with the present trend of public opin- 
ion unless we do meet on this plane oc- 
casionally. It is here that we get a per- 
spective that shows us the relation of 
our business to the great world move- 
ments. It is here, therefore, that we gain 
the inspiration that enables us to keep 
Step with the advancing tide of civiliza- 
tion. 





company. In the brief time allotted me 
I shall speak of it principally from the 
necessary business intercourse which 
each of these important departments has 
with the other and largely from the ex- 
periences A&cquired in establishing and de- 
veloping a new company, with an oc- 
casional sidelight gleaned from observing 
the methods and experiences of others, 
hoping I may say something which will 
prove genuinely beneficial to some of my 
hearers both home office officials and field 
workers. 


“Company Character” Essential 


These remarks are intended to apply 
only to those home offices and field work- 
ers that are striving earnestly for per- 
manency and to build upon solid founda- 
tion, for only men of character and de- 
termination of purpose have any proper 
place in the business of life insurance. 
In order to achieve any really substan- 
tial success there must be confidence and 
cooperation between the home office and 
the field worker as well as decided ability 
and scrupulous integrity on the part of 
each. To my mind “company character” 
in the life insurance business is just as 
patent and essential as “individual char- 
acter.” No difference how “high class” 
the company its experience with incom- 
petent or unscrupulous agents is bound 
to be disastrous. No difference how “high 
class” the agent his experience with a 
company management not fully compe- 
tent and not ok eg | honest is bound 
to be disappointing. he relations be- 
tween the home office and the field worker 
should be close and cordial. Commenda- 
tion when deserved should be given freely 
and promptly, one to the other, but flat- 
tery or favoritism should be tabooed. 
Commendation when deserved is appre- 
ciated and stimulates to greater efforts 
and enlarged results. 


Importance of Close Association 


In the relations between the home office 
and the field forces are embraced prac- 
tically all of the problems of the life in- 
surance business. Many of these are 
more than half solved when mutual con- 
fidence and respect obtains between these 
two great departments. Friction some- 
times arises between the home office and 
the field worker but is usually unneces- 





sary and occasionally absolutely inex- 
cusable. Close association between these 
departments, a willingness to investigate, 
to give and take, nearly always solves 
these troubles promptly, properly and per- 
manently. The home office should be 
willing to modify or change a rule ob- 
jectionable to the field worker if a better 
and equally safe way can be shown which 
will make the field worker's labors lighter, 
more efficient and remunerative. The field 
worker should be willing to modify or 
change methods objectionable to the 
home office if a better or equally satis- 
factory way can be shown which will 
lighten the home office’s labors and safe- 
guard better the interests of policyhold- 
ers. I cannot too greatly emphasize the 
importance of frequent and close asso- 
ciation between the home office official and 
the field worker. The home office should 
encourage the field worker to visit the 
home office whenever and as often as he 
can do so without neglecting his field or 
tye his poosnetcn and whenever it 
is justifiable the home office should cheer- 
fully pay all or a proper proportion of the 
expenses of such trips. 
Preely Supply Information 

And more important even than such 
trips is it to make the field worker, when 
at the home office, realize that he is an 
important part of the company organiza- 
tion—that if there is anything about the 
company’s affairs he desires to know, 
which will help him in more efficiently 
representing it, the exact knowledge of 
the officers, without any coloring of any 
kind, is at his disposal at once. It seems 
clear that this certainly should be the 
practice of all well managed companies. 
At least once each year and oftener as 
requested by insurance departments, the 
officers must answer fully and categor- 
ically regarding the company’s affairs; so 
why should not the home office be entire- 
ly willing to give to its “partner” in the 
field at all times any such information 
he desires. The field worker, convinced 
by_personal experience that such is the 
policy of his home office, goes forth daou- 
bly armed to place his company‘s pro- 
tecting policies in the homes of his 
clients, thus increasing the competency 
for his loved ones to the building up of 
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which he is devoting the best services of 
his life. 


Be Ready to Lend Help 

The company official should make a 
point of going to the assistance or rescue 
of a worthy field worker whenever oc- 
casion presents. He should be willing to 
help “close” a prospect at any proper 
time or place and always by methods 
that are honest, courageous and fair. 


-Think of the inspiration and of the close 


friendships and of the incalculable bene- 
fits, both to the home office and the field 
worker, bound to result from such meth- 
ods! The company official who avails 
himself of opportunities to meet his com- 
pany’s representatives in their respective 
fields of endeavor acquires at first hand 
and short range knowledge of the diffi- 
culties to be met and overcome by the 
field worker, hardly possible to be so well 
obtained in any other way. Such an offi- 
cial, with such experiences, if competent 
and sympathetic and with plenty of red 
blood in his veins, understands and ap- 
prometes the needs of the field worker and 
8 quick to meet them in every proper 
way in his power. He knows the field 
worker; the field worker knows him. 
When correspondence or conferences be 
necessary either to inaugurate new meth- 
ods or improve old ones, they open their 
minds to each other with confidence and 
candor and promptly reach a satisfactory 
conclusion. 


Lack Strength in Pield 


Speaking broadly, an able and aggress- 
ive home office management will secure 
an able and effective field force, but there 
are instances which show conclusively 
that a home office management may be 
able in all respects except in establishing 
and directing an effective field force. This 
is much to be regretted because the bust- 
ness of life insurance is so beneficent and 
concerns so intimately the general wel- 
fare of the public that it would be far 
better if all home office managements 
were intelligently constr@ctive instead 
only of being able to conserve. 

An able field force will not itself create 
an able home office management. The 
work of the most aggressive and effective 
field force imaginable will be futile so far 
as permanency is concerned except it be 
supported by able home office manage- 
ment. Combined abilities in these two 
important departments are absolutely es- 
sential if a company is to achieve genuine 
and continued success. The sale of life 
insurance is in a class bo / itself. The pub- 
lic will not buy it by mail. The genius of 
man has not yet discovered a way to per- 
suade deserving prospects to take the init- 
iative in applying for life insurance their 
worthy beneficiaries so much need. If 
then this need is to be supplied properly 
it must be by the aggresive field worker 
and to be most effective his efforts must 
be supported and encouraged by an tn. 
telligent home office management that 
understands and sympathizes with all of 
his honest efforts. 

Aspire to Place of Honor 

The time has arrived when the suc- 
cessful life underwriter must be an ex- 
pert. He must establish himself in the 
minds of his clients and his competitors 
and his community as a worthy, qualified 
and unbiased authority upon life insur- 
ance. He must regard his chosen —— 
as highly as any of the other learne 
professions; he should endeavor to win 
similar recognition for it from others by 
deserving it. He must be willing to com- 
mend his worthy competitor and the mer- 
its of the policy contracts of competing 
companies. He must understand that he 
cannot sell all of the life insurance in his 
community and that to accept present de- 
feat gracefully in a competitive case fre- 
quently means largely imcreased future 
business. In every community there are 
lawyers who stand at the head of the 
bar, doctors and surgeons admitted to 
be authorities upon that particular branch 
of their profession to which they have 
devoted their special study and research. 
The life insurance underwriter who does 
not aspire for a similar conspicuous place 
of honor in his chosen profession is not 
making the most of his opportunities. 

Little Business Sold in Competition 

Competition between home offices and 
between agents when ethical and dignified 
and not allowed to become so keen as to 
arouse antagonism, is stimulating and 
helpful. It encourages initiative in 
forms and methods and makes for prog- 
ress in the business. It should be borne 
in mind, however, that but little business 
is sold in competition and when the pros- 
pect has indicated his decision compe- 
tition should cease. Any competitive vic- 
tory is purchased at too high a price if 
it deservedly has cost the company or the 
agent the respect of competitors. 

Competition which is commendable and 
to be encouraged is that between the 
home office and the field worker where 
each strives to excel the other in the 
promptness and thoroughness with which 
their reciprocal duties are performed. The 
line of demarkation between these various 
duties should be carefully studied and 
fully understood and neither should will- 
ingly invade the domain of the other. 
This course will avoid friction and de- 
sve and promote harmony and coopera- 

Dp 

Responsibility on Home Office 

It_ should not be forgotten that upon 
the home office rests the entire responsi- 
bility of the success of the company in 
all departments. This responsibility 
necessarily and properly carries with it 
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Home Stretch for Business 


First there is a goal 
to be reached. The 
reward is the oppor- 
tunity to render ser- 
vice to mankind and 
to make a good living 


Che Gnited States Annuity and 
Life Insurance Company 


McCormick Building, Chicago 


Our agents win 
in the race for 
supremacy be- 
cause of the stim- 
ulus given them. 








has a varied line of contracts that appeal to all classes and are elastic enough to 
meet all demands of personal or business protection. 


There are striking features in these policies that add to their value as selling 
products. They are not found elsewhere. 


Examine the records of the leading agents of this company, note the business they 
are writing and glance at the way their business is sticking, and then seek the 
reason why. 


There Is a Big Reason!!! 
The company will be glad to tell you all about it. 
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the right to inaugurate and carry out 
policies of management designed to bring 
supporters, pocaneee and prestige to the 
company. n all of these policies the 
field force should willingly and promptly 
cooperate unless and until until changed 
or modified. The field force should make 
suggestions for the improvement of the 
company’s plans where practical experi- 
ence seems to show a better way, but 
remembering always that there probably 
Was some good reason for the adoption 
of a policy and that the home office 
should have the courage to continue it 
unless a better one can be shown. The 
field worker should realize that a home 
office management which has the enter- 
prise and justice to investigate and con- 
sider, the courage to decide and the “back 
bone” to execute, usually is one with 
which he well can afford to identify him- 
self permanently and to which he safely 
may entrust his interests and those of 
his loved ones for whom he labors. 

One of the most helpful factors in the 
harmonious intercourse between the home 
office and the field force is criticism—not 
fault-finding. Finding fault with no de- 
sire to improve but merely to. censure 
and humiliate is as harmful as it is de- 
testable. Intelligent and kindly criticism 
is instructive and corrective. Fortunate 
indeed are those companies whose home 
office and field force are so in sympathy 
with each other that either may offer 
freely friendly criticism and suggestion, 
knowing that no misunderstanding will 
result, that due heed will be given to 
both to the end that improved methods 
may be inaugurated where possible to the 
manifest advantage of all concerned. 

Must Have Salesmen 

It is well recognized that “salesmanship 
makes the wheels of commerce go round”; 
consequently all companies need and must 
have salesmen—field workers. In their 
endeavor to secyre salesmen and in their 
inability to distinguish between the “false 
alarm” and the reliable producer the 
management of many companies en- 
counter their chief difficulties and leave 
opportunities for misunderstandings and 
friction with the field force. In my judg- 
ment no management with regard for its 
reputation and future, and duly appre- 
ciative of its field force, should grant a 
contract to anyone, regardless of how 
well an established reputation he may 
have for even marvelous production, un- 
less careful investigation also shows that 
he is a man of character and integrity 
and secures his applications honestly. 
Neither should temporary or excessive 
contracts be granted. It is permanent 
representatives of character that reflect 
credit upon a management and its field 
force. The competent management and 
the field worker each knows the maximum 
compensation to which a company may 
accede. Contracts which carry excessive 
compensation are sure to be but tempor- 
ary. A field worker holding an exces- 
sive contract need not flatter himself that 
he holds the only one issued by his com- 
pany for he may rest assured that an 
equally strong man will talk the manage- 
ment out of an equally excessive contract. 
Excessive contracts will be reformed by 
an enlightened or changed management or 
the company wil! quit business. 


Reputation for Fairness 


The field worker who desires of a 
permanent connection and is willing to 
give value received is entitled to the maxi- 
mum contract the company can afford to 
make and maintain. To accept any other 
would be foolish for the “laborer is 
worthy of his hire,” but to exact a 
ruinous contract is to’ help “kill 
goose that lays the golden egg.” The 
producer, whether manager or agent, is 
entitled in the language of our railroad 
friends to “all the tariff the traffic will 
stand,” his sphere of work considered, 
but to accept more is to jeopardize future 
rewards, a policy too unwise knowingly 
to contemplate. The management should 
have the courage to say to the field 
worker: ‘Unless the company can come 
out even and realize some margin of profit 
for safety and unless you will reflect 
credit upon our field force we are not 
willing to contract with you.” The man- 
agement should also always be able and 
willing to say to a dissatisfied field 
worker: “If your contract is unfair point 
out in what respect and we will change 
it.” A deserved reputation for a de- 
termination to be fair to the policyholder, 
the field worker and the public generally, 
when coupled with judgment and ability, 
is about the most valuable asset a man- 
agement can have. There is very little 
fricton between the home office and the 
field force of such a company and compe- 
tent field workers rarely sever their con- 
nection with it. 


Causes of Friction 


Little things, sometimes things that 
seem quite insignificant to the careless 
or unversed, cause or continue friction 
between the home office and the field 
worker. The incomplete or erroneous ap- 
Eiention, the medical examination which 

as not been made, often delays or pre- 
vents the issuance of a policy until the 
field worker cannot deliver it and he 
places the blame upon the comenny with- 
out investigating and admitting that the 
fault was his alone. layed or missent 
supplies often cause a serious loss of 
time or business and resulting commis- 
sions. Sometimes the responsibility rests 
on the field worker because of his care- 
lessness in writing his request; some- 
times on the home office for not sending 
them promptly or properly. In all such 








MILWAUKEE 


NORTHWESTERN MUTUAL 
LIFE INSURANCE CoO. 
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I have a few genuinely opportunities to of- 
fer District and Special Agents in 
good fields in Indiana 


I. PINKUS, General Agent 


Northwestern Mutual Life Insurance Company 
INDIANAPOLIS, IND. 


HARRY S. FULLER 


GENERAL AGENT 
Northwestern Mutual Life Ins. Co. 
MILWAUKEE, WIS. 





For a contract with the best organ- 
ized General Agency in Northwestern 
Illinois, to represent the best life insur- 
ance company in the world, address 

H. A. CLARK, General Agent, 
PRINCETON, ILL. 


JOHN S. MARSH 


GENERAL AGENT 
Northwestern Mutual Life Ins. Co. 
309-10-1 1-12 Adams Bldg., Danville, Ill. 








GEO. C. MARKHAM, President 
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$102,233,634 
109,685,428 
114,157,288 


COMMENCED 


ECONOMY AND EFFICI 


Expenses 


11.81 
10.74 
10.63 
10.90 
10.80 
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1910 
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best Company to insure in. Hence it 


Loan Features. 


For further information or an 


THE NORTHWESTERN 
Mutual Life Ins. Co. of Milwaukee 


A. S. HATHAWAY, Secretary 


New Business Paid-For 


is, 
i) Me ee 


$119,229,233 
121,234,473 


Each year larger than any in the previous history of the Company 


BUSINESS 1858 


THE COST OF LIFE INSURANCE DEPENDS ON 


ENCY OF MANAGEMENT 


IMPORTANT FACTS relating to The Northwestern’s business 


are shown by the following percentages: 


Interest 


4.76 
4.84 
4.85 
4.86 
4.98 


It is capable of easy demonstration that The Northwestern is the 


is the easiest to sell. 


See The Northwestern’s new policy contract with its Dividend Options, 
Paid-up and Endowment Options, Options of Settlement and the Premium 


Issues Partnership and Corporation Insurance. 


Agency, address 


H. F. NORRIS, 


Superintendent of Agencies. 





EXPERTS OR BEGINNERS 
in the business of Life Insurance, desiring to mini- 
mize their troubles and increase their effectiveness 
to the maximum, should write for new agency ap- 
plication and memorandum of contract, addressing 
JNO. I. D. BRISTOL, General Agent 
No. | Madison Avenue, NEW YORK CITY 


AN excellent opportunity for good i 
men to secure district agencies for the grand 

old Northwestern Mutual Life is in the State 
of Utah, where one can have a climate the year 
around “which cannot be excelled.” 


E. F. MILLS, General Agent, 
301-2-3 Boston Bldg., Salt Lake City, Utah. 





CENTRAL IOWA AGENCY 
Northwestern Mutual Life Ins.Co. 
C. D. VanVechten, General Agent 
510-512 Security Savings Bank Bldg. 


The oldest and largest Life Insurance office 
in the city. 


J. F. EATON, General Agent 


NORTHWESTERN MUTUAL 
LIFE INSURANCE CO. 


226 North Third St., Harrisburg, Pa. 








JAMEs M. COWAN 


GENERAL AGENT 


Northwestern Mutual Life Ins. Co. 
703-705 Millikin Bldg., Decatur, Ill. 





C. H. PARSONS 


GENERAL AGENT 


Northwestern Mutual Life Ins.Co. 
101. The Nasby, Toledo, Ohio 









cases both the home office and the field 
worker should promptly and carefully 
investigate the facts to determine where 
the fault lies in order that similar errors 
may be avoided in future and either 
should acknowledge frankly his responsi- 
bility and resolve to be blameless in 
future. Such policies are of great im- 
portance in establishing and cementing 
proper relations between the home office 
and the field force and will accelerate 
greatly the development of the company. 


Interests Linked Closely 


The field worker should realize that 
his success and disappointments are noted 
at the home office with joy or regret as 
the case warrants because it is recog- 
nized that his success means company 
success. The company’s offices, the heads 
of departments, the bookkeepers and 
clerks all rejoice at the triumphs of the 
field worker because their interests are 
linked closely together. Without duties 
to perform there would be no use for 
workers at the home office and it is the 
field worker's efficiency that occasions 
work at the home office. 
The field worker should always bear in 
mind, no difference how many postpone- 
ments or rejections he is experiencing, 
that the medical department is run for 
the express purpose of approving all ap- 
plications consistent with the company’s 
safety and not to prevent his making 
commissions. Bear in mind, too, that 
there occasionally is some _ convincing 
reason known to the medical director why 
he cannot with safety authorize the is- 
suance of a policy and of which he 
might not feel at liberty to write the 
field worker but of which he would be 
glad to inform him upon one of his visits 
to the home office when previously con- 
ceived notions of injustice may be en- 
tirely changed. All these things em- 
phasize the necessity and benefits of con- 
fidence and cooperation and that a proper 
consideration and decision of matters be- 
tween these departments will assure a 
proper adjustment of them and prevent 
injustice. 
Cranks and Egotists 

These remarks are intended to apply to 
the normal man, be he home office official 
or field worker—not to the doubtless well 
intentioned but irascible individual one 
occasionally meets in each of these great 
departments. As to him, perhaps no 
general rules apply as each such is 
usually a law unto himself and must be 
reckoned with individually if at all but 
they are the exceptions and not the rule 
and the average home office official or 
field worker is a fair minded man de- 
sirous and deserving, when understood, of 
the respect and confidence of his co- 
workers in his company’s cause, 

Occasionally there looms up on the 
horizon, but usually only for a short 
time, the agent who is “bigger” than his 
agency or his company. He makes 
trouble enough while he lasts but gen- 
erally comes speedily to one of two ends, 
provided he is with a well managed 
agency or company: either he sees a 
great light and sensibly adjusts himself 
to the proper practices of his agency and 
company, in which event he is likely to 
become a good and useful life under- 
writer, or his services are terminated 
either by resignation or discharge and 
soon the world of life insuance knows 
him no more. 


New Man and Part Time Man 


Then sometimes we encounter the 
“grouch.” One of his chief hallucina- 
tions is, if an agent, that his manager 


(and if a manager, that his company) 
does not understand and appreciate him 
and his efforts. My observation leads 
me to believe that such men usually are 
burdens to themselves and their asso- 
ciates and unless they can be made to 
see promptly the joys of life and the 
fairness and good faith of their fellows 
that it is better for all concerned to 
terminate all relations with them and do 
it promptly. 

Too little attention is given usually to 
the new man and the part time man. 
Without any training or at least without 
proper training many new men of promise 
are allowed to roam about by themselves 
helplessly, hunting for prospects to whom 
they do not know how to deliver their 
helpful message nor whose application 
they do not know how to secure. This 
should not be. The company or manager 
should teach the new man at least the 
rudiments of the business and show him 
by actual work in the field how to find 
a prospect and to secure his application. 
When, properly chaperoned by an experi- 
enced brother, he shall have found a 
prospect and secured an application he 
should be given a chance if willing and 
confident, to “hoe his own row,” but not 
‘until then. 

The part time man, no difference how 
competent, is not altogether an unquali- 
fied joy. My opinion in this regard may 
be extreme, but it is that generally the 
part time man should be encouraged, 
trained and developed into a full time 
man or his contract should be terminated, 
Personally I believe there is more joy 
in the ~~ home office over one good 
man who makes his living by devoting his 
ability exclusively to the writing of life 
insurance than over a score of part time 
men who write business but periodically. 

Unethical to Switch Agents 

Nowadays it is regarded generally as 


unethical to “switch” policyholders, and 
it seems to me the time is almost here 











when it will be regarded as equally un- 
ethical for companies to “switch” man- 





30 


THE WESTERN 


UNDERWRITER. 


October 17, 1912. 








agers and agents. And it should be. Why 
try to dissatisfy a man who is suc- 
ceeding? Rather encourage him to re- 
main and become an increasing factor 


in his company’s affairs. course 
there come times when for _ good 
and sufficient reasons officials and field 
workers change companies. In such 


cases they should seek connections where 
they will be happy and where full scope 
will be afforded their abilities. As a 
matter of good practice in all such cases 
the agent should select his company— 
not let the company select him. Then 
Satisfied that the company management 
deserves and will continue to command 
his respect he should negotiate for such 
territory and such contract as he de- 
sires and believes will afford him a satis- 
factory and permanent connection. Fre- 
quent change of company is a mistake, 
and it is a mistake to negotiate with 
different companies at the same time. 
The man who believes in a company and 
wants to identify himself with it, be- 
lieving it affords him the opportunity he 
desires, and is negotiating only with it 
can get the utmost consideration from 
its management—more than if it be ap- 
parent he is looking for a “big” con- 
tract, not a permanent connection. 

The field worker who always “has his 
ear to the ground” to listen to offers 
from other companies lets good business 
pass him by while flirting for a new con- 
nection, and as this tendency becomes 
known he naturally will be depended on 
less by the management as one of the 
company’s pillars of support. 


Legitimate Reason for Change 


The management which seeks to make 
its own organization more efficient with- 
out endeavoring to purloin producers 
from others is pursuing a wise course. 
Respecting itself it deserves and receives 
the respect of others. Its future is 
promising. It is building for perma- 
nency and upon a solid foundation. It 
may and should advertise properly the 
advantages and opportunities it has for 
policyholders and agents and when in- 
quirers come should give them carefully 
the attention deserved. A successful pro- 
ducer, ambitious and confident of his 
ability to be a manager, sometimes be- 
cause of existing contracts or otherwise, 
is unable to secure from his company the 
contract he desires. Then he selects and 
applies to a company of reputation, hav- 
ing the opening he desires, for a con- 
tract, deserving the support and good 
will of his company in obtaining it. Con- 
tracts made under such circumstances 
eeeaee well both for company and man. 

ay their number increase! 

Managements and field forces 


have 
many similarities. 


If a management be 





obsessed by a desire for “volume,” you 
may depend upon its field workers be- 
coming saturated with the same idea and 
quality is sacrificed to that end. If a 
management be lax and easy going its 
representatives, chameleonlike, reflect the 
same characteristics in their work. If 
a management be ultra conservative its 
field workers assume a “holier than thou” 
manner which is sometimes aggravating 
but always amusing. If a management 
be reckless it will attract representatives 
who are irresponsible or worse. If a 
management be virile, tempered with 
good judgment and considerate, it will 
attract able, earnest and conscientious 
field workers to its service. 


Bring Companies in Close Touch 


Your organization, composed as it is 
exclusively of field workers, is a powerful 
one. With able members located in every 
part of the count its influence is 
marked and farreaching. Representing 
many different companies, with varied in- 
terests, you meet upon a common ground 
of social and business intercourse and 
benefit each other by the exchange of 
ideas and experiences. Privileged as I 
have been to attend a number of your 
annual meetings, I know that you take 
from these gatherings increased appre- 
ciation of the nobility of your work, 
resolving anew to measure up to the 
high standards of your organization. You 
have done great good in your own ranks 
but let me admonish you: Don’t over- 
look the great opportunities you and your 
associates in your respective companies 
have for exerting influence which will 
serve to bring companies in closer touch 
with each other, and put agents in greater 
harmony with each other, thereby advanc- 
ing almost immeasurably the great cause 
of life insurance. 


Work for Posterity 


In conclusion let me say that I ap- 
preciate more than you can well know 
this opportunity to address you. You 
have my sincerest sympathy and heartiest 
good wishes for your continued, con- 
spicuous success and I trust your organi- 
zation will continue to grow in numbers 
and influence until its elevating effect will 
be recognized and accepted by life under- 
writers everywhere. Let me also con- 
gratulate you individually and collectively 
upon your avocation and the very great 
work for others you are doing so well. 
It is no exaggeration to say that you 
have builded far better than you knew 
and you have done far more for humanity, 
for posterity, than any other commercial 
association that ever existed. Tens of 
thousands of future widows and orphans 
and hundreds of thousands of children 
yet unborn, in the years to come will 





CHAIRMAN ORR REPORTS 
EXECUTIVE COMMITTEE WORK 
Tells What Has Been Accomplished 


by Officers and Cabinet During 
the Year 





(Prom a Staff Correspondent) 
Memphis, Oct. 15—Chairman C. W. 
Orr of the executive committee made 
a report, giving the main work of the 
officers and committees since the last 
annual convention. He said: 


Immediately following the adjournment 
of the annual convention in Chicago the 
executive committee went into session 
with an attendance of 23 members, being 
presided over by Chairman Percy 
Baldwin. The committee elected Charles 
W. Orr to act as chairman during the 
ensuing year and upon nominations-by the 
president Henry J. Powell and Percy V. 
Baldwin were elected to serve as members 
of the council during the ensuing two 
years. 

Pirst Meeting in Pittsburgh 

Pursuant to a call of the chairman, 
President L. Brackett Bishop, upon Oct. 
28, 1911, the exective council met in Pitts- 
burgh. Members present: L. Brackett 
Bishop, president; Neil D. Sills, secretary; 
Charles W. Orr, chairman executive com- 
er Charles Jerome Edwards, Henry J. 

owell. 


The budget for the ensuing year to take 


effect as of Oct. 1, was formulated as 
follows: 


C's 56 .v.cc6tencwecvees 750 
Chairman executive committee..... 100 
OE ree 100 
Corresponding secretary ........... 500 
Postage corresponding secretary... 150 
Printing corresponding secretary... 150 
Clerk in office of corresponding 
NE a thee wnseeveduedensias 468 
Kskerdactepesstueeesonekatas $2,218 
The so-called “model” constitution for 


local associations was approved. The 
president nominated and the council unan- 








have reason to bless your names and 
commend the beneficent and monumental 
institution of life insurance, so worthily 
represented by the members of your 
magnificent organization. 





imously approved the selection of Charles 
Jerome Edwards, Ernest J. Clark, Henry 
J. Powell as the publication committee. 

April 16, 1912, th ecouncil met in New 
York City. Members present: L. Brack- 
ett Bishop, president; Charles W. Orr, 
chairman executive committee; Charles Je- 
rome Edwards, Ernest J. Clark, Percy V. 
Baldwin, Henry J. Powell, Everett M. 
Ensign, corresponding secretary, who act- 
ed as secretary in the absence of Neil D. 
Sills. Routine business pertaining to the 
Memphis convention and field work were 
discussed. 

Mid-Year Meeting Held 

The mid-year meeting of the executive 
committee was held in New York, April 
16, 1912, at the Hotel Woodward. Mem- 
bers present: L. Brackett Bishop, presi- 
dent; William M. Furey, vice-president; 
Charles W. Orr, chairman executive com- 
mittee; Eli D. Weeks, treasurer; Everett 
M. Ensign, corresponding secretary; Percy 
V. Baldwin, Boston; Robert Palmer, 
Chicago; M. W. Mack, Cincinnati; George 
H. Olmsted, Cleveland; James M. Dickey, 


Erie, Pa.; William G. Carroll, Philadelphia; 
D. G. C, Sinclair, New York City; B. G. 
Bennett, Rochester, N. Y.; George E. 


Brainard, Syracuse, N. Y.; Ernest J. Clark, 
Baltimore; Charles W. Fielder, Buffalo; 
J. W. McKinney, Memphis; J. Putnam, 
Stevens, Portland, Me.; Lee Robens, 
Hartford, Conn.; Henry S. Waldron, 
Springfield, Mass.; Mrs. Florence E. 
Shaal, Boston; Frank L. Levy, New Or- 
leans; Thomas J. Stewart, Toledo; F. B. 
Hawkins, Youngstown, Ohio; George 
Baird, Wheeling; John Dolph, Washing- 
ton, D. C.; Charles J. Edwards, Brooklyn; 
Henry J. Powell, Louisville; William J. 
Keating, Minneapolis, substitute for Lorin 
Hord; M. T. Donohoe, Newburgh, N. Y., 
substitute for John H. Quinlan. 

The various officers and the committee 
chairman reported progress, such data of 
committee reports being merged with final 
reports for the year. . 

President L. Brackett Bishop reported 
progress in extension work. 

Secretary Neil D. Sills reported suc- 
cessful cooperation with the officers of 
various insurance companies in prohibit- 
ing the continuance of the practice of 
wholesale twisting in relation to a case in 
Chicago. 


Convention Dates Decided On 


Much routine work was done in rela- 
tion to the Memphis convention, which 
the committee decided should be held Oct. 
15, 16 and 17. 

The regular annual meeting of the ex- 
ecutive committee was held in Memphis, 
Tenn., Oct. 14, 1912, thirty-three: members 
being present. The main business of the 
meeting was to hear the reports of the 











A General Agency Contract for one of the old time, solid and successful 
New England Companies in one of the Western States is well worth 
the best effort of a man of first rate ability. 





It Is Purely Mutual 


UNION MUTUAL LIFE 


INSURANCE COMPANY 


Has a reputation for honorable and fair 
dealing extending over sixty years. 


Has always enjoyed a favorable mortal- 
ity experience and a low expense ratio. 


It is keeping up its record of excep- 
tional Service to Policyholders. 


You could represent no better company. 














We have a few General Agencies now open 


Address the Company at 
PORTLAND, - - - MAINE 

















Sure to Bring 


sents. 
every Life Company. 


salient points: 
financial condition. 


and its su: 
served under expert supervision. 


ulars. Correspondence confidential. 








The Right Kind of a Company 


Represented by 


The Right Kind of a Man 


Is a Combination 


No agent can attain the highest efficiency unless he 
has unlimited confidence in the Company he repre- 
To win such confidence is the laudable aim of 


The Bankers Reserve Life of Omaha enjoys the 
implicit confidence of its agents. 
evidences of the fact, the latest of which is the recent 
report of Geo. Graham, Jr., actuary of the insurance 
department of the State of Illinois, which was based 
upon an exhaustive examination. 
just what an agent wants to know. Here are a few 


“In conclusion I wish to report that I find the company in excellent 

i Its records and accounts are kept with more than 
usual accuracy and attention to detail; its securities are of good char- 
acter; its mortality experience has been favorable; its volume of 
business has steadily increased; its reserve standards are adequate 
lus funds are growing rapidly and are being carefully con- 


One of the strongest and most prosperous mid-west Companies. 
experience wanting liberal agency contracts would do well to ask for partic- 
Address: 


BASCOM H. ROBISON, PRESIDENT 
BANKERS RESERVE LIFE COMPANY, Omaha, Neb. 


Good Results 


There are many 


His.findings are 


Men of 
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a committees, which were as fol- 
ows: 

Chairman Charles W. Fielder reports 
applications for membership from associ- 
ations located at Manchester, N. H.; Utica, 
N. Knoxville, Tenn.; Newark, N. J.; 
Columbus, Ohio; Tampa, Fla.; Lima, Ohio; 
Chattanooga, Tenn.; Grand Rapids, Mich.; 
——— Pa.; Akron, Ohio; Des Moines, 

a. 

Your committee on membership has sys- 
tematically insisted that the membership 
lists submitted by applicant associations 
in accordance with the constitution should 
embrace only the representatives of those 
companies coming within the meaning of 
“regular” companies as defined by the 
constitution. The new membership thus 
acquired maintains the high qualifica- 
tions heretofore demanded for admission. 
Total number of associations ad- 

mitted during the year....... coves 33 
Total number of associaions in Na- 

CIORGE DURPCIRIIGE .o04.065.00000040 


bership of the Canadian association. 

Mr. Edwards’ Report on “Topics” 

Chairman Charles Jerome Edwards says 
in his report in relation to topics: 

“The value of this feature of our Na- 
tional convention, it seems to me, is ap- 
parent. During the last few years of as- 
sociation activities, the committee under 
the direction of its former chairman, Wm. 
G. Carroll of Philadelphia, and J. Edward 
Meyers of Minneapolis, developed it to a 
point where they became not only inter- 
esting as a feature of the convention, but 
served to establish effort and enthusiasm, 
and achieved great satisfaction to dele- 
gates and visitors. 

“I know not to whom we are indebted 
for the introduction of five-minute topics 
in our convention, but distinct recogni- 
tion should be given to the fact that the 
result thereof has been to secure a par- 
ticipation in our discussions and coopera- 
tion among our delegates, to the end that 
the ethics of the field have been more 
surely developed, with greater service to 
policyholders and the public. 

“Individualism in life underwriting has 
given away to inspiration; competition in 
life insurance has given away to cooper- 
ation; the experience of one 


the interests of policyholders, not only 
because of their relation to the business, 
but more particularly because of their 
representative character as citizens. This 
thought presents a sufficient argument, if 
there were no others, why life insurance 
agents should organize. When we are 
organized all over the country we can 
then all work for a common purpose, and 
our association will continue the most 
efficient instrument for cooperative work. 
In this way, and only in this way, every 
one within the business can pull to- 
gether for one common goal. Besides leg- 
islators can then more definitely learn 
just what the attitude of the business is 
on any given measure.” And further: 


Requires Much Sacrifice 


“It is easier to relate results than to 
accomplish them. It took valuable time, 
it took patience, it took a high grade of 
ability, loyalty and experience to do the 
things which the representatives of the 
local associations accomplished in legis- 
lative matters this last year. Personal 
sacrifices have to be made by every one 
who gave a helping hand, but these ser- 
vices were willingly given, and thus we 
appreciate them the more. The year ahead 
will require still more time and patience, 
and perseverance, with the legislatures of 
forty-three states planning to hold ses- 
sions. It is a work of education that 
must go on, and it will go on. Not 
only must our people be protected against 
vicious and unwise legislation, but an 
aggressive campaign, in favor of legisla- 
tion, where none exists, that will im- 
prove field conditions, must be carried on. 
Cooperation is the watch word of the 
day, and through cooperative effort, freed 
from selfish interests must come our es- 
cape, from unwise legislation of which so 
much is proposed every year.” 


Life Association News 


The report of the publication committee 
is conclusive evidence of not only the 
success of the News from the financial 
viewpoint, but it is now perfectly demon- 
strated that the paper has a practical 
use. The publication committee, com- 
posed of Charles Jerome Edwards, Ernest 
J. Clark and Henry J. Powell, with whom 
Mr. Everett M. Ensign is associated as 








editor, deserves unstinted praise for the 
unselfish, tireless, persistent ability dis- 
played in the work of the past year. The 
report of the committee is very volumi- 
nous, going into details and an analysis 
of the entire subject. The conclusions 
reached and the recommendations made 
are evidence of much thoughtful consid- 
eration and of great merit. Concerning 
the Nesw the publication committee says: 

“Last year the dividend to the National 
treasury was $500 and after remitting 
this amount the balance was $1,565.11. On 
Sept. 30, 1912, after declaring a dividend 
of $1,000 to the National treasury, our 
cash balance was $2,857.61. Expressed in 
other terms, after remitting in 1912 double 
the dividend declared in 1911, our cash 
balance is $1,292.50 in excess of our cash 
balance at a corresponding date last 


year. 
Profit on Proceedings 

“This is the first time in the history of 
the National association that all subscrip- 
tions to the proceedings of the National 
convention have been paid for. The profit 
upon the 1911 proceedings amounted to 
$515.01. 

“As an illustration of the far reaching 
influence of the News let me cite the case 
of H. S. Bishop of Cape Town, South 
Africa. Mr. Bishop is field representative 
of the South African Mutual Life. He 
came across a copy of the Association 
News some time ago and realizing its 
value immediately sent in a subscription 
to Mr. Ensign, with whom he has been 
corresponding during the past six months, 
becoming so deeply interested in the as- 
sociation that he came to this country to 
attend the convention.” 


Reports of Various Officers 


Reports of your president, vice-presi- 
dents, secretary, treasurer, recording sec- 
retary and chairman of subcommittees 
present to you only the facts showing 
the achievements for the year, but you 
surely must read between the lines and 
recognize that loyalty of purpose, that 
disinterested, unselfish work which each 
has done, the unity of endeavor and the 
cooperation which has produced the re- 
sults for the year. 

Your president in his extension work 
has exceeded the fondest hopes of his 





friends, but he has been enthusiasticall 
assisted by Vice-Presidents William 
Nee | and Bolling Sibley, Secretary Neil 
D. Sills, with the able support of Corre- 
sponding Secretary Everett M. Ensign. 

A review of the year’s work, with its 
successes, leads us to an analysis of the 
benefits of the association movement and 
the evolution of ideas as to how we may 
still further “advance the best interests 
of the cause of true life insurance.” 

Expedite transaction of business within 
our own organization it has been deemed 
wise to facilitate admission of new asso- 
ciations. 

Encourage a wider and still more useful 
membership from amongst the solicitors 
who daily meet the conditions in the field 
and are the all-important wheel in the 
mechanism of our business. 

We should all recognize the feeling of 
responsibility of training the beginner, of 
whatever condition, of whatever company, 
that there is a code of ethics, that there 
are certain hard and fast rules that must 
be adhered to to bring permanent success 
—none other is to be disued. 





SHOWS IT AROUND 

“When I write a policy,” an agent 
said a short time ago, “I like to carry 
it around and show it to some of my 
prospects. I find that the name of a 
brother or a cousin or a friend on a 
policy makes an impression on the 
prospect. The actual policy represents 
a much more tangible value to the 
prospect than a specimen made out to 
John Doe or Richard Roe. Besides 
that, it’s human nature to follow the 
crowd, and if Cousin George’s policy 
is actually shown, why Cousin Billy 
wants one too.” 





THE WESTERN UNDERWRITER 
has the largest circulation of any insur- 
ance paper published. There's a reason— 
QUALITY. 











ful 
agent serves to educate the whole field 
of agency work. 

“By rotation in committee work, the 
adding of new blood, and the introduction 
of new ideas, the work of the topics com- 
mittee during future years is cut out for 
them, and responsibility rests upon future 
committees, and advantage will follow 
this particular phase of association work.” 


Prize Essays Committee 


Another important feature that has 
helped to develop interest in association 
work has been ably taken Gare of by 
Chairman Will G. Farrell, the subject se- 
lected being, “The Permanency of Life, 
Life Insurance and Life Insurance Work.” 
The committee of award selected was 
composed of Prof. George M. Marshall, 
Ph. B., A. M., professor of English, Uni- 
versity of Utah; Hon. Willard Done, in- 
surance commissioner of Utah; George H. 
Olmsted, general agent National Life of 
Vermont, at Cleveland. 

The winner of the first prize is No. 
1862, written by George W. Johnston, gen- 
eral agent Travelers, New York City. 

The winner of the second prize is No. 
2346E, written by Richard A. Ellis, man- 
ager of the Germania Life, Tampa, Fla., 
neither of whom can be present to read 
the essay. In sending regrets at inability 
to attend this meeting Mr. Johnston says 
in part: 

“Permit me to express my appreciation 
of the work which is being done by the 
National association. When one reflects 
upon the condition of iife insurance 
workers twenty years ago and its condi- 
tion today, one cannot but ascribe a large 
portion of the higher morale, the larger 
view, the elevation in the plane of 
thought, to the concerted effort of the 
leaders of this association. It is impossi- 
ble to write and offer an essay in com- 
petition for the Calef cup without being 
oneself stirred to better ideals. You are 
teaching many men to hitch their wagons 
to a star, and all our profession is being 
steadily uplifted.” 


Law and Legislation 


Chairman John Dolph submits an ex- 
tended report, but in part says: 

The difficulties of a progressive and 
Satisfactory report are somewhat en- 
hanced at the present time, because the 
tendency of legislation has kept our 
friends on the defensive, rather than on 
the offensive side of the work, where I 
think we belong.” 

He reports there were 590 legislative 
Propositions relating to life insurance in- 
troduced during the past year, 56 be- 
coming laws. The report further says: 

While our organization is not as cen- 
tralized as the Presidents’ Association, 
and while our workers are volunteers, 
nevertheless your committee is able to 
report that life underwriters, all over 
the country, and more particularly in 
their organized capacity of local associa- 
tions, have rendered most valuable co- 
operation, not only in legislative matters 
directly affecting the agents, but also in 
many matters of broader interest to the 
business. Our members, and life insur- 
ance agents generally, 


are learning to. 














aids the other. 





realize more and more that they are pecul- 
iarly fitted for this work of protecting 





The Agent and Broker Who Represents 
The Travelers Enjoys Great Advantages 


Our Guaranteed Low Cost Life Insurance Policies with Dis- 
abilty Clause protection guarantee every figure and eliminate 
all uncertainties. 

That the merits of this form of Life Insurance appeal to busi- 
mess men is made evident by the fact that The Travelers 
showed the largest percentage of gain in New Paid-for Life 
Insurance in 1911 of any company in the business. 


Our Accident and Health Policies 


are famous the world over as the standard of what such 
contracts should be. 


Also Employer’s and Contractor’s Compensation 
and Liability Policies, All Forms 


The agent who can supply these several needs possesses the 
broadest and most remunerative field for his efforts. 


Moral: Represent 


_ The Travelers Insurance Company 


Hartford, Conn. 


We deal direct with brokers and agents, and our Branch Office 
system gives the quickest and the most direct and efficient service. 


One 
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“NOT TAKEN” POLICIES 


VIEWS OF GENERAL AGENTS 
ON THE SUBJECT 


Manner in Which This Waste in the 
Business Can Be Greatly 
Reduced 


The Security Mutual Life of New 
York has given a symposium of per- 
sonal experiences with “not taken” 
business which are interesting. There 
are four general agents who give their 
views as follows: 

* * * 


Walter H. Booth—I hardly know 
how to reply to your request for in- 
formation as to how I succeed in 
placing 100 percent of my business 
written, as the methods used differ so 
in different cases. But one, and the 
main reason, is that I invariably col- 
lect something with the application, 
usually the premium but always enough 
to hold it. Once in a great while I 
write a man who for some reason can- 
not at that moment pay anything. In 
that case I place him on his honor 
and tell him I will send in the pre- 
mium for him and he can pay me when 
I deliver the policy, and I have yet to 
lose the first dollar of money so ad- 
vanced. 

Some years ago I wrote the store- 
keeper and superintendent of a mine 
for $3,000 each. The storekeeper paid 
the premium when examined, the sup- 
erintendent did not. Ten days later 
the policy and receipt were delivered 
to the storekeeper. The superintend- 
ent being away from the office, his pol- 
icy was left with his clerk but the 
receipt was retained. The next day 
the man was killed. Had he paid, as 
did the storekeeper, his receipt would 
have been left with the policy and his 
wife would have been $3,000 better off. 
This object lesson I frequently apply 
and always send the company the 
net premium with the application. 

* * * 


Charles P. Ligon—Although I do not 
practice it to the extent that I should, 
yet I much preach that the best way 
to minimize “not taken” business is 
to secure settlement with the signa- 
ture of the applicant—preferably in 
cash, otherwise by a note that is worth 
its face value. 

Behind and beyond this, it pays to 
know well the man you are writing— 
know his needs, his circumstances, and 
meet but don’t exceed them in sell- 
ing him insurance. Also, an agent can- 
not be too careful in giving a clear 
explanation of every feature of the pol- 
icy he is selling, both at the time of 
writing and of delivery—enough to 
convince the client that he is dealing 
with an honest agent of an honest 
company. Then, don’t lose any time 
in having examination made, in get- 
ting same off to the home office, or in 
making delivery and getting settle- 
ment as soon as possible. 

By following this program, undeliv- 
ered policies should be a rarity, and 
many an additional may be safely de- 
livered. 








* * * 


F. A. Dickey—The fault of business 
not being taken lies wholly within the 
agents who write, and I know of but 
one remedy to stop it; first before 
approaching your prospect satisfy 
yourself as to his financial ability to 
carry the insurance, and his reputa- 
tion for meeting his obligations, then 
when satisfied your prospect measures 
up to the above standard, get your 
settlement with your application. 
Don’t say you cannot do it for it is 
the opportune time. A prospect who 
is in the mood to sign an application 
is also in the mood to sign a check 
or a note and then he is legally bound 
to accept the contract if delivered to 
him as segsesontes. 

An applicant who does not give a 
settlement with his application is only 
contemplating buying insurance, and 





may change his mind about the com- 
pany he desires to insure in, or decide 
he does not want to carry any insur- 
ance, all of which he has a perfect 
right to do if he does not give you a 
settlement with his application. But 
the applicant who gives you a settle- 
ment with the application has bought 
insurance. If the agent will stop and 
consider there are one hundred and 
three old line companies doing busi- 
ness in the United States (not taking 
into account the numerous fraternals) 
and if you do not take a settlement 
with your application one or more 
agents of these numerous companies 
are going to disturb your prospect by 
telling him how much more his com- 
pany will do for him, or that fraternal 
insurance is as good as old line and 
much cheaper and various other argu- 
ments too numerous to mention, be- 
tween the time of your taking his ap- 
plication and when you are ready to de- 
liver the policy and get your settle- 
ment. Therefore, why take the chance 
of not being able to place your busi- 
ness now if you have your settlement? 
The business is closed and you don’t 
care if all of your competitors have 
had an interview with your policy- 
holder while you may have to touch up 
your policyholder if various agents 
have led him to believe they could do 
better by him, but touching up is much 
easier after you have got your settle- 
ment than it is before the settlement is 
given. A prospect may honestly tell 
you he will give you a settlement when 
he receives his policy, but that does 
not mean that he will do so. He may 
do so, however, if he has not been dis- 
turbed in the meantime. I always take 
a fifteen or thirty-day note in this case 
in order to protect both the insured 
and myself. 

The only agent who cannot get a 
settlement with his application is the 
agent who sells his business with ifs. 
If the policy is not satisfactory the 
applicant does not have to accept it; 
or if he decides he does not want in- 
surance when the policy comes, he 
will not be obliged to take it. Natur- 
ally an applicant would not give you 
a settlement under those conditions. 

But if the prospect is given to un- 
derstand he is buying insurance and 
it will have to be paid for today what 
is the difference to him whether he 
settles today or in ten days? 

In conclusion I will say that the 
agents in the Minnesota agency would 
no more think of writing an applica- 
tion without getting a settlement than 
they would think of leaving their rate 
books at home. 

x * * 


F. W. Coleman—The best way to 
overcome the question of “not taken 
policies,” to my mind, is first to sell 
the policy right, by making the appli- 
cant feel that he is not only buying 
something he needs, but something he 
wants and must have as soon as he 
can get it. When this is done, the 
chances are the policyholder will not 
only pay the first premium, but will be 
a good renewal. It is a waste of time 
to “order out” a policy with the hope 
of placing after it is issued. 

Next, securing settlement with the 
application is a good antidote for the 
“change of mind” applicant, and in 
nearly every instance will save the 
trouble of selling the policy over again. 
It also effectually shuts off the “mean- 
time twister.” Wherever possible do 
a little favor for the applicant; let 
him know you believe in reciprocity. 
Local men can nearly always find some 
way to do something agreeable. Make 
your applicants and policyholders your 
friends, and there will be few “not 
taken policies.” 


UNPROFITABLE CHANCE 
The agent who says to his prospect, 
“Well, sign the application, and if you 
don’t want the policy when it comes 
you needn’t take it.” is doing some- 
thing which is unprofitable and weak- 
ening to him, and expensive to the 








company. The policy is in many cases 
undeliverable. He has put the company 
to considerable expense, he has spoiled 
a prospect and has weakened himself 
when with a little more work he could 
probably have convinced the prospect, 
and really sold him the insurance. 


HOW MEN IN NAVY ARE TAKEN 
Most Companies Either Decline Them, 


Charge Extra Premiums or 
Rate Them Up 











Question—Do you know whether it 
is customary for a life insurance com- 
pany to charge additional premium for 
men in the naval service. 

Answer—Many life companies do not 
accept army or naval officers under 
any circumstances and nearly all of 
those that do take them charge extra 
premiums in some form or other. The 
Prudential is one of the few companies 
that accepts commissioned army officers 
without extra premium of any kind, but 
it makes its selection in this class very 
carefully. 

The Mutual Life of New York 
charges $5 per year per thousand extra 
on ordinary and endowment forms to 
army and naval officers. On limited 
payment forms the extra charge is 
higher. The theory of this arrange- 
ment is that an army or naval officer 
may be assigned to duty in a tropical 
country and should pay the same extra 
premium of $5 per year per thousand of 
insurance as is charged in Mexico, 
where the company has offices. On 
limited pay policies the insurance is 
usually for more years than the pay- 
ments last and the total payment is pro 
rated over the payment period. 

The New York Life, which probably 
writes more extra premium classes 
than any other company, will write 
$10,000 on any plan on regular naval of- 
ficers, but charges the rate for six 
years older than the age of the assured. 
On musicians, surgeons, etc., the ad- 





vance is six years and only $2,000 on an 
endowment form will be accepted. The 
petty officers can secure the same 
amount on the same plan at an eight 
year advance and warrant officers the 
same amount on the same plan at a 
twelve year advance. 

The Penn Mutual will write $10,000 
on a regular officer but stipulates that 
the business must be on an endowment 
form that matures before the assured 
reaches the age of 65. 

The Equitable of New York accepts 
officers on any form, advancing them 
six years, noncommissioned officers 
eight and soldiers, etc., twelve. 

The Union Mutual of Maine would 
probably accept the business as the 
only stipulation in the company’s 
manual about sailors is that only cap- 
tains and mates on sailing vessels will 
be accepted and then not on any term 
form. 





ROLLING STONE 


Nine years ago two men entered life 
insurance work with one company and 
both made about the same kind ot 
record their first year. Both received 
offers from other companies. One took 
the advice of a veteran agent and 
turned a deaf ear to the siren voice. 
He found that his company would give 
him a better contract, one as good as 
the competitor offered, and that his 
renewals, which he would have lost by 
leaving, were a growing asset. The 
other man changed. He found things 
about the new company that he didn’t 
like and changed again. In six months 
he was with six different companies 
and gained the reputation of being a 
shifter. He came back to his first love 
and promised to stick for good. His 
success was indifferent and in eight 
months he changed again. Today he 
is just making a living. The other man 
has a larger income than the governor 
of his state. Permanency has been the 
secret of his success. 





THE AGENCY OF THE 


RELIANCE LIKE 


IS PAYING FOR OVER 


ONE MILLION PER MONTH 
OF 


properly written and carefully selected business. No stock selling, board 


or re-insurance schemes. 


No contracts made by cerrespondence. 


A 


personal interview can be arranged for in most any state by addressing 


RELIANCE LIFE INSURANCE COMPANY 


PITTSBURGH, PA. 





WANTED FOR ILLINOIS 





Send for beeklet— 
it gives inside facts 
en life insurance 


MERCHANTS RESERVE LIFE COMPANY 
C.L. HENDRICKS, President 


9 S. LA SALLE STREET 


CHICAGG, ILL. 





Come South and Prosper—Act While Opportunity Calls—Jein Forces with a Successful Company 


The 


agency connection with the largest and most progressive Southern Life Company 


State Mutual Life Georgia 


assures success to the agent who will work, because he has behind him a company of stability, he has before 


him the most fertile insurance field toda 
contracts on th 


y, and he is armed with the most modern and attractive policy 
e market, including Monthly Income, Guaranteed Premi i 


remium Reduction, etc., carrying new 


pavers such as Total Disability and Double Indemnity. The rates are lower and the contracts more 


beral than those heretofore issued by the com 


y. 
Our agency contracts are an innovation in life insurance. The commission basis is scientifically calcu- 


ated so as to give the agent all the business 





FINANCIAL STANDING JANUARY 1, 1912 





Taken from report of examination made by the Georgia Insurance Department 
during April and May, 1912 


Admitted Assets, $3,629,594.00 


Legal Reserve, $3,280,021.06 


Net Surplus, $204,085.98 


State Mutual Life Insurance Company 


JOHN W. MADDOX, President 


J. C. O’DELL, General Manager of 


Head Office: ROME, GEORGIA 








October 17, 1912. 


NATIONAL LIFE CONVENTION NUMBER. 


33 








LIFE INSURANCE POETRY 


VERSE TO STIR CONSCIENCE OF 
PROSPECT 
Attractively Printed, It Makes a Good 
Stimulator for Those Inclined to 
Procrastinate 





One of the best “stimulators” of life 
insurance prospects has been found to 
be some apt quotation of prose or 
poem printed attractively on postal 
card or folder accompanied by the ad- 
vertisement of agent or company. The 
best advertisers in other lines have 
found the plan of specially written 
poetry to suit the product a desirable 
one. Recently a breakfast food com- 
pany offered $1,000 in prizes for the 
best fifty “jingles” advertising the 
product and these were run consecu- 
tively in the daily papers with the name 
of the writer. 

Some very good verse adapted from 
well known models has been written 
‘to stir the conscience of dilatory pros- 
pects. Here are a few jingles and 
adaptation that would be suitable. The 
one by Mr. Gohen is specially contrib- 
uted to Tue WesTerN UNDERWRITER and 
has not heretofore been printed: 

IF I SHOULD DIE TONIGHT 
(With Apologies to Ben King) 


If I should die tonight 

And you, friend wife, should come to my 
cold corpse and pray, 

Weeping and: heart sick o’er my lifeless 


clay— 

If I Should die tonight. 

And you should come, in deepest grief 
and cry 

And say, “where’s that life insurance you 
promised you would buy’? 

I would arise in my large white cravat 

And say, “What's that’? 


If I should die tonight 

And leave you and the “kiddies” hungry, 
cold and “broke,” 

With your last jewel and my Sunday 
clothes in “‘soak”— 

If I should die tonight. 

And oe come and tell me of 
your p . 

The cellar coalless, and no “eats” in sight, 

I would turn over on my cold and cheer- 
less cot, 

And say, “I clean forgot.” 


If I should die tonight 

And you should come to my cold corpse 
and kneel, 

Ciaseias my bier to show the erief you 
ee 


I say, if I should die tonight. 
And you should come and ask me when 
I meant to give you that life policy, 
Gwendolen, 
I might wake up the while, 
But I’d drop dead again. 
George A. Gohen. 
. 7 s 
WHEN I GET TIME 
“When I get time I’ll tell you what I’m 
ing to do,” said Sammy Scott. 
Duis get my life insured; 
I know that some day I will have to go 
and travel on an unknown track, 
And it’s a cinch I'll not come back.” 


One morning they discovered Sam 
As cold and silent as a clam. _ 

His heart stopped beating, so he’s dead; 
That’s about all the coroner said. 

Now Sammy’s widow’s scrubbing floors 
And doing fifty other chores 

To keep herself and the kids in grub, 
By Ju Priest, she has to scrub. 


“When I get time,” said Benny Gill, 

“T'll certainly make out my will. 

Alas! alas! the very next day 

An express train got in his way. 

The engine wasn’t hurt, but then 

It made a corpse of poor old Ben. 

Some lawyers got Ben’s pile of cash, 

His widow works to earn her hash. 

If Satan, that outrageous ——— 

Should ever need some extra help 

To scatter misery and crime 

He’ll surely choose ““Whenigettime.”—Ex. 
7 * = 


A FOOL THERE WAS 
(Apologies to Kipling) 


A fool there was and he knew it all, 
(Even as you and I) 
When a agent dropped in on a business 
e 


He sneered ‘and scoffed at the good fel- 
ow’s > 
But refused to “bite’ at the “scheme” 
at all, 
(Even as you and I). 


A fool he stayed and his goods he spent, 
(Even as you and I) 

Insurance was not his good intent,— 

It wasn’t for that his money went— 

But a fool must follow his natural bent— 
(Even as you and I) 





But sickness came and his job he lost 
And she excellent things he planned 
Went upward in smoke and the fool's 

little wife _ 
Took wp his part in a battle of Life 
She did not understand. 


The fool, to be sure, had no money aside, 
Even as you and I) 
Which he might have had, when the 
trouble arrived, 
(But it isn’t on record the fool ever tried) 
He left not a cent when he finally died, 
(Even as you and I). 


The fool was to blame, but all of the 
shame 


The woman, alas, must stand; 
inausonen, of course, would have helped 
er a lo 
But the fool never gave insurance a 
ought,— 
He never could understand. 
I} - .& J. Ganer. 


TOMORROW 


“Tomorrow,” said the languid man, 
“Tl have my life insured, I guess; 
I know it is the safest plan, 
To save my children from distress.” 


And when the morrow came around, 
They placed him gently in a box; 

At break of morning he was found 
As dead as Julius Caesar’s ox. 


His widow now is scrubbing floors, 

And washing shirts and splitting wood, 
And doing fifty other chores, 

That she may rear her wailing brood. 


“Tomorrow,” said the careless jay, 
“T’ll take an hour and make my will; 
And. then if I should pass away, 
The wife and kids will know no ill.” 


The morrow came, serene and nice, 
The weather mild, with signs of rain; 
The careless ja 


was placed on ice, 
Embalming 


uid in his brain. 


Alas, alas, poor careless jay! 

The lawyers got his pile of cash; 
His wife is toiling night and day 

To keep the kids in clothes and hash. 


Tomorrow is the ambushed walk 
Avoided by the circumspect. 

Tomorrow is the fatal rock 
On which a million ships are wrecked. 

alt Mason. 
- * . 
DO IT NOW! 

(Written ten years ago by Charles C. 
Boland of the New York Life and still 
prime doctrine for fieldmen every- 
where.) 

Here’s a field that you can till, do it 

now— 

It will yield—if you but will, do it now. 
Take your “prospect” out to dine, 

Tell him that he’s got to sign, 
There, upon the dotted line—DO IT NOW! 


Do not let him put it off, do it now— 
Next week may come a little cough, or 
fevered brow. 
Don’t allow him to delay, 
Tell him life may slip away, 
And woe no time like TODAY—DO IT 


try to make you wait—but, do 


Yes, he’ll 
it no 


n 
at “remittances are late,” or any- 
ow 
He’s “not exactly ready yet” 
And “certain things must first be met,” 
Agree with him, but don’t forget—he 
signs just now! 


Be at him every day and night, do it 
now— 
Ever keep the end in sight—to take it 


now. 
Soon he’ll see that you are right, 
And thank you for the clearer light; 
Persistency has won the fight, won it 
now! 


Do not leave him now alone, keep him 
now, 
Call the doctor up by ‘phone—do it now. 
As you have the application, 
Yield not to procrastination— 
Quick, secure examination, DO IT NOW! 
If your allotment you would fill, go out 
now— 
You can get business if you will, and get 
it now 
Don’t idly sit bemoaning fate, 


Don’t talk about it being late— 
Get up, and on you “get a gait,” DO IT 
NOW! 





LAPSED POLICYHOLDERS 


Many life insurance men, when pol- 
icies lapse, forget about the lapsed 
policyholders. They take it for granted 
that these people no longer desire in- 
surance and, hence, keep away from 
them. There are many causes for laps- 
ing business and some of them are 
good ones. In many cases the person 
finds it impossible to pay the premium. 
He lapses, not because he desires to, 
but because he sees no way to pay the 
premium. Such policyholders may be 
able in the future to pay their pre- 


miums, because they are in a more 
prosperous financial condition. Agents, 
therefore, should keep in touch with 
their lapsed policyholders and cultivate 
them. There is business to be gotten 
out of them and they should not be 
neglected. 


THE ABILITY TO SAVE 


Few men have by nature the money- 
getting and money-saving instinct, 
while the employment of many is such 
that they are not likely to acquire it. 
This is especially true of professional 
men. They are wrapped up in their 
professional work. Their hours, their 
thoughts, their energies, are absorbed 
by it. They have neither the time nor 
the opportunity to study investments 
—the methods of saving and accumulat- 
ing money. An item from a biographi- 
cal sketch of the late Judge Gresham 
is illustrative: 

“In his last illness Judge Gresham 
found a cause of painful solicitude in 
the thought that he would not leave 
an estate sufficient for the comfortable 
support of his wife. Some time before 
his death he spoke of this to a friend 
who was very near to him, and referred 
to the case of a man who had died in 
Chicago leaving an abundant compe- 
tence to his family. ‘Now, if you and 
I were in his place,’ said Mr. Gresham, 
‘what would we leave?’ Practically 
nothing; and yet we have been work- 
ing hard all our lives.” And then he 
added that he believed that if a man 
lacked the money-making and money- 
saving instinct, he should not be 
blamed for it, illustrating his views by 
saying: ‘If a man is deaf he cannot 
hear; it is not his fault that he is deaf, 
and therefore we cannot blame him for 
not hearing. It is the same in this 
matter of money saving. If he has not 
the instinct for accumulation he is not 
to blame for it.’” 

He is not to blame for failing to ac- 
cumulate wealth; but in this day there 
ought never to be a “cause of painful 
solicitude” in a man’s last illness, aris- 
ing from the fact that he is not leaving 
a sufficient provision for those depen- 
dent upon him. He can so easily make 
such provision, assuming that he is in- 
surable, while he lives. 

Today it might be said “the man that 
dies poor dies disgraced”—provided, of 
course, that he was physically able to 
get insurance in his lifetime, and was 
in the possession of the average income 
of his class. Let such a man persistent- 
ly devote a stated part of his receipts to 
the maintenance of a policy of life in- 
surance for an amount suited to his 
station in life, and then, if need be, 
spend the rest. He may live well; pro- 
vide for his family while he lives, and 
leave them provided for when he dies. 
He may have lived poor—possessed of 
no great amount of worldly goods—but 
he need not die poor, leaving his de- 
pendents in want. 


GET THE FULL VALUE 
Anyone can give away life insurance. 
Get full price for your goods. The 
policy you are selling is worth the price 
you are asking. Rebating is not only 
unlawful in most states, but it is un- 








profitable, unethical and unprofessional. 
The man who demands the full price 
for his goods has the respect of his 
customer, and by the demand itself 
goes a long way towards convincing 
the buyer that the goods are worth the 
price. 
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Our Should See us at Once 
Pena M Policies Sell 

CORN EX G BLDG., 
CHICAGO 

OME LIFE INSURANCE Co. 
New York City 


Special inducements te competent agents 
G. R. McLERAN 
General Manager Chicago Department 
Meme Ins. Bidg., 187 S. La Galle St. 
CHICAGO, ILL. 
YMAN & PALMER 
General Agents fer Illinois 
BERKSHIRE LIFE INS. CO. 
of Pittsfield, Mass. 
69 W. Washington Street 
CHICAGO, ILLINOIS 


ESSE E. SMITH 
Manager 
Ordinary Department 
THE PRUDENTIAL INSURANCE CO. 
OF AMERICA 








526 Marquette Bullding 
CHICAGO, ILL. 








H M. SOLENBERGER 
e GENERAL AGENT 


The Mutual Benefit Life insurance Company 
of Newark, N. J. 


Agents wanted in Central and Southera Iilinels 
607-8-9 Ferguson Building 


SPRINGFIELD, ILL. 


KANSAS 


H W. ALLEN 
e STATE AGENT 


THE MUTUAL BENEFIT LIFE INSURANCE CO, 
OF NEWARK, N. J. 


Agents Wanted Liberal Contracts 
Suite 303 Schweiter Bidg. 
WICHITA, KANS. 


MINNESOTA 


E. ELLIS, Manager 


© PHOENIX MUTUAL LIFE INSURANCE 
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Opportunity for good agents 
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Globe Mutual Life 
Insurance 
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OF CHICAGO, ILL. 


M. H. HOEY, President. 
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F. C. Butts, General Agent 
OHN HANCOCK MUTUAL LIFE 
INSURANCE COMPANY 
Good Contracts to Live Agents 
502-3 Andrus Building 
MINNEAPOLIS, MINN. 
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ADDRESS OF PRESIDENT 
REVIEW OF THE YEAR GIVEN 


Chain of One Hundred Associations 
Now in National Body—Time Ripe 
for More Organizations 








Memphis, Tenn., Oct. 15—(Special) 
—In his address President L. Brackett 
Bishop said there is now a chain of 
one hundred associations in the United 
States and Canada, a number of new 
associations having been organized 
during the past year. Much work was 
done last year by other officers as well 
as the president in visiting local asso- 
ciations. The assistance that can be 
rendered by local associations in legis- 
lative matters was referred to, with a 
special word of praise for the work of 
the Association of Life Insurance 
Presidents and its general counsel, 
Robert Lynn Cox. 

Magnitude of the Business 
Mr. Bishop’s address was as follows: 


To have had the privilege, as I have 
had this year, of visiting so many of 
the wide-awake life underwriters’ asso- 
ciations of this country and C was 
a revelation and pene my eyes to the 

nitude of the life insurance business 
and the importance of the life under- 
writers’ associations as never before. 

The principal quality of the work of 
the year has been the continuation of 
the spirit of harmony 
eminent a characteristic of the great 
convention held at Chicago in 
1911. The various questions during the 
ear which have come before the execu- 
ive committee and council have been 
settled without friction and on my part 
with a feeling of satisfaction at the 
wisdom of the counselors. 


Chain of One Hundred Associations 


We now have a splendid chain of one 
hundred associations all over the United 
Canada, and if their work 
ear be written down it 
would fill volumes. The Life Associa- 
tion News and the insurance and daily 
press have given exceptionally full ac- 
counts of my visits to the various asso- 
ciations during the year. Without ex- 
ception, these meetings and banquets 
were well attended, with finely gotten 
up programs, and reflected the useful 
activities of the modern life underwriters 
associations. A number of new associa- 
tions were organized and joined the Na- 
tional association. Their names will be 
given by the secretary and chairman of 
the executive committee. 

Corresponding Secretary Ensign 
myself have been in correspondence with 
many life insurance men in cities which 
have no associations, and the time is ripe 
for the formation of new associations at 
a good many important points. 


Activity of Other Officers 


Charles W. Orr has proved himself 
during the year as a fine chairman of the 
executive committee, wise and thorough. 
Treasurer Eli D. Weeks is unable to be 
anything but an able treasurer. Vice- 
President Furey has visited a number of 
associations, and Vice-President Bolling 
Sibley has helped in the organization of 
and visited a number of associations in the 
south and been a very valuable help dur- 
ing the year. To Secretary Sills the Na- 
tional association is indebted for another 
splendid year’s services. Mr. Sills spoke 
at a number of life underwriters’ asso- 
ciation meetings in this country and Can- 
ada during the year. Ex-National Presi- 
dent Ward represented me and the Na- 
tional association at a number of the 
meetings of the Pacific Coast associations, 
and many others whose names I have not 
mentioned have visited other associations 
and helped in the work. Visits of the 
presidents and national officers and prom!- 
nent association members always have a 
beneficial influence on the associations and 
are an important feature of association 
work. Ex-National President Dolph, now 
chairman of the legislative committee, 
has been particularly busy in his work 
and will be called upon to tell of his 
activities. 


Worthy of Development 


To no one person am I more indebted 
for valuable help in performing my duties 
as president than to my wife. With me 
she has visited and spoken at many of 
the association meetings. She has shared 
my sorrows, which have been few, and 
doubled my joys, which have been many. 
Her idea, “The Isabella's,” for the wives 
and sisters of life insurance men, is 
worthy of serious attention and develop- 
ment. As some one has said, “Team work 
counts in a family as well as anywhere 
else,” and where father, mother and chil- 
dren are all trying to do the right and 
working in harmony with each other they 
are invincible. 


¥lood of Legislation 


The general counsel of the Associati 
of Life Insurance Presiden Robert — 


Cox, in a recent address, ~t that there 


and 


are some 4,500 laws concerning life in- 
surance in the various states, which the 
home officials have to be careful to keep 
posted on and not violate. He says also 
that during the past year some 1,600 new 
laws were proposed and 160 became laws 
in forty-three different states. In these 
states the legislative committee of the 
various life underwriters’ associations 
were active in these legislative matters, 
and this work is a very important branch 
of life underwriters’ association work. 
In this connection, I wish to pay a trib- 
ute to the important work of the Asso- 
ciation of Life Insurance Presidents under 
Mr. Cox’s able leadership. The work they 
doing is open and above board and 
the public interest. As we think of 
4,500 laws mentioned above concern- 
life insurance in forty-three states 
need of national supervision is more 
apparent than ever. No definite steps are 
being taken to procure national super- 
vision. We all seem to be waiting for 
some Moses to lead us out of the wilder- 
ness into the promised land. Meanwhile 
the insurance commissioners, the National 
Association of Life Underwriters, the leg- 
islative committees of the local life un- 
derwriters’ associations, the home office 
officials and the legislators of the various 
states are doing effective work in en- 
deavoring to make the laws pertaining to 
insurance uniform throughout the 


country. 
Year 1912 Uneventful 


In some respects the year 1912 has been 
an uneventful one. There has been no 
life insurance investigation, no crises of 
any kind. Never before has the optimist 
had a better right to exist. The life in- 
surance business is high in the esteem 
of the buying public. The life under- 
writers movement is virile and strong. 
The associations teach men to think of 
their clients, as well as of themselves. 
As Superintendent Emmet of New York 
says, “Life insurance agents are servants 


of the people,” and they are learning what 
a work is. The sa says, “Blessed 


the man who has found his work,” 
and we may say, “Blessed are the asso- 
ciations that have found their work.” New 
ideas are being tried out, such as ad- 
vertising by associations, the establish- 
ment of clipping bureaus, getting up 





courses of life insurance in the various 
colleges, the establishment of arbitration 
committees in associations to settle dis- 
putes between the members, and funds 
are being subscribed to prosecute re- 
baters. The country within one hundred 
miles of local associations is being looked 
over for nonresident members. Many as- 
sociations are getting out cards of mem- 
bership and some are preparing ethics 
cards showing some of the fundamental 
things for which the life underwriters’ 
associations stand. The up-to-date mod- 
ern life underwriters’ association is as 
different from the first small life under- 
writers’ association of twenty-five years 
ago as the latest automobile is to the 
first attempt in automobile construction. 


Plans for General Advertising 


In the matter of advertising, which has 
never been applied to life insurance as it 
has to many other lines of business, the 
life insurance companies, themselves, are 
considering plans for general advertising, 
which, if carried out, will educate the 
Public and make the selling of life in- 
surance policies easier than ever before. 

The annual convention of the Life Uu- 
derwriters’ Association of Canada at Mon- 
treal in August, which Mr. Sills and I at- 
tended, showed that our Canadian 
brothers are making fine progress in life 
association work. he importance of the 
Life Association News, our official paper, 
is each year becoming more apparent and 
its conduct editorially and in all ways 
by Mr. Ensign and the editorial committee 
is deserving of the highest praise. 


Prosperity Has Its Duties 

This review of the year’s advances of 
our great work points to a future of in- 
creased usefulness to the world of the 
business of life insurance, but we must 
remember that prosperity has its duties 
as well as its rights and life insurance 
is not a business merely, not a mere 
vocation yielding a livelihood, it is a 
service. 

The new prepttent and vice-president, 
whom we will elect at this convention, are 
fortunate in taking hold of affairs when 
general business is so good and improv- 
ing every day, and when the eat Na- 
tional Association of Life Underwriters 
with twenty-three years of successful life 








C. W. Orr, Fort Wayne, Ind. 
Chairman Executive Committee. 








behind it presses forward with its thou- 
sands of members to uphold and to up- 
build the world’s most popular and use- 
ful business—the business of life 
insurance. 





The study of fire proof construction will 
Prove that in many particulars the cost 
of such construction will be less than the 
ordinary way of building. 
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Indianapolis 


This company has reliable and substantial financial backing with over 
$3,000,000 deposited with the state of Indiana for the sole protection of 
policyholders and possesses over $394,000 surplus. 
the Indiana compulsory deposit law. 


Agents should represent a company that has the 
life insurance thread woven in its entire fabric. 


Guarantees, not 
promises. 





Low rates for 
real protection. 


It sells insur- 
ance, not spec- 
ulation. 











The net cash value of every policy 
The State is behind the policy. 
H. M. Woollen, President. 
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Business and Pleasure on Monday for 
Managing Body of National 
Association 





(Prom a Staff Correspondent) 

Memphis, Oct. 15—Though the 1912 
convention of the National Association 
of Life Underwriters did not open till 
Tuesday morning, preliminary meet- 
ings were held at the Hotel Gayoso, 
Memphis, on Monday. The executive 
couneil gathered at lunch at noon and 
a meeting of the executive committee 
was held from 2 o’clock until 5. The 
report of the committee to the asso- 
ciation, presented Tuesday morning, 
was prepared. 

Entertainment Begins Monday 

There was entertainment for the 
members and their ladies in the evening. 
A theater party was held at the Or- 
pheum, members of the Memphis asso- 
ciation and their wives acting as hosts. 
Following this was an informal recep- 
tion at the Chickasaw Guards’ Club in 
the Exchange building. Members of 
this club are all veterans or sons of 
veterans of the crack Confederate com- 
pany of the same name and the organ- 
ization is one of the most prominent in 
the south. 

In the executive committee meeting 
it was pointed out that the National 
association is now composed of sixty- 
eight state or local associations. Twelve 
new associations came in during the 
past year, under the administration of 
President L. Brackett Bishop, and but 
one withdrew. This was the Spring- 
field, Ill., organization. 

“News” Proving Profitable 

Chas. Jerome Edwards of New York, 
in presenting the report of the publica- 
tion committee, said that Life Associa- 
tion News, the official organ, had 


turned over twice as much money to 
the association the past year as it did 
in the previous twelve-month and that 
it now had a cash balance double the 
figure of one year ago. Vice-President 
Bolling Sibley of Memphis boosted the 
stock of the publication by the state- 
ment that one article in it had given 
him the argument that clinched one 
$750 premium. 
Visitor from Africa 

H. S. Bishop of Capetown, South 
Africa, attended the meeting by special 
invitation and was called on for re- 
marks. He said he had first become in- 
terested in the National association by 
reading the “News.” Correspondence 
with Corresponding Secretary Everett 
M. Ensign followed and he decided to 
attend this convention. It took a 10,- 
000-mile trip, but he assured his hearers 
that he knew from what he had seen 
so far that he would be repaid. He will 
spend several weeks in America and 
then return home via London. 

Memphis President Tl 

A resolution of sympathy to R. 
Henry Lake, president of the Memphis 
association, was adopted on motion of 
Donald G. C. Sinclair of New York. 
Mr. Lake was taken ill Monday morn- 
ing and though his ailment is not seri- 
ous, it is confining him to his bed. 


REPUTATION COUNTS 


James Van Wagoner, general agent 
of the Equitable Life of lowa, at Pon- 
tiac, Mich., says that as a final argu- 
ment, he says, “You should buy life 
insurance from me because I sell it; 
and if my business affairs are not in 
such shape, if my reputation is not such 
that you can place your business with 
me with full confidence, go and place 
it somewhere else.” If a life agent 
keeps up his standing in the commu- 
nity, pays his bills promptly, and is 
looked up to as a responsible business 
man, the attitude, if not the words, will 
have a good effect. 
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surance that appeals to 
self-interest. Best seller in 
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for the booklet. 
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Hints to the Salesman 


Record of Interviews—One of the 
most successful men I ever knew keeps 
an actual record of his interviews week 
by week, along with an exact account 
of his expenses in getting them. At 
the week-end he figures out the exact 
cost of each interview and the com- 
mission he has earned, deducting one 
from the other; then divides the re- 
mainder by the total number of inter- 
views, thus finding the exact value per 
interview of his week’s calls. He told 
me last week that the average net 
profit on his July calls was $2.94 each. 
He has a plan; he is prepared; his vo- 
cation is a business and he is making 
three times as much money as the av- 
erage doctor or lawyer. 

I wonder if we have another man 
who is applying the same business 
rules to his work? 

I did it myself for years and I know 
it’s right! No merchant or manufac- 
turer would think of doing business 
“regardless of cost”’—and you can no 
more afford to than they can. 

Make your business a business—not 
a guess.—Detroit Life Bulletin. 











Getting Information—J. E. Nichols, 
of the Hartford Life, says: 

“IT certainly would not think of ap- 
proaching a man on the subject of life 
insurance without all the data I could 
get concerning him. I would not know 
whether I ought to talk about a term 
policy, income policy, or what I ought 
to talk about to him unless I had all 
the information about that man I could 
get. I get all the data concerning his 
financial condition. I get all the data 
concerning his obligations, his family 
and his history, and I get all the data 
I can about his disposition. I want to 
know whether he is crabbed or jovial. 
I have got to know all of that before 
I can talk with him. I have gone with 
an agent to see a prospect and if I 
could not get any data from the agent 
before I got there on this man, I say 
to the agent, ‘Now you get into con- 
versation with him about a few things 
and then you introduce the subject of 
life insurance and say what you can 
about it,’ and that man will say some- 
thing to give an insight into his per- 
sonal characteristics. So I know some- 
thing about him. I would think just as 
much of a physician that would go 
about and dope out medicine to a sick 





person without diagnosing his case, as 
I would of an insurance man who 
would go out and try to sell life insur- 
ance without a lot of facts concerning 
the man he is soliciting. I think that 
is apparent and well understood by 
everybody who ever tried to sell a life 
insurance policy, the second time at 
least.” 





Colonel Hughes on Fraternals— 
Colonel J. W. F. Hughes, of the IIli- 
nois Life at Topeka, Kan., thinks he 
has as hard a field to work as any man 
in the country. His chief competition 
is fraternal insurance. A big lot of 
the people of his city he says, are in- 
sured in the Knights & Ladies of Se- 
curity. When he started in the work 
he says his plan was to give some ap- 
proval to fraternal insurance. A pros- 
pect would say he carried $1,000 in this 
society and $1,000 more in that. 

“Very good,” Colonel Hughes would 
say, “You are wise in having that pro- 
tection, but I hope you will see the ad- 
vantage of having more.” 

What was the result? The prospect 
thanked him for commending the in- 
surance he had and stated he was 
carrying all he could. This line of talk 
continued for some months and got 
Colonel Hughes nothing. The people 
were well satisfied to have an old line 
man speak well of their fraternal in- 
demnity. 

“T first started in a mild way with 
a hammer,” says Colonel. Hughes. “I 
knocked gently in the beginning and 
then I used a bigger hammer. I found 
that the only effective weapon was a 
sledge hammer and pile driver. I told 
the truth. I said to these people that 
they had no protection worth posses- 
sing. I declared it was rotten. I 
showed how it was good enough for 
a few years, but would likely be worth- 
less in time. I got out my statistics 
and displayed the long list of defunct 
fraternals, showed how they were go- 
ing against the whirlwind with inade- 
quate rates and how assessments must 
be raised to a high point to overcome 
the increasing mortality. I never strike 
fraternal insurance now but that I hit 
it hard.” 





The $1,000 Habit—While many men 
can not carry more than $1,000 of in- 
surance and are fortunate in having 
that much protection, yet many agents 
get the $1,000 habit. They have that 
amount in mind and talk it. As much 








Argument for Endowment Policies 


The Travelers gives in a nutshell a 
forceful argument for endowment poli- 
cies in comparison with savings banks. 
The figures are those of the Travelers 
but any agent can employ those of his 
own company. It says: 

“If I deposit an amount equal to the 
premium regularly in a savings bank at 
3% percent interest I will have more 
money at the end of a given period than 
the endowment policy will give me. 

“The fact is true 

“If the insured lives twenty years. 

“If he makes his annual deposits reg- 
ularly on a certain date. 

“If the bank does not fail. 

“If interest is continued regularly. 

“These ‘ifs’ are most important. 

“First, there is the ever present pos- 
sibility of death putting an end to the 
plan before it is well started. In case 
of death in the seventeenth year the in- 
sured would still be a loser. In other 
words, he stakes the chance of winning 
in the last three years against seven- 
teen years of possible loss, and against 
$217.88, the largest amount he could 
gain, the possible loss of $958.39. 

“Forty-one dollars and sixty-one 
cents’ premium at age 25 at 3% percent 
interest annually will amount at the 
end of a year to $43.07; $41.61 paid for 
eee would in case of death secure 


“Second, he is more likely to pay his 
premium on a policy than to voluntarily 
place a like amount in a savings bank. 
It is a well-known fact that spasmodic 
saving lacks method and that extrava- 
gance, comforts and unforeseen ex- 
penses are always at the expense of the 
saving account. Sometimes he forgets, 
while a postponement of a few days 
cuts off some three months’ interest, on 
the deposit. On the other hand, he will 
pay his premium because it is necessary 
for him to do so, and because the prac- 
tice of insurance companies in sending 
notice of the date the premium is due 
reminds him of his duty. 

“In balancing the arguments pro and 
con he must take these factors into ac- 
count and consider that he is buying 
not only the certainty of saving the 
amount desired, but life insurance as 
well. 

“At age 30 on a 20-year endowment 
policy for $1,000 the premium is $42.12 
annually for 20 years or a total of 
$842.40. In case of death at any time 
during 20 years his family will receive 
$1,000. At the end of 20 years of liv- 
ing, he himself will receive $1,000 cash, 
which is $157.60 more than he will have 
paid. The insurance and certainty of 
saving have cost him therefore but a 
part of the interest. 


time and effort are required to close a 
man for $1,000 as for a larger sum. 
So it would pay the $1,000 men to ac- 
quire the $2,000 habit. The $1,000 men 
should either talk larger amounts or 
canvass a different class of prospects. 
The discerning agent will size up a 
man for what amount he can pay for 
and talk to him on the higher amount. 
Most prospects feel complimented in 
having an agent feel they can carry a 
larger amount, they are flattered in be- 
ing put in a higher class. 

It is much easier in springing the 
larger sum, to stop on the descending 
scale if necesary than to try to boost 
a man up after $1,000 has been sug- 
gested and then it occurs to an agent 
that he has hit at too low a mark. The 
fact is, that the same ability, time, and 
energy devoted to canvassing for 
larger amounts will bring a much 
larger reward than if expended on 
$1,000 applications. 





References—Some companies have 
blank lines in their applications for 
names of three references. This is for 
the benefit of the agent. It frequently 
gives him three prospects. One man 
says he goes to a reference telling him 
that Mr. B. has made application for 
insurance and the company wants to 
know about him. He shows him the 
plan of policy, its features, etc. This 
often serves as an entering wedge. 





Salesmanship Requisites—The first 
requisite in salesmanship is knowledge 
of human nature. The successful sales- 
man must be able to know his man; he 
must be able to Jook him in the eye 
and tell what he is thinking. He must 
have such a knowledge of the man that 
he will know how his argument is go- 
ing to touch him. He must be able to 
think faster and talk faster than his 
prospect; he must know, from his 
knowledge of the prospect’s character, 
what his objections are going to be, 
and he must have figured out in ad- 
vance the arguments to meet them. 

This would look as if the life insur- 
ance salesman must be a remarkable 
man, away above his fellow mortals. 
He has got to be a faster thinker than 
any one of his prospects. The thing 
to remember is that the life insurance 
agent is talking on a business in which 
he is a specialist. If he is any good 
at all, he will be able to think faster 
and better and more clearly on a sub- 
ject which he is making a life study, 
than the man to whom the subject mat- 
ter is practically new. Besides, he is 
the aggressor; the prospect is, to a cer- 
tain extent, on the defensive, and the 
advantage lies with the attacking party. 


On Getting Prospects—L. H. Whit- 
ing, special representative of the IIli- 
nois Life in its home state, gives some 
valuable suggestions on getting pros- 
pects. Most prospects, he says, are 
procured from seeing people and very 
few come through circularization. He 
said that in country work he uses the 
country banker extensively either in fur- 
nishing names, introducing him or 
allowing the banker to speak a good 
word. The banker knows all the peo- 





a in his community and they know 
im. The doctor can also give valu- 
able information as to insurability of 
risks. The banker knows their finan- 
cial condition. 

In the smaller cities the telephone 
directory can be used to advantage by 
getting the names of people engaged 
in various activities. Sometimes Mr. 
Whiting ‘gets a prominent farmer to 
help him by driving him around, in- 
troducing him and saying a good word. 
He advises not going into detail any 
more than is necessary. Mr. Whit- 
ing often tells a prospect that his com- 
pany made a special request that he see 
the prospect because of his prominence in 
the community. A good plan is to 
pay the county clerk or some one in 
his office 50 cents for sending in names 
and addresses of applicants for mar- 
riage licenses. 





Suit Argument to Conditions—One 
of the large agency men in an inter- 
view as to “Hints on life insurance 
soliciting to new men” states that the 
day is past when an agent needs to 
convince his prospects that insurance is 
a good thing. In the old days there 
was more or less suspicion and prej- 
udice against life insurance and agents 
had to talk to people as to its desir- 
ability. In these days agents rarely 
meet an argument that life insurance 
is of no benefit. 

This agency leader states that the 
salesman’s argument must be suited to 
changed conditions. When a man tells 
an agent that he has all the insurance 
he wants, an insurance agent should 
ask him whether his insurance is so 
arranged as will meet the demands of 
his family when he dies. Oftimes a 
man does not stop to figure just the 
income that his family will receive 
from his life insurance. He may carry 
ten or fifteen thousand dollars. That 
sounds fairly good.. However, when 
the earnings on this amount are com- 
puted it is found the income would 
not be sufficient to keep the family in 
comfortable circumstances. Every man 
desires that proper provision be made 
for his dependents, and when an agent 
gets the matter down to dollars and 
cents, or so much a month, the inade- 
quacy of the line of insurance carried 
is found very apparent. Modern life 
insurance is so adaptable that a man 
can make certain and secure the abil- 
ity of his dependents to pay bills every 
month as they come in. 

One of the convincing ways to reach 
this point is to have a prospect state 
just about how much would be the 
minimum his family could live on 
should he die, reduced to a monthly 
basis. By getting an expression of 
this kind it is easy to figure out just 
how much insurance a man would need 
to make the necessary monthly income. 

The monthly income policy, in the 
opinion of this agency leader, is one of 
the most attractive in the market to- 
day. The widow is thus relieved of 
the care of investment of a large sum 
of money and she has a_ secured 
monthly income for a limited number 
of years or for life as the assured may 
provide. 
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Why? Satisfied Policyholders—Happy and Contented Salesmen. 
We are often able to make room for a producer or organizer who can 
measure up to the State Mutual Standard. Address 


Edgar C. Fowler, Superintendent of Agencies. 
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EARNING POWER STORED 


SAVINGS IN LIFE INSURANCE 





President Day of the Lafayette Life 
Comments on a Prominent Fea- 
ture of the Business 





President Bertram Day of the La- 
fayette Life of Indiana in writing to 
his agents on “Savings in Life Insur- 
ance,” says: 

“Modern life insurance is the best 
way to save one’s earning powers. 
Years ago and before modern life in- 
surance was established the only 
method of saving was through the sav- 
ings bank or lock drawers, bronze 
chests, etc. We realize fully that 
thoughtful men sixty years ago were 
frugal and indeed thrifty. They set 
aside a portion of their savings for the 
future and, in event of death, for their 
family. This was before the day of 
our modern insurance system. We 
might say that at the present time a 
large portion of man’s savings are de- 
posited in life insurance, and it would 
indicate to us that there is just as much 
frugality and thrift as there was sixty 
years ago, except in a different form. 

Savings Become Compulsory 

“Some would have us belreve that the 
nation is running riot and going money 
mad. This is quite true in some re- 
spects, and yet we must believe in men, 
and conscientious, thoughtful, and sin- 
cere men are making a saving for their 
families and for themselves quietly and 
without much display, and perhaps just 
as wisely as men did one-half a century 
ago. When a man today makes an an- 
nual deposit with a legal reserve life 
insurance company is he not saving and 
protecting? Is it not true that under 
our present commercialism there is no 
institution that takes the place for the 
daily deposit of the busy business man 
as does the life insurance institution? 
The savings become compulsory and 
thousands upon thousands of men and 
women today have established firmly 
in their minds the habit of frugality by 
making these deposits annually with 
the great modern life insurance com- 
panies. 

Built on Frugality and Saving 

“It would not be out of place to state 
that the stability of our country with 
all of its unrest and uneasiness is due 
to the mighty assets held by insurance 
companies. Our nation is so resource- 
ful that nothing can upset it. Party 
politics, an occasional failure in this 
state or some other, a bad crop this 
year, a fruit failure, a cotton failure, 
could not cause much distress in this 
big, resourceful country of ours. We 
must remember that when one state or 
county is having difficulty there are 
other states and counties that are dou- 
bly productive, and it would take many 
thousands of years to bankrupt or drain 
this country of ours. The legal reserve 
insurance companies of America have 
been built up on account of the frugal- 
ity and saving of the present day man, 
and we ought to point to him with 
pride for his wide-awakeness and wis- 
dom in dealing with his estate and fam- 
ily and even with himself as he does. 

Times Have Changed 

“Of course, we do not have the same 
system that they had sixty years ago, 
and yet is it not just as good or even 
better? Our social structure in fact 
has changed; new inventions, new 
methods of living, increased medical 
science, new sanitation, various forms 
of improvements, and indeed the evolu- 
tion of organic nen , has brought 
about new ways of handling money and 
new ways of saving, and new methods 
of thinking. We believe firmly that no 
other institution in the world is pro- 
tecting man's praspnt day savings and 
stability of ct ponent A 

ibility of our coun’ and even civil- 
ization itself, as as does modern 
legal reserve life : i 
tion could be saved ft 










within twenty-four hours by appropri- 
ating the savings deposited by our 
modern men in life companies. Sales- 
men, whenever you are selling a policy 
in our company, or in another one, you 
are assisting in making and moulding a 
higher record for our nation, not only 
financially, but socially, economically, 
intellectually and morally.” 


MAY BE CARRIED TOO FAR 


Penn Mutual Life Discusses the Ten- 
dency to Create a Too Favor- 
able Mortality Record 


The Penn Mutual Life has an inter- 
esting discussion in its bulletin as to 
the question of mortality. It comments 
on one of the companies congratulating 
itself on its favorable mortality, espe- 
cially when that company makes the 
statement that this is a conservation 
of life. The Penn claims that this 
company’s boast of low mortality may 
lose some of its force if the blessines 
of life insurance in a large part have 














a selection against it uniformly exerted 
by applicants anxious to promote their 
individual interests at the expense of 
the mass, may well be restrained from 
departing from methods known to be 
safe in favor of those which may not 
sO prove, since mortality is not a mat- 
ter of a day or a year. 

“It cannot be favorably modified to 
a very great extent because changes in 
men are wrought slowly through a long 
series of years, and in some directions 
may not be effected short of several 
generations of continuing effort; but it 
would be easy by relaxing methods of 
selection to encourage later a calami- 
tous death rate. Again, custom, which 
is quite as powerful as law and mathe- 
matics, has established and follows 
methods any wide departure from 
which would put the company so act- 
ing entirely out of the competitive field 
for new business by increasing the cost 
of insurance greatly beyond the aver- 
age. Here the crux of it all is reached 
—namely, cost—and this is in the long 
run the determining factor as to how 
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LIFE INSURANCE COMPANY 


Minneapolis, Minnesota 


LEONARD K. THOMPSON, President 
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$5,487,737.82. 








DISTINCTIVELY ‘Western Company. 


holders and beneficiaries over $11,000,000. 
With admitted assets (December 31, 1911) of 
Insurance in Force, $27,- 
806,369, and a Surplus over and above all 
liabilities of $335,271.37. 


Bc opportunities for Live Men in all that 
splendidly prosperous and progressive section 
of our country lying west of the Mississippi. 

E. S. MILLER, 
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been reserved for a select few—to the 
strong, vigorous, big brained, healthy 
and financially successful, really those 
who need it the least. 

The Penn Mutual declares there is 
such a thing as refining the process 
of life insurance to the extreme and 
that a medical board might establish 


a standard of health, habits, occupa- 


tion, heredity, social and financial sta- 
tion as to exclude a very large portion 
of those entitled to have life insurance. 
If this is simply tc keep the cost down 
to those already insured by denying it 
to others, who from the standpoint of 
need at least, are equally deserving, the 
Penn Mutual states that that company 
is impairing its function as a real life 
insurance company. 

As the Penn states it is not easy to 
say exactly where the line shall be 
drawn. In commenting further on the 
subject the company says: 5 

“Foundations provide for a mortality 
up to the expected as shown by the 
table in use. That no capable manage- 
ment approximates this limit closely 
may be ascribed to two reasons. The 
first of these is that to go the limit 
may be an invitation to disaster. If 
the tendency is to liberality a man- 
agement, conscious of the existence of 





far liberality in selection may be pur- 
sued. 

“No company voluntarily places itself 
at a disadvantage in this regard, each 
aiming at a favorable result; but some 
aim with more precision than others 
and score accordingly. Nevertheless 
the limit of liberality is not reached 
when, notwithstanding mortality and all 
other features reflected in cost, it is 
yet easy to increase the volume of busi- 
ness; and no company may presently 
be charged with an inferior service 
when it refrains from drawing the lines 
so tightly as to exclude the really de- 
serving. Human values are rising. The 
fortunate are beginning to exhibit the 
saintly virtue of compassion and out of 
this must arise thought and action 
which shall fittingly recognize the in- 
terdependence of mankind and pro- 
mote ‘peace and good will.’ In this 
forward movement life insurance has 
blazed the way and shown a rivalry in 
helpful service which would reach much 
farther if it safely. could.” 





GET OUT OF BEATEN TRACK 
. There is one idea which, if it were 
put into practice oftener, would mean 
increased commissions in a good many 








agents’ pockets. That is, to get out 
of the beaten track. Get away from 
the territory which is worked by every 
agent in the vicinity. Break up the 
virgin soil. In almost every territory 
there are villages and country districts, 
away from the railroad, inaccessible, 
and practically untouched by the life 
insurance agent. The man who gets in 
their first is due to make a “killing.” 
Lots of agents have done it, but there 
is plenty of untouched country left. 


MONTHLY INCOME POLICY 

The first question I ask when my 
prospect says “I have all the insurance 
I care to carry” is, “Is your insurance 
payable to your estate or to your wife? 
I suppose it is payable in one lump 
sum.” “Yes.” “Is it wise for you to 
have your insurance payable to your 
wife in one sum? I don’t care how 
careful she may be, or how good a 
business woman, would you give your 
wife $50,000 or $100,000 and tell her to 
invest it according to her own judg- 
mnt? Is it fair to her?” 

I impress on his mind that he really 
has not got protection. Then I tell 
him of experiences that have come 
under my own observation. I knew a 
man who left $20,000 insurance to his 
wife—and I think there is no shrewder 
woman than she—but a real estate man 
got hold of her and told her what 
could be made in real estate. She 
mortgaged her property, followed his 
advice, and the money is all lost. 

There is no life insurance policy that 
is equal to the immediate payment and 
continuous monthly income policy. It 
supplies the widow’s immediate wants, 
and for the rest of her life she abso- 
lutely will not want. There is no pol- 
icy like it—C. M. Hunsicker, Phila- 
delphia. 








STATE SUPERVISOR PLAN 

Some of the companies that have 
tried the state supervisor plan in con- 
nection with life insurance work, find 
that it is very successful. By this 
method the companies adopt the plan 
that is followed by the fire insurance 
companies, in having special agents 
constantly visiting local agents. The 
special agents stir up business, assist 
the local agents, and do general edu- 
cational work. 

The state supervisor plan is some- 
thing of the same nature. The super- 
visor works on a salary and is given a 
commission on his own personal busi- 
ness. His work consists in employing, 
training and assisting agents in a state. 
He is constantly on the move; always 
at work among the agents and stimu- 
lating business. He is supposed to 
stir up the agents in the state and the 
home office deals largely with him. 

The Northern Life of Michigan has 
tried this plan and it has worked very 
successfully and now the Old Colony 
Life of Chicago has established it. 


PAYING FOR PROSPECTS 
A number of agents pay for pros- 





| pects. This is the case where they find 


a man has a good acquaintance and 
some influence. He can make some- 
thing of a selection from his acquaint- 
ances as to financial and physical abil- 
ity. The agent therefore is willing to 
pay him for the benefit of his acquaint- 
ance. Some men pay $2 for names in 
the country. If a contract is sold, the 
compensation is raised. Others base 
their commission to the helper only on 
closed cases. One of the big agency 
writers of Philadelphia says that 90 per- 
cent of the applications he writes come 
from tips given him which he has to 
pay for. He finds it a good investment 
to make arrangements to pay for such 
information, especially when it comes 
from men who really know. 





Finding the flaws in yourself sug- 
gests where to look for them in others. 





Find real purpose and pursue it unto 
realization. 
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LIFE MEN ARE MEETING 
SILLS PROBABLE PRESIDENT 





Isaac Miller Hamilton of the Federal 
Life Made a Great Hit With His 
Paper 





(From a Staff Correspondent) 

Memphis, Tenn., Oct. 16—Some two 
hundred delegates and an equal num- 
ber of guests are gathered in Mem- 
phis this week for the twenty-third 
annual convention of the National As- 
sociation of Life Underwriters. An 
important meeting of the executive 
committee Monday afternoon opened 
the meeting and the regular sessions 
of the organization began Tuesday 
morning and will close with a ban- 
quet Thursday night. The program is 
one of the strongest ever presented 
and enthusiasm is the keynote of the 
convention. 

Sills a Presidential Man : 

Neil D. Sills of Richmond, the pres- 
ent secretary, looms big as the next 
president. Percy V. Baldwin of Bos- 
ton had been mentioned for the place 
also, but he was detained at home and 
it is not likely that his name will be 
presented. Rumor has it that he is 














to leave the field for a company posi- 
tion. Jules Girardin of Chicago says 
he is not a candidate for the vice- 
presidency, but the Chicago delegation 
will probably put him in nomination. 
It is said that he is being groomed for 
the presidency in 1913. W. M. Hor- 
ner of Minneapolis and Frank D. Buser 
of Philadelphia are also strong for the 
two vice-presidencies. 
Pight for Next Meeting 

The fight between Atlantic City and 
Denver for the 1913 meeting is very 
close. The west and a large part of 
the south are pulling for the Colo- 
tado metropolis, while the east and 
part of the middle west are favoring 
the New Jersey watering place. Rich- 
mond would like the convention, but 
appears to have formed a coalition with 
Denver and will make a bid for 1914. 
Cincinnati is actively campaigning for 
the 1914 gathering. 

Scheme for Advertising 

The most important action taken 

thus far is the adoption of a resolution 
(CONTINUED ON PAGE 26) 





AETNA INSURANCE COMPANY 


HARTFORD, CONN. 


iam. cece ccccvccces #000 000.00 Kee Bnet ecereccccccces $ rorya 
— nsos aa sheechanholl - Derplar ta olicyholderd 18/630 190-74 


Total Losses Paid Since Organization, $128,003,578.89 
WESTERN BRANCH: 1837 Insurance Exchange, Chicago, III. 


Thos. E. Gallagher, General Agent L. O. Kohtz, Asst. General Agent 
WM. B. CLARK, PRESIDENT 








CONTINENTAL 


A wise Agent makes his 

strongest company his leader. 

That company is certain to be 
the Continental. 
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FIRE AGENTS IN SESSION 


ARE MEETING IN ATLANTA 





Some $2,500 Is Subscribed for an Or- 
ganization Fund to Promote the 
Association Movement 





(Prom a Staff Correspondent) 

Atlanta, Ga., Oct. 16—In a few min- 
utes this morning the National Asso- 
ciation of Local Agents secured 100 
subscriptions of $25 a year for three 
years for a fund with which to employ 
an organizer to devote his entire time 
to increasing the membership of the 
state associations. It was decided not 
to change National association dues or 
the subscription price of the Ameri- 
can Agency Bulletin as had been pro- 
posed. The constitution will probably 
be amended to provide for eight vice- 
presidents instead of eleven, one from 
each of the following groups of states: 


New England, middle department, 
southeastern, southwestern, middle 
western, Mississippi valley, Rocky 


Mountain and Pacific coast as recom- 
mended by President Southgate. 
Discuss State Made Rates 

State made rates received much at- 

tention today. George D. Markham 





At the close of the Atlanta conven- 
tion The Western Underwriter will 











of Missouri, A. H. Robinson of Ken- 
tucky and F. W. Offenhauser of Texas 
explained the laws of their states and 
causes leading to their enactment. The 
speakers expressed very little opposi- 
tion to state regulation, except that by 
reason of politics the tendency of rates 
will be down below the profit line. 
It was held that the antidiscrimination 
features, including prohibition of ex- 
tended ‘credit, are beneficial to local 
agents. 

A resolution introduced by George 
D. Markham and referred expressed 
the view that no state supervision over 
rates brings best results, but where 
states demand it agents insist that the 
rating bureau be left in the hands of 
the companies, and that state officials 
supervise without politics or bias. 

Underwriters’ Agencies 

Colonel Walker Taylor of Wilming- 
ton, N. C., did the graceful thing today 
by declining to read his paper on un- 
derwriters’ agencies because his op 
nent, Charles B. Alexander of Clarke- 

(CONTINUED OW PAGE 325) 
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AFTER THE OPERATORS 
WANT CINCINNATI CLEANED 





Ohio Department and Post Office Au- 
thorities are After the Irre- 
sponsible Brokers 





The Ohio insurance department has 
been enlisted in the effort to rid Cin- 
cinnati of the nest of disreputable and 
unreliable surplus brokers which have 
infested it and given the city a bad 
name insurancewise throughout the 
country. Chicago was formerly the 
center for underground operations in 
the west, but Cincinnati seems to have 
won that uncoveted distinction. The 
Ohio department, in combination with 
the post-office authorities, is investi- 
gating conditions and much evidence is 
being unearthed, Showing the extent 
to which the Cincinnati operators. have 
worked among agents and assured. 
Some of the firms which have worked 
from Cincinnati and which appear to 
have kept more or less closely in touch 
with one another are Oldham & Old- 
ham, C. R. Chadwick & Co., W. C. 
Farrar, G. S. Brown & Co., and E. A. 
Schwab. 

Investigation Started Last Year 

The investigation started last Jan- 
uary, when the Bishop-Riggins Com- 
pany sustained a loss of some $10,000 
and policies for $1,000 each in the Mer- 
cantile Mutual, Home of Galveston, 
Colonial Mutual Fire, Phenix of Del- 
aware, Imperial of Philadelphia, and 
Royal Fire Underwriters of Philadel- 
phia were turned up and on which no 
collection could be secured. Two of 
these companies, it was found, had 
actually gone out of existence before 
the policies were written. Two indict- 
ments were returned against E. A. 
Schwab and G. S. Brown, three others 
being held back pending the result of 
the first two. 

Post-Office Authorities at Work 

The post-office authorities have gotten 
into the Cincinnati cases from the Phil- 
adelphia end, where several of the com- 

anies mentioned were supposed to be 
ocated and convictions are expected in 
Philadelphia, a some of the 
evidence that has en gathered in Cin- 
cinnati. Fire insurance men are getting 
tired of having the city known as the 
headquarters for these operators and are 
helping the insurance department and the 
postal authorities in their work. 

Secretary Babcock of the Equity Fire 
of Sioux City, Iowa, spent two weeks in 
the city recently trying to collect his 
account against W. C. Farrar and left 
the city a much disgusted man. It is 
claimed that Farrar had issued policies 
in the Equity to the extent of some $1,500 
in premiums and Mr. Babcock felt that 
his company was ae the bag and 
helping to pay Farrar’s indebtedness to 
other companies. Some time ago both 
Farrar and C. R. Chadwick were allowed 
to go on suspended sentence in an insur- 
ance case on condition that they go out 
of the insurance business, but both have 
continued operations. 

Brokers which have figured in the op- 
erations of the Cincinnati men are Daniel 

cock & Co., of New York, List & 
Co., of Texas, a firm at Peoria, IIL, 
and others. Chadwick has represented 
the Lahaska Mutual Fire of Doylestown, 
Pa., which bas reinsured in the Leather- 
men’s Mutval of Philadelphia. He was 
also interested with List & Co. in a group 
of three insurance exchanges organized 
in Texas. G. S. Brown came to Cincin- 
nati from Philadelphia as a bond sales- 
mar of Drexel, Morgan & Co., but left 
that firm and went into the insurance 
business. Mrs. BE. A. Schwabb was at first 
his clerk and afterwards his partner. 

Should Be Cleared Up 

Whatever may be the result of the in- 
vestigation of the Ohio insurance de- 
partment and the postal authorities, it is 
certainly time that Cincinnati should be 
relieved of the taint of harboring these 
irresponsible operators. There is very 
little legitimate surplus line business left 
and what there is is being taken care of 
by the large and well established com- 
panies. The study of the Cincinnati men 
seems to have been to keep out of the 
clutches of the law, but the evidence in 
hand would indicate that they have not 
been successful. Companies, brokers and 
assured have all lost through their work 
and the proceedure seems to have been 
to exhaust the credit of the companies 
and then resort to the outside brokers. 
It is high time that for the good of the 
business this nest of operators should be 
cleaned out. 
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Assets, $3,710,952.07 Liabilities, $2,471,181.85 | 
SURPLUS TO POLICYHOLDERS, $1,239,770.22 








Continuing the management and agency plant 
of the Spring Garden Insurance Company 
with increased Capital, Surplus and Assets. 
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Joint Conference Committee of the Two 


Western Insurance Bureau met Wednes- 
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TALK OVER THE LARGE CITIES 





Company Organizations Holds Its 
First Meeting 





The joint large cities conference 
committee of the Western Union and 


day in Chicago. All were present ex- 
cept E. G. Halle, who is in New York. 
Some internal friction was manifest, 
which it is hoped can soon be over- 
come. No further meeting will be 
held for three weeks. In the mean- 
time as much data as possible will be 


CONFLAGRATION PROOF 


Liverpool & London & Globe Ins. Co., Ltd. 


LOSSES PAID IN THE UNITED STATES 


ONE HUNDRED and TWENTY-SEVEN MILLION DOLLARS 


LOSSES PAID IN SAN FRANSICO OVER 
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UNITED STATES NET ASSETS, $13,784,520.57 
UNITED STATES NET SURPLUS 4,481,988.60 


New York Office, 45 William St. Northwestern Department. 
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collected as to large cities premiums, 





expenses, practices, etc. C. E. Sheldon 
of the American presided. 

The Chicago agents’ committee was 
not called in at this meeting. 


Haas to Address Club 
George E. Haas, western manager. 
of the Atlas, who is called the father 
of the Fire Insurance Club of Chicago 
and its former president, will address 
the new Fire Insurance Club of Cleve- 
land at an early meeting. 








Complaint from Minneapolis 

There has been considerable dissat- 
isfaction over rates on some of the 
flouring mills at Minneapolis. It is 
claimed that the inspection bureau re- 
fused to lower the rate for certain 
agents, but made the reduction for 
another agent. The agents who failed 
to get the reductions are now appeal- 
ing to their companies. 





Pittsburgh Underwriters Joia 
The Pittsburgh Underwriters has 
been elected a member of the Western 
Sprinkled Risk Association. 
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MAY BRING ON A CLASH 
RECENT ACTION OF BUREAU 





Union Members Say Other Organiza- 
tion is Trying to Change Basis 
of Joint Agreement 





The action of the Western Insurance 
Bureau last week in declaring that 
maximtm bureau commissions will be 
paid to all agencies that have been 
mixed by companies joining the West- 
ern Union since Jan. 1, 1910, is liable 
to raise a serious issue between the 
bureau and the union. The Western 
Insurance Bureau at its Pittsburgh 
meeting last spring passed a resolution 
to the effect that when an agent cleared 
he should receive the maximum com- 
missions of the class of companies re- 
maining. . 

Confusion arose over this resolution 
among bureau members, some holding 
that it was passed as mandatory and 
others as only expressing the sense vi 
the meeting to be backed up by the 
bureau conference committee. At any 
rate, since the agreement went into ef- 
fect. many bureau companies have been 
paying full bureau commissions in 
agencies mixed by companies that en- 
tered the union since Jan. 1, 1910. 

Chief Bone of Contention 


This has been the chief bone of con- 
tention and it seemed impossible to get 
the bureau people to agree on a resolu- 
tion that did not make agents who had 
been involuntarily mixed, free to change 
their status. At the union meeting at 
Atlantic City a resolution was passed 
making it possible for an agent that 
had become mixed since Jan. 1, 1910, 
by new union companies, to change 
his status by allowing him and all the 
companies he represented to join in a 
written request to the conference com- 
mittee, asking that he be put on a 
bureau or union basis and then the 
full ~bureau or union commissions 
could be paid. 

Carrying Out the Spirit 

The action of the Western Insurance 
Bureau changes the basis of the joint 
agreement, although the members of 
the bureau declare that it is only carry- 
ing out the spirit of the union resolu- 
tion at Atlantic City. According to 
the recent action of the bureau, all 
bureau companies can pay the full com- 
missions in agencies that have been 
mixed by the new union companies, or 
such agents can be regarded as mixed 
by petitioning the conference commit- 
tee. According to the terms of the 
joint agreement, such agencies are 
mixed -and the union companies are 
allowed to enter them. Even follow- 
ing the bureau action, the union com- 
panies regard them as mixed, but find 
themselves in the same agency with 
bureau companies paying a higher com- 
mission, 

Outcome Is Uncertain 

Just what will be the outcome of this 
issue is difficult to predict, although 
some of the union members are very 
strong in declaring that they will not 
allow it to stand, as an attempt has} 
been made, so they say, to change the 
working agreement by one party alone, 
without the consent or approval of the 
other. The bureau members contend 
that the agents affected are those that 
have been nonunion for many years 
and do. not desire to conduct a mixed 
agency. They claim that it is simply 
justice to these agents to allow them 
to continue as bureau agents as they do 
not care to represent, in many cases, 
union companies. Where they do de- 
sire to-have union companies, they can 
become mixed by petitioning the con- 
ference committee. 

‘Want Committee to Pass on Them 

It seems the desire of the bureau to 
have all these agencies that have been 
mixed since Jan. 1, 1910, passed on by 
the joint conference committee and 
either call them bureau or mixed as 
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agent and companies desire. The union 
members are inclined to think that 
the bureau has exceeded the terms of 
the agreement and has attempted to 
change the basis without authority. 
The conference committee of the West- 
ern Union declares that it would have 
no authority to accede to or ratify the 
bureau resolution as it would have to 
go to the union as a body. 


TWO PUBLICATIONS MERGED 
Fire Protection and Fire Alarm Join 
Hands and Will Appear as Single 
Magazine 








Free Protection and Fire Alarm, of 
Madison, Wis., have consolidated. The 
two publications were launched during 
January of the present year, and both 
have been a strong feature in the edu- 
cational and publicity work of the fire 
prevention movement. Frre PROTECTION, 
published by THe Western UNDER- 
WRITER CoMPANY, is the only publication 
covering thoroughly the three great 
divisions of fire protection, prevention 
and extinction. It is recognized as the 
national educational fire prevention 
magazine, and has been adopted by 
eight strong state fire prevention asso- 
ciations as their official organ and is 
strongly endorsed by the Fire Marshals’ 
Association of North America and the 
National Association of Mutual Insur- 
ance Companies. 

Fire Alarm, published at Madison, 
Wis., by the Fire Alarm Publishing 
Company, with J. M. Sexton as man- 
ager, has been adopted as the official 
organ of the Fire Marshals’ Associa- 
tion of North America and has other 
strong endorsements. Fire Alarm has 
been progressive in the fire prevention 
movement and has especially been 
strong in the support, and publicity of 
the work of the state fire marshals. 
Mr. Sexton had built up an excellent 
publication. 

A realization of the extra strength 
which would be obtained and the bet- 
ter service which could be rendered the 
insuring public, manufacturers, archi- 
tects, contractors, property owners, 
fire departments, water departments, 
town, city and state officials, insurance 
and_ business men and to the state fire 
marshals’ and fire prevention associa- 
tions brought about the consolidation 


of these two publications. The consoli- 
dation means a greater, stronger, more 
helpful educational magazine along the 
lines followed by the two publications. 
Every feature of the work will be given 
extra attention in the consolidated 
monthly. All the departments of Fire 
Protection will be continued and the 
departments of Fire Alarm added. 
The circulation of the single publica- 





tion will be much greater as it will 
have the combined circulation of the 
two former monthlies. 

No changes will be made in manage- 
ment or editorship. O. M. Thurber 
will act as general manager of the 
greater monthly with E. Jay Wohlge- 
muth and Paul Mason as editors. J. 
M. Sexton of Fire Alarm will be added 
to the editorial staff and will take spe- 
cial charge of the fire marshals’ de- 
partment. 

The consolidated publications will be 
published under the name of Fire Pro- 
TECTION and the subscription price will 
remain the same as that of Fire Pro- 
TECTION. 





SAN FRANCISCO RATES 
It is stated that fire insurance rates 
existing in San Francisco in 1905, a year 
before the big fire, are to be restored, 
thereby effecting a reduction of the pres- 
ent rates of more than 25 percent. 





LLOYDS HAD BIG LINE 


The loss of the Brunswick-Balke-Col- 
lender Company at Big Bay, Mich., has 
been adjusted at $36,608. London Lloyds 
had $211,000 on the risk, Lumber Inter- 
wnese $90,000 and the stock companies 





NATIONAL GENERAL'S TROUBLE 

The National General, a surplus line 
company, lost $100,000 owing to the Ti- 
tanic disaster and is said now to be on the 
verge of selling out. 





PROPOSE HEW YORK LAWS 


New York, Oct. 15—(Special)—The New 
York insurance department proposes to 
recommend a new system of taxation for 
insurance companies, and will prepare a 
bill for the next legislature centralizing 
the collection of taxes from insurance 
companies in the department. Collections 
are now made by the insurance depart- 
ment, comptroller and New York city fire 
department. It will also prepare a bill 
to have the state assume the expense of 
examinations, which will permit more 
frequent examinations and the depart- 
ment can use the examiners to check up 
returns for taxation made by companies. 

The department has appointed Robert 
Cc. Cumming, who is chief of the force in 








the bill drafting room at Albany, to be 
associated with the department's attor- 
ney, A. J. Talley, in the examination of 
the New York insurance code for the pur- 
pose of preparing a bill to correct numer- 
ous mistakes and eliminate its incon- 
sistencies. It is not proposed to draft a 
new code this year. 





WILL INQUIRE INTO LLOYDS 





New York Department to Determine 
Legality of London Institution in 
This Country 





The New York department has re- 
plied to Rear Admiral Inglefield, sec- 
retary of Lloyds, London, who asked 
information as to the scope of the 
proposed inquiry concerning Lloyds. 
Superintendent Emmet confirms to him 
press reports of the proposed inquiry 
and says that for a long time the 
department has received complaints 
concerning the operations of Lloyds 
in the United States and has had many 
requests for information. The letter 
then continues: 


The department inquiry has been in- 
stituted for the purpose of ascertaining 
the facts in relation to the business con- 
ducted by the members of Lloyds, to de- 
termine whether, under our laws, such 
business is transacted legally, and if not, 
to suggest an effective remedy for the 
proper enforcement of the law relating to 
insurance with unauthorized underwriters. 

The department will be glad to consider 
a practical plan for the admission of the 
members of your body in this state, sub- 
ject to reasonable and proper safeguards, 
such as are required for the admission 
of foreign insurers who desire to estab- 
lish branches in the United States. 

I note with pleasure your offer to render 
assistance to this department in the in- 
vestigation and shall gladly avail myself 
of the courtesy extended by requesting 
you to place in my possession all the in- 
formation relevant to the subject matter 
of this inquiry. I shall appreciate a re- 
ply, giving an outline of the organization 
of Lioyds, rules for admission of mem- 
bers, the financial responsibility of the 
underwriters and the manner of their 
compliance with the assurance companies 
act. If you have any information re- 
garding the manner in which American 
business is transacted by brokers and un- 
derwriters at Lloyds, you may indicate 
the character and sources of such infor- 
mation. 

I confidently expect that you will fully 
cooperate with this department in this 
important Saveotignten which it has un- 
dertaken in behalf of the policyholders of 
this state. 





James B. Smith of Louisville has been 
appointed general agent for Kentucky of 
the Monongahela Underwriters. 
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BUREAU MEETING HELD 
IMPORTANT ACTION IS TAKEN 





Cooperation in the West Is Given 
Greater Momentum By Strong 
Sentiment Expressed 





eet ae soem 


and volition represented only com) 
known as bureau or Bape — 


agencies reason circumstances be- 

— their control (viz.: the joining of 
Ww Union by certain 

» have involuntarily 

th wishes become tech- 

a agencies as defined under 
article 4 of the confe erenes 

“Ee hae ed, That the companies, 
resolv e 

members of the Western Insurance Bu- 

shall consider as bu- 


y 
ination or to cultuense 
resign companies of other Be Be 
In case, however, any as here- 
in described, prefer to be 


pe..K. 4 is not in conflict 

gg the spirit of a resolution passed 
estern Union at its meeting sept. 

18, 1912, as follows: 

Pe py onan ne ae is author- 
da empowe me A upon and de- 
tae all questions rela to mixed agen- 
cies which because o e@ representation 
by them on April 6, 1912, of one or more 





BUREAU MEETING FEATURES 


Passed resolutions to the effect 
that maximum bureau commissions 
can be paid in all agencies mixed 
by companies joining the Western 
Union since Jan. 1, 1910. 

Adopted the working rules rec- 
ommended by the joint conference 
committee. 

Admitted the Ohio Farmers to 
membership. 

All present pledged their support 
to the large cities committee that 
is seeking to reduce expenses in 
i cities.” 

the executive committee 
to take drastic action on any mem- 
ber that wilfully disregards his ob- 
ligations. 

Adopted report of committee that 
recommended cooperative printing 
and distribution of supplies. 

W. M. Patton of the Northwest- 
ern National made chairman of the 
executive committee. 
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btreau that the spirit of fairness and 
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At the semiannual meeting of the 
Western Insurance Bureau last week, it 
was voted to count all local agencies 








that had been mixed by nonunion com- 
panies joining the Western Union 
since Jan. 1, 1910, as bureau agencies, 
and the maximum bureau commissions 
can be paid in such agencies. 

If, however, any such agency desires 
to be established on a mixed basis it 
can do so by making application to 
the conference committee if all the 
companies join in the request in writ- 
ing. 

This goes far in relieving the tension 
in the bureau ranks and legalizes a 
practice that almost all the bureau com- 
panies have been indulging in although 
it violated the letter of the joint agree- 
ment. 

Committee Offers the Resolution 

The resolution offered by the execu- 
tive committee through Charles .E. 
Sheldon, counting as bureau agencies 
all offices mixed by uniun companies 
joining since Jan. 1, 1910, received 
unanimous support. The resolution 
does not apply to any agency that was 
mixed prior to Jan. 1, 1910, as such 
offices will remain permanently on a 
mixed basis. The date fixed will apply 
to such companies as the Continental, 
Fidelity Underwriters, Law Union, 
Rochester German Underwriters, North 
River, Nassau, Empire City, United 
States Fire, Peoples National, and so 
on. 

In other words, bureau companies 
can now pay the maximum commis- 
sions to such agents. The resolution 
states the action has no bearing on 
what union companies shall pay nor 
will there be any attempts to persuade 
such agents to retire their union com- 
panies. 

Say Resolution Is in Harmony 

While this action of the bureau 
makes such agences open to maximum 
bureau cOmmissions and it is already 
in effect, yet the Western Union has 
not assented and it will still regard 
such agents as mixed and open to 
union companies. The bureau execu- 
tive committee considers its resclution 
as in harmony with the resolution 
passed by the Western Union at Atlan- 
tic City to the effect that the joint con- 
ference committee is empowered to 
change the status of an agency mixed 
by companies joining the Western 
Union since Jan. 1, 1910, provided the 
agent and all companies unite in a writ- 
ten request that the local office be 
established as either clear union or 
clear bureau. 

Repeals the Bassett Resolution 

This action repeals the so-called Bas- 
sett resolution passed at Pittsburgh to 
the effect that when a mixed agency 
cleared it could receive the maximum 
commissions paid by the class of com- 
panies remaining. There has been 
much confusion over this resolution. 
The union companies refused to ac- 
cept it as part of the agreement. Some 
of the bureau members held it as bind- 
ing and others as advisory. The pro- 
test of agents that have become mixed 
by new union companies has been 
strong and many bureau companies 
openly announced they would pay full 
bureau commissions in such cases. 

Ohio Farmers Is Admitted 

The Ohio Farmers application for 
membership was presented at the open- 
ing of the second session by C. E. Por- 
ter. President Hawley, Attorney El- 
liott, Secretary Haines and General 
Agent C. L. Hecox, were present. The 
Amazon Fire of Dallas, Tex., was also 
admitted. 

The Ohio Farmers’ entrance into bu- 
reau ranks will clear the situation espe- 
cially in Ohio and Indiana, and will re- 
sult in other companies joining. The 
Millers National, for example, has been 
waiting on the Ohio Farmers. 

Working Rules Are Adopted 

The new set of working rules agreed 
on by the joint committee and already 
adopted by the Western Union were 
adopted in toto. They were read by 
Walter D. Williams. The chief effect 
(CONTINUED ON PAGE 15) 
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NEBRASKA MEETING HELD 


FREEMAN CHOSEN PRESIDENT 





State Fire Prevention Association and 
the Blue Goose Gather in Annual 
Session 





Secretary, 
Executive—E. D. Marr, chairman; 
Dale, W. C. Lyle, W. 8S. Harding and A. 
@. Evans. 


“Fire Protection and Water Supply—R. 
w W. B. Dudley, W. K. 
Graham. 


Law and Ordinance—J. H. Casebeer, 
chairman; H. H. Miller, E. D. McCall, W. 
D. Hill and O. W. Chapin. 


Omaha, Neb., Oct. 15—(Special)— 
Field men of Nebraska talked both 
business and fun here today at the an- 
nual meeting of the Nebraska Fire Pre- 
vention Association held in the morn- 
ing and of the Nebraska pond of the 
Blue Goose, in the afternoon. — 

At the fire prevention meeting, the 
secretary in his report showed forty- 
seven active members and three asso- 
ciate members. Reviewing the past 
year’s work, he said: 

Criticism by the Secretary 

During the past year there have been 
ten bulletins issued, five on miscellaneous 
inspections and five on towns. The fol- 
lowing towns have been inspected: Blair, 
Aurora, Humboldt, North Platte and 
Kearney. The defects have been 232, of 
which 182 have been corrected with 50 as 
yet not corrected, or 27 percent. Of these 
50, however, there are 23 from which we 
have never been able to get a response in 
not having the proper address of the par- 


es. 

Along this line I want to call atten- 
tion to the benefit of the town inspection 
and the results obtained. For instance, 
at Blair, where 16 defects were found, 
14 have been corrected. At Aurora, where 
22 defects were found, all have been cor- 
rected. At North Platte, out of 35 de- 
fects 29 have been corrected, which sim- 
ply goes to show that the work done on 
the ground is the most beneficial. As to 
Bulletin No. 17, in which 19 defects have 
been reported, we have only been able to 
secure ten of these corrected, or prac- 
tically 50 percent. 

Some Members Do All Work 


The secretary is aware that there has 
been some criticism during the year of 
the small amount of work done by the 
association, and while there are some 
members who want to put it in on the 
Secretary’s office, I want to say right 
here that it is your association and it is 
up to you to do the work. This office 
has issued bulletins and done all the 
work that has been asked of it. 

In July a committee of the whole was 
called upon to attend a meeting at North 
Platte and inspect that town. There were 
Seven members out of a membership of 
47 who responded to the call. At Kear- 
ney, in August, a committee of 16 was 
appointed and each received three let- 
ters, but at that meeting we had an 
attendance of but eight. 

Cold Pigures Are Given 

In going over the inspections for the 
past year and considering the work done 
by members and boiling it down to hard 
facts and cold figures, the work of the 
association for the entire year has been 
done by practically ten members. 

At the meeting at North Platte, after 
a complete inspection of the town, we 
had a delightful dinner with the Com- 
mercial Club of that city and addresses 
were made by Chief Deputy Fire Com- 
missioner Charles A, Randall, E. D. Marr, 
Walter Dudley and by the secretary. 
= Kearney we were not so fortunate. 

ur meeting was called but this town did 
not respond, there being only six or eight 
of the city council present, and it was 
deemed not advisable at that time to 
make any talks. The understanding, how- 
ever, is that later on the Commercial 
Club will arrange for a meeting and 
speakers for the association will be called 


or. 
‘ Year Not Up to Standard 
he year has not been up to the stand- 
ard, but if the other 37 ceambars would 
do one-half the work that the ten mem- 
bers have, the Nebraska State Fire Pre- 
vention Association would compare more 
favorably with amount of work done by 
other state fire prevention associations. 
It was decided to give Lincoln a 
thorough overhauling in the near 
future. A committee of forty will be 
divided into twenty subcommittees of 
two each to take in the whole town 


‘for this year unless the fires for the re- 


from cellar to garret. After that has 
been done, an assignment of smaller 
cities to various committees will be 
made. 
Meeting of Blue Goose 

After luncheon, the Blue Goose held 
a business session and reelected these 
officers: 

Most Loyal Gander—C. U. Hendrick- 
son. 

Supervisor of the Flock—H. H. Mil- 


er. 

Custodian of the Goslings—C. D. 
Mackenzie. 

Guardian of the Pond—Charles Cald- 


well. 

Wielder of the Goose Quill—C. E. 
Siefken. 

Keeper of the Golden Goose Egg—E. 
D. McCall. 

It was decided that a sociability ban- 
quet for members and ladies be en- 
joyed early in December. 





September Fire Loss 

The fire loss of the United States 
and Canada for the month of Septem- 
ber, 1912, as compiled from the records 
of the Journal of Commerce, aggre- 
gates $13,779,300, as compared with 
$11,333,250 for the same month last 
year, and $11,700,000 for September, 
1910. The losses by fire since the first 
of January this year total $177,529,950, 
about a million and a half less than 
for the first nine months of last year, 
when the figures reached $178,988,800, 
and over eighteen million more than 
the same time in 1910, which was re- 
ported at $159,347,300. 

The following table gives a compari- 
son of the losses by months thus far 
this year with the figures for the same 
months in 1910 and 1911: 


1910 1911 1912 
Jan. $15,175,400 


$21,922,450 $35,653,450 

Feb 15,489,35 16,415,000 28,601,650 
March 18,465,500 31,569,800 16,650,850 
April 18,091,800 17,670,550 16,349,400 
y 18,823,2 21,422,000 21,013,950 
June 13,183,600 20,691,950 6,103,450 
July 26,847,900 25,301,150 15,219,100 
Aug 21,570,550 12,662,650 14,158,800 
Sept 11,700,000 11,333,250 13,779,300 





T’ tal $159,347,300 $178,988,800 $177,529,950 

It will be noticed that the largest loss 
by one fire during the month is on the 
Pacific coast, and there were in addition 
several other expensive fires in that sec- 
tion. The fire underwriters will appar- 
ently have an unsatisfactory experience 


mainder of 1912 are unusually light. That 
some companies may retire before the 
new year opens seems quite likely. 





Amends Arkansas Petition 


The attorney-general of Arkansas 
has filed an amended petition in the 
suits brought against insurance com- 
panies for taxes under the law of 1873. 
If the court finds the law of 1873 was 
repealed by that of 1875, and that the 
tax imposed by the latter act was not 
a property tax but a privilege tax, and 
the plaintiff shows that the companies 
have paid no property tax in the state, 
the amendment asks that judgment 
be given for the property tax which it 
is alleged should have been paid to 
the various counties, school district and 
municipalities where the premiums 
were collected. It is alleged that on 
this view large penalties and costs are 
due in addition to the taxes ard the 
appointment of a master to take proof 
is asked. The effect of the amendment 
is to extend the time for filing answers. 





Will Write All Lines 

The National Motor Indemnity Com- 
pany and the National Motor Insur- 
ance Company, which are being organ- 
ized by interests with which President 
William B. Joyce of the National 
Surety is identified, are to write all 
classes of casualty insurance and all 
fire risks, respectively, in addition to 
making a specialty of automobile in- 
surance. The two new companies will 
be closely affiliated with the National+ 
Surety and its agency force throughout 
the country, and are expected to be- 
come prominent in casualty and fire 





Home Fire Insurance Co. 


WHEELING, WEST VIRGINIA 


Cash Capital, $250,000.00 Surplus to Policyholders, $305,661.08 
COMPARATIVE STATEMENT—CASH ASSETS 

Joly S, SOUR 2: 55 Aceves Rade dovess ax cagedsetvtd. Bateabaceuaaeel $ 36,898.83 

Se hg MEEK 000,00 sa ph ene ncpnntiteee dubee v0 vupandesadespad base tvbtcanie 138,583.99 

TIEN « oc pasinddtnak <tatttieececidlb knndvdachontacaonedamibnatine 250,129.96 

Te is enna elem en bl 332,934.38 


Reliable agents wanted in all the principal cities of Ohio and Indiana. 


Address Home Office, - LING, WEST VIRGINIA 
PITTSBURGH FIRE INSURANCE COMPANY 





Organized 1851 1808-11 Commonwealth Buliding, Pittsburgh, Pe. 
GAG eiccccccesers ssovee +-$200,000.00 Net Surplus ..........css.sseeeees $176,557.54 
Assets, January 1, 1912.... 560,383.49 Surplus to Policyholders......... 376,557.54 


Licensed to do business in Pennsylvania, Illinois, Michigan, Ohio and Wisconsin 


&. J. WILSON, President D. C. SHAW, Vice-President R. J. McKNIGHT, Sec’y and Treas. 
W. J. R. MAGILL, Ass’t Secretary JOSEPH H. GORDON, General 


=o ORB MANIA 
WESTERN. tre LL. vey 











Insurance Company ngs weg 
ORGANIZED 1859 
of Pittsburgh Cash Capital, - -  $1,000,000.0 
Assets, - - - - $6,852,645.9 
FIRE AND TORNADO Net Surplus - = = $2,289:631.9 
eee urplus for Policy 
SURPLUS TO POLICY HOLDERS, popes Holders, - - - $3,289,631.94 
ASSETS - - - + 065,491.48 HEAD OFFICE: 
LOSSES PAID TO DATE 5,080,781.00 Cor. William and Cedar Streets 





STOCK SALESMEN 
For the only Million Dollar Company for the State of Ohio. 


Prominent Bankers and Business Men heading the Company 
Up-to-date Literature and Bankers’ Letters to work with 
The Cleveland National Fire Insurance Company 


Park Building, Cleveland, Ohio 
Capital, $1,000,000 Surplus, $1,000,000 


59th ANNUAL STATEMENT 








Coots ue pectect policy balers) = “Qeenaeeee 
Net Surplus to policy bolders . 1.965,969.88 
, of WadattoantD.¥! Net Surplus to stockho! s - 1,465,969.82 


W. H. STEVENS, President JOHN QO. ADAMS, Secretary 


STUART MORGAN, State Agent, Michigan, Detroit 
N.T. JULIAN, State Agent, Ohio and West V inia, Columbus 
F. G. HERMAN, State Agent, Indiana and Kentucky, Mattoon, III. 
P. P. WIPPELL, State Agent, Illinois and Wisconsin,2127 ins. Exchange, Chicago 
RAYNOLDS BARNUM, State Agt., Missouri, Kansas and Oklahoma, Kansas git, Mo. 
E. S. FREEMAN, State Agent, lowa, Nebraska and Minnesota, Omaha, Ne 


B, CREMER, President 





ESTABLISHED 1876 CHAS. CREMER, Secretary 


German Fire Insurance Company 
CAPITAL $200,000 


OF PEORIA, ILLINOIS 
January 1, 1912 


Admitted Assets - - - - - - - $800,343 Paid in Baltimore - - - - - - $102,000 
Policyholders’ Surplus - - - - = $395,455 Paid in San Francisco - - - - + $470,165 
W. IRVING OSBORNE, President JAMES A. PATTEN, Vice-Pres. OTTO E. GREELEY, Secretary 


CALUMET INSURANCE COMPANY 


INSURANCE EXCHANGE, 
EDGAR J. HAYNES, President 
THOMAS L. FARQUHAR, Secretary JAMES G. MACONACHY, Agency Superintendent 


NEWARK FIRE 


INSURANCE COMPANY. 











CHICAGO 











Newark, N. J. 
Assets . . - . $1,876,693.29 
Capital - . . . . 500,000.00 
Surplus to Policyholde . - 1,350,881.30 


WESTERN SPECIAL AGENTS 

.H. MACFARLANE, Michigan and Ohio, Union Trust Building, Detroit 
neles HAS. G. BEADELL, Wisconsin and Minnesota, Plymouth Bidg., Minneapolis 

Age and Indiana, Indianapolis ms 








insurance business in general. 





eee Illinois ° 
Solicited LOUIS R. DALE, lowa and Missouri, Pierce Bldg., St. Louis, Mo. 
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BOARD TO INVESTIGATE 


SEEKS TRUTH ABOUT CHARGES 





Committee Appointed at Milwaukee to 
Sift Story of Directors Getting 
Advance Information 





As a result of some of the rather 
startling charges made before the Wis- 
consin legislative investigating com- 
mittee on fire insurance at its session 
in Milwaukee last week, regarding the 
operations of the Milwaukee Board of 
Fire Underwriters, particularly that 
the directors of the board learned of 
changes in rates before other members 
and so were able to take advantage 
of them, a resolution calling for a 
thorough investigation into the matter 
was introduced by Edward H. Mac- 
Neil! at the annual meeting of the 
board held last week. 

Before he would permit himself to 
be reelected, Loyal Durand, president 
of the Milwaukee board for the past 
three years, demanded that the board 
members pledge themselves to conduct 
a thorough investigation in the charges. 

Durand Reelected Unani ly 

After MacNeill had introduced his 
resolution, Mr. Durand was elected by 
a unanimous vote. While speaking for 
the passage of his resolution, Mr. Mac- 
Neill charged that the “system,” re- 
ferring to several eastern fire insurance 
companies, was controlling the Mil- 
waukee board through its agents, and 
he said, also, that the alleged “tipping 
off” of reductions in rates was a 
“vicious practice.” His resolution was 
referred to a committee of five, which 
will conduct the investigation and re- 
ort at the next regular meeting. Mr. 

acN<ill was chosen a member of the 
committee and later elected its chair- 


mar.. 

Otto A. Braun charged that the con- 
trol of the Milwaukee board is vested in 
about five members, who, because of the 
system of balloting followed, are able to 
control the elections. It seems that each 
member of the board is entitled to one 
yo. for every $1,000 worth of premiums 
he has written. Mr. Braun offered a res- 
olution, providing that a committee of 
three be appointed to draw up new by- 
laws, to the effect that each member of 
the board shall have one vote, regardless 
of how much insurance is written. 

J. O. Myers, the venerable secretary of 
the board, who has filled this office for 
the past eighteen years, was reelected. 
C@ther officers were elected as follows: 
Vice-president, Theodore Zillmer; treas- 
urer, Emil F. Hunkel. Directors for three 
years are Gustav Wollaeger, Henry 
Echstein and Charles L. Borst. 

Bkern Had Proof 

Because of the testimony offered before 
the legislative investigating committee, 
President Durand said it would be im- 
possible for him to read the address 
which he had prepared. He said that if 
it were trie that several members of the 
board were able to learn of the reduction 
in rates before others, then the board 
might just as will cease to exist, as its 
purpose was defeated. 

“Commissioner H. L. Ekern called me 
into a conference when he arrived in Mil- 
waukee the other day,” said Mr. Durand, 
“and asked whether the rates on certain 
properties were reduced without the 
knowledge of members. I told him they 
were not and he then handed me a letter 
which showed conclusively that they 
were. I was astounded and unable to 
explain it. In accepting the office of 
president for the third time, I do so only 
on the condition that a sweeping investi- 
gation be carried on to show whether or 
not the eee has been general. 

According to the annual report of Sec- 
retary Myers, nearly $900,000 in losses 
have been paid by the insurance compa- 
nies in Milwaukee during the past year. 








The Phenix Fire of France has been 
lHeensed in Kentucky. 





Cash Capital Fully Paid, $850,000.00 
Poor, Selden & Van Ness 
General Agents 

‘3 Abell Building, 
Baltimore, - - Md. 


Have Jurisdiction Over and Promptly Adjust 
all Losses in the States of Virginia, North 
and District of 








115 North Pennsylvania Street, 
JAMES F. JOSEPH, Vice President and Managing Underwriter. 


Net Surplus, $473,580.69 Surplus to Policyholders, $1,323,580.69 


TERING *=° 


— Firs — 23 Li 
INSURANCE @MPANY 5 igeg 
New York 


HOME OFFICE: 
INDIANAPOLIS, INDIANA 











No Delay 





Jllinois Surety Company 


HOME OFFICE, 134 S. La Salle Street, CHICAGO 


No Red Tepeand “WE ISSUE SURETY BONDS” Literal Commissions 
Local Agents Wanted Everywhere 





INCORPORATED APRIL, 1905 


WRITE TODAY Attractive Contracts 











AS VIEWED FROM CHICAGO 


TUTTLE IS MADE CHAIRMAN 
C. R. Tuttle, of the Continental, was 
elected chairman of the governing 
committee of the Western Union at the 
meeting Tuesday. W. L. Steele of the 
Niagara was made vice-chairman. Mr. 
Tuttle, since assuming the western 
management of the Continental, has 
taken an active part in organization 
work, proving one of the most efficient 
and intelligent men in the business. 
* * * 
CLASSIFICATION MEETING 
The meeting of the special commit- 
tee on classification of fire insurance 
risks appointed at the Insurance Com- 
missioners’ Convention at Spokane, 











which was to have been held in New 
York City Oct. 21, has been postponed 
until Nov. 15, at the Manhattan hotel, 
New York City. This action was made 
necessary on account of the inability 
of most of the commissioners to at- 
tend ‘the meeting because of the fact 
that it was scheduled too close to the 
election, and most of the commission- 
ers have their hands full at this time 
of the year. 
* * * 

MAJOR HARDING'S CONDITION 

Major A. J. Harding of Harding & 
Dean, western managers of the Spring- 
field, who has been ill at his home 
at Evanston, Ill, for some time, is 
recovering from the relapse he suffered 
a few weeks ago and is now more 
comfortable. 

xk ee 

TO HAVE INSURANCE EXCHANGE 
_ The Insurance Exchange in Chicago 
is to have a sister building of the same 
name in San Francisco. The Insurance 
Exchange has been incorporated in 
San Francisco to house the insurance 
men of the city. It is next door to 
the Fireman’s Fund building and is to 
be located at 401 California street. The 
building will be eleven stories high 
and there will be 8,700 square feet of 
renting space. Three officers of the 
Fireman’s Fund are on the board of 
directors, they being W. J. Dutton, B. 
Faymonville and J. B. Levison. George 





The Reisch Indemnity Company 





(A PARTNERSHIP) 


OF SPRINGFIELD, ILLINOIS 
Chicago Office, 1560-1564 Insurance Exchange 


Resources Exceed $4,000,000  Dram-Shop Indemnity 








NORD-DEUTSCHE 


INSURANCE COMPANY 


Established 1857 Hamburg, Germany 


UNITED STATES BRANCH 


















123 WILLIAM STREET NEW YORK 
Assets $650,294.07 Surplus $461,238.84 Liabilities $180,055.23 
J. H. LENEHAN 
United States Manager 
SAN FRANCISCO: ——— 
DAL 3 
— —" J.8. tdnen & Co. 
General Agents 
OF AIXLACHAPELLE .GERMANY. 
UNITED STATES BRANCH 
CHICAGO . EW YORK. 
Harvey W. Murray — ton 
General Agent ee 





Fire Insurance 


The Colu mbia Conaning of ladlinn 


Hume-Mansur Building, INDIANAPOLIS 
GEORGE E. FEENEY, President JACOB BUENNAGEL, Treasurer 


Capital . . . . $150,000 


(A BUREAU COMPANY) 


Let us tell you why the agency of this company is a valuable 
asset to any Indiana Agent 


Will enter Ohio and Illinois EDWARD T. LYONS, Secretary 


VULCAN INSURANCE CoMPANY 


NEW YORK 


Home Office, 89 Fulton Street. 


Total Assets Jan. 1, 1912 $327,768.09 “AGENTS desired in principal cities 

and towns in New York, New 

Jersey, Pennsyloania, Illinois and Ohio. 

200,000.00  Correondents, desired for sprinklered 

’ risks and high grade mercantile and 

special hazards. Policies issued on new 

automobiles at lowest rates subject to 
most liberal conditions. 





Cash Capital. . . . 


Surplus to Policyholders 295,645.23 















































































= 





Pgs 


ya 
¥ 















: 
b 
If 
3 
. 
¢ 
§ 
a 





























October 17, 1912, 


THE WESTERN 





UNDERWRITER. 








A. Newhall, Henry Rosenfeld and Ar- 
thur A. Smith, who are on the board, 
are oe directors of the Fireman’s 
Fund. 


As risks that have carried relief rates 
are coming around for renewal the 
authorities are requiring that the cause 
for relief be looked into and in many 
cases it is found that relief was asked 
against companies that are now mem- 
bers of the Western Insurance Bureau, 
which at the present time does not con- 
stitute a cause for relief. In this way, 
it is stated, that the number of relief 
cases will be greatly decreased, as re- 
lief will only be granted against strictly 
nonaffiliating companies. 

* * 


CONSIDER OUTSIDE COMPETITION 
The Western Union’s special com- 
mittee to consider the growing com- 
petition from Lloyds, outside compa- 
nies and cut rate brokers consists of 
P. D. McGregor of the Queen, chair- 
man; F. C. Buswell, Home; Fred S. 
James, National, Ct.; H. N. Kelsey, 
Sun; Henry E. Rees, Aetna; W. H. 
Sage, German American; A. & J. H. 
Stoddart, New York Underwriters. 
. 


DELINQUENT AGENTS 

Despite the new rule requiring agents 
to remit balances not later than forty- 
five days after the month in which 
the business is written, it is reported 
that there is the same full quota of 
case-hardened delinquents who fail to 
come to the scratch within the time 
limit. Every possible pressure is 
brought to bear upon them without 
any appreciable beneficial result. Such 
chronic delinquents exist for a time, 
but inevitably fall by the wayside, as, 
once they get on the company’s black 
list, through persistent failure to com- 
ply with the rule in the matter of re- 
mittances, it is only a question of 
favorable opportunity when the sup- 
plies are transferred. A favor out of 
the ordinary in the underwriting de- 
partment is seldom granted to an agent 
who is always behind in his accounts. 
Agents in this class should take heed 
and turn over a new leaf. 

s a + 
SOME LOCAL EVENTS 

The semi-annual meeting of the West- 
ern Factory Insurance Association will 
be held Thursday of this week at which 
time the application of the Orient for 


membership will be voted on and two di- 
rectors will be elected. 


The Chicago Managers’ Golf Associa- 
tion met Wednesday at Glen View. 








With Chicago Brokers 





_ The Insurance Brokerage Associa- 
tion of Chicago stands ready to sup- 
port an anti-rebate bill in Illinois, pro- 
vided the bill recognizes the broker 
and is strong enough in its provisions 
to cause those who are guilty of the 
practice to think what they are doing. 
The brokerage association has stood 
all along for good practices and its 
members have called attention from 
time to time to the rebating that, no 
doubt, is practiced in the handling of 
a number of large lines. The brokers 
want the Proposed bill to definitely 
give companies and agents the right 
to pay a commission to brokers. 

_ While the Illinois law has nothing in 
it to establish or define the status of 
the broker, yet it is thought that the 
brokerage association at the proper 
time will frame such a bill in order that 
there may be no doubt as to the status 
of the broker. At the recent meeting 
afthe Illinois Local Agents Associa- 
tion one of its resolutions favored a 
brokers’ license bill. Outside of Chi- 
cago the brokers are seldom heard of 
in Iilinois in the transaction of local 
business unless some large city broker 
captures a local line. The Insurance 
Brokerage Association is very much 
terested in having a proper bill 
passed and it insists that if such a 
measure be introduced it establish some 








THE WORLD’S GREATEST FIRE COMPANY 


in the FIRE 

tower LIGHTNING 
cially TORNADO 
times. AUTOMOBILE 

















INSURANCE COMPANY, Limited 





Western Department - Royal Insurance Bidg., - Chicago 
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E. STANBERY 
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Manager 
Assistant Managers 














TOURIST FLOATER INSURANCE 


Special Policies in Strong Companies Insuring Against Loss by 


Fire and T heft’ errecrs 
$1,000—for 3 months in U.S. . . $8.00 


MOORE, CASE, LYMAN & HUBBARD, "™Sqzssance 


Anywhere in United States or Europe 
$500—for 3 months Worldwide . . $5.00 








standard of qualifications for brokers. 
The association will gather together 


the other states and endeavor to formu- 
late a bill that will be comprehensive 
and protective. z 


s 

Speaking of automobile theft losses, 
one of the members of the Insurance 
Brokerage Association holds that the com- 
panies are very lax in their attempts to 
recover lost cars and he states that 
seemingly a hit or miss policy is adopted 
without any definite plan in it. He be- 
lieves that a number of cars that are 
stolen can easily be recovered by vigorous 
methods, provided proper system is used. 
He thinks it is time that in the west 
there should be some central bureau in 
charge of a man who is giving all his 
time to it, that will seek to recover lost 
cars in a way that will be effective. 


A broker in speaking of the big hole 
sprinklered risks are cutting in premiums 
and commissions cites a line placed by 
him which has just been equipped. The 
premium this year is just about the same 
as the commission on the business 
amounted to before it was sprinklered. 





| Changes in the Field 








Albert Schulze 


The Phoenix of Hartford has ap- 
pointed Albert Schulze, an examiner 
in its western department at Cincinnati, 
as special agent for Missouri to assist 
State Agent F. W. Bowers of St. Louis. 


SHARPE AND QUARLES 

The Western and British America an- 
nounce the following field appointments: 
Ernest Sharpe who for the past three 
years has acted in association with U. O. 
Michaels, has been appointed special 
agent, with headquarters at Pittsburg, 
for Pennsylvania, one-half of West Vir- 
ginia, New Jersey and Delaware. 

L. M. Quarles, at present occupying the 
position of stamping secretary of the Vir- 
ginia department office of thé Southeast- 
ern Underwriters Association, has been 
appointed special agent for Virginia, one- 
half of West Virginia, Maryland and Dis- 
trict of Columbia, with headquarters at 
Richmond, Va. 





GEORGE E. DAY 


George E. Day becomes special agent 
for the Crum & Foster companies in West 
Virginia and Kentucky, with headquarters 
in Louisville. 





JESSE E. DAVIS 

Jesse E. Davis has been appointed spe- 
cail agent for the Vulcan Fire of Cali- 
fornia, covering Washington, with head- 
quarters at Seattle. Mr. Davis resigned 
recently as special agent for the Geo. 
H. Tyson general agency, having served 
this firm since his return to the Pacific 
coast field one year ago. He was former- 
ly in northern Illinois for the Continental. 





H. M. Jackson, secretary of the United 
States branch of the North British & Mer- 
cantile, has retired after forty-one years 
of service with the company, his long ser- 
vice being recognized 





manner by the company. 


the brokers’ license laws of some of | 
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@| PROMPT LOSS SETTLEMENTS 


THE 
GIRARD FIRE & MARINE 
Insurance Company of Philadelphia 


W.E. ROLLO & SON, Managers 
2021 Insurance Exchange, CHICAGO, ILL. 
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CLARK & ASH COMPANY 


INSURANCE PRINTERS 
732 SHERMAN STREET 
CHICAGO, ILLINOIS 


E. A. Botmar, President. Wanasn 274 


INSURANCE SYSTEMS & AUDIT CO. 


FIRE 819 Insurance Exchange CASUALTY 
MARINE 175 West Jackson Boulevard SURETY 


CHICAGO 


AUDITS—SYSTEMS—OFFICE ORGANIZATION 
TABULATOR SYSTEMS—DETAILS RE-INSURANCE DEALS 


HENRY P. MAGILL @ COMPANY 


GENERAL AGENTS AND MANAGERS 
1523 Insurance Exchange, Chicago, Illinois 


LOCAL AND REINSURANCE DEPARTMENTS 


NIAGARA-DETROIT UNDERWRITERS 


Comr osed of 
Niagara Fire, Detroit Fire and Marine, and Michigan Fire and Marine 


NEW JERSEY FIRE, of Newark CENTRAL NATIONAL FIRE, of Chicago 
CENTRAL MANUFACTURERS MUTUAL, of Van Wert 
OHIO FARMERS, of Leroy BEN FRANKLIN UNDERWRITERS, for lowa 


JOHN A. KELLY & CO. 


55 JOHN STREET NEW YORK 


HARRISON 4170 
Puonzs | AUTOMATIC 52223 





NATIONAL INSPECTION COMPANY 
rated 1903. 
Joseru G. HuBBELL, Manager. 
108 South La Salle Street, Chicago. 
nspects special hazards, sprinklered and e mer- 
que nae Se all ne towns -}~ — 
, St. Louis excepted. ts asses an 
hazards in Cook County. — 
Straightforward, non-technical reports by experi- 
enced men. References furnished. Inquiries cheer- 
y answered. Ask those who use us, 











GENERAL AGENTS 


Franklin Insurance Company of Washington, D. C. 
Capital $250,000 


Potomac Insurance Company of Washington, D. C. 
Capital $200,000 


Arlington Insurance Company of Washington, D. C. 
Capital $200,000 
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OHIO AND WEST VIRGINIA 


CONSIDERED A TARGET LINE 








Wholesale Grocery Risk at Cleveland 
Had Large Area With Unprotected 
Stairways and Elevators 





The H. C. Christy wholesale grocery 
risk at Cleveland, which was destroyed 
by fire recently, was considered a 
target line by the Cleveland Inspection 
Bureau. The building was of such a 
type of construction as a modern build- 
ing code would not permit. It was of 
great area, seven stories in height, with 
unprotected elevator and stair shafts. 
The interior parts, beams, girders, floor 
and roof supports were all exposed and 
the irca and steel used of light weight. 
Owing to these features, the fire sweep- 
ing up the open shafts, caused the steel 
supports to buckle and a prompt col- 
lapse of the building followed. 

The risk contained practically all the 
miscellaneous features, including coffee 
roasting, storage of matches, etc., 
which go to make up the wholesale 
grocery line. So far as known no par- 
ticular pains had been taken to render 
these features any safer than if the 
building had been of the most approved 
construction. 

The Individual Underwriters, Whole- 
sale Grocers’ Indemnity Exchange and 
a number of mutuals, took large blocks 
of the stock line. The Individual Un- 
derwriters must stand for $181,000 of 
the loss; the Wholesale Grocers’ In- 
demnity Exchange, $40,000, and the mu- 
tuals and other small companies, $30,- 
000. This makes up more than half the 
total loss on building and stock. 


STAMPING OFFICES CHANGED 








General Readjustment in West Vir- 
ginia, Resulting in Concentration 
at Wheeling and Charleston 





The readjustment of stamping office 
conditions in West Virginia is now vir- 
tually completed, or will be within a 
few days, as soon as the office at Cum- 
berland, which is operated in conjunc- 
tion with the middle department, has 
been discontinued. As the West Vir- 
ginia Fire Underwriters Association 
has jurisdiction over only about $75,- 
000 in premiums reporting to the Cum- 
berland office, the changes may be said 
to have been completed on Sept. 28, 
and the new arrangement is already in 
good working order. The changes 
were hastened by the resignation of 
Stamp Clerk Urbach at Bluefield and 
G. S. Dick at Charleston. Mr. Urbach 
resigned to go with a local agency and 
Mr. Dick to go into the field for the 
John B. Gordon general agency of 
Richmond, Va. 


One of the chief advantages of the new 
arrangement is that the stamping offices 
are now located in the same cities with 
those of the inspection bureau, Wheeling 
and Charleston. Heretofore there have 
been stamping offices at Wheeling, Park- 
ersburg, Clarksburg, Huntington, Charles- 
ton, Bluefield and Cumberland. The new 
Wheeling office will handle about $1,300,- 
000 in premiums and has as chief clerk 
and assistant to Secretary Whiteley, A. 
G. Kenngott, formerly with the inspection 
bureau, as first assistant, Miss Kate B. 
Gaither, formerly Wheeling stamp clerk, 
and as second assistant Miss McDonough. 
The Wheeling office takes over the terri- 
tory formerly handled from Clarksburg, 


Fire Insurance Agency 
For Sale that has been long es- 


tablished; is doing a good business 
and representing large old line com- 
panies. This is one of the best agen- 
cies in Toledo, O., and can be bought 
at a reasonable figure. Reasons for 
selling given to prospective purchaser. 

Address, 144-S, 
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“NATIONA 
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G. W. POHLMAN, JR., Presiden‘ 
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F. H. HAWLEY, Pres, 


Ohio Farmers Ins. Co. 


Organized 1848. 


I Ses eiks's 00 nda 


$2,900,829.63 Reserve for Em 
Net Surplus,........ as 


AGENTS WANTED IN ILLINOIS AND MICHIGAN. 
McCONNELL & HECOX, Gen’l Agen‘s 
Insurance Exchange Building, 


W E. HAINES, Sec’y. 


LE ROY, OHIO 


es, . $125,000.00 
- -$1,076,392.1 


CHICAGO, ILL. 














CAPITAL = 
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Western Reserve Insurance Company 


e& CLEVELAND, OHIO 


#8250,000.00 
J. EDGAR LYONS, Secretary and Treasurer 


An Ohio Company Operating in Ohio Only 
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Cumberland and all but two counties of 
that handled from Parkersburg, the 
Charleston office taking the remainder. 
G. 8. Wiestling, formerly stamp clerk at 
Clarksburg, becomes chief stamp clerk at 
Charleston, and Miss A. B. Schuman, for- 
merly Parkersburg stamp clerk, assis- 
tant. Mark Poore, the veteral stamp 
clerk at Huntington retires and will give 
his attention to his other business. The 
Charleston office will handle over a mil- 
lion dollars in premiums. Under the new 
arrangements the association expects to 
give better service and to save about 40 
percent of the stamp clerk expense. 





Rates on the Decline 

Reports from all over-Ohio indicate 
that rates are steadily going down, 
although losses so far this year have 
been quite heavy. In Akron, perhaps 
the fastest growing town in the state, 
with a population said to be pretty 
close to the 90,000 mark, or 20,000 in- 
crease over the last census, premiums 
are just about holding their own, al- 
though 3,000 new building permits have 
been issued within a year. The pre- 
miums in Akron, as well as elsewhere, 
have been largely cut into by sprinkler 
equipment. Even ordinary sprinkler 
installation without fire proof construc- 
tion invariably means a heavy reduc- 
tion in insurance cost. The Lyon build- 
ing in Cincinnati, at the corner of Fifth 
and Elm streets, with multiple occu- 
pancy, is a good case in point. The 
old rate is said to have averaged $4.60, 
while the rate after a sprinkler system 
was installed dropped to about 60 cents. 





WEST VIRGINIA LOSSES 

Premiums in West Virginia this year 
are said to be good, but the losses have 
been heavy, one company reporting 250 
percent. “The big part of the losses is in 
the southern part of the state as usual, 
with the exception of the large loss at 
Charlestown. 





LECTURE ON ELECTRIC HAZARDS 

The first fall meeting of the Fire Under- 
writer’s:Field Club of Ohio was addressed 
by Samuel S. Wyer, M. E., who is member 
American Society of Mechanical Engineers 
and member American Institute of Min- 
ing Engineers. His subject was “Hazards 
Caused by Electrolysis,” illustrated with 


R. W. ALEXANDER, President 
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W. W. ALEXANDER, Secretary 


BALTIMORE, MD. 
FOR AGENCIES IN ILLINOIS, INDIANA AND OHIO, ADDRESS D. M. TANNER, SPECIAL 


AGENT, RICHWOOD, OHIO, OR HOME O) 





Southern Hotel 


Columbus, Ohio 


Insurance Men’s Official Hotel 
FIREPROOF 


Corner Main and High Streets 
J. R. DOWNEY, Manager 








(Western Underwriter on file in Reading Room.) 





If you want service let us handle your 
Cincinnati business. Our Companies are 
the largest and best. 


Fire—Surety Bonds—Automobile Liability. 


EARLS & JOHANSING 
Phone Main327 14041st Nat. Bank Bldg. 





WESTERN and 
ATLANTIC FIRE 


INSURANCE CoO. 
NASHVILLE, TENN. 


CAPITAL - - - - - - $200,000.00 
NET SURPLUS - - - - $122,760.00 


H. H. RIMINGTON, Manager 


AGENTS WANTED IN OHIO 
C. A. ROWLAND, Special Agent 
21 S. Linwood Ave., - Crafton, Pa. 
H. C. EDDY, Jr., Special Agent 
Insurance xchange, Chicago 
OPERATING IN 
Tennessee, Pensylvania, Ohio, M. 








Virginia, West Virginia, North Cardion 
llinois . 


Kentu: Alabama, Lou 
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AN YOU appreciate the selling possibilities of Accident 
and Disability Policies accumulating fifty per cent on 
the Weekly Indemnity? . Write today for Agency particulars. 


NEALE BROS. & COMPANY, Cleveland, O. 
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a stereopticon. The points Mr. Wyer 
made were in brief: Where a single trol- 
ley system is used electrolysis in water 
and gas mains from curb to curb in the 
same street is bound to occur. The only 
absolutely safe method is by the double 
trolley system. 





BUSY LITTLE BASIL 

Basil Cochran of Lima, Ohio, hereto- 
fore considered a pyromaniac and klep- 
tomaniac, was tried before the Probate 
court in Allen county a few days ago on 
a lunacy charge. He is only twelve years 
of age, but has a record for crime scarce- 
ly eclipsed. He burned his mother’s home 
set fire to his wees store, destroyed 
three other residences by fire, broke out 
of the Allen county jail and stole $25 
from the sheriff, ‘was recaptured in In- 
diana after a hunt of three weeks, at- 
tempted to burn the boys’ industrial 
school at Lancaster, escaped from that 
institution and was recaptured and turned 
over to the Probate court. 





Ohio Agency Appointments 
Allemania—Oliver Senne Barnesville. 
American, N. Crall, Bucyrus; 

Smart & Searles, 

Camden, N. J.—W. V. Blake, East Liverpool; 
W. B. rey Pauling. 

Columbia, N. J. Cimon Paine & Son, Bryan; 
Cc. F. Orth, Wauseon. 

Commerce, N. ¥Y.—M. G. Kirsch, Chillicothe; 
C. H. Horn, Fenel Dover. 

Continental—S. McCormick, Salineville; J. 
A. Kennington, Milford Center. 

Connecticut—E, G. Lantzer, Beach City. 

County—H. L. Roberts, Piqua. 

Federal, N. J.—Kelly oon ’Comeene, Bryan. 

Fid.-Phenix—W. S. Abbott, Conneaut; Ss. 
Seeley & Son, Waterville; Brailey & Acherman, 
Swanson; F. A. Sedgwick, Martins Ferry; J. 
W. Southard, Sabina. 

Fidel. Und.—L. M. Kyes, East Eolestine; The 
C. B. Kenty Agency, Columbiana; F. P. Howett, 
Scio; James Sheffield, Bellevue; H. B. Hager, 
West Mansfield; C. D. Smiley, Mt. Gilead; 
Kimball & Kimball, Elmore; Haner & Clinger, 


Cleveland, 


Upper Sandusky. 
Fireman’s Fund—Millice & Payne, North 
Lewisburg; A. W. Lee, Elyria; F. W. Wagner, 


Barberton. 

Ger. Amer., N. Y.—John Conall, Cincinnati; 
F. C: Haftsock, Morrow; R. R. Dillon, Fostoria. 
Germania—W. D. Wilson, Hicksvilie; H, O. 
Mootz, Holgate. 

Hanover—Hoch Bros., Marion; G. C. Hipp, 
Grover Hill. 
erties. D. Moody. jo Moteniobues; D 

ts) incinnati; vage, Cc. Tg; 
i J. Sayler, — - . 

Humboldt—J. C. Rhodenbaugh, Barberton. 

ae FF pres. Compan Sergent. 
echanics, Pa. Souler 4, To 0. 

Mich. F. & M.— 5 Brattain, ri 
Milw. Mech.—Anna M. Shoemaker, Cleveland. 

Natl.-Ben Franklin—W. H. Gregory, Cleve- 
land; Nesbett & Tanner, Xenia; R. J. Seaman, 
James Pendergast and M. J J. Meyers, Youngs- 
own. 

Natl. Union—A,. L. Lessner, Springfield. 

New Hampshire—E. M. Roberts, Ravenna; E. 
M. Neuhausel, Toledo. 

North River—W. B. Brattain, Paulding; Kess- 
ler & Brunner, Mansfield. 

Northern, Eng.—Coldwater Realty & Insur- 
ance Agency, Coldwater. 

Natl.—L. Hamer, Cincinnati. 
Palatine—McCammon & Barr, Lancaster. 
Phoenix, Eng.—Lawrence Raab, Toledo. 
Royal—Citizens Agenc Company, Conneaut. 
Springfield—Citizens gency Company, Con- 

neaut. 

‘Sun, Eng.—Allen & Shaffer, Salem; J. C. 
Wright, Warsaw; V. F. DeWitt. Seville; oo 
Knapp, Lodi; R. R. Fontow Fostoria; S. S. 
Everett, Canal Dover; F. L. Berry, West Salem. 

Svea—A. R. Davis, Cleveland; Laws Insur- 
ance Agency, Cincinnati. 

Union, Pa.—George Brommer, Jr., Cincinnati. 





OHIO NOTES 


Ray R. Dillon at Fostoria, O., has pur- 
chased the agency of William Ash. 
The fire and casualty firm of Sprague & 


Diggs of Cincinnati has been incorporated 
with a capital of $10,000 


It is reported agents at Findlay, Ohio, 
have written blanket policies on stock for 
the Glessner Medicine Company, 230 East 
Sandusky street. Companies are asking 
for specific insurance or the use of the 
average clause. 





Indiana Agency Appointments 
Boston—J, S. Pell, Brazil, 
Caledonian—E. S. Lincoln, Cannelton. 
Cent. Natl—L. B. Lookabill, Crawfordsville. 
Commonwealth—A. M. Miller, Angola; 
tet & aanew. De Ee alb. 
‘ontinental—Home Ity Building Co., Clin- 
ton; J. E. Harshberger, Bocodale. m4 . 
t. Amer.—E, Schultz, Batesville. 


Globe & Rut.—West Side’ Trust Co., Indi- 
anapolis. 


ome—E. S. Lincoln, Cannelt 
State of Pa.—J.  eunien, ‘Union City. 
Mich. F. & M:—H. D. Weaver, Auburn. 
ilw. Mech.—G. H. Van Piper, Alexandria; 
E. Hines, Noblesville 
Nat Shiver, Tedecs: L. Sire & Co., Yorktown; 
Newari Ge ebrart 
Ohio Farmers—West Sige, “Trust Co., Indi- 


lis. 
Fire—Cassad Se , Fi 
Be ing Coady r ~ ney, Decatur. 


Tettonia, O.— 
Union, Parco te abe ff sen 








MICHIGAN AND INDIANA 


SEE MOVE ON STATE RATING 








Premonition of Action in Michigan— 
Local Agents Go to Con- 
vention at Atlanta 





Detroit, Oct. 15—(Special)—Fred 
Guenther, of Detroit, Otis A. Leonard, 
of Albion, and W. ‘A. Eldridge, vice- 
president ‘of the National Association 
of Local Fire Insurance agents, went 
to Atlanta for the convention of the 
association there. It is not likely that 
the Michigan representatives will have 
anything special to bring up. Fred 
Guenther said he expected the associa- 
tion to do something in regard to state 
rate making, the situation in Kansas 
being particularly in mind. 

He expressed a premonition that 
something of the sort might be at- 
tempted in Michigan, in view of Com- 
missioner Palmer’s recent activity for 
the purpose of bringing about state in- 
surance. The fire insurance men do not 
like the idea of state insurance any 
more than the casualty men do. 

W. A. Eldridge is a gentleman of 
several titles besides the one men- 
tioned, to wit: Director of the News- 
boys’ Home, vice-chairman of Parker 
Brothers Coal & Shipping Company, 
secretary-treasurer of the Michigan 
Association of Local Fire Insurance 
Agents, secretary of the Inter-State 
Fire Insurance Company, and chairman 
of the organization committee of the 
same institution. He adhered to his 
time honored custom of taking a brace 
of bottles along when he started on his 
tour. He never needs these bottles 
himself, bottle No. 1 being loaded with 
whisky and bottle No. 2 being loaded 
at a drug store, but those who know 
him are aware that he has saved many 
lives of other individuals at other con- 
ventions, or going or coming, by means 
of his first aid instruments. Atlanta 
is located in the Georgia desert. 


SPRINKLERED RISK REPORTS 








Some Lines Carried by the Western 
Factory Association in Indiana 
Receive Attention 





An original report has been made on 
the sprinklered plant of the Kokomo 
Rubber Company, at Kokomo, Ind. 
Risk is equipped with International 
1908 wet pipe sprinkler system, sup- 
plied by gravity tank and non-auto- 
matic fire pump. The protection as a 
whole is classed superior to excellent, 
or worth about 95 percent rate credit. 
Estimated limit of loss, 50 percent. The 
line of $500,000 is written in the West- 
ern Factory Insurance Association. 

The Factory Association also writes 
the line of $400,000 on the plant of the 
Globe Stove & Range Co., at Kokomo, 
equipped with Niagara-Hibbard 1912 
wet pipe sprinkler system. The pro- 
tection classes superior, or worth full 
rate credit. 

Initial inspection report has been made 
on the sprinklered cigar factory of H. 
Fendrich, east side of Oakley avenue, 
Evansville, Ind. Sprinklers are Niagara- 
Hibbard 1912, wet and dry pipe systems 
and the protection classes excellent or 
worth 90 percent rate credit. The West- 
ern Factory Insurance Associotion writes 
the line of $1,000,000. Estimated limit 
of loss, two-thirds. 

An original report has been issued on 
the plant of the Elkhart Paper Company, 
west side of Elkhart avenue, Elkhart, 
Ind. Risk is equipped with Manufac- 
turers 1911 and 1912 wet pipe sprinkler 
system, grading superior, and the line 
of $400,000 is placed in the Western Fac- 
tory Insurance Association. 





Michigan Agency Appointments 
Bationce— 2. R. Campbell, Kalamazoo; Sarah 


Royal Exch. —Mclntosh & Wampler, oy Cig 
F. M. Bar Creek; 
Touts L. Barr Tay ne 


L. B 
az00; Wessels "bros, be 


ebarst aae B. Salot, Detroit. 
Sterling—W. L. en, Flint; J. W. Gor- 


don & m, Battle Creek. 
Security, Ct.—J. Windsor, Brown Ci L. 
‘L. Bissell, B. Butler, Lakeview; i D. 


Richland Mutual Insurance Company 
MANSFIELD, OHIO 








H. R. SMITH, President BUSINESS CONFINED TO OHIO 


R. SMITH, Secretary 


The Gentral Manufacturers’ Mutual Insurance Company 


VAN WERT, OHIO ORGANIZED 1876 


Cash Assets—$567,833.48 Cash Surplus—$35 1,738.36 


H. V. OLNEY, President C. A. L. PURMORT, Secretary 


KNOX COUNTY MUTUAL INS. CO. 
MT. VERNON, OHIO 
CASH SURPLUS $181,951.76 


BUSINESS CONFINED TO OHIO 
W.A. BOUNDS, President 














ORGANIZED 1837 


H. H. GREER, Secretary 











Ohio Underwriters Mutual Fire Insurance Company 
COLUMBUS, OHIO 


Coteau Betesoenens Sorel AGENTS WANTED 


Dayton Mutual. Fire niaeneans * ea 


Insurance Co.,”cuio™ Mansfield Mutual 


B. C. COLEMAN, Secy. Fire Insurance Com y 
Assets Jan. 1, 1912, $146,673.87 OF MANSFIELD, OHIO 








Conservative and Careful Management 


AGENTS WANTED 
Address Home Office. 


Insurance = $4,931,049.00 
Total Assets - 622,780,265 





An Agency Company 


Business Confined to Ohio 


Industrial Fire Insurance Co. 








Cash Capital $100,000 AKRON, O. Surplus $50,000 
AN OHIO COMPANY WRITING OHIO Farm 
BUSINESS THROUGH OHIO AGENTS Department 





HUDSON UNDERWRITERS 
AGENCY OF THE 
Lumber Insurance Company of New York 
CAPITAL, $400,000.00 


S242 William Street NEw YorRkE 


GERMAN FIRE Cincinnati Underwriters 


INSURANCE COMPANY | 121 East 3rd St. CINCINNATI, 0. 
OF WHEELING, W. VA. Eureka F. 6 M. Ins. Co. Security Ins. Ce. 
Organized in 1867 Organized 1864 Organized 180i 
Cash Capital $200,000, Net Surplus $234,549.22 
WM. F. STIFEL, President 
Secretary 


F. RIESTER,. 
S. W. RICE, Supt. of Agencies 








COMBINED STATEMENT 
Capital - - + + $250,000 
Assets ad © ad 7 ° 720, 044 





Surplus to Policy Holders - 462,618 
E. A. KEELER 
714 Hippodrome Bldg., Cleveland, Oli*| pa. ROTHIER, Prest. | ADAM BENUS, Secty, 





Special Agent for Obio and Indians R. HEINTZ, Asst. Secy. RB. B. HEATON, State Agt 


PITTSBURG UNDERWRITERS 
Commonwealth Bidg., Pittsburgh, Pa. 
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Brit. Amer.—C. 
Caledonian J. c. jee at Detroit. 

Com. Usion, P Sad ¥.; 45" ?. Co., Mies, 

on, i£ng.— ’ "? 

ce g- arsh cLennan, Inc. 


Comtionvealth Bentley & Yokom, Detroit. 

Detroit Ferris, Houghton. 

Detroit Natl.—C. Dolph, Northville; J. W. 
Oakes & Co., Grand Haven; W. Singler, 
Iron_ River; Asire & Palmer Marquathes w. 
F. King, Hol land; Bart Woslin, P. J. Braum 
nd A. Girardin, Detroit; Peter Devlin, 


le. 
re Nines Union—L. W. Smith, Ionia. 
Per go Weisata’ and Archibald 
re Assn.—McCune & Go, Inc., Petoskey. 
Fi renee — homme Sa Zeeland; F. 
Fort. Midland; acer Cleveland, 


Ger. Alli —J. G. Boyd, Detroit. 
Glens Falls—Crawford & Crawford, Pontiac. 
Hanover—A. F. Lindke, Richmond; L. E. 
Yager & Co., Chicago, IIl. 
ome—Dan forth Co., Louisville, Ky. 


Atlas—G. eT Wi Wa pets Beldin 








Tie 





State of Pa.—G. Singler, I 
Helen L. Brown, Benton Harbor. ae eee 
sap & Trad—H. N. Geer Co., Inc., Sagi- 


BUREAU ISSUES REPORTS 

The Michigan Inspection Bureau has is- 
sued special hazard reports upon the fol- 
lowing risks: Farrand Co., Federal Motor 
Truck Co., Gray buildings and McLain- 
Harrison Co., Detroit; Mack & Co., Ann 
Arbor; Oak Knitting Co., Ypsilanti; Su- 
perior Veneer & Cooperage Co., * apne od 
and Taxicab Service Co., Detroit 

New books of estimates have been pub- 
Nshed for Middleton, Rockwood. and 
South Rockwood. 

The bureau has printed maps for Mid- 
dleton and Pompeii. 





INDIANA NOTES 


T. Lee of F. T. Lee & Co., Indianap- 
olis, local agents, died suddenly Friday 
night. 

John R. Welch and J. G. McCullough, 
local agents at Indianapolis, are among 
the incorporators of the Inland Realty & 
Investment Company, just organized with 
$500,000 capital stock 


A sparrow at Valparaiso picked up a 
lighted cigarette from the street and flew 
to the belfry of a building at Valparaiso 
university. It ignited the straw in sev- 
eral nests but the fire was discovered in 
time to prevent material loss. 


At Connersville, Ind., improvements are 
reported in the plant of the Central Manu- 
facturing Company, formerly the Reg 
Buggy Company, equipped with Rockwood 
dry pipe sprinkler system grading su- 
perior. 

The main plant of the Connersville 
Wheel Company at Connersville, Ind., is 
to be converted into an automobile fac- 
tory, under the same name. Recent in- 
spection found the sprinkler system in 
complete working order. 


Inspection has been made of the plant 
of the New Castle Casket Company, New 
Castle, Ind., which has recently been en- 
larged. Risk is equipped with Esty wet 
pipe system, classed fair to compromise, 
or worth 65 percent rate creait. Line of 
insurance, $44,000, of which $8,500 is in 
mutuals. 

The plant of the Evans Milling Com- 
pany, Indianapolis, is to be equipped with 
Manufacturers automatic sprinklers, to 
be installed by the Automatic Sprinkler 
Company on wet and dry pipe systems, 
supplied by city water and 30,000-gallon 
gravity tank with auxiliary Siamese 
steamer connection. The system will be 

rative about Jan. 1, 1913, and indica- 
tions point to high credit protection. 


MICHIGAN NOTES. 


Peck & Weinhold succeed the Weinhold- 
Reynolds Company as “local agents at 
Jackson, Mich. 

Joseph B. Zwemer has bought the H. 
M. Bird agency at Saugatuck, Mich., 
which includes some of the leading fire 
and windstorm lines. 





Agents’ Association Announces the 
Membership 





There were 254 paid up members of 
the Illinois Local Agents’ Association 
October 1. Of these seventy-four have 
renewed on the $5 membership basis. 
It is likely that the association will 
now build up on the basis of quality. 
The outlook is very encouraging. The 
new committees appointed by Presi- 
dent Hildreth are: 

Committee on Organization—J. B. Steck, 
Alton, chairman; R. W. Troxell, Spring- 
field, vice-chairman; E. B. Case, Chicago; 
Geo. A. Wilson, Jr., LaSalle; J. Wachen- 
heimer, Peoria; Henry W. Crabb, Deca- 
tur; T. L. Fekete, E. St. Louis; T. B. Far- 
rell, Ottawa. 

Commi’ on tion—C. S. Pellet, 
Chicago, chairman; Harry Morgan, 
Springfield, vice-chairman; N. W. Tom- 
blin, Aurora; M. B. Marvin, Freeport; H. 
F. Espenscheid, Danville; S. D. Sexton, E 
St. Louis; F. S. Bartlett, Galesburg; C. J. 
LeMessurier, Pontiac. 

Co; ittee on H. F. Arnold, 


Grievances— 
Galesburg, cuaivenan: G. N. Taylor, Strea- 
tor, i rman; Ww. ae Chi- 
cago; Jos. = ar Elgin; Edith I Geet 
speed, Joliet; E. Clark, Champaign 
C. Candee, Cairo; Ww. A. Wittick, on A 





Wegner Criticizes the Bill 

A. C. Wegner, the Chicago life man 
who is prosecuting agents and com- 
panies under the antirebate life law of 
Illinois, has addressed Chairman C. S. 
Pellet of the legislative committee of 
the Illinois Local Agents’ Association, 
criticising the bill that has been tenta- 
tively offered covering rebates other 
than life, which the association will 
father in the Illinois legislature. Mr. 
Wegner thinks there are loopholes in 
it and that some more vigorous meas- 
ure should be framed up. 





Incendiaries at Kankakee 


It is estimated that some sixteen or 
seventeen fires in Kankakee, IIll., have 
been started by incendiaries within the 
last four months. The feeling is gen- 
eral that the recent big loss in that city 
originated from a source of this nature. 
During this fire it was very clearly 
demonstrated that the pressure was 
woefully inadequate as the water could 
scarcely be forced above the second 
story. 

The business men seem to be awak- 
ening to the situation and the Com- 
mercial Club has called a meeting for 
Oct. 23, when W. E. Van Deventer 
of the Aetna will give a general talk 
on fire prevention, and E, Town- 
send of the Western Union will pre- 
sent some of the physical defects in 
the city’s fire protection and will make 
some recommendations for improving 
conditions. 





Meeting Held in Princeton, Ill. 

At Princeton, IIll., last week, a com- 
mittee of field men met the local agents 
and there was present Manager C. F. 
Persch and Charles Cowper, of the IIli- 
nois Inspection Bureau. The agents 
and business men had objected to the 
increases in the rates there and the 
causes were fully explained by the field 
men and the inspection bureau repre- 








DETROIT, MICH. 





THE MICHIGAN 


Fire and Marize Insurance Company 


HAS BEEN FURNISHING HONORABLE FIRE 
INSURANCE INDEMNITY FOR THIRTY-ONE YEARS 


It has paid $6,506,000 in losses. 
Assets....... ccccescc gee Sk MGE TORS ic ctccathincstevestad $400,000.00 
IT 1S ONE OF THE STAUNCH AND RELIABLE COMPANIES IN THE WEST 
D. M. FERRY, JR. E. J. BOOTH H. BE. EVERETT E. P. WEBB 
President Vice-President Secretary Ase t Secretary 








Total Assets ° 


F. D. Bennett, Peestdont 
B. L. Hewett, Ass’t Secretary 








Insurance Company 
Lansing, Michigan 


Surplus to Policy Holders ee a 


A D. Baker, Secretary and Treas 


$1,104,776.10 
482,759.67 


Robert Henkel, Vice President 
urer 
Ralph Rawlings, Ass*t Secretary 














The Sovereign Fire 


Head Office 
Temple Building, TORONTO 








re Assurance Company 


OF CANADA 


UNITED STATES BRANCH 
65 John Street, NEW YORE 


H. S. WILSON, Managing Director 





in Indiana to write all Lines of 


GEO. M. COBB & CO., Gen’l Agts., Newton Claypool Bid¢., 


GEORGIA LIFE INSURANCE C0, Casualty Department 


Surplus Reserves to Policyholders over $600 $225,000 Deposited 
enon suieenante Epattsans Ser Bateanee of  Minyiiies D Duly pew 


Insurance. Live Agents Wanted. 
INDIANAPOLIS 





ASSETS $1,120,133 


W.H. MILLER, President 


ORGANIZED 1853 
LOSSES PAID $9,931,807 


THE FARMERS’ FIRE INSURANCE CoO. 


OF YORK, PENNA. 


SURPLUS $557,492 


A. S. McCONKEY, Sec’y & Treas. 











ESTABLISHED 1870 


Whitney Office Building b | 








Detroit Underwriters Company 


SUCCESSORS TO: 


BIERCE & SAGE 
The Largest and Oldest General Agency in Our Field 


CAPITAL $125,000 


bs DETROIT, MICH. 

















STRICTLY HRLPRUOF 


wu BREVOOR 


Hotel 
Chicago, Illinois 


MOST MODERN EQUIPMENT 
UNEXCELLED RESTAURANT 
On Madison St., near La Salle 
One minute from the Insurance District 


The Patronage of Insurance Men 
Is Solicited 


GEORGE R. BRANSON, President 
F. H. DOUGLASS, Secretary 
ORGANIZED 1853 


Williamsburgh City Fire 
Insurance Company 


F. M. GUND, Manager Western Dept. 
FREEPORT, ILL. 


BRUMMEL BROS., Cook County Managers 





1601 Insurance Exchange, Chicago 





London & Lancashire 


FIRE 


Insurance Company 


LIMITED 
of Liverpool, England 


CHARLES E. DOX, Manager 





Western Department 
39 S. LaSalle St. Chicago, Illinois 


‘THE CONCORDIA FIRE 


INSURANCE COMPANY 





OF MILWAUKEE, WIS. 
Cash Capital - - $600,000.00 
Reinsurance Reserve - 1,052,481.37 


Reserve for all other Liabilities 231,087.41 
Surplus to Policyholders - 1,073,421.70 
Total Assets - - 2,356,990.48 





STATE AGENTS: 


A. R. MARKS, Peoria, Iil., for Til. 

#. C. SECOR, Detroit, Mich., for Mich. and Ind. 
P.E. NORRIS, Columbus, Ohio, for Ohio. 

¥. E. HOFFMAN, Jr., Sedalia, Mo.,for Kas. and Mo. 
A. E. CLARK, Des Moines, Iowa, for Iowa and Neb. 





B. G. FORD, Seattle, Wash., for Wash. and Ore- 
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sentatives: »At the close of the meet- 
ing, an of business men were in- 
vited in e same information was 


given them. An entirely better feeling 
prevailed after the “explanation had 
been made. The business men and 
agents were shown how improvements 
could be made that would get rid of the 
charges for defects. 





“Warning Is Sounded 

Field nen are being reminded of the 
fact that in afew weeks policies will be 
expiring at Bloomington, IIl., that were 
written at cut rates about a year ago. 
They afe being urged to get the ad- 
visory rates on these risks and avoid 
complications in the city. A number of 
companies are in favor of adopting 
measures that will get affairs at Bloom- 
ingtan in shape and eliminate the cut 
rates that have been in existence there. 





Illinois Agency Appointments 
Comment Serd & Plunkett, —. 
Continental—J. aay Robinson ; 

Johnson, Rackforde “Mauss & Wendell, Kt 
Nord-Deutsch he—F. B. Day, Momence. 
Fire Assn.—T. W. Hay, Carmi; H. I. Steers, 
Metropolis; L. A. Richards, Newton. 


Fra Pa—S. C. more, Watseka; J. 
R. Chesnut, Lorenzo. 
Ge 3 & C. F. Eads Ar- 


r. Amer, N. Y.—J. 
thur; Bransfield & MeFarland, Chicago ; Boger 
& Winkelman, Hinsdale; Taylor har Tay 
i tanford, Round Lake. 
» Varo, J. Kelly & Bros., Norman 
Lee, W. M. Short and Baumgartner & Co., 


Glens Falls—Koerner & Stephen, Freeport; 
e R. Bills, gy H. —" Cae, Saybrook; 


S. Smith & Son, Bata 
Ebon, G. Phillips and C. F. Grant, High- 
land Par 


Gran. Siate—F. C. Gordon & Co., 
Gromer, Elgin. 
Ham.-Brem.—Wilford Kinney, Aurora; Wil- 


= Hunter, Paris; Wochner & Co., Spring- 


field. 
Hartford—Mike Sanders, Hurst; A. F. 
Vaughan, Mansfield; T. C. Cloyd, Morrison- 
ville; F. A. Mathers, North Henderson. 
Home—Martin Bros., La Harpe; C. Loh- 
hentz and John Loe | * Co., Chica Mrs B. 


Galesburg; 


J. Hy Sg aeeegres 5 A Cloyd, ab Pneen™ 0 
ls tna TA Huber, Har- 
vel; ne § Starkey, Warncevites D. E. Allen, 


Wilmette. 


betas Blcevett getown 
W. Galloway, Hettick; M, S. Littleton, eo 
Cole, Macon; F. ‘ 

é. p om, Mt. Morris; G. W. 

peeng: i 


a . 
p~ 4 Rutland: Cc. a pred be oseph; 
A. Cai i : i. N. Antoine, : 
rly; O. B. Hatfield, Ava; 


ia, Chi ; 6 23 vide, Divernon; 
> © Cloyd. . o Richards, 
Newton; E. R. Evans, W. _— 


State of Pa.—H. C. Parker, Wateeke: LeR. J. 
Harman, ve p A P. Besding, Sterling. 

State of — i. dham, Decatur. 

Lum Lae Sophie Visdane and Mrs. 
A. M. Clement, Chicago. 

Lumbermen’s—Schuberth & Co. and Tureth 


Stich, Ghicago 
M—Davison & Hindert, Minonk; 
A. Diterbens ight. 
" Mechanies—J. j. Comms, Chicago. 
if Meck. —Champion & Son, Madison 
Natl. Ben Franklin—F. C. Hamlin, East St. 


~~ 
Natl. Union—O. J. Nelson, Morris; P. W. 
Brockman, t. a 
New Hamp.—N. » Ceenthbenes, West Frank- 
fort; G. E. Cornell, wenn Virgil Fore- 
_ « Weteal,Chicaga eps Mt. Pulaski; 


Ft pace —Mrs. C. Sumners, At- 
lanta; ee , Fa Ridge > 

North River—M. Titus, Chillicothe. 

Pa. Fire—H. W. Johnson & oO Taylorville; 


Phenix, Fr. wid welts L. Gromer, E ~ 
Phenix, Eng.—Robertson & Ruffner. 
J. v. =~ Bloomington; H. M. Knights, Syca. 


Ares 


’ 


Tine Wagner t ‘Co. e*- 
F. Schaffert, 


Sweat and F 


Co., 
R. Henriksen, Chicago. 
‘Reliance—Harris & Reinhart, Cha: 
Security, Ct—C. E. “ 


Ww A oer Vv. 
> eaver, Am 
Burt, Centralia; W. F. Mueller, Chicago; 4 
C. Fuller, Emma; H. I. Weekler, Harvey; D. H. 
Reed, Macadonia; L. L. Potts, Raymond: A. E. 
Morris, Westervelt; H. C. Stevenson, Capron. 

Scott. Union—T’ B. Johnston, Lacon; Sol. 
Livingston & Co., Chicago. 

Sovereign—W. E. Smith, Chicago. 

Sun, Eng.—Alice aS Dermeritt, 


hi . 
E. ore & &., Ook Pork, ee cane J. 
eutonia, a.—Pau ” . 
Hubberd & Tonn, Rock Island? "Sham: 





Howard Roswell Bills, son of Roswell 
Bills, who established one of the promi 
nent local agencies at Peoria, Ill., has 
started a local agency at Peoria. 





IN THE GREAT NORTHWEST | 


IOWA, MINNESOTA, NORTH AND 
SOUTH DAKOTA 


SOUTH DAKOTA BUMPER CROPS 


All Available Space is Used to Store 
Grain— are Called 











Into Use 





An additional evidence of a bumper 
grain crop in South Dakota came to 
the notice of some of the companies 
recently, when policies were reported 
on grain in various dwellings, barns 
and outhouses in the town of Veblen. 
The elevators at that point are totally 
inadequate to house all the grain raised 
in that vicinity, for which reason every 
vacant building in the town has been 
turned into a granary and is being 
filled to_its capacity with what is re- 
ported as the best wheat ever raised 
in the state. 





New Waiver Clause Approved 

The subrogation clause waiving in- 
surance claims against railroads where 
property on failroad rights of way is 
destroyed, has been adjusted in Minne- 
sota. The original waiver was held 
to be contrary to the state law govern- 
ing insurance. But after some time and 
considerable discussion, the department 
has approved a form of waiver which 
covers the same ground. In insurance 
circles, it is felt to be a hair-splitting 
difference, and the two forms are re- 
garded as about identical. In fact, con- 
siderable amusement is felt over the 
new form, because of the attitude of 
the department toward the old. There 
has been no especial trouble over the 
matter. 





Expect Big Attendance 


Appearances indicate a big attend- 
ance when the Iowa State Fire Pre- 
vention Association meets for its an- 
nual session at Shrine Temple tomor- 
row, Friday afternoon. More than the 
ordinary interest has been manifest. 
There will be speeches by State Au- 
ditor Bleakly and Fire Marshal Roe, 
retiring President Carpenter’s annual 
address and the election of officers. 
The banquet at 6:30 will be for all in- 
surance men and the Blue Goose meet- 
ing in the evening will be open to all 
field men, whether members or not. 
The only shadow resting over the af- 
fair is the serious illness of O. W. Fol- 
lett, state agent for the Home of New 
York and custodian of the goslings in 
the Iowa pond, who is suffering from 
typhoid fever at his home in Des 
Moines. 





Convicted on “Black Hand” Charge 

The first of the “black hand” trials 
at Cedar Rapids, Iowa, ended in the 
conviction of George O. Cawley on 
the charge that he sent a threatening 
letter to John L. Adams and was one 
of the gang which later set fire to 
Adams’ property. However, Judge 
Reed in federal court declared that he 
was not satisfied with the verdict and 
refused to sentence Cawley. He set 
the date for sentence next April. The 
evidence was circumstantial. Two of 
the alleged pals of Cawley will be tried 
at Dubuque, Sioux City or Waterloo, 
as it is impossible to secure a jury at 
Cedar Rapids. The “black hand” case 
was for months a poser for govern- 
ment officials and the state fire mar- 
shal’s office. 





MINNESOTA FIRE LOSSES 


he July fire losses in Minnesota were 
geo, 344 and the August losses were 
132,530. The July losses last year were 
$728,532 and August, $269,766. 


GET THE ST. PA PAUL F. & M. 


Butler, Byers Bros. & Codere of Saska- 
toon, Can., have been appointed general 
agents of the St. Paul Fire & Marine for 
the provinces of Alberta and katche- 
wan. In addition to the contract cover- 
ing fire, automobile and marine lines the 
firm will handle hail business for the 





company in somatchewer nout ear. The 
advent a e Pa ae mp rtant 
} compan: 4 &. in 


ness in- 
in view of the pay that in the past the 
business has been written mostly by very 
small companies. Roy B. Nienhauser, for 
some years with the home office of the 
St. Paul, has been appointed special agent 
with headquarters at Saskatoon, Sask. 





The Insurance Service Corporation has 
been organized at Duluth, inn., - & the 
Little & Nolte Company and the John 
Stephenson Company, which recently ~¥~ 
bined their local agencies. 





ANOTHER ARSON CASE 


Another arson case has developed in 
Northern Minnesota, where a resort was 
burned down, near Chisholm. As the 
council of the city had just ordered it re- 
moved, and there was insurance of $7,000 
on the structure, the fire was deemed 
suspicious. In the ashes were found 
twelve new gasoline cans, an auger and 
a large syringe. The last two were sup- 
posed to be for the purpose of boring 
holes in the walls and of squirting oil in- 
side. William Martin and Edith Vieau, 
caretakers of the structure, were arrested 
on a charge of arson. 





Minnesota Agency Appointments 


Mich. F. & M.—A. W. Uhl, Crosby. 

Fire Assn.—C. D. Brower, Kimball. 

Prov. Wash.—G. B. Doud, Winona. 
Royal—S. J. Mrozla, Browerville. 

Phoenix, Eng.—Hans Paulsrud, Fertile. 
United States—A. C. Weeker, Minneapolis. 
L. & G.—A. P. ay er, Glenville. 
Natl. Ben-Franklin—J. iggs, New Ulm. 
Sun, Eng.—G. B. Doud, ise 

Peoples Natl.—A. E. Nelson, North St. Paul. 
Pruss. Natl—W. R. Haskin, Wells. 
Northern, Eng.—Hans Paulsrud, Fertile. 
Franklin, Pa—A. W. Harper, Minneapolis; 
Carr, Minneapolis. 


Milw. Mech.—A. J. Krebsbach, Adams; C. 
Hayes, Grove Cit 
Hartt ford—H. W. Schroeder, Browerville; 


Fitzhugh Brown and G. A. Morton, St. Paul; 


Albert Wyvell, iC. C. Erstad, Donnelly; 
Thomas Choey, tow " Lundquist, 
Nashua; Modi i 

Natl. Union—Cary Die 
ae ter; Hilma Flaten, 3 
Taylor, Le Sueur. 





IOWA NOTES 


Deputy State Fire Marshal Brandt of 
Iowa has declared that the fire which de- 
stroyed a suburban school house at Coun- 
cil Bluffs a few days ago was of incen- 
diary origin. Unmistakable evidences of 
kerosene were found and strips soaked in 
kerosene were found on the premises by 
the firemen. 


Fire destroyed the Metropolitan block 
at Iowa City last week with a loss of 
$100,000. Two dry goods stores, a grocery 
store and a glove factory were destroyed. 
The flames are thought to have started 
from spontaneous combustion. Another 
big blaze in Iowa last week was the de- 
struction of the Avoca Canning factory 
with a loss of $30,000. 





MINNESOTA NOTES 


A deputy fire warden was recently in 
Blue Earth, Minn., inspecting the fire 
conditions of the town. He stated that 
a thorough examination revealed to him 
that fire rates were too high. 


The city attorney of Minneapolis rec- 
ommends to the city council that the city 
carry its own fire insurance hereafter. 
He figures that in ten years there would 
be a saving of $100,000 by so doing. 


At Mankato, Minn., a man named Hugh 
Kelly was arrested for attempted arson, 
in firing a dwelling occupied by Otis Dol- 
son. Kelly admitted the deed and at- 
tempted to lay the blame upon Mrs. Dol- 
son, whom he accused of desiring to be- 
come rid of her husband. 


Companies in the Myers’ Brothers 
Agency, at Biwabic, Minn., are refusing 
to allow the prorate charge made against 
each for blotters. The amount expended 
by the agency is $80 and the proportion 
against each company is supposedly 
upon premiums in agency for 1911. 





1898 Fourteen Years of Service 1912 


Security Mutual 
Fire Ins. Co. 


Chatfield, - - 





Minn. 


Insures Against Loss by Fire, 
Lightning or Tornado 


F. L. TESCA 


President 


CHAS. L. THURBER 
Secretary 








M. C. TIFFT 


Insurance Law 
a Specialty 





901-2 Andrus Bldg. 


MINNEAPOLIS, MINN. 














THE SPALDING 


HEADQUARTERS FOR INSURANCE MEN 


DULUTH’S LEADING HOTEL 


Modern and up-to-date. $100,000.00 recently expended in Bey ee Resogens 
Plan. Cuisine of acknowledged “enectionen.  Restemnntl 


a Club Luncheons. 


LEE HOTEL CO., Proprietors 
EDWIN H. LEE, Managing Director 





Northwestern Mutual Fire Insurance Company 
Organized January 1, 1907 


Insures at Actual Cost. Insures Store Buildings, Stocks of Merchandise, 
Farm Property, School Houses and Churches. 


HAVE TWO MILLION DOLLARS OF INSURANCE IN FORCE 
INSURE WITH US AND GET AN ANNUAL DIVIDEND 


J. H. DAHL, Secretary 


W. W. KING, President 


FARGO, NORTH DAKOTA 





The Indiana and Ohio 


Live Stock Insurance Company 
OF CRAWFORDSVILLE, IND. 


Organized in 1886 


Cash Paid-up Capital $200,000.00 


Assets Almost a Half Million Dollars 


@ Producing agents wanted in all unoccupied territory where the company is 
writing business. It pays to sell live stock insurance if you represent the “Indiana 
and Ohio.”” Promptness and fair dealing make it popular with farmers and stock- 
men. Our system of advertising is helpful to the agent. Write Home Office at once 


INDIANA AND OHIO LIVE STOCK INS. CO. 
Crawfordsville, Ind. 
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THE WEST AND SOUTHWEST 


MISSOURI, KANSAS, NEBRASKA, 
ARKANSAS, OKLAHOMA, 











COLORADO 
BLAKE SENDS OUT A UKASE 
Missouri Insurance Superintendent 


Says Companies Can Not Make the 
New Rates Mandatory 





Frank Blake, insurance superintend- 
ent of Missouri has addressed the fire 
companies operating in that state, to 
the effect that it has been discovered 
that companies are instructing their 
agents to secure the new advisory rates 
put out by the Missouri Actuarial Bu- 
reau. Superintendent Blake reminds 
the companies that there are no legal 
rates in Missouri and that he has 
passed on none of the rates that have 
been filed. He states that he is acting 
according to the opinion of the attor- 
ney general who holds that all of the 
state must be rated and the rates filed, 
before the department can approve 
them. He declares that he had assur- 
ances from the actuarial bureau that 
it would rate the state but that the 
rates it made pending a decision by him 
as to their legality would not be man- 
datory in any way. He claims that his 
understanding with the bureau has been 
violated for he states that he finds com- 
panies are instructing for these new 
rates. He claims that companies can- 
not give any instructions making new rates 
mandatory and he requires the com- 
panies hereafter, in sending out the new 
rates, to mark each card to the effect 
that it is purely advisory. 

He asks each company to advise its 
agents that the new rates are not ob- 
ligatory. uy st 

Although there has been loud- and 
long complaint of some companies still 
writing at the old rates in St. Louis, 
there is said to be an improvement 
noticed within the last few weeks. 
Some of the companies have seemingly 
defied any business obligations they 
owe their associates. It is thought 
there will be a general stiffening up 
of practices in St. Louis and the state 
in general. The Missouri Actuarial 
Bureau is completing its work of rat- 
ing the state, now having some twenty 
towns outside of St. Louis to finish. 
There is still some rating to be done 
in St. Louis, but the impression is that 
in a month’s time or less the rates 
will be ready to file. : 

The insurance department will then 
pass on the rates and state whether 
they will be approved as the legal 
rates. It is predicted that a clash will 
come at this point. The Missouri 
Actuarial Bureau and the companies 
say that the new rates will produce 
only a normal profit in the state under 
favorable conditions. 





Takes Oklahoma Fire’s Business 

The Oklahoma Fire of Oklahoma City 
has reinsured its Oklahoma business 
with the Occidental Fire of Albu- 
querque, N. M., which had already 
reinsured the Texas business of the 
same company. The Occidental will 
enter Oklahoma and carry on the 
business there. A report of an ex- 
amination of the Occidental recently 
made by a recognized actuary has been 
filed ‘with the Oklahoma department 
and preliminary steps taken toward 
securing an Oklahoma license. 

The reciprocal provision of the Okla- 
homa law, imposing the same require- 
ments on a foreign company enter- 
ing Oklahoma as are imposed on an 
Oklahoma company entering its home 
state makes things rather burdensome 
for the Occidental. The laws of New 
Mexico are so drastic in regard to 
entrance requirements that the com- 
pany will have to pay twice as large 
an entrance fee as would otherwise 
be required and must also deposit 








Minneapolis Fire & Marine Insurance Company 


STATEMENT OF CONDITION JANUARY 1, 1912 


Cash Capital- - - - = - 


Total Liabilities (except capital) 182,433.85 


$200,000.00 TotalAssets - - = = = = $655,414.87 


Surplus to Policyholders - - 372,981.02 


WE DESIRE AGENTS IN ALL TOWNS IN THE NORTHWEST 





F. C. Van Dusen, President John D. McMillan, Vice-Pres. Alfred Stinson, Secretary 
$1,000 in noe and a much larger A h F be | t 

t t x 
"George Roslington, wice-president of |4 MIICNLOY Fire insurance Wo. 
the company, has been in Oklahoma Des Moines, Iowa 


City completing the consummation of 
the deal for the Oklahoma Fire. 


NO CHANCE FOR A REDUCTION 








Superintendent Lewis of Kansas Says 
He Is Ready for a Fight in Courts 
in That State 





An increase in fire insurance rates 
in Kansas, notwithstanding the ac- 
knowledged heavy losses for the last 
two years, is a dream far from accom- 
plishment as far as the insurance de- 
partment is concerned. At least Ike 
S. Lewis, superintendent of the depart- 
ment, emphatically declares there will 
be no increase for the present. 

“We want to cut down the fire waste, 
to clean up the state and prevent in- 
cendiarism, and in this connection we 
are heartily in sympathy with and 
stand ready to fight for the proposed 
fire marshal law,” he says, “but an 
increase in rates is not thought of at 
this time.” 

Lewis declares he is standing pat on 
this proposition and will refuse to con- 
sider the matter further. If the fire in- 
surance companies want to come to Kan- 
sas and start fight in the state courts, 
where the appeal from the decision of the 
superintendent lies under the Kansas anti- 
discrimination law, Lewis says he is 
= for them to come and he will meet 

em. 

“Kansas has been a harvest field for 
fire insurance companies for forty years,” 
the superinténdent suggests, “and because 
the companies undoubtedly have not 
made any money in Kansas during 
the last two 5 
lost mone year, is no rea 
son why e rates should be boosted. 


Kansas is paying its share of the total | 
losses in the country. The state is bear- . 


ing the burden of the average loss, An 
increase in rates, notwithstanding that 
the losses were a Aegean heavy Suring 
the last two years, would not be the 
proper thing to place as a burden on the 
policyholders of the state.” 

Lewis not only has refused to listen 
to an increase, but he ridicules the idea 
that the fire insurance companies now do- 
ing business in Kansas will withdraw 
from the state, as he says he has heard 
they have threatened to do. In interviews 
published a few day ago in Topeka, Kan., 
daily paper he declares he has no fear 
that they will take such action, and that 
no suspicion that they are planning with- 
drawing has reached him. He declares he 
is sure most of the companies at least 
will remain in the field, and that it will 
only be a question of time until the tide 
will change and the loss ratio in Kansas 
will be shown much diminished. 

Anything that will tend toward fire 
pesvennen: the department will endorse 

eartily and will work for. But the 
department will take no steps to set aside 
the 12 percent reduction ordered by form- 
er Superintendent Charles W. Barnes, 
which became effective Sept. 1, 1909. 


Oklahoma Tornado Decision 
The Oklahoma supreme court has re- 
versed and remanded the case of A. D. 
Gage vs. Connecticut Fire, the com- 
pany being the loser. It involves a 
tornado policy. The court holds: 


A tornado policy provided that the in- 
surer should indemnify the insured 
against loss in a certain amount, not ex- 
ceeding the cost of repairing or replac- 
ing the injured property, reserving to 
the insurer the option to repair, rebuild 
or replace the property lost or damaged. 
After a loss the insurer notified the in- 
sured of its intention to rebuild, but did 
nothing toward rebuilding. The insured 
sued upon the policy. Held, that while 
the election of the insurer was binding 
upon it, it did not discharge its liability 
under the policy, and that the action was 
properly brought. 

Failure to protect the property after 


Cash Capital $200,000.00 
23 years in the field. Assets over a HALF MILLION 
Surplus to policyholders a QUARTER MILLION 
Losses paid $1,600,000.00 
Reliable agents wanted in Iowa, North and South Dakota 








SHC URITY 


Fire Insurance Company of Davenport, Ia. 
Ss. FEF. GILMAN, Pres’t M. C. HINSCH, Seo’s 
CASH CAPITAL $200,000 


This Company has had 28 Ss of successful business experience, and is now doing 
business in Iowa, Illinois, Wisconsin, Ohio and Indiana. It is a good company for the 
agent, because in addition to writing a general business, it accepts practically all classes 
farm risks. We want agents in the above states, and would appreciate 
hearing from agents desiring to represent us. Address the Secretary. 


— ov, 
‘Manufacturers Insurance Co. 


OF WATERLOO, IOWA 
Writes Fire and Tornado Insurance in Iowa and Illinois 











Strictly an Agency Company—No Surplus Lines—For representation in protected Cities 
and Towns, make application direct 


LAUGH ond THE WORLD LAUGHS WITH YOU 
THE NORTH DAKOTA MUTUAL FIRE INSURANCE CO. 


VALLEY CITY, N. D. 

Licensed by the Commissioner of Insurance to Smile ALWAYS 
SAFE SOUND RELIABLE 
Adjusts Its Losses Fairly—Pays Them Promptly 
F. W. HEIDEL, President D. W. CLARE, Secretary 


NORTHWESTERN FIRE and MARINE 
INSURANCE COMPANY 


MINNEAPOLIS, MINN. 


DECEMBER 3ist, 1911 
Total Assets $807,752.58 Capital $300,000 
Net Surplus $262,994.90 
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Middlewest Fire 
Insurance Co. 
$200,000.00 


ey 


SY) 


Capital - - - 
Admitted Assets 


313,633.77 
Surplus to Polic 
Geeateve - “if 243,197.35 


Valley City, North Dakota 
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loss, caused by a cyclone, does not defeat 
the insured’s right of action, but merely 
affects the amount of his recovery. 

When the insurer elects to rebuild, then 
refuses to rebuild, then demands an ap- 
praisement, which the insured declines to 
accept, the insured then reconsiders and 
offers to enter into an appraisement, 
which the insurer declines to accept, the 
right to an appraisement is waived. 

When the plaintiff, in a suit upon a 
contract, alleges the performance by him 
of all conditions of the contracts; the de- 
fendant, answering, charges the plaintiff 
with various breaches of the contract; 
and the plaintiff, for reply, admits failure 
to perform the contract as written, but 
pleads estoppel and waiver by the con- 
duct of the defendant; the reply consti- 
tutes a departure and the allegations at 
variance with the original petition should 
be stricken on motion. 


KIRESVILLE BATES ARE eee = 
Agents at Kirksville, Mo., have receiv 
the ew rates for that city. Dwelling 
rates are lowered somewhat, but in the 
ye “= _ 2 a? 
been made. rame bu ngs, 4 
bles, lumber yards and similar risks have 

been hard hit. 


DENY CUTTING RATES . 
Reports have recently appeared abou 
rate eating in Arkansas, it being alleged 
that business is being accepted at rates 
fully one-third below the requirements of 
the analytic schedule. Little Rock agen- 
cies deny such a condition. It is declared 
that such reports have no foundation in 

fact. 








Kansas Agency Appointments 
wen a i and J. E. Wyatt and 

. M. Garrison ina. , 
, New. Hamp.—D. A. Ramsey, Osage City; Wil- 
iam Hayson, Burlingame. 

Pa. Fire—T. B. Kelsey, St. John; H. W. 
Porter inter; Clarence Griffith, Arkansas 
City; j . Wilson, Kiowa. 

Reliance—R. A. Hill, Oswego. 

Security, Ct.—G. P. Griffith, Hays; W. V. 
Baker, Great Bend; W. P. Hinkel, Hutchinson. 
Aetna—D. A. Dyer, Culver; aver, 





Ellsworth; L. H. Kelsey, St John; R. 
on 
Cine NatlH. G. Keeling, Caldwell. 


‘columbus; Charles 


Fid.-Phenix—J. M. Croft, 
L. Parsons; L. 


Love, Fredonia; G. Moser, 
Borton, Durham; B. F. 
H. Willia: Potwin; F. 

Franklin, Pa.—E. B. West, Caney. 

Ger. Amer., N. Y.—H. C. Keeling, Caldwell; 
M. J. Townsend, Liberal. i 

Phoenix, Eng.--V. L. Grant, Emporia; P. W. 
Hoisington, Newton. 

Royal— - Townsend, Liberal. 

Western, Ont.—A. L. Williams, Clay Center; 
T. F. Brann, Lincoln Center. 

Farmers Alli—A. W. Cunningham, Hum- 
boldt; J. A. Brooks, Iuka. 

American, N. J.—James Darling, Larned; C. 
H. Rice, Garnett; W. C. Bryant, Elk City; R. 
N. Wood, Syracuse; G. L. Calvert, Goodland. 

Central a Ww. Cunningham, Atchison. 

Continental—H. L. Steinberg, Lorraine; J. 
H. Hutton, Abilene; W. A. Doerschlag, Parsons; 
F. A. Wesley, Hollyrood; M. Anson, Pratt. 

Fid.-Phen.—M. J. Townsend, Liberal; J. E. 
Difenbauch, Ottawa; J. E. Blevins, Linnwood; 
A. A. Carpenter, Protection; T. H. Kelsey, St. 
John; M. Anson, Pratt; J. H. Hutton, Abilene. 

Fire Assn.—M. M. Studebaker, McPherson; 
Goeege Young, North Topeka; J. H. Fugate and 
J. M. Fugate, Newton. 

Fireman’s Fund—G. A. Layton, Concordia. 

Glens Falls, N. Y.—H. M. Coulter, Pittsburg. 

Hartford—W. C. Schumacher, Claflin; J. F. 
Meisenheimer and J. G. Schilling, Hiawatha. 

Home, N. Y.—M. J. Townsend, Liberal; Vic- 
tor Elbert, Ransom; L. L. Tolman, Climax. 

State, Ill, Rockford—A. H. Fuller, Arkansas 


City. 

Natl. Ben-Frank.—H. F. Matthew and C. F. 
Bagby, Ottawa. 
m W. Natl—G. L. Houston, Cottonwood 

alls. 


Ins. Co. of No. A.—W. C. Alford, Hazelton; 
i= Pretz, arveesi - S. Wilson, Kiowa; R. A. 
ill, Oswego; W. H. Layton, Osborne; W. F. 


Lay, Parsons; F. C. Starr, Rock Creek; W. A. 
Tillotson, Shields; E. S. Jester, Westphalia; M. 
M. Studebaker, McPherson; George Young, 
North Topeka. 


Northwestern F. & M.—M. L. MclIntyre, 


City. 
Springfield—L. r4 Menser, Anson; M. J. 
Townsend, Liberal; H. A. Dodderidge, Parker- 
; W. L. Brown, E, R. Grant and Bert 
Walker, Kingman. 
Westchester—G. L. Maser, Parsons. 
British Amer.—W. N. Tincher, Topeka. 
London & Lanc.—F. M. Fisher, Paola; L. C. 
Hansel, Salina. 
Palatine—J. N. Gentry, Pratt. 

mn Assur.—F. E. Smith, Clay Center. 





Missouri Agency Appointments 
mage Exch.—L. W. Hubbell & Son, Spring- 


Rhode Island—Berrian & Ferch, Joplin. 
Sun, Eng.—Wattenbarger & Menefee, Milan. 
Westchester—W. V. Huebsch, Monroe City; 
C. W. Atkinson, Doniphan. 

Aetna—J. P. Warner, Lockwood; T. S. Wears, 
Losy, City; Frank Murphy, William Heckman 
and William Westerman, St. Louis; J. M. John- 
Turner Co., Car- 


D. Burwell, Browning; G. A. Barratt, 


& McComb, Butler; F. Nn Brennan, Cainsville; 
H. R. Gilbert, Liberal; N. 


ville; W. J. Alth 


omana; Alexander Duckett Insurance Agency, 
Williamsville; Stevenson Bros., Des Arc; J. B. 
Crum, Meta; Lancelat Ryan, Portage Des 
Sioux; J. T. Morris, Sparta; . C. Todd, 
Branson; T. J. McAchran, ‘Chadwick; Otto 
Drewel, Laddonie; T. B. Crump, Ashland; Bow- 
man & Williams, Amoret; J. A. N. Lenhardt, 
Lohman; C. E. Estes, Fairport; C. P. Harper, 
Sheridan. 

American, N. J.—Russell Doss, Farmington; 
F. R. Allen, Butler; C. W. Settle, Centralia. 
_Connecticut—S. $. owlin, Montgomery 


City. 

Calumet—J. A. Rhodes, Charleston. 
Franklin—Kinkhorsh, Merrell & Jackson, 
Brunswi 

Fid.-Phenix—Frank McComb, Butler; R. H. 
Bruce, Dearborn; . E. Rowden, Stoutland. 
L. & L. & G., Eng.—C. A. McComb, Butler; 
. A. Adrain, Martinsburg; Fred Karrenbock, 
oscow Mills; G. L. Pollard, Old Monroe. 
Northern—Bowman & Hess, Creptal. 


MISSOURI NOTES 


Donald D. Henry of Jefferson City, Mo., 
has just taken over the insurance busi- 
ness of the Thomas & Price agency. 
Thomas & Price had the largest bureau 
agency in Jefferson City, which now 
places Mr. Henry’s agency in the leading 
role, as he himself had quite an important 
agency. He now has sixteen companies. 

Inspection has been made of the sprink- 
lered boot and shoe factory of Barton 
Brothers, southeast corner of West 
Eighth and Washington streets, Kansas 
City, Mo. Risk has Grinnell and Inter- 
national sprinkler, heads and protection 
is pronounced complete. Line of insur- 
ance, $450,000, in Western Factory Insur- 
ance Association. 


GENERAL WESTERN NOTES 


The fire insurance losses in Montana 
for the year 1912 will eclipse all previous 
figures. To date the loss is more than 
$1,750,000, and the underwriters express 
the belief that the $2,000,000 mark will be 
reached before the year is ended. 

Arthur C. Robertson, special agent of 
the Fidelity-Phenix, has returned to Ok- 
lahoma City to resume work after a three 
months’ vacation spent in Wisconsin, 
where he has been recuperating from the 
effects of a serious operation early in the 
summer. 
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ELMER F. BAGLEY, Secretary-Treasurer 


The Grain Growers Bail Insurance Co. 
Home Office, Columbian Building, Topeka, Kansas 


Insures Growing Crops Against Loss or Damage by Hail. New Liberal Contracts. Good Commission 
Exclusive Territory. Agents Wanted in Unoccupied Territory. 
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1353-1355 Lemcke Annex 


Stock Insurance Co. 


INDIANAPOLIS 





OSCAR HADLEY, President 


FRANK I. GRUBBS, Secretary 





Insures Horses, Mules and Cattle against death from any cause. 
Agents of other branches of Insurance find this the most pro- 


fitable of all. 


For territory and agency contracts, address 
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ATTENTION! AND INSURANCE AGENTS 


STOCK SALESMEN 





ding and are making great progress. 


men of Kentucky. 


J. C. W. BECKHAM 





Our authorized Capital is $1,000,000.00. We have a multiple charter, which is 
tual. Our stock is fully paid and non-assessable. 
i We need a few more stock salesmen, and 
applications for agencies are being considered, as we will qualify in a short while. 
e are backed by over SIX HUNDRED of the leading business and professional 
FOR PARTICULARS ADDRESS SALES DEPARTMENT 


The United American Insurance Company 


The United American Building 
President FRANKFORT, KENTUCKY 


We own a handsome office 


CHAS. E. DEXTER 
Gen’! Manager 











KENTUCKY AND THE SOUTH 


DELAY NEW KENTUCKY RATES 











Extension of Time Looked for Because 
of Labor Involved—Situation Is 
Chaotic 





Owing to the amount of labor in- 
volved in compiling statistics upon re- 
ceipts and losses on dwellings in Ken- 
tucky, which involves a separation of 
the records of the companies on their 
business in that state, it is hardly likely 
that the formal protest which will be 
made by the underwriters will be put 
before the state insurance board much be- 
fore Nov. 1. This is the effective date 
of the new rates. 

As the law provides for the hearing 
of evidence by the state authorities, it 
seems as though, as a matter of course, 
the state board will suspend the opera- 
tion of the new rates for at least thirty 
days longer in order to hear the facts 
to be submitted by the companies. Its 
decision in the matter could hardly be 
given until Dec. 1, if then. 


The procedure on the part of the com- 
panies, assuming that the state board de- 
cides to uphold the new rates, will be to 
file suit in the state courts, as provided 
by the state rating law, seeking to set 
the action of the state board aside. Secur- 
ing a decision in the circuit court where 
the suit was filed, which will probably be 
at Frankfort, and ng the case to the 
court of appeals for final action will delay 
the operation of the new rates, even as- 
suming that the case goes against the 
companies, until late in 1913. Even then 
it might be possible for the companies to 
get relief from the federal courts, since 
the United States circuit court of appeals, 
which passed on the situation last spring, 
decided, in effect, that the companies had 
complained before they were hurt. They 
could now prove actual loss and possibly 
get a temporary injunction. In the su- 
preme court the law may be declared un- 
constitutional. 

In the face of these probabilities, local 
agents in Kentucky do not see much rea- 
son to get aroused over the situation, 
though the announcement of the new 
rates has unsettled business. 

A number of Louisville agents have 
already declared that if the new rates go 
into effect they will not solicit dwelling 
business unless unusually large amounts 
are involved. They point out that under 
the new law it will be necessary to in- 
spect premises in order to apply exposure 
charges and they say it would take so 
much time the commission earned would 
not be worth while. The assured will 
also find it onerous to report changes in 
risks, which will be necessary under the 
law, and it will be burdensome to keep 
records of such changes. 

It is recognized that dwelling rates 
have been too high, and it is believed that 
if the rating board would announce its 
intention of equalizing rates, raising them 
where they have been too low, the com- 
panies would accept the situation. Mean- 
while the rate situation is in a state of 
chaos. 





No Ruling on Brokerage 
The Kentucky rating board has not 
yet passed on the question submitted to 
it by the Louisville board as to whether 
agents may pay brokerage. The mat- 


ter seems to be up to the attorney- 
The Louisville rule against 


general. 





payment of brokerage 


except on 


whisky business, has been in force 
sixty years, but it is thought that if 
payment of brokerage is held legal the 
board will let down the bars. Brok- 
erage is being paid now on many lines, 
such as tobacco, and many lines are 
now written direct on which the agents 
might get commissions if they were 
allowed to “split.” It is believed by 
some that the agents would gain more 
than they would lose if brokerage were 
permitted. 





Phoenix Hotel Insurance 


There are expressions of alarm 
among some of the companies in can- 
nection with the Phoenix hotel in- 
surance, at Lexington, Ky. The pres- 
ent rates, promulgated Aug. 13, 1912, 
and filed with the insurance commis- 
sioner are 1.28 on new building and 
2.38 on old building. Any company 
failing to secure these rates from the 
date named is not complying with the 
rates filed by the Kentucky Actuarial 
Bureau. Some rate cutting has been 
indulged in, apparently, as it has just 
been pointed out to companies that 
this is a very important matter and 
there is danger of the state authorities 
being called to the case unless prompt 
action is taken by the companies in- 
terested. 





TO CONTINUE THE BUREAU 

At a conference of the fire companies 
operating in Louisiana, it was decided in 
view of the evident desire of all interests 
to see advisory rates published by the 
Louisiana Fire Prevention Bureau, to 
recommend the continuance of the bureau 
and the publishing of the advisory rates 
on the plan proposed by counsel. The 
New Orleans local agents desire the bu- 
reau maintained. 


SEMIANNUAL MEETING 
The semiannual meeting of the South 


| Eastern Underwriters’ Association will be 


held at the New Willard Hotel, Washing- 
ton, D. C., on Nov. 12 next. 


CHIEF OFFICE InN NEW YORE 

Cc. N. Pinkney and J. D. Bremer are in 
Texas developing the business of the 
American Wholesale Reciprocal Under- 
writers, Empire Reciprocal Intersurers 
and Merchants Reciprocal Intersurers, of 
which they are managers. The Texas 
office is in the Gunter building, San An- 
tonio, but the managers will spend their 
time later on chiefly in their New York 
office, 123 William street. 





TENTATIVE DATE FOR MEETING 


Tentative plans for the annual meeting 
of the Kentucky Board of Fire Underwrit- 
ers in Louisville provide for holding the 
meeting Nov. 20-21. The sessions will 
take place at the Seelbach hotel, accord- 
ing to present plans. The executive com- 
mittee will confirm the arrangements this 
week. It is practically certain that Ver- 
ner Kline, of the Niagara, will be the new 
president, succeeding M. B. Russell, of the 
Firemen’s Fund. Mr. Kline is now vice- 
president. 





R. A. Palmer, assistant manager of the 
Fire Association, was in Kentucky this 
week with C. M. Benjamin, special agent, 
who has taken over his old field again, 
and now has both Tennessee and Ken- 
tucky in charge. Another company offi- 
cial who was warmly welcomed was Har- 
ry Bush of the Dixie Fire, who is un- 





usually popular with Kentucky under- 
writers. 
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FIRE PROTECTION DEPARTMENT 


Timely Comments on Hazards 


Protective Devices and 
Kindred Topics 


NEWS OF FIRE PREVENTION 


J iter" P. HUBBLE, special agent 





for Kentucky of the National of 

Hartford, and chairman of the 
committee on state fire prevention as- 
sociations of the National Fire Pro- 
tection Association, has called a meet- 
ing of the committee to be held in Cin- 
cinnati, Nov. 27. The sessions will be 
at the Sinton hotel. 

The purpose of the meeting is the 
standardizing and unifying of the work 
of the various state fire prevention as- 
sociations. Plans for a new organiza- 
tion composed of the state organiza- 
tions have been discussed in the past, 
but the companies have felt there was 
no need for the increase in expense. 

Franklin H. Wentworth, secretary of 
the National Fire Protection Associa- 
tion, was in Louisville a short time 
ago and held a conference with Mr. 
Hubble and Frank G. Snyder, president 
of the Kentucky State Fire Prevention 
Association and William Sowards, 
former president of the organization 
and a member of the fire prevention 
committee. At that time the proposi- 
tion of having the committee on state 
associations of the national organiza- 
tion used as the means of carrying out 
the plans of the fire preventers was 
discussed, and it was agreed that the 
adoption of this plan would secure the 
same results. 

It was practically decided to abandon 
plans for a new body, and to under- 
take the work of converting the com- 
mittee from a purely formal organiza- 
tion, doing merely perfunctory work, 
into an active, constructive body work- 
ing along the lines of increasing the 
efficiency of state work. 


In order to emphasize the importance 
of the committee's field, the National Fire 
Protection Association plans to give half 
a day at each of its annual conventions 
to the discussion of this topic alone. This 
will enabie the representatives of the state 
organizations to get together, and to work 
out plans of standardization, while fre- 
quent meetings will be held by it during 
the year, according to present plans. 

The meeting in Cincinnati will be in 
the nature of a preliminary, and will give 
an opportunity for the whole subject to 
be gone over and plans decided upon. In 
addition to Mr. Hubble, the members of 
the committee are as follows: . 
Crosley, Wisconsin; A. L. Rosset, North 
Carolina; Joel W. Hubble, Illinois; C. W. 
Hutchinson, Michigan; Perley B. Jones, 
Louisiana; W. C. Lyle, Nebraska; Henry 
Ludlow, Oklahoma; E. D. Morcom, South 
Dakota; J. M. Neuburger, West Virginia; 
Cc. B. Roulet, Texas; R. W. Schimmel, 
Minnesota; William Sowards, Kentucky; 
S. T. Sparkman, South Carolina; J. H. 
Walsh, Missouri; W. E. Page, Iowa; J. M. 
Waller, Virginia; F. H. Wilder, North 
Dakota, and C. O. Wood, Ohio. 





Moving Picture Ordinance 


If Alderman Fred C. Bogk, - local 
agent for several fire insurance com- 
panies, has his way Milwaukee will 
be moving picture proof. Mr. Bogk 
is now working hard for the passage 
of an ordinance regulating the manu- 
facture, storage and handling of in- 
flammable moving picture films. A re- 
view of the ordinance shows that it is 
complete and rigid. It follows the 
standards as recommended by the Na- 
tional Board of Fire Underwriters in 
every case except that describing the 
kind of room that must be used for 
storage. The National Board calls for 
fireproof vaults, while Alderman Bogk’s 
ordinance calls for a fireproof room 
only. 

It is hoped that the new ordinance 
is adopted in the German city, as the 
film hazard is a dangerous one, if not 
handled in the proper manner. Rigid 














enforcement of such ordinances as Mr. 
Bogk’s give assurance of the proper 
handling and safety to life and prop- 
erty in and about such an establish- 
ment. 





MAP OUT INSPECTION WORK 


Wisconsin Association Makes Plans— 
New Committees Appointed—Will 
Visit Madison and Racine 








The campaign of inspection which 
will be carried on during the coming 
year by the Wisconsin State Fire Pre- 
vention Association has been launched 
and new committees for the year have 
been announced by W. E. McCullough, 
of Milwaukee, new president of the 
organization. 

All the members of the old executive 
committee have been reappointed 
by President McCullough, including 
George R. Crosley, Milwaukee, found- 
er of the Wisconsin association; George 
G. Williams, B. A. Lehnberg and C. 
E. Hilbert, all of Milwaukee. The of- 
ficers, including President McCullough, 
Vice-President H. S. Norton and Sec- 
retary Montgomery Clark, all of Mil- 
waukee, are members ex-officio. 


Two new members of the waterworks 
and fire department committee have been 
appointed, H. L. Dalton, Milwaukee, state 
agent for the Royal of Liverpool, and A. 
T. Jones, Milwaukee, state agent for the 
Liverpool & London & Globe. Both the 
new members have given special atten- 
tion to the matter of inspection by the 
paid fire departments of the state and 
will prove valuable additions to the com- 
mittee. M. A. Freedy, Milwaukee, has 
been reappointed chairman of the com- 
mittee. George G. Williams, Milwaukee, 
is again chairman of the committee on 
publicity and education and will be aided 
by C. E. Hilbert, Milwaukee. President 
McCullough will serve on the law and 
ordinance committee, together with J. E. 
Florin, assistant state fire marshal and 
attorney for the fire marshal’s depart- 
ment. A. Rademacher has been reap- 
pointed chairman of this important com- 
mittee. 

It was expected that President McCul- 
lough would appoint a legislative com- 
mittee, which would work with the Wis- 
consin legislative investigating commit- 
tee on fire insurance, in accordance with 
the plan recently outlined by Commis- 
sioner H. Ekern. President McCul- 
lough is of the opinion, however, that the 
law and ordinance committee will be able 
to fill the requirements, as all the mem- 
bers of this committee have followed 
closely the conditions in the Wisconsin 


eld. 

Madison, Wis., the capital city of the 
state, will be inspected by the associa- 
tion on Oct. 31 and Nov. 1, according to 
an announcement made by President Mc- 
cullough. Complaints have been received 
by the association for some time concern- 
ing the alleged inadequate water pres- 
sure and unsatisfactory condition of the 
fire department in Madison. It is ex- 
pected that at least fifty members will 
go to Madison. 

Conditions in Racine, Wis., will be in- 
spected some time in November, as per- 
sistent complaints have been received re- 
garding the water pressure in that city. 


Mayor Guthrie’s Good Work 
Mayor E. T. Guthrie of Mattoon, IIL, 
who is a local agent and adjuster, is 
doing some good work there in the 
way of causing defects to be remedied. 
He has instructed the fire department 
to make inspections, resulting in 200 
defective flues in dwellings being dis- 
covered. The fire chief has notified 
the owners of the danger and request- 

ing that the chimneys be made safe. 


RECOMMENDATIONS AT CLEVELAND 


Among the needs of the fire department 
presented to the city council by Chief 
Wallace of the Cleveland fire department 
is the extension of the high pressure sys- 
tem to the factory district a ong the lake 
front east and to the lumber district in 
the “flats.” He also asks for four new 
engines to take the place of the same 
number that he now considers unreliable, 
and recommends that the fireboat, Cleve- 
lander, out of service for some time, be 
rebuilt. An engine house on West Four- 
teenth street and another on Carnegie 
avenue are also suggested, as well as 
several additional hook and ladder com- 
panies. Tractors for hook and ladder 
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CINCINNATI, OHIO 
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trucks 1, 2, 7 and the water tower aré 
other improvements he believes are need- 
ed. Nine automobiles for battalion chiefs 
are requested. 





REPORTS ON TWO IOWA TOWNS 





Fire Prevention Association Inspects 
Wapello and Washington—Find 
Wires on Metal 





The committee from the Iowa Fire 
Prevention Association has little of 
which to complain in its report on the 
town of Wapello, which will be mailed 
out this week from the association 
headquarters. The committee consists 
of E. S. Phelps, J. W. Warnshuis, C. 
B. Koett, Scott Humbert, J. P. Burn- 
ley and C. D. Wadsworth. Under the 
term “general remarks” the committee 
says: 

“This is an old and conservative town. 
Good farming community. Fire record 
exceedingly good. The condition of base- 
ments, areas and alleyways far above the 
average in point of cleanliness. The pre- 
vailing custom of hanging flexible electric 
cords over nails and other metal sup- 
ports obtains here. This is about the 
only general fault.” Wapello has a popu- 
lation of 1,500. 

The committee which inspected Wash- 
ington, Iowa, is composed of the same 
men as that which inspected Wapello. 
Under general remarks the committee 
says: 

“This city is located in one of the finest 
agricultural districts in the state, is an 
excellent trading point and has a very 
good fire record. More than the usual 
carelessness was found in cellars and 
basements, while the alleys and areaways 
were clean beyond the average for cities 
of this size. Annual inspection of flues 
is made and ordinances prohibiting burn- 
ing of rubbish on the pavements. The 
mayor desires to cooperate with our as- 
sociation in obtaining a cleaning up of 
cellars and will do all in his power to 
obtain results. The prevailing custom of 





hanging flexible electric light cords on 
nails exists throughout the city.” Wash- 
ington is a city of 4,500. 





PAID DEPARTMENT AT JEFFERSON 

Jefferson City, Mo., has just taken an 
important step toward fire prevention, 
putting in a paid full time force of four 
men with a combination hose and chem- 
ical automobile. These men are being 
trained by J. O’Donnell, one of the cap- 
tains of the St. Louis fire department. 
Mr. O’Donnell is not only training them 
as fire fighters but as fire inspectors and 
preventors as well. 


REPORT ON ALBERT LEA 

The Minnesota State Fire Prevention 
Association has published its report on 
the fire protection of Albert Lea. The 
association recommends the following: 

1. An effective gasoline ordinance. 

2. An electric wiring ordinance. 

8. An ordinance prohibiting the burn- 
ing of rubbish in streets and alleys. 

4. Purchase of a steam fire engine. 

5. Installation of an electric fire alarm 
system. 

— Regular inspection of valve of intake 
pipe. 
7. Larger elevated tank. 

8. Protect exposed part of pipe imme- 
diately under elevated tank. 

9. Enforcement of requests made by 
‘fire marshal. 





SUSPENDED BONFIRE ORDINANCE 

The mayor of St. Cloud, Minn., sus- 
pended for Oct. 9, Fire Protection Day, the 
ordinance against bonfires, in order to 
promote the clean-up work. He must have 
been of the same mind as the man who 
insisted on having peace, even if he had 
to fight for it. 





WANTS BLUE PRINTS OF RISKS 

Fire Chief Springer of Texarkana, an 
ardent advocate of practical fire preven- 
tion policies, is putting into effect a plan 
which he believes will bring about a ma- 
terial reduction in hazard. He will urge 
upon all merchants, manufacturers and 
other business men the necssity of pre- 
paring for the fire department blue print 
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houses, show- 
ing entrances and exits, electric light 
switches, location of stock and location 
of water buckets and other fire prevention 
These are to be studied by 
the firemen, who will personally visit 
the buildings at odd times, that they may 
become familiar with the situation. 


TOWN ON DRESS PARADE 
The Harrodsburg meeting of the Ken- 
tucky State Fire Prevention Association 
last week developed the fact that condi- 


floor plans of their business 


disadvantage of publicity for the meet- 
ings was found, however, for the citizens 
were on “dress parade,” and had cleaned 
up their premises for the occasion, so 
that an abnormally good condition was 
presented. It would have been better, as 
far as permanent results were concerned, 
to have had the town in its usual condi- 
tion. Owing to the inability of Fred 
Trefzer,of the Kentucky Actuarial Bureau, 
who has made a reputation for his “chalk- 
talks” showing the make-up of rates, to 
be present, Herbert Chittenden, of the 
bureau, handled this work. 

Next month’s meeting of the association 
will be at Paducah. The probable dates 
are Nov. 13-14. They were chosen so as 
not to conflict with the meeting of the 
Kentucky board. 


PERCY B. DUTTON SPEAKS 

Percy B. Dutton, manager of the Teu- 
tonia of Pittsburg for New York made an 
address before the Mechanics Institute at 
Rochester, N. Y., the other evening on 
fire prevention. He said that fire waste 
could be greatly reduced if people were 
not so careless and told how the Balti- 
more fire was caused by a person throw- 
ing a cigarette through an iron grating 
under a shop windew. 

“In Germany after every fire an investi- 
gation is held, and if the person respon- 
sible is found he is either fined or im- 
prisoned,” said Mr. Dutton. He thought 
that if this method was partly enforced in 
this country it would tend to reduce fire 
loss. The use of safety matches and the 
keeping of kerosene oil in safe places in 
metal cans were other means of fire pre- 
vention advocated. 


FIRE PROTECTION NOTES 


Petoskey, Mich., has plans for the pur- 
chase of an auto fire engine. 


The Muncie, Ind., city council has 
raised the tax levy one cent to provide 
funds for a central fire station. 


New fire alarm boxes are being in- 
stalled at Adrian, Mich., which will afford 
the factory district better protection. 

The city council of Fort Smith, Ark., 
has appropriated $12,000 for the purchase 
of an aerial truck. The city has four 
fire stations. 


The Hot Springs, Ark., fire department 
has installed a $10,000 auto fire truck, 
which will greatly increase the efficiency 
of the department. 


A new fire alarm system is now in com- 
mission at Pontiac, Mich., with eight cir- 
cuits instead of two, and the new system 
is very satisfactory. 


Pt. Huron, Mich., has purchased a new 
auto combination hose and chemical 
wagon, which will be added to the equip- 
ment in about a week. 


The city council of Osceola, Ark., has 
passed an ordinance providing for a fire 
limits, and restriction of building con- 
struction within the area. 


The village of Saline, Mich., has voted 
a bond issue of $30,000 for a waterworks 
system. Three wells will be drilled and a 
system of mains installed. 

Marquette, Mich., is planning a reor- 
ganization of its fire department, and has 
secured much data and other information 
from cities of the state as to the amount 
expended for protection. 


Flint, Mich., is installing many new 
fire hydrants. Twenty of them are lo- 
cated on Saginaw street and there are 
nine in and around the grounds of the 
Michigan school for the deaf and four at 
Oak Grove hospital. 


The newly appointed electrical in- 
spector at Flint, Mich., is busy inspecting 
new wiring as well as old installations 
and he finds many changes necessary in 
order to comply with the national code. 
He will make thorough inspection of all 
ee in the city, taking one street 

e. 


The petition of Canon Wyat & Camp- 
bell at Muskegon Heights, Mich., for ade- 
quate fire protection has been granted by 
the common council. The buildings are 
of frame construction and at present 
there is only one hydrant near by, and 
that on Sanford street, so that in case of 
high wind it would be impossible to save 
the plant. 

M. F. Sullivan, fire attorney of the city 
of Chicago, has called the attention of 
insurance men to the numerous fires re- 
cently in buildings in course of construc- 
tion. One occurred Sept. 29 at 3719 West 
Sixty-third street, causing a loss of $5,- 
000. This is the sixth such fire which 
has occurred recently, and the fire at- 


torney’s office attributes them to labor 
troubles, 
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BUREAU MEETING HELD 
(CONTINUED FROM PAGE 4) 
for bureau companies is that term rates 
on frame mercantile risks are pro- 
hibited and the term rate for brick mer- 
mantiles is two and one-half annual 
rates for three years and four annuals 
for five years. As Chairman Halle put 
it, “This is now the law of the land.” 
Pledge Support in Large Cities 

Chairman C. E. Sheldon of the joint 
large cities committee in his report 
said the proposed expense reduction 
was the most complex and difficult is- 
sue confronting the companies. It is 
necessary to secure the cooperation of 
the agents. He declared he believed 
the agents were ready to meet the 
companies half way on a reasonable 
platform. Many people are getting 
compensation for placing fire insurance 
that are not entitled to it. This in all 
justice to those legitimately engaged 
in the business must be checked. Com- 
mission agencies vs. local salaried man- 
agers is the most baffling knot to untie 
but Mr. Sheldon feels it can be done. 
The committee, he asserted, needs the 
cooperation of all companies. 

At the close of his talk, the members 
on roll call all pledged their support 
and cooperation to the committee to 
bring about reasonable expense reduc- 
tion. Mr. Sheldon remarked that the 
committee would act in concert with 
the agents in order to bring positive 
results. 

First Session at Niagara Falls 

The bureau opened its meeting at the 
Prospect House, Niagara Falls, Thursday 
morning. The executive committee held 
a session previous to the meeting to 
‘formulate its report. Chairman E. G. 
‘Halle announced there were seventy-nine 
companies and underwriters’ agencies in 
the bureau. Twenty-three have joined 
since the Pittsburgh meeting. 

Manager M. A. Scholbe made a report 
as to the financial and detail affairs of the 
bureau, and in view of his excellent work 
was given a vote of thanks. 

Chairman C. E. Sheldon of the executive 
committee recited the difficulties that con- 
fronted the conference committee but de- 
clared that great progress had been made. 
The conference committee members, he 
said, had approached the cooperation 
agreement in a broad-minded spirit. In- 
asmuch as he is to serve on the large 
cities conference committee, as well as 
the regular conference committee, he 
-asked to be relieved as chairman of the 
“bureau executive committee. C. E. Porter 
of the State of Pennsylvania spoke in 
tribute of Mr. Sheldon’s faithful and ef- 
fective service to the bureau and the 
work of joint cooperation. A rising vote 
in appreciation of Mr. Sheldon and his 
work was taken. W. M. Patton of the 
Northwestern National becomes chairman 
of the executive committee. 

Inter-Reinsurance Bureau 

Gustav Wollaeger of the Concordia re- 
ported for the inter-reinsurance bureau, 
‘which has been in operation since July 1. 
‘Up to Oct. 1 the premiums were $28,143, 
- cessions, 1,047, and the cancellations, 
8 


As the members evidently were not en- 
thusiastic over the accommodations at Ni- 
agara Falls, they adjourned Thursday 
evening to meet the next morning at the 
Iroquois hotel, Buffalo. 

Sprinkled Risk Association 

In the absence of Manager Fred A. Rye 
of the Western Sprinkled Risk Associa- 
tion, A. D. Baker read his report. He said 
that when he took charge it was neces- 
sary to clear the decks and begin on the 
ground floor. It was the purpose to so 
serve the bureau agents that they need 
not take other companies to handle their 
sprinklered lines. It has been a great help 
in mixed agencies so that much separa- 
tion has been checked. The association 
was soon able to get the agents’ coopera- 
tion. They see now the means of procuring 
their share of the sprinklered risks. Mr. 





What we think of others often depends 
upon what they think of us. 


Rye says 90 percent of the inquiries for 


information now come from agents and 
field men. 

Often agents are assisted where the 
association secures no direct benefit but 
bureau local representatives are thus 
strengthened and the business is saved 
for them. 

Mercantile risks, Mr. Rye asserts, form 
the greatest field for sprinkler companies. 
Some 500 of this class have been equipped 
this year. 

Mr. Rye sees the need for uniform rules 
and practice to govern the Western 
Sprinkled Risk Association and the West- 
ern Factory Association. He recommend- 
ed that such be soon consummated. He said 
the term rule for sprinklered risks has 
caused much confusion. The sprinklered 
risk departments of some of the com- 
panies he said were largely responsible 
for many of the evils that have crept in. 

Mr. Rye predicts an even greater per- 
centage increase of sprinklered risks. 
There are some _ twenty-five sprinkler 
equipment offices in the west and others 
that finance equipments. Bureau agents, 
he remarked, are becoming more intelli- 
gent in closing sprinklered lines and are 
getting more of their just share. 

. E. Porter paid high tribute to Mr. 
Rye’s ability and faithful service. 
Rocky Mountain District 

Neal Bassett, who has been appointed 
to represent the bureau on the joint su- 
pervisory committee in the Rocky Moun- 
tain field said the committee would meet 
in Denver, Oct. 2 his is the first 
time the bureau has been allowed repre- 
sentation on the committee. 

Mr. Porter read the report made by 
W. N. Johnson of the North America to 
the Western Union on the scheme for a 
central printing and supply house to be 
own by the companies, so that all pol- 
icies, forms, clauses, riders, etc. will 
be uniform. The report showed the vast 
saving of money and time by such a 
cooperative program. Printing expense 
would be cut materially and there would 
be far less waste. 

The committee recommended that the 
Underwriters’ Supply Distributing Com- 
pany of Chicago be organized with $100,- 
000 capital, $100 a share. No company is 
obliged to subscribe. The committee was 
instructed to form a definite plan and 
present to members and then seek stock 
subscriptions. 

Bureau Field Organizations 

Cc. E. Sheldon in his report on bureau 
field organizations said the active support 
of the field men must be secured. Some 
bureau companies do not have their men 
join the field clubs and hence united co- 
operation is weakened. The bureau and 
union clubs should work in harmony. 
At the close of his report it was voted 
to make mandatory on bureau companies 
to have their field men join the state 
clubs. 

L. F. Creamer, special agent of the Teu- 
tonia of Dayton, said that the Ohio bureau 
field club had a committee present to 
see just what cooperation they could se- 
cure from the bureau in getting coop- 
eration from bureau field men. Some bu- 
reau specials, he added, were a law unto 
themselves. Chairman Halle assured him 
that full support would be given. The 
other members of the Ohio committee 
were D. C. Morgan of the Reliance and 
w. ng Herman of the State of Pennsyl- 
vania. 

Mr. Baker, in talking on “Maintaining 
Our Organization,” said two organizations 
were wise because of the public stand- 
point. The lesser companies have a much 
stronger voice because of the two organ- 
izations. In one they would have very little 
to say. Twe associations, he said, con- 
stitute a source of safety and health as 
do two political parties. He then offered 
the resolution printed at the beginning 
of this article which was unanimously 
approved. 

Patrol Committee Report 

Mr. Baker read the report of the patrol 
committee of the Western Union reciting 
the condition of the patrols in various 
cities, their cost of maintenance, company 
assessment, and so on. A patrol was 


recommended for Indianapolis. Mr. Port- 
er remarked that Cleveland is in great 
need of a patrol service. 

Some remarks were made as to the vital 
ee gS of — members in line with 
their obligations. he executive commit- 
tee was urged to do the needful if a 
member persisted in violating his obliga- 
tion. There was considerable talk of a 
company with a nypneneses name being 
expelled as it is charged with being a 
chronic pirate. 

. E. Porter, W. H. Stevens and Neal 
Bassett were appointed to revise the rules 
in conformity with the joint agreement 
and working rules. 

B. Auerbauch was appointed on the 
inter-reinsurance bureau committee in 
place of Mr. Halle. 

New Editors Are Named 

To assist Chairman Halle in properly 
editing and publishing “The Exchange” 
Frank M. Rice of the Central National 
and C. L. Hecox of the Ohio Farmers 
were appointed. 

The bureau voted to assume jurisdic- 
tion over Wyoming and New Mexico, 

In order to clear a misunderstood rule 
it was stated that in mixed agencies, 
bureau companies may allow map charges 
but they are not permitted to do so in 
clear bureau agencies because of the 
higher commissions paid. 


Distinct Field Color 


In contrast to union meetings, the bu- 
reau gatherings are marked by field men 
in attendance. Some of the supervising 
specials in the west represent their com- 
panies in the bureau. Thus the bureau 
gets both the field and managerial view- 
point. 

The companies that have joined the 
bureau since the meeting last spring are: 
Buffalo German, Buffalo Commercial, Cap- 
ital & Merchants & Bankers of Iowa, 
Central Union, City of New York, Colum- 
bian of Indiana, Detroit National, Jersey 
Fire Underwriters, Keystone Underwrit- 
ers, National-Ben Franklin, Nationale of 
France, National of Ohio, National Lum- 
ber, New Brunswick, Phenix of Paris, 
Rhode Island, Security of low Sioux 
Fire, Teutonia of Ohio, Union of Paris, 
Ohio Farmers and Amazon of Texas. 





Commissioners’ Meeting Postponed 

The meeting of the executive com- 
mittee of the National Convention of 
Insurance Commissioners, scheduled 
for New York, Oct. 22, has been in- 
definitely postponed, owing to inability 
of members to be present at that time. 





Elected Assistant Secretary 


E. L. Hurst, for the past twelve 
years of the general agency firm of 
Trezevant & Cochran of Dallas, Tex. 
has been elected assistant secretary 
of the Amazon Fire of Dallas. 


KENTUCKY NOTES 


Stratton & Terstegge, stove founders 
and tinware manufacturers of Louisville, 
are erecting a water tank at their plant 
and otherwise improving their fire protec- 
tion facilities. 


The Louisville Public Warehouse Com- 
pany has purchased a franchise from the 
city enabling it to operate a pipe line sup- 
plying an automatic sprinkler system 
which it is to install. 

The Candler Hotel, of Somerset, Ky., 
was burned Oct. 18. Arson is suspected 
and Charles Candler, son of the owner of 
the building, Earl Gray and John Walton 
have been arrested on charges in that 
connection. 


The state fire marshal of Kentucky has 
arranged for regular inspections of va- 
rious communities preliminary to issuing 
notices requiring changes to be made. 
Assistant Marshal J. B. Coffey is now at 








work at Bowling Green. 
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LARGE CITIES PROBLEM 


THE movement toward reform in the 
large western cities in the way of re- 
duction of expenses by fire insurance 
companies received a strong boost at 
the meeting of the Western INnsur- 
ANCE Bureau last week. Every mem- 
ber present pledged himself to support 
the joint large cities conference com- 
mittee of the bureau and the WeEsTERN 
UNIon. 

Cartes E. SHeEpon, vice-president 
and western manager of the AMERICAN, 
is chairman of the joint committee. 
Mr. SHELDON is known as the father 
of the joint working agreement. It 
was he who first suggested the plan 
and has given it his best thought. 

It is logical, therefore, that Mr. 
SHetpon should be the leader in the 
large cities moyement. That is with- 
out doubt the most vexing and com- 
plicated problem the companies have 
to solve. Mr. SHELDON is an under- 
writer of brilliant parts, a man of wide 
experience and well balanced judgment. 
He carries weight in what he says and 
does. He has the respect of his asso- 
ciates and the local agents. 

The members of the joint commit- 
tee are all solid, substantial, conserv- 
tive mc, who can be relied on not 
to undertake or recommend extreme 
measures, 

The companies appreciate the neces- 
sity of doing something in the way 
of getting down the cost in the big 
cities. They realize, too, that the pres- 
ent condition is the result of evolu- 
tion, a work of many years. To at- 
tempt to revolutionize the situation at 
one blow would be a disorganizing 
process that would lead to chaos. 

Mr. SHELDON in his talk before the 
bureau paid a high compliment to the 
local agents of the cities, stating that 
he felt that the thinking men among 
them are ready to co-operate with the 
companies in bringing about a change. 
He said the company committee de- 
sired to act in concert with the agents 
and in the end evolve a working plan 
that will meet with favor on both sides. 
We believe that this is the only just 
method to pursue. 

The agents in the cities should have 
a voice. The problem does not involve 
the companies alone, but the agents, 
too, for the latter are the ones chiefly 
affected. 

We are of the opinion that some 











moderate course can be pursued that 
will start the ball rolling toward a 
better day. In the first place we hold 
that the committee must begin at the 
bottom. It should aim its batteries at 
the men in the business who have no 
right to receive a commission. The 
number of people living off the busi- 
ness must be reduced. In other words, 
some standard of qualification must be 
set and only those who render adequate 
service should be recognized. 

Today the vast number of people 
drawing commissions from fire insur- 
ance in the cities who have no or but 
few qualifications to render service, 
who are little else than parasites, are 
diverting the business from legitimate 
channels. Why not adopt some method 
to lop off those not seriously engaged 
in fire insurance? Then the agents 
and legitimate brokers and solicitors 
could well afford to stand a reduction 
in pay. 

It seems to us that every honest 
and conscientious company manager 
and official should feel impelled to 
lend every encouragement to this 
movement. There should be no doubt 
in the approval given by companies. 
It should come with an emphatic voice. 
If the committee fails in its highly 
commendable mission, this paper will 
place the blame exactly where it be- 
longs. The time has arrived for coura- 
geous and unselfish action. If greed 
steps in and defeats a reform, let us 
all pin the scarlet letter on that or- 
ganization or those companies that 
have blocked the way. 

So far as THe WESTERN UNDERWRITER 
is concerned there has been no ques- 
tion as to its position. It has been 
assailed as the enemy of companies 
by sounding the warning note, but now 
that the companies thémselves are un- 
dertaking the very object that we 
pointed out to be necessary months 
ago, this paper takes some satisfac- 
tion in the stand that it took. 

It will give Chairman SHELDON and 
his committee its unqualified support 
and encouragement. It believes that 
something is going to be done and 
that right-thinking agents realize the 
necessity of establishing the fire insur- 
ance business in the cities on a firm 
basis where it can be defended sin- 
cerely. 


THE BUREAU MEETING 


No one could have attended the 
WeEsTERN INSURANCE BuREAU meeting 
last week and not acquired something 
of the spirit of cooperation and desire 
of fair play that was manifest all through 
the proceedings. The members are ce- 
mented together and are determined 
to have all live up to their pledges or 
get out. 

The bureau is a comparatively new 
organization. Its membership has not 
long been trained to driving in harness, 
but its spirit of unity has impressed 
itself on the newcomers and they are 
keeping step with the leaders. 

The members of the joint conference 
committee had nothing but words of 
praise for their union associates, stat- 
ing that all have recognized the need 
for a broad and patient statesmanship. 

There is a certain enthusiasm notice- 
able in the junior organization that is 








Personal Side of the 
Insurance Business 


For many years it has been a quan- 
dary with his many friends why Presi- 
dent William Henry Hunt of the Cleve- 
land Life stuck resolutely to his prin- 
ciples of bachelorhood. He possessed 
every qualification for happy wedded 
life, but he withstood all onslaughts. 
But he has succumbed. The announce- 
ment is made that President Hunt was 
married Tuesday to May Fairchild, 
daughter of Henry C. Sanford of 
Akron, O. Mr. Hunt is known as the 
“fighting president,” he having taken 
up the cudgel against what he con- 
siders wrong doing in the life field. He 
has built up a fine company, is a man 
of many parts and he has a world of 
usefulness before him. 

Mr. and Mrs. Hunt were in Chi- 
cago this week en route for the Pa- 
cific coast. They will sail on a tour 
around the world, Oct. 26, and will not 
return to Cleveland for some months. 


Thomas E. Braniff of Merrill & 
Braniff of Oklahoma City will be mar- 
ried Oct. 26 to Miss Bess Thurman of 
Lamar, Mo., daughter of Judge and 
Mrs. B. G. Thurman. The newly wed 
will take a trip to Panama, Guatamala 
and Costa Rico. 





E. H. A. Correa, vice-president of the 
Home of New York, and one of the 
prominent fire underwriters of the 
country, is still in a critical condition at 
his home with little hope of recovery. 


President Cyrus Kirk celebrated his 
thirty-seventh anniversary as a mem- 
ber of the Equitable Life of Iowa 
family Oct. 7. The agents had made 
special efforts and when Mr. Kirk 
opened his desk that day he found 
thereon unopened letters which proved 
to contain applications for $250,000 
worth of insurance. This is the largest 
amount ever received in one day and 
Mr. Kirk was highly gratified. 


Josiah Kirby, manager at Cleveland, 
for the Ohio National Life, has gotten 
out one of the finest advertisements 
for life insurance and the Ohio National 
that has been designed i in a long time. It 
is a beautifully printed volume contain- 
ing an unusually good selection of 
great poems, all treating in some way 
on the ideas of duty, benevolence, etc., 
which naturally lead up to life insur- 








infectious. The mingling of the vet- 
erans and those of the younger school 
provides for a nice balance. The small- 
er companies in this organization have 
a voice in its affairs. They are not 
overshadowed. 

The passage of the working rules 
causes a reform in the business that is 
greatly needed, viz., the prohibition of 
writing frame mercantile risks for a 
term and reducing the term on brick 
mercantiles to 2%4 annual rates for three 
years and four annuals for five years. 
This is a step along conservation lines 
that will check some of the waste. 

The unanimity with which those pres- 
ent pledged their support to the joint 
large cities committee in its work for 
expense reduction means that the 
bureau will present a solid front in this 
important mission. 

Much credit for the development of 
the bureau can be given to those lead- 
ers who have devoted much time and 
thought to its upbuilding. Such men 
as Hatter, SHELDON, Bassett, Patton, 
Porter, BAKER, WOLLAEGER, WILLIAMS, 


Letton and others have evinced a cath- 
olic spirit and are responsible for the 
degree of success that their organiza- 
tion has achieved. 








ance. The last selection is the famous 
sermon on life insurance by the Rev. 
T. De Witt Talmage... The gift of such 
a book ought certainly to pave the way 
later for a satisfactory talk on life in- 
surance. 


W. R. Townley, president of the Fire 
Underwriters’ Association of the North- 
west, and general agent of the West- 
ern and British America, is this week 
attending the funeral of his father, 
who resided at Simcoe, Can. He died 
while visiting in Michigan. 

Some years ago the Business Men’s 
Club of Cincinnati, at the suggestion 
of one of its honorary members, Dr. 
Charles Frederic Goss, decided to give 
a dinner once each year to some citi- 
zen who distinguished himself by do- 
ing some great and good thing for the 
city. This year the dinner will be 
given to Jesse R. Clark, president of 
the Union Central Life, whose magnifi- 
cent home office building, the tallest 
skyscraper in the world, outside of 
New York, is rapidly going upward. 
The date is fixed for Oct. 26. Mr. 
Clark and his associates have given to 
the Union Central’s home city, a land- 
mark and distinction equal to any other 
the city possesses, as well as provided 
the Union Central with an architectural 
creation which typifies its greatness as 
a company. 

T. C. Bassett, district agent of the 
Northwestern Mutual Life, has not 
killed the goose that laid the golden 
egg, but he has killed a little red hen 
that had a nugget of gold in her craw. 
Mr. Bassett is something of a chicken 
raiser and the other day desired a nice 
fowl for the Sunday dinner. When 
the little red hen was being dressed a 
nugget of gold worth $300 was found 
in her craw. It is supposed she picked 
it up in the sand and hence Mr. Bas- 
sett may have a gold mine on his place. 
Careful scrutiny is being made of the 
premises. Mr. Bassett may patent his 
discovery of chickens being gold 
miners. Mr. Bassett lives at Storm 
Lake, Ia. 


A clever retort made recently by an 
inspector of one of the southern 
bureaus has been going the rounds. 
Some of the companies, in consider- 
ing appointments to vacancies in the 
field, have expressed themselves as 
being opposed to taking on bureau 
men, on the ground that they are like- 
ly to be hypercritical. In fact, when a 
high grade representative of an inspec- 
tion organization applied to a western 
manager in that connection, the old 
objection to that character of repre- 
sentative was brought forth. 

“Sir,” said the inspector drily, “I 
am willing to guarantee that I can put 
as much rotten business on your books 
as anybody in the business. But, on 
the other hand, I can weed it out, if 
you like.” 

He got the job. 


J. H. Ridgway, special agent for the 
Law Union & Rock, cites a striking 
example of the part luck plays in the 
fire insurance business. Two years ago 
he was given 150 dwelling house poli- 
cies in one Wisconsin agency in one 
week. They were his share of 750 sim- 
ilar policies that the agent had been 
carrying in one company. This busi- 
ness, over a period of years, had proven 
unprofitable to the company and it had 
asked for cancellation. There was no 
reason why it should have anything but 
a nominal loss ratio, as all of it was 
among Bohemians, and their nationality 
ranks alongside the German considered 
from a fire insurance standpoint. And 
during the past two years not a single 
loss on this business has been reported 
to the Law Union and the other com- 
panies have had an equally favorable 
experience. Had the one company hung 
onto the business that is now distrib- 
uted among five it probably could have 
made up for the losses it sustained in 
previous years. 
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LIFE INSURANCE SECTION 








UNION CENTRAL’S POLICY 
MONTHLY INCOME CONTRACT 





Changes in Some of the Features are 
Shown on 20-Payment 
Plan 





The Union Central Life has changed 
some of the features in its policy con- 
tracts and has gotten out a few new 
forms. The chief changes are found 
in the 20-payment life policy, monthly 
income, 20 years certain, with annual 
dividends beginning at the end of the 
first year. The following contract is 
made out for an income of $50 a month, 
with the insured’s age 35 and bene- 
ficiary 33: 


Age of beneficiary, 33. 

Premium, $351.24. 

Age of insured, 35. 

Amount, $9,000, being the commuted 
value of the 240 installments certain of 
$50.00 each. 

In consideration of the payment of 
three hundred fifty-one and 24/100 dollars, 
and of the payment of a like amount an- 
nually thereafter on the 15th day of 
October in every year during the lifetime 
of the insured, or until 20 full years’ pre- 
miums in all shall have been paid, does 
hereby promise to pay at its home office 
in Cincinnati, Ohio, on receipt of due 
proof of death of John Doe, the insured, 
of Chicago, in the county of Cook, in the 
state of Illinois, to Mary Doe, the benefi- 
ciary, if living at the death of the in- 
sured, instalments of Fifty dollars, 
monthly for twenty years and for each 
instalment year of life thereafter upon 
which the beneficiary shall enter. 

If the said beneficiary dies before 240 
such monthly instalments are paid, the 
remainder of said 240 instalments, or their 
commuted value as hereinafter provided, 
shall be paid to the administrators, execu- 
tors or assigns of said beneficiary. 

If said beneficiary does not survive the 
insured, 240 such monthly instalments, or 
their commuted value as hereinafter pro- 
vided, shall be paid to the administrators, 
executors or assigns of said insured. 

In every case the balance of the current 
year’s premium, if any, and any other in- 
debtedness and advances on this policy 
shall be deducted from the instalments 
payable hereunder. 

After the first instalment year subse- 
quent instalments, not beyond the twen- 
tieth instalment year, will be increased 
from surplus interest earnings, as appor- 
tioned by the directors. 


It Is Hereby Agreed: 

Change of Beneficiary—That the insured 
Shall have the right at any time to change 
or remove the beneficiary, on a form pro- 
vided by the company. 

In event of the change or death of the 
beneficiary prior to the death of the in- 
sured, only 240 monthly instalments shall 
be payable and the premium shall be re- 
duced to three hundred nineteen and 
50/100 ($319.50) dollars, said reduction to 
take effect at the beginning of the suc- 
ceeding policy year. 

Grace—That a premium shall be deemed 
to be in default if not paid on the day 
when due, but a grace of thirty-one days 
shall be granted for the payment of any 
premium after the first, subject to an in- 
terest charge of six percent per annum, 
during which period the insurance shall 
continue in force. 

t of Premiums—That all pre- 
miums shall be payable in advance at the 
home office, or to an authorized agent of 
the company on delivery of a receipt 
signed by the president or secretary and 
countersigned by such agent. The failure 
to pay any of the first three years’ pre- 
miums, or instalment thereof, shall avoid 
and nullify this contract. After three full 
years’ premiums have been paid in cash, 
= the failure to pay any subsequent pre- 
= um or instalment thereof, this policy 
shall lapse and its value shall be applied 
as set forth in article sixteen. 
oe al: hat in the event of 

H change or death of the beneficiary 
prior to the death of the insured, the com- 
pany, unless otherwise requested by the 

nsured, the request to be evidenced by 
suitable endorsement on the policy, wiil 
commute the 240 instalments due under 
this policy into a single sum of nine 
thousand ($9,000.00) dollars, payable at 





the time that the first instalment would 
otherwise have been payable; or, in the 
event of the death of the beneficiary sub- 
sequent to that of the insured but before 
all the 240 instalments have been paid, 
the company, unless otherwise requested 
by said beneficiary, the request to be evi- 
denced by suitable endorsement on the 
policy, will commute the ———s in- 
stalments into a single sum similarly 
computed. 

tions——-That the insurance under 
this policy shall be null and void, except 
for the amount of premium paid, if the 
insured shall die within one year by self- 
destruction, whether sane or insane; or, 
except for the reserve value required to 
provide for the 240 instalments certain 
and for any paid-up additions to the pol- 
icy, if the insured at any time shall have 
engaged in the military or naval service 
in time of war (the militia not in actual 
service excepted) without having obtained 
a special permit to serve, which will be 
granted on request on payment of an extra 
annual premium not to exceed three per- 
cent of the commuted value of the policy 
as set forth in article ten. 

bility—That this policy shall 
be incontestable after one year from date 
of issue, except for nonpayment of pre- 
mium or instalment thereof. 

That in the event of the e of 
the insured or of the beneficiary ing 
misstated, the amount payable shall be 
such as the premium paid would have 
purchased at the correct age. 

mtract—That this policy, together 
with the application, a copy of which is 
endorsed hereon, shall constitute and con- 
tain the entire contract between the 
parties thereto, and that all statements 
shall in the absence of fraud be deemed 
representations and not warranties. No 
such statement shall avoid this policy or 
be used in defense to a claim thereunder 
unless it is contained in the written appli- 
cation and unless a copy of such applica- 
tion is endorsed on or attached to the 
policy when issued. 

Dividends—That this policy shall par- 
ticipate in profits during the lifetime of 
the insured, as apportioned by the direc- 
tors, and that beginning at the end of 
the first policy year, provided the second 
year’s premium is paid in cash, dividends 
shall be declared annually during its con- 
tinuance. Such dividends may be with- 
drawn in cash; or applied to the payment 
of premiums; or applied to the purchase 
of paid-up nonparticipating additions to 
the policy; or left to accumulate with in- 
terest at three percent until the maturity 
of the policy, subject to withdrawal at 
any anniversary thereof. If the owner 
of the policy shall not elect any other 
such option the dividend shall be applied, 
on the expiry of the days of grace, to the 
purchase of eS. except that 
if the policy shall lapse the dividend shall 
be paid in cash. The dividends shall be 
based on the commuted value of 240 in- 
stalments only, herein provided. Paid-up 
additions are convertible into cash at any 
time at the request of the insured for 
amounts not less than the original divi- 
dends. 

Value—That after three full years’ pre- 
miums have been paid in cash the reserve 
value required to provide for the 240 in- 
stalments certain, at the end of the policy 
year, computed according to the American 
Experience Table of Mortality with in- 
terest at three and one-half (3%) percent 
(less a surrender charge in no case ex- 
ceeding one and one-third (1%) pe 
of the commuted value of the said 240 in- 
stalments, and decreasing annually until 
the fourteenth year, after which there 
will be no charge) may be used at the 
option of the owner of this policy in any 
one of the following ways, all of equal 
value, as set forth in the following tables, 
provided there be no indebtedness or ad- 


vances on this policy: 

Extended Insurance—First. Applied to 
the extension of this policy, payable in 
240 instalments only, as nonparticipating 
term insurance from the date to which 
premiums have been paid in cash, without 
any further payment. (Table 1.) The 
value of any paid-up additions will be 
used to increase the term of extension. 

vy 2 Ss d. Applied to 
the purc e of paid-up non-participating 
insuranee, on written request and the sur- 
render of the policy before the expiration 
of the days of grace, such paid-up insur- 
ance being payable in 240 instalments 
only. If less than ten dollars, paid-up 
values will be paid quarterly, semian- 
nually or annually in the same aggregate 
amount: (Table 2.) Any paid-up addi- 
tions will be paid with the first instal- 


ment. 

hird. Borrowed or taken in 
advance in whole or in part on the sole 
security of the policy, on assignment 
thereof, less the unpaid balance of the 
current Paget premium and any indebted- 
ness and previous advance on this policy, 


recent 











United States Annuity and 


Life Insurance Company 
Chicago, Illinois 


Provides assistance for individual solicitors, District and State Managers 
in building up a profitable connection. 


Now is a favorable time to secure a direct contract. Liberal policies, 
large dividends, good commissions, and renewal. 


Write 
William T. Smith, Secretary 


Home Office - - - oe - McCormick Building 








Founded 1868 
National Life Insurance Company 


OF THE 


United States of America 


ALBERT M. JOHNSON, Prest. 
HOME OFFICE 
National Life Bldg., Chicago 





The Company that Gives Agents Every Consideration 


Honorable and Industrious Men, with or without experience 
in Life Insurance, are selected as Field Representatives for 
this Company. There are few companies as substantial and 
none with more desirable contracts for the right men. Our 
Policy contracts are the most attractive issued. Address 
communications to 

ROBERT D. LAY, Secretary. 


Chicago’s Oldest and Strongest Company 
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J Hotel la Salle Ve 


Chicago’s Finest Hotel ‘“" 


ERNEST J. STEVENS, Manager La Salle at Madison Street, Chicago 


WHERE INSURANCE MEN MEET 


Hotel La Salle ranks first among Chicago 
hotes for its perfect service, elegant equip- 
ment and comfortable accommodations. Lo- 
cated at the center of the insurance 
district it is the most convenient stop- 
ping place for the busy man. 
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RATES; 
ne i " 
“7 2e «- to da 
$5 to $8 ber day 
$3 to $6 


Room with private bath - - - « 

TWO PERSONS 

Room with detached bath - - - per day 

Rooms with ‘private bath - - - = $5 to $8 per day 
Connecting rooms and suites as desired 

All rooms at $5 or more are the same price 


be for one or two persons. 
Hotel La Salle gives more for the price > 
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CENTRAL LIFE INSURANCE CO. OF ILLINOIS 





OTTAWA, ILLINOIS 


$7,250,000 OF ILLINOIS BUSINESS. $1,057,000 NET GAIN FIRST SIX MONTHS OF 1912. 


GOOD MEN WANTED. 
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OLD AGE PENSIONS 








Instead of the government taking care of worn-out toilers why not make provisions for our own old age in our producing years? 
Monthly Pension Copyrighted Bond is the right way. Old Age Pensions Maintained by the Government is the wrong way. 


Such a contract as the above provides for old age and saves the government uncounted millions and the nation tremendous waste. 
INVESTIGATE THE UNIQUE CONTRACT—NO OTHER COMPANY SELLS IT. 


THE LAFAYETTE LIFE INSURANCE COMPANY 
LA FAYETTE, INDIANA BERTRAM DAY, PRESIDENT 





A PENSION TO THE INSURED IF HE LIVES. 
A PENSION TO THE INSURED IF TOTALLY DISABLED BY ACCIDENT. 
A PENSION TO THE BENEFICIARY IN EVENT OF DEATH. 











at six percent interest payable annually 
on the anniversary of the policy, interest 
to be discounted and paid in advance. 
(Table 3.) 

Failure to repay any such advance or 
to pay interest shall avoid this policy 
whenever the total indebtedness and ad- 
vances hereon with interest shall equal 
or exceed the then loan value, provided, 
however, that failure to repay any such 
advance, or to pay interest, shall not 
avoid this policy unless the total in- 
debtedness and advances hereon shall 
equal or exceed such loan value at the 
time of such failure, and until one month 
after notice shall have been mailed by the 
company to the last known address of the 
insured, and of the assignee, if any. The 
loan value will be increased by the value 
of any paid-up additions. Consummation 
of loans may deferred by the company 
sixty days. 

Cash Value—Fourth. Collection in cash 
on written surrender of the policy before 
the expiration of the days of grace. 
(Table 4.) Payment may be deferred by 
the company sixty days. 

Table of Values 
(Surrender charge having been deducted.) 
Enda of 1. Extended Insurance 
Year [Payable in 240 Installments] 

Srd 5 years 196 days 
years 71 days 
years 286 days 
years 62 days 
years 101 days 
years 40 days 
years 251 days 
years 22 days 
years 94 days 
years 120 days 
years 112 days 
years 89 days 
years 71 days 
years 565 days 
years 98 days 
years 248 days 





years... days 
End of 2. Paid-up Insuranc 
Year {Amount of Each Installment] 

é 3 5 per month 
per month 
per month 
per month 
per month 
per month 
per month 
per month 
per month 
per month 
per month 
per month 
per month 
per month 
per month 
per month 
per month 
paid-up 

3. Loan, less interest to next 
End of tea or 








1,53 

De ti «2 erslticil ¢. ink ache gnibeaaiainati 1,782 
ED Ms vba 608-0 044 EGR S60 E0R se aD adore 2,043 
EE SOG cay n' 9.0.0 Wikn RS Mes oe SAR 2,304 
ae aie Pon as amleninis em 4Ad in 2,574 
EE RE eet OPE 3 2,862 
Ee cnc ool 2 eice0-hg a eam teeta 3,150 
Titra alk Larus he oe oe dae cole 3,456 
RL a anlv atest b2vva-oe. O06 0M 75 
KI ae A SP EES 4,068 
ian ale x atin» beae.a,5b ain &s via oo a 4,401 
EE ae Seale: Call pub ahi4, 64 4500: 900. Cem 4,734 
ater cas dee ealinnen a weaeare 5,094 
PTs Sh bia'se 0:0 4,060.6 n 050% 6646600 OF 5,634 
A iat a tin «wa tniyos st a vidan edt 6,192 


The loan values are available at any 
timé during the policy year if premiums 
haye been paid to the end of the year. 
Values for the years not stated are based 


STOCK SALESMEN 


if looking for the best proposi- 
ea Te the muatioet todan, eddcees 


The International Security 


Com of Ameri 
Grand Ports, ND. 








on or ecaual, to the faut reserve and will | “The Cleveland Life Insurance Company 
If no option is exercised, on failure to ; 
pay a premium before the expiration of 


the days of grace, such value, shall pe has quite the best financial and business backing of any of 
fault shall occur at any time other than the younger companies organized in recent years. AGENTS 
the end of the policy year, the reserve IN SELECTING A COMPANY should carefully study the 
value required to provide for the 240 in- he 

stalments payable under this policy at the principles back of the management and the character of the 
guintion fer extended’ insurance, paid-up men who are responsible for its future. 


ey ap —_o- ago! and ue ae 
or the preceding policy year s pro- 4 
portionately increased for the portion of Write WILLIAM H. HUNT, President 
_ oa v= —— age have 
een paid. ere any inde ness 
or advances on this policy, the cash value 

or advances on this policy, the cash value | THE CLEVELAND LIFE INSURANCE CO. 
of paid-up insurance shall be reduced in e 
the same proportion; and the instalments Cleveland, Ohio 
payable under the extended insurance pro- 
hg shall = Pyare es is bs yale . - 
ts) e commuted value o e nstal- 

ments to said commuted value less the Life—Health—Accident Insurance 
indebtedness and advances, the term of 
the extended insurance being such as the 
aforesaid reduced cash value will provide. 








statement—That this policy will be HIS Com: issues cies which grant the insured COMPLETE PROTECTION against 
——— XA, within ag ros T all the Pavecsities ocdne life or health, and which provide Indemnity for 
rom e date of lapse, provide as 
not been surrendered, on “eciianee of in- DEATH FROM ANY CAUSE 
surability satisfactory to the company PERMANENT TOTAL DISABILITY 
and the payment of premium arrears with i) 


six percent interest per annum and the 


and 
payment of reinstatement of any other DISABILITY RESULTING FROM ANY SICKNESS OR ANY ACCIDENT 
For agencies address 


irnidebtedness and advances with accumu- 


lated interest. ° Py ° 

‘Authority—That none of the terms of The Columbian National Life Insurance Company 
this policy shall be modified, nor any BOSTON, MASSACHUSETTS 
forfeiture under it waived, save by an ARTHOR BE. CHILDS, President WM C. JOHNSON, Vice Pres. and Gen. Mgr. 








agreement in writing, signed by the presi- 
dent, vice-president, secretary or assistant 
secretary, whose authority for this pur- 
pose shall not be delegated. 

In Witness Whereof, The Union Central 
Life Insurance Company has caused this 
contract to be signed in the City of Cin- 
cinnati, State of Ohio, this 15th day of 
October, one thousand nine hundred and 


twelve. 
J. R. CLARK, 
President. 








1906-1912 


Six Years of Uninterrupted Success 


TOTAL ASSETS OVER $650,000 
INSURANCE IN FORCE MORE THAN $8,000,000 


Most attractive contracts for Life Insurance repre- 
sentatives either as General, District or Local agents. 


OPERATING IN OHIO ONLY 





To Eliminate Brokerage 


Vice-President Buckner of the New 
York Life announced at the meeting 


of the $100,000 Club that on Jan. 1 esire alli i i wake te 
steps will be taken to prohibit abso- = oe 3 a 6 ae a 


h ife institution, write 
lutely all except representatives of the life institution, write us. 


New York Life from writing business | Dr, W. O. THOMPSON, President. | B, F. REINMUND, Secretary. 
for and receiving commissions from the COLUMBUS, OHIO 
company. The time has arrived, he 


said, when brokerage can be excluded. 

Hen ate “Sees A COMBINATION *2,7° 
would be made in the policy contract BEAT 

in the way of improvement. It is hoped ie lad siebiead 

to remodel the waiver of premiums 


Seah A aes © Somer ter Pe ae Ordinary Life Commercial Casualty 
sured. 2 je ‘. 
i ree Industrial Life Industrial Casualty 
ompany Being Projected | : 
The McKinley National Life of THE NEWEST IDEAS IN UP-TO-DATE PROTECTION 


Youngstown, O., is the latest life com- oe 
pany to be projected in Ohio. A. Jack- | ay old line stock company desires the services of a SPECIAL TRAVELING AGENT 


ne lg “y ; "’ ial ia thee cast — on salary and commission to appoint agents on all lines in State of Michigan. 


able stock is being subscribed for. A | 4 home for life to the man who loves success and prosperity. Give references, which 
number of agents throughout the state | yi be held strictly confidential. Address 52-D, care The Western Underwriter. 


Liberal Lite Assurance Company 
ANDERSON, INDIANA 
JAMES J. DAVIS, President W. H. HINTON, Secretary and Actuary 




















HIS Company is managed by men who have demonstrated their ability as organizers, President Davis 
is Supreme Organizer of The Loyal Order of Moose, an organization that has had a phenomenal growth 
under his leadership, an enthusiastic membership of nearly half million, composed of the best citizens 

of their communities, who want to see this company succeed. If you can appreciate what kind of backing 
this is, and want to sell life insurance in a state where less than 12% of the insurable population are insured 
in a legal reserve company, address home office. 
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District 


information. 





Favorable attention is essential to a successful canvass. We 


have the Policy Contracts which Secure Attention and Hold the 
Managers prospect and which will him until you get Action. 
and We want a few District Managers; men can who produce and 


Local Agents. organize a local agency force. 
600 Stockholders and thousands of good leads through them 


Our system of handling young men who are desirous of engag- 
Inexpe rienced ing in the Life Insurance business is unexcelled. 


Write for 


Conservative Life Insurance 
Company, :: of Indiana 


HEAD OFFICES, - SOUTH BEND 


J. W. FITZ GIBBON, J. G. A. BOYD, Supt. of Agents 
Vice-Pres. & General Manager 618 Hume-Mansur Bidg. 
SOUTH BEND, INDIANA INDIANAPOLIS, INDIANA 
































have been approached to take agencies 
for stock selling. It is said that the 
company proposes to make a specialty 
of life insurance on the monthly pay- 
ment plan. As Youngstown is said to 
be one of the livest towns in the state 
at this time, the promoters are under- 
stood to be confident that they will be 
able to complete the organization. 


LOUISVILLE MEETINGS HELD 
Prominent Men at Luncheon of Local 


Association—Phoenix Mutual and 
Equitable Gatherings 











On the eve of the convention of the 
National Association of Life Under- 
writers at Memphis several important 
meetings of life insurance men were 
held in Louisville last Saturday. There 
was a luncheon of the Louisville as- 
sociation at the Tyler hotel, a dinner 
for the agency force of the Equitable 
in honor of George A. Rathbun, gen- 
eral agent of the company at Los An- 
geles, and an agency meeting of the 
Phoenix Mutual Life. The various 
affairs were largely attended and were 
unusually enjoyable. Most of the 
prominent underwriters made Louis- 
ville a stopping point en route to Mem- 
phis and several special cars carried 
the insurance party from Louisville 
last Sunday night, putting them in the 
Bluff City the next morning. j 

At the Louisville association lunch- 
eon, held at the Tyler hotel, L. B. 
Bishop of Chicago, president of the 
National association; Winslow Russell. 
agency manager of the Phoenix Mu- 
tual; President Putnam of the Pitts- 
burgh association, and George A. Rath- 
bun of Los Angeles spoke, the slogan of 
nearly all being cooperation and enthu- 
siasm for association work. 

The dinner at the Pendennis Club 
for Mr. Rathbun was given by Henry 
J. Powell, general agent of the Equi- 
table in Kentucky. The two agencies 
have been pitted against each other 
this year and the Californians are at 

resent leading by a narrow margin. 

The meeting was an Equitable affair, 
in which loyalty to the company and 
the spirit of contest were featured. 





First Wife Gets Insurance 

The original beneficiary, named in 
the life insurance policy, though di- 
vorced from the insured years before 
the insured’s death, is entitled to the 
insurance under the terms of a deci- 
sion in the Kansas courts this week. 
The case was that of Mrs. Mary S. 
Filley against the Illinois Life for 
$3,000 insurance carried on the life of 
her husband, Clarence E. Filley. The 


company, however, quickly was 
dropped as a party to the suit upon 
the showing that the money was ready 
to be paid as soon as the proper per- 
son was found to whom to make the 
payment. 

The claim was contested by Mrs. 
Fanny E. Filley, first wife of the in- 
sured, who obtained a divorce and a 
division of property owned by herself 
and husband twelve years ago. The 
beneficiary never was changed and the 
court held the first wife, named in the 
policy, was entitled to the insurance. 


Fidelity Mutual Term Rates 
The Fidelity Mutual Life has elim- 
mated all its term plans except the 
five and ten year, convertible, non-re- 
newable forms. These policies are par- 
ticipating. The rates on the two plans 
are: 





The Provident Life and Trust Company 
OF PHILADELPHIA 


Insurance in Force (Paid-for Basis) ..........cssessceseses shbncsescnncctecsbosboneencecanttell $203,319,009.00 
Assets (market value December 831, 1911).......cccccsccsecscecccceceeeecssseeeeersseceseneenes 76,618,945.94 
Contingency Reserve (Including Capital Stock $1,000,000) ....00....s00-sseee--seeeseeeees+eee9, 070,018.88 


The new endowment policy of the Provident may be converted at maturity into a 
joint monthly income as long as either insured or beneficiary shall live. 


J. Thomas Moore, Manager of Insurance Department 
Office of the Company, Philadelphia, Pa. 














THE 


NATIONAL 


PROGRESSIVE 
LIFE 


INSURANCE COMPANY 
ODD FELLOWS TEMPLE 


CINCINNATI, O. 


The Conservative Life Insurance Company 


Wheeling, West Va. 


Clem E. Peters, Secretary and Treasurer 
Cc. E. Flanagan, Actuary 


Home of the Multiform Policy 


You Ohio and West Virginia agents, investigate this pop- 
ular Policy. We have an agency contract that may surprise 
you. Ask for details. 


THE WABASH LIFE 


DANVILLE, ILL. 


Has a New and Complete 
“Kit of Tools” for YOU. 


Writes Ordinary and Industrial 
Containing every Up-toaflate feature. 
Address 


JOHN _J. RADEL. JOHN F. RUEHLMANN, 
President Secretary 














Otto Schenk, President 





A. L. WARD. Pres. S. W. INNS, Secy. 





Age. Anl. nl, 
eA eee ae $11.09 $11.23 
a Se vneenestode tam 11.18 11.38 
MP tdwecsesstateas 11.26 11.50 
Stow seas 8S Oe Keen 11.37 11.61 
Pe) thin khswbhn wane 11.48 11.75 
RR ore 11.60 11.88 
TD siavobeebdawatad 11.72 12.02 
ES be ahs itive wae 11.85 12.19 
Dn didutegmwa-s aiat 12.00 12.35 
OP ‘ssbboondsacewe 12.15 12.54 
ot Seciwesbasvonde 12.31 12.75 
Ee ee 12.49 12.97 
eae rn 12.68 13.21 
ee rr re 12.89 13.48 
cle badeeabeane 13.13 13.76 
Pe Widade’ Kedaeean 13.38 14.09 
i titins se shsheaaae 13.66 14.44 
ST en 13.96 14.85 
a dosed ecvenewacd 14.29 15.28 
Serer 14.67 15.79 
De aasecckbakashon 15.07 16.35 
Me wesensessenet ee 15.54 16.99 
Oe késuescaneawee 16.05 17.71 
re ere 16.64 18.53 
SP nticddveses vans 17.31 19.44 
a 644 bees bt be 0 18.08 20.49 
ME Sintedvanceounes 18.94 21.66 
OE ésovneerehavesé 19.94 22.96 
DD nisiwvdnaewskcoues 21.06 24.43 
ae 22.32 26.06 
he detnte odb-a% an & 23.69 27.83 
. BT 26.22 29.79 
— rrr ee 26.91 31.95 
e ¢nwedd etn kat oes 28.80 34.35 
| RS Peer 30.90 37.01 
ae Sere 33.23 

DL Gacintenncetnee 35.79 

OE nee Vo 00s thew eee 38.63 
ee ae aee gee 41.76 

OD acceiedacmecns’ 45.23 


The company says: 

“Let us emphasize that this change 
in our attitude toward term insurance, 
and the consequent reduction in term 
rates, is in no sense actuated by a de- 
sire to press the sale of this form of 
policy. We are simply putting term 
insurance on what we believe to be a 
proper basis.” 





No Manager Yet Chosen 
No selection as manager of the Gem 
City Life of Dayton, O., has yet been 








RMANENT 
ROTECTION 





Pension Matual Life Insurance Co. 


Pension Life Bldg, 
1901 Fifth Ave. PITTSBURGH, PA. 





3 GOOD POLICIES 


1—19 Pay-Premium Saving Policy 
2—Whele Life, Pr Reduction Policy 
3—Paid-Up Addition—20 Pay Life Policy 


As well as all other regular forms 
Central States Life 
ST. LOUIS, MO. 


Capital $300,000 Deposited with State 
1300 Stockholders S to Boost 


HOWARD C. a. — 








J. A. MeVOY, 
Secretary 





Some of the “Richest” territory in the 
West now opened for contract. @Let us 
have your selection as soon as possible. 


Address, N. H. MACQUEEN, Vice-President and Director of Agencies. 
A strong Company, writing the policies agents like to sell. 


Old Colony Life 


Insurance Company 
Old Colony Bidg., Chicago 


OFFERS 


A Very Special Proposition to Some Live Producing 
Agent to Take Charge of Some Unusually Good Ter- 


ritory in Illinois and Wisconsin. A Chance to Advance. 


Address: SILVESTER SCHIELE 
First Vice-President and Director of Agencies, Home Office 








H. G. AUSTIN, President. 
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made, though it is understood that 
President A. J. Conover is negatiating 
with a number of good men. The Gem 
City has a capital of $100,000 and net 
surplus of over $80,000. 





COMPLAIN TO DEPARTMENT 


Charge in Kansas Against Jefferson D. 
Sims, Who Is Alleged to Have 
Teachers’ Scheme 





Topeka, Kan., Oct. 16—(Special)— 
Charging that Jefferson D. Sims, gen- 
eral agent for the Commercial Life of 
Indianapolis, has been inveigling Kan- 
sas school teachers into buying life in- 
surance by holding out to them prom- 
ises of rich rewards in commissions on 
insurance they may sell, and also by 
offering special inducement and bene- 
fits to teachers as 2 class who will 
unite with a “Teachers’ Institute of 
Life Insurance,” complaint has been 
filed with the Kansas insurance de- 
partment by E. D. MacDougall, last 

fear principal of the Esbon, Kan., pub- 
ic schools. The department is inves- 
tigating the charges and if they are 
found to be true will take immediate 
steps to stop the practice. 

According to the charge, Sims, who 
styles himself as president of the “In- 
stitute,” has sent hundreds of letters 
to Kansas teachers, asking them to 
come to Topeka and promising to pay 
their railroad fare to Topeka and re- 
turn. Upon presenting themselves the 
complaint charges that Sims tells them 
they must first buy a policy of him. 
Subsequently, and as an inducement to 
buy the insurance, it is charged that 


he offers them rich rewards in the way: 


of commissions. Not only that, but it 
is charged that he offers special bene- 
fits to teachers who unite with his “In- 
stitute.” 


WILL NOT ALLOW SIMS PLAN 


Topeka, Kans., Oct. 16—(Special)— 
Jefferson D. Sims, general agent in 
Kansas for the Commercial Life of 
Indianapolis, has been notified that the 
Kansas insurance department does not 
approve of his plan of selling insur- 
ance through a “Teachers’ Institute 
of Life Insurance” advertised by him. 
The department has announced that it 
will. ask the withdrawal of the plan, 
and if this is done no further action 
will be taken. The department holds 
that the plan practically is a system 





it is said. Notice of the department’s 
action has been served on his attor- 
neys. 





Will Soon Be Ready 

The American Standard Life of In- 
dianapolis, Samuel Quinn’s new com- 
pany, expects to qualify for business 
within the next thirty days. This will 
aoeey bring back into active agency 
work and supervision one of the most 
forceful and effective handlers of men 
who has been engaged in life insur- 
ance work in the west. Mr. Quinn 
originated the special contract and 
later the agency company plan, which 
finally evolved into the organization of 
regular companies and the sale of their 
stock to the public. While the day 
has ‘passed for per schemes in life 
insurance and the sale of stock under 


high pressure methods, those who have |- 


watched Mr. Quinn say that he is some- 
thing besides a promoter, and that 
many of the questionable things that 
can be charged against some of the 
stock salesmen cannot be charged to 
Mr. Quinn. He. knows life insurance 
thoroughly, having had an experience 
with the best companies, and should 
he turn his attention to the produc- 
tion of life insurance and the upbuild- 
ing of a company, doubtless. his com- 
pany will be heard from. 


Savings Banks Reduce Rates 

The Massachusetts savings banks 
have reduced rates on straight life and 
20-payment life policies of $500. The 
decrease on a straight life ranges from 
11 cents at age 20 to $2.20 at age 60. 
On a 20-npayment life the reduction 
amounts to 31 cents at age 20 and $1.27 





at age 60. The rates for $500 after 
Nov. 1 will be: 

Ordinary 20-Payment 
Age Lif Life 
ee sgt 40 Sea $ 8.09 $11.74 
SG aaOlls scan ken 9.0 13.06 
Neier epi ateriaps => 10.32 14.64 
Reet 11.95 16.60 
__ Se eee 14.10 19.04 
ae cae eet asin ade 17.37 21.75 
SR epee 21.87 25.37 
MR. 6S sas hn cs eae 27.58 30.33 
_ ROR Fees! 35.52 37.33 
ar yA Bes 46.66 47.51 





May Ask for Amendment 

It is likely that owing to the New 
York Life reaching its limit before the 
end of the year in new business, an 
amendment to the New York law will 
be offered providing that reinsured 
business will not count in the quota. 
Now policies regularly written through 
agents and then reinsured in part are 





ERIDIAN 


R. AGENT:- 


INDIANAPOLIS, 


Y TIP IS—BE A 
ERIDIAN 
MAN—Write the 


ERIDIAN LIFE 


INDIANA 























is open in the 


A GENERAL AGENCY 





ADDRESS 








STATE OF ILLINOIS 


For one of the best Old Line Companies in America 


69-S, 


Care The Western 
Underwriter 


























ROLAND 0. LAMB, Pres, WALTON L. CROCKER, 3rd Vice-Pres. and Secy . 
lanuee Ghomat desioable teem of 1h, Redpement, Sem and Installment 


Annual Dividends. Cash and Paid Up Values. 


The most liberal conditions of any policy in the market. 
See our policies and terms before elsewhere 
Excellent agency contracts await men. 


J. 6, CAMPBELL 
ag ay he dey 





q Wisconsin ranks high as a 
wealth producing state. Yet 
there are fewer life companies 
operating in Wisconsin than in 
any Northern state. 


@ Men who are doing moder- 
ately well elsewhere should be 
able to do vastly better in an 
almost unoccupied field. 


q Operating in Wisconsin only. 


Gandian jite 


WILL BUY: 


U.S. Annuity & Life 

Am. Bankers Ins. Co. 

Am. Life of Illinois 

Central Life of Ilinois 
National Fidelity & Casualty 


WILL SELL: 


Federal Life 
German Nat’l Life 
Midland Casualty 
Midland Operating 
Prudential Casualty 
Badger Casualty 
Cloverleaf Casualty 
No. Amer. Life 
Union Securities 
Michigan Com’l Ins. Co. 
Detroit Nat'l Fire 





of rebating and will not tolerate it. | counted in the year’ d of vol eens vee 
2 year’s record of volume. 
7. Sims “| = Same, Sanne, Gees be amendment will be designed to DUDLEY A. TYNG & CO. 
there several days ago for his health, | allow companies credit for that portion ‘ Ground Floor 29 S. La 
. a Home Office, Madison, Wis. : mm ee 











Can You Write Life Insurance? 





THIRD LARGEST AND STRONGEST 
OHIO COMPANY 


Ohio National Life 


Cincinnati 


Surplus to Policyholders 
$637,998.84 











Increasing Surplus Every Month. Get Busy 























Scranton Life 





NEW POLICIES 


NEW RENEWAL CONTRACT 
Both Worthy An Inquiry 


SCRANTON, PENNA. 


Insurance Co. 











W. D. WYMAN 
President 


tory, will be 








W. S. WELD STATE EXPERIENCE 
EI PP EN TEE. St 
Agencies REFERENCES... 


LIBERAL CONTRACTS TO 
PRODUCTIVE AGENTS 


If unattached and interested, please fill out the 
blank below and mail this to address given and a 
proposition for an agency, if in authorized terri- 


submitted. 
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OLDEST AND STRONGEST 
ILLINOIS COMPANY 


“Eewery body Isn’t Doing It” 


the FPrankliin Way 





THE FRANKLIN LIFE HAS MADE PROGRESS IN “ TWENTIETH CENTURY” STYLE, STEADILY ADDING, YEAR BY YEAR, TO ITS STRENGTH. 
These five columns tell the Franklin Story since the beginning of the present century: 


ADMITTED ASSETS LEGAL RESERVE JAN. Ist. 

$ 812,173.75 $ 586,628.00 1900 
1,010, 778,967.00 1901 
1,256,166.47 994,961.00 1902 
1,550,786.85 1,236,492.00 1903 
1,890,136.42 1,553,452.00 1904 
2,287,504.72 1,920,235.00 1905 
2,811,177.31 2,348,017.00 1906 
3,345 335.95 2,797 ,417.00 1907 
3,962,797.60 3,282,767.00 1908 
4,610,730.89 3,750,096.00 1909 
5,064,430.36 4,086,157.00 1910 
430,804.85 4,312,432.00 1911 
5,732,085.84 4,583,720.00 1912 


The Franklin Life Insurance Company 


CAPITAL, SURPLUS AND SPECIAL FUNDS OUTSTANDING INSURANCE 


$164,862,94 $15,706, 191.00 
207,736.16 18,088,564.00 
218,001.14 21,549,750.00 
276,464.44 24,102,794.00 
307,223.19 26,387 ,192.00 
336.182.29 29,523,386.00 
410,358.53 32,068,660.00 
477,626.08 33,465 ,050.00 
623,631.03 33,574,330.00 
706,682.24 35,460,107.00 
768,074,19 36,853,610,00 
876,430.02 40,021,110.00 
903,906.17 42,410,962.00 


SPRINGFIELD. ILLINOIS 














of their regularly written business, 
which is reinsured in other companies. 
As part of all large policies are re- 
insured beyond a certain limit, it is be- 
lieved the companies will be given con- 
siderable more margin next year than 
now. 





ASKS RECEIVER FOR COMPANY 


Attorney-General of Indiana Would 
Dissolve Great Western Life—Mis- 
representation Charged 








The attorney-general of Indiana has 
filed suit in the superior court at In- 
dianapolis for the appointment of a 
receiver for the Great Western Life 
Assurance Company of Terra Haute 
and Indianapolis. It is alleged that 
the company has wrongfully paid to 
Daniel P. Roberts, Terre Haute, $65,- 
000 for selling stock. An accounting 
and the final dissolution of the cor- 
poration are asked. The company was 
organized with $100,000 capital stock 
by Charles H. Edwards, Robert B. Cat- 
lin and William B. Edmonds. It is 
charged that Edwards, Catlin and Ed- 
monds controlled the Great Western 
Life Insurance Company, a mutual as- 
sessment company which in 1911 had 
assets of $5,000, and an annual pre- 
mium income of $1,000. 

It is alleged the defendants devised 
a plan whereby the assurance company 
should be promoted and organized, the 
capital stock of which was to be ex- 
changed for the assets and business of 
the Great Western Life Insurance 
Company and that, therefore, this stock 
should be divided among the de- 
fendants. The Great Western Life As- 
surance Company was incorporated in 
May, 1911, and the defendants were 
appointed as commissioners to receive 
stock subscriptions. Roberts, it is al- 
leged, misrepresented the facts to pros- 
pective buyers by intimating that as 
soon as the new company took over 
the other it would have a premium in- 
come of $40,000. 

It is alleged that the money paid to 
Roberts has been wrongfully expended 
because the company has not been fully 
organized. The directors elected in 
July, 1912, are controlled by Edwards, 
Catlin and Edmonds, it is charged. 
Roberts says he is no longer connected 
with the company. 





Cincinnati Men as Hosts 
Cincinnati life insurance men met the 
eastern delegates to the national con- 
vention to the number of fifty, Sunday 
afternoon, and proceeded in special 
cars to the Zoo, where a buffet lunch- 





Professional M 
as Travelin 


$10a » 
Good ene’ Write J. 





eon was served. The afternoon was 
spent enjoyably in the two special cars 
provided by the local committee of 
which M. W. Mack was chairman, in 
seeing the sights of Cincinnati. About 
ten of the local men assisted in the en- 
tertainment. The opportunity was 
taken advantage of to boom Cincinnati 
as the convention city in 1914 and 
badges were pinned to the lapels of 
many of the guests. 





Comment on Postal Life 
The “Field” of the Phoenix Mutual 
Life says as to the Postal Life of New 
York: 


That the Postal Life is making no sav- 
ings for the policyholders of the Provi- 
dent Savings Life, which company it re- 
insured in December, 1910, is the state- 
ment made by the secretary of the Postal 
in a recent letter. It recently advised 
the holder of one of the society’s 20-year 
deferred dividend policies that the ex- 
penses and heavy mortality had proved 
so excessive as to leave nothing for dis- 
tribution in the way of deferred divi- 
dends. The secretary’s letter reads: “At 
the time of the reinsurance by the Postal 
of the Provident Savings policies and the 
transfer to the Postal of the assets of 
the Provident,. there was no surplus 
turned over; no dividend fund had been 
accumulated from which distribution 
could be made to Provident policyholders 
carrying dividend bene policies. The 
consumption by the Provident prior to the 
reinsurance of the surplus and dividend 
accumulations was due principally to the 
demands of its general expenses and its 
mortality. The Postal maintains a care- 
ful accounting so as to be able to appor- 
tion the dividends as they are earned each 
year, but its experience so far has not 
been sufficient to warrant a dividend 
way to Provident policies now matur- 
n ” 


Attention was recently called to the 
fact that the large dividends which the 
Postal has advertised are being paid only 
on comparatively few policies which have 
been issued direct by the Postal. The 
amount of insurance which has been 
issued this way is indeed small, and the 
majority of the insurance in force as well 
as the greater part of the assets has been 
obtained by reinsuring other companies. 


Green Signal Club Meeting 
The Illinois Life announces that the 
fourth annual meeting of its Green | 
Signal Club will be held in Chicago | 
early in January. This is comprised of | 
agents in Illinois that pay for a cer- | 
tain quota of business. 











Farmers National Life Policy 
President John M. Stahl of the Farm- 
ers National Life of East Chicago, Ind., | 
with executive offices in Chicago, is | 
legislative agent for the Farmers Na- | 
tional Congress. For 14 years he was | 
secretary to the president of the con- | 
gress. He has been editor and pub- | 
lisher of the Illinois Farmer and Farm- | 
ers Call for 29 years. Speaking of the | 
life company which is now being or- | 
ganized, he says: 
“We can say that no officer or di- 
rector has received a dollar of pay for 
his time and work. The president and | 
secretary are giving nearly all their | 
time to this company and they will not | 
ask for or take a dollar of salary until | 
all our stock is sold and the comenes | 
is licensed to write insurance, Further, 





If you are not selling our T. O. 
policy we are both losing money. 
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‘AK, It’s now the 
Assets, about. . . 


big Missouri Company. 
. $ 2,500,000 


SE Insurance in force about . $35,000,000 
INTERNATIONAL LIFE, St. Louis, Mo, 





a a 


We Are Now in Our 
Magnificent New Building 














We have the most liberal policy contracts with every ap- 
proved selling feature, including double indemnity if death 
results from an accident, and total disability clause that is 
simple, plain and broad. A company that has in its fifth 
ear more than $1,000,000.00 in assets and will this year 
ead every other old line, legal reserve life insurance com- 
pany in its Home City. Good reliable agents that want a 
clean proposition are requested to write today for territory. 


JAMES R. DUFFIN, Pres’t 





GEORGE G. SUMMERS, Secy 


INTER-SOUTHERN LIFE !SURANGE 
LOUISVILLE, KY. 


Guarantee Fund Life 
Association 














OMAHA :: :: NEBRASKA 
ORGANIZED JANUARY 2, 1902 
Assets, October 1, 1912 ° R ° ° ° ° $919,054.76 
Reserve Fund, October 1, 1912 ° ‘ ° ° ° 746,516.40 
Securities with State Department, October 1,1912 . - s 416,787.60 


Rate per thousand, age 35 (other ages in proportion) $8.75 
Mortality Cost per each $1,000 Insurance, mean amount, year 1911, $3.10 
Depository Banks appointed, 1517 


The security for payment of future losses in proportion to total losses sustained since 
organization, is in the ratio of $4.50 to $1.00 


Licensed in California, Iowa, Illinois, Kansas, Indiana, Michigan, Montana, 
Nebraska, North Dakota, Oklahoma, Oregon, South Dakota, Idaho, Wash- 
ington, Texas and Wyoming, and preparing to enter Missouri. 
Men capable of producing the best class of business 
wanted as State Managers and Solicitors. 


LOOK UP OUR RECORD AND WRITE US 
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Che Gem City 


Lite Insurance Company 


DAYTON, OHIO 


E WANT live men in Ohio, 
) Indiana and Michigan. If 
—— you want a live wire and 
want to start with a Live Young 
Company, write us at once. Good 
Contracts to live men. 























there is not one dollar of promotion 
stock—every officer and director has 
paid for his stock in hard cash.” 


TELLS UNION CENTRAL PLANS 
Facts Regarding Some of Its Recent 


Changes in Policy Forms and 
New Contracts 











Secretary Sage of the Union Central 
has addressed the agents as to the new 
policy changes as follows: 


The company is now ready to issue 
monthiy income policies, business policies 
and modified life policies in addition to 
the policies heretofore in use. 

Rates for monthly income policies will 
be on the basis of a commuted value of 
$1,800, providing for monthly installments 
of $10 each for twenty years certain and 
for each installment year of life there- 
after upon which the beneficiary may en- 
ter. No policy will be written for install- 
nients of less than $10 per month. 

The business policy will be issued on 
the term and the ordinary life plans. It 
is similar to regular policies on the above 
plans, except that the policy does not re- 
vert to the insured on the death of the 
beneficiary, there is no privilege to change 
the beneficiary and the application of 
dividends and the use of policy values are 
at the option of the beneficiary. In other 
words, the beneficiary becomes the abso- 
lute owner of the policy. It is intended 
for use in partnership and corporation 
cases. In cases in which no other plans 
are desired, policies may be issued on the 
regular forms payable to the estate of the 
applicant and by him assigned to the 
beneficiary. 

Modified life policies are to be used in 
cases in which the company desires to be 
off the risk after a certain number of 
years. The policies provide that they 
shall cease and determine and that the 
cash value will be paid at the end of 
such period, but that they may be ex- 
changed for regular life policies on satis- 
factory evidence of insurability within 
one year prior to the expiration of such 
period. These policies will be issued here- 
after in cases in which it has been the 
custom to limit applicants to endowment 
policies. Rates and policy provisions (ex- 
cept for the changes necessary to provide 
for the termination of the policy at a 
given time) are the same as for regular 
life policies. 


Installments are now participating 
and this action will be made retroac- 
tive. All term policies provide that the 
reserve value, if any, will be applied as 
a credit on the first premium of the 
new policy if converted at the attained 
age. 

Beginning with age 50, the insurance 
limits are reduced. At that age the 
limit is $50,000, and decreases by $2,000 


MICHIGAN 


STATE LIFE 
DETROIT 


Frederic Apps, President 


WE WANT ONE SPECIAL 
MAN in 


OHIO 


and ONE in 
DETROIT, MICHIGAN 


ADDRESS 


HOWARD C. WADE 


Superintendent of Agencies 








each year until age 60, when the limit 
is $20,000. 


Midland’s Agency Meeting 

The agents’ convention of the Mid- 
land Mutual Life was held at the new 
Portage hotel, Akron, last Saturday. 
President W. O. Thompson and Secre- 
tary B. F. Reinmund were present and 
addressed the agents, after they had 
enjoyed a dinner. Following is the 
program as carried out: 


Five Reasons for the Success of the 
Midland Mutual Life Insurance Company 
—T. J. Teeple and H. 8S. Foote. 

How Ms Obtain Prospects—O. L. Prior 
and W. F. Schooler. 

Methods of Introduction, or the Begin- 
ning of This Canvass—Rev. J. J. Brady 
and Gilman Pierce. 

What Facts About the Prospect I Try 
to Learn Before I Canvass Him—Profes- 
sor H. M. Horst and E. Pn Kurzen., 

My = ad Talk—O, C. Norton and C. 


bu 
* Closing t the Application and Getting the 
Senate. QO. Mowrer and P. F. 
ira. 
How to Get Prompt Examinations—L. 


. Burt. 

The Delivery of the Policy—C. C. North 
and W. 8S. Hartman. 

Why a Young Man Should Take En- 
dowment Insurance—W. J. Robison and 
E. C. Roberts. 

Partnership and Corporation Insurance 
—Perry Robison and L. A. Brady. 

The Use of Letters and Literature—C. 
W. Stillson. 

System in the Work—C. J. Alden and 
William Parshall. 

Advertising—John Seivwright. 





Diploma of Superior Merit 

President Forrest F. Dryden has just 
been notified by Dr. J. W. Scheres- 
chewsky, director of exhibits of the 
fifteenth International Congress on 
Hygiene and Demography recently 
held in Washington, D. C., that the 
Prudential was awarded a diploma of 
superior merit for an exhibit in con- 
nection with statistics and information 
relating to industrial and occupational 
hygiene. 

The congress, the purposes of which 
are improvement in public hygiene and 
the collection of vital statistics on mat- 
ters relating to public health, has pre- 
viously been held in Europe, the pres- 
ent being the first year in which this 
country has been the seat of its activi- 
ties. It was largely attended by men 
of note from all parts of the world. 

The Prudential’s exhibit dealt with 
the essentials of industrial hygiene as 
reflected in the mortality experience of 
an industrial insurance company and 
the general mortality data of particu- 
lar occupations as derived from official 
returns. 





Stockholder’s Suit Heard 

The Ohio supreme court has just 
heard the arguments in the case of the 
Union Central Life vs. James G. Bell, 
a Cuyahoga county policyholder. Bell 
asks for an injunction to prevent the 
company from using $400,000 of sur- 
plus for a stock dividend, contending 
the policyholders are entitled to a share 
of this surplus and that they would 
lose all this if the stock were issued. 
The principle involved was passed up- 
on by the supreme court a year ago 
in a suit brought by the state. The 
court held at that time that the stock 
dividend would not be enjoined on- the 
showing then made. The late Judge 
Lemert, then state superintendent of 
insurance, brought the suit, contend- 
ing that the participating policyholders 


Citizens Union Life Insurance Co. 
1106 Engineers Building CLEVELAND, OHIO 
Chas. P. Wickham, Fre» President and General Manager 

This company is in the process of comsnioting and the stock is being placed on a 
basis that assure the success of the company after it starts writing business. There 


is room for more stock salesmen who can place stock at a fair margin of expense. We 
employ only high-class men whose sluredoes are first-class. No stock is sod through 


misrepresentation. 
Address the President 


COMMON SENSE 


The agent who is making good money, is grow- 

ing in business and in favor with his people 

and the G. N. L. I. Co., has planted himself 

upon the solid rock of success): KEEP YOUR 

EYE ON HIM! WATCH HIM GROW! 
A Few Openings For Good Men. 


JOSEPH STOUT, President. 


SOUTH BEND LIFE ASSURANCE COMPANY 
SOUTH BEND, INDIANA 

















OVER $2,000,000.00 INSURANCE IN FORCE 


WANTED—A FEW MORE STOCK SALESMEN 
OF PROVEN ABILITY 


ONE OF THE BEST PROPOSITIONS EVER OFFERED 
STOCK SALESMEN 


The Universal Life Insurance Company 


CHARTERED UNDER LAWS STATE OF OHIO 


We can use men of character and ability on liberal commission basis—work 
direct with Company—no fiscal agencies or promotion schemes, Address 


DEPARTMENT ORGANIZATION AND DEVELOPMENT 
Swetland Building CLEVELAND, OHIO 


Saal es ere er “A Life Pension for You’’ 


ph mg Penn Mutual wel Veluce, makes an Tau 
A new idea in life insurance 


Rewottta, ts ansurpanced 1 
of interest 

that appeals to self-interest. 
Best seller in the market today. 


The Penn Mutual 
Life Insurance Company Write for the booklet. 
of Philadelphia 


On Jan 1, 1909, rates were reduced 
me to full 8% reserve 

















The Fidelity Mutual Life 


INSURANCE COMPANY 
L.G.FOUSE, Pres. PHILADELPHIA 
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Western Life fe wed Company aa 


Masonic 
Chicago 
Gen. Geo. M. Moulton, President J. L. Mitchell, Genl. Agency Manager 
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were entitled to a share in the surplus. 
The Cuyahoga county case was started 
at the same time, but has been delayed 
in getting to the highest court. 





HINCKLEY NOW AT OLD GAME 





Sumner P. Turns Up in New York 
City and Dupes a Physician— 
Warrant for Arrest 





Sumner P. Hinckley, who recently 
victimized a number of physicians in 
various cities in Illinois, by writing ap- 
plications for them in the Conservative 
Life of Wheeling, taking a check or 
cash in each case for the first premium, 
was last heard from in New York City. 
* Mr. Hinckley’s plan of operation was 
to promise the physicians that they 
would be made examiners for the com- 
pany in their various localities, and that 
the income from examinations would 
far more than pay the premium on the 
policy applied for. 

It will be remembered that the Con- 
servative Life was at the time not 
licensed to do business in Illinois. Some 
of his victims in that state made it too 
hot for him, and as the officers of the law 
were looking him up he left for fresh 
fields and pastures new, going west where 
he was heard from in Kansas City and 
Omaha, practicing the same kind of op- 
erations as in Illinois. 

Superintendent Emmet of New York 
heard of Mr. Hinckley’s operations in 
New York City, where he wrote D. A. W. 
Roff, Sept. 13, offering the physician the 
position of examiner for New York City 
at a good yearly salary in addition to the 
examination fee. he doctor became sus- 
picious and stopped payment on the check, 
but Mr. Hinckley succeeded in cashing it 
at the hotel in which he was staying, al- 
though he knew payment had been 
stopped. - 

J. L. Wood of the complaint bureau of 
the New York department, secured a 
warrant for his arrest on the charge of 
violating Section 1192 of the penal law, 
Dr. Roff acting as the complaining wit- 
ness. Mr. Hinckley, however, escaped and 
has not been heard from since. 

The New York Medical Journal has 
been given a news item on Mr. Hinckley 
and his plan of operations, in the hope 
that the publicity thus given this man 
would forwarn all physicians who are 
subscribers to that paper, and thus pre- 
vent his operations in the future. 

Physicians, in addition to dentists and 
bankers, are said by stock salesmen and 
professionals of the Hinckley type, to be 
easily impressed with the idea that great 
fortunes are to be made out of insurance 


stocks, and appointments as insurance ex- 
aminers. 





Will Remain in Kansas City 

The general agency firm of Wade & 
Keenan, appointed to take charge for 
southern Ohio for the Pacific Mutual 
Life, succeeding W. B. Jones, has de- 
cided to remain in Kansas City with 
the Aetna Life. Mr. Jones has been 
asked and has consented to continue 


as general agent until the first of the 
year. 





STOCK SALESMAN’S SUIT 

John P. Hall, formerly a stock sales- 
man for the Mid-Continent Life of Mus- 
kogee, Okla., has taken an appeal to the 
Oklahoma supreme court in the case in 
which he is seeking judgment against the 
company for $25,000 commission. The 
case was decided against him in the lower 
court. Hall alleges that he was to re- 
ceive 25 percent of the receipts on stock 
which he sold, and that he had made a 
deal with J. S. Bilby for the sale of 1,000 
shares to him at $100 per share, but that 
H. G. Baker, then president of the com- 
pany, refused to let the stock go for less 
than $120, although Bilby was ready to 
take it at the lower figures. 





G. H. Doerfler, who for several years 
has been operating in the “Corn Belt 
Agency” of the Illinois Life in Illinois as 
a traveling special, has taken the manage- 
ment of the Joliet agency. 








you will attach yourself 


M. E. O'BRIEN, President 


‘LIFE INSURANCE MEN—ATTENTION 


“SMALL Life Insurance Companies of YESTERDAY” are the “BIG Life Insurance Compa- 
nies of TODAY.” The Big Life Insurance Men of TODAY are those who attached themselves to 
the Small Companies of YESTERDAY and grew with them. You have the same opportunity if 


A year ago the Detroit Life had scarcely half a million of insurance written; today it has over 
Four Millions of insurance written. This rapid growth means prosperity for the Company and 
ccmmissions for the Agent. The future of the Detroit Life spells RAPID ADVANCEMENT for those 


who now connect themselves with the company. It will cost you nothing to find out what we can do for you. Send us your address. 


DETROIT LIFE INSURANCE COMPANY 


to the Agency Forces of the DETROIT LIFE. 


733 Majestic Bldg., Detroit 














REAL HELP FOR THE AGENT 


WE have just placed a contract for advertising that will reach one out of every 
three farmers in Ohio, the most prosperous State in the Union. 
will be secured for agents to develop. All your time can be devoted to closing business. 
We can use a few more live men—real producers—in this work. 


The Toledo Life Insurance Co. 


601-619 Nicholas Bldg., TOLEDO, OHIO 


Direct leads 











Western Life Companies 





Report of Their Activities and 
Progress 











Rockf Zife—The company will 
write $1,000,000 of new business this year. 
It is securing 93 percent of the renewals 
on business written in 1911. The com- 
pany is confining its energies to the ter- 
ritory immediately surrounding Rockford 
and in the city has secured 1,200 applica- 
tions since beginning business. Secretary- 
Manager W. T. Smith is placing some 
big business for the company, having 
written two $250,000 policies. 

. o 2 


Bankers Reserve Life, Omaha—The 
statement as of Oct. 1 shows assets $3,- 
588,843, surplus $647,053, capital §100,- 
000. State Examiner Gilchrist says he 
concurs in the findings of Actuary Geo. 
Graham, who found the company in good 
shape in all respects. 

Pioneer Life, NM. Dak.—The company 
was five years old Sept. 30. It has been 
conducted in an economical and success- 
ful way. The a gue! now has $6,000,000 
insurance in force. ts first agent, Col. 
A. Berthiaume of Bottineau, N. D., is still 
with the company as is the second agent 
appointed, W. Ira Brown of Jamestown, N. 
D. The company has begun publishing 
a monthly house organ, the “Pioneer 
Life” 

. s * 

ouri State Life—The company has 
started an end of the year business con- 
test and will give cash prizes equivalent 
to $1.50 per $1,000 bonus on each $1,000 
of paid for business, to each agent that 
will write and pay for at least the amount 
vf business allotted to him in the contest. 


Commercial Life, Ind.—Arthur D. Main 
general manager of agencies, says: “f 
take pleasure in reporting that business 
is coming in at a very encouraging rate 
and that October will be the best month 
by far ever experienced by the Commer- 
cial Life. Kansas is in a raw state of 
development, but we have received over 
$30,000 so far this month from there and 
the Kansas office predicts that it will 
write $100,000 and $150,000 during Octo- 
ber. This is exceptional considering that 





WANTED 


] Stock Salesmen 
= on easy selling, 





high-grade, clean prop- 


Osition. We furnish leads. ADDRESS 2-G, care of 
Western Underwriter, Chicago. 





There Is Only One Thing Ails Grow Up and 


Flourish With Us 


THE MISSOURI STATE 
LIFE INSURANCE CO. 


Oo F 
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27 Millions in 1910 
15 Millions in 1906 


4 Millions in 1902 GROWING PAINS! 

















YOU Mr. Lite Insurance Man— 


Are looking for better things, for op- 
portunities to increase your income. 
There is a demand for Moderate Priced 
Protection on the Reserve Fund Plan of 
Life Association of Burlington, la. Hence: 
Good Contracts for 

Let’s talk it over. 








the Merchant’s 
Many Prospects, Good Income. 


Producers. Drop us a line. 








THE KIND OF CONTRACTS 


That Made the Old General Agents Rich 


Do you want to better your condition in the Life Insurance 
Business? One of the oldest Life Insurance Companies in 
this country (not doing business in New York), wishes to 
contract with live General Agents in the following states: 

Arkansas, Colorado, Indiaria, Iowa, Illinois, Kansas, 
Michigan, Minnesota, Missouri, Nebraska, Ohio and 
Oklahoma. 

Liberal contracts to the right men. Address 127=@Q, 
i:care THE WESTERN UNDERWRITER. 
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we have~ only been in Kansas actively 
about two months. We have made a num- 
ber of connections during the past month, 
most of which are turni out to be 
profitable ones from a b ess getting 
standpoint. 

“Since we have gotten out our new rate 
books with the two new policies we have 
the lowest rate of any company, with 
other features correspondingly liberal and 
taking this low rated nonparticipating 
policy, together with our participating 

olicy with the three special clauses we 

ave anything anybody could ask for in 
old line life insurance.” 


Held First Winter Meeting 

The first winter meeting of the De- 
troit Life Underwriters’ Association 
was held last week. J. A. Jackson 
of the publicity department of the 
Mutual Life delivered an address and 
Professor A. H. Griffith gave an illus- 
trated lecture on “Egypt, Past and 
Present.” 





Are Strong for Blue Sky Law 

The Iowa Life Underwriters As- 
sociation has lined up on the question 
of a “blue sky” law such as that in 
Kansas, which is designed to prevent 
the sale of bunco stock. At the Oc- 
tober meeting of the association in 
Des Moines, the secretary was instruct- 
ed to write the insurance commission- 
er of Kansas for detailed information 
as to the statute and its workings. He 
was also directed to lay before the 
insurance superintendent of New York 
a hypothetical case in Iowa and ask 
him how New York would handle such 
a case. The discussion which preceded 
this action was such as to make it 
practically certain that the Iowa life 
underwriters will take steps to secure 
some sort of legislation along this line 
at the next legislative session. Other 
organizations in lowa have taken sim- 
ilar steps and the commercial clubs 
are united in favor of a “blue sky” 
law in Iowa. The association received 
the application of A. C. Miller, man- 
ager of the Travelers, for membership. 
J. C. Clapp of the Prudential and 
George W. Hughes of the Aetna were 
named deiegates to the Memphis meet- 
ing, and J. A. Blum of the Equitable 
of New York and E. D. Bream of the 
Phoenix: Mutual were named alternates. 


Leo Head is Promoted 


Leo Flead has been made supervisor 
of the agency division of the Public 
Savings Life of Indianapolis, a new 
position created by the executive com- 
mittee. 








New York Life Men Meet 

The two divisions of the $100,000 
Club of the New York Life met in a 
body for the first time since its na- 
tionai organization at Atlantic City, 
N. J., for a three days’ business meet- 
ing Oct. 2-4. The following were pres- 
ent from the home office: President 
Kingsley, Vice President Buckner 
Second - Vice President McCall, Chief 
Medica! Director Rogers, General 
Covnsel McIntosh, Superintendent of 
Agencies Lindsay, Assistant Secretary 
Pierson, Assistant Actuary Young, Re- 
corders Ford and Brasier, Secretary 
of the Clubs Dedell, and Grenville 
Howard of the Bulletin. The meeting 
was honored by the presence of Judge 
Steele, trustee and member of the au- 
diting committee. 

A number of leading fieldmen were 











| Good Places for Men Who Work 








UNION MUTUAL LIFE INSURANCE CO. 


PORTLAND, MAINE 
FRED E. RICHARDS, President 
Address either ALBERT E. A Con- 
Se 


when it 


ARTHUR F. HALL 


1st Vice-Pres. and Gen. Mgr. 


Experience is a Good Teacher 


The history of the life insurance business proves that the permanently successful agencies have NOT 
been built up on large first year commissions with salaries and i coe a 


advances against 
THEY HAVE BEEN BUILT ON 


Continuous and Non Forfeitable Renewals 


We are anxious to talk with men who already have records for successful work. To such we will give 
an Old Style General 


bitrarily. First look up the record of the LINCOLN q 
whe said “The Lincoln Life is in the hands of men who know how,” write (confidentially if you desire) for our proposition. 


t's Contract that is @ sure enough contract—one we cannot cancel 
IFE. Then if you think the New York Insurance Press was right 


WALTER T. SHEPARD 


‘ 8rd Vice-Pres. and Mgr. Agencies 
FORT WAYNE, INDIANA 














UNIQUE AGENTS’ CONTRACTS 


Writes—Life, Health, Accident 





BRIEF, EXPLICIT, SAFE, LIBERAL, VESTED RENEWALS 

YOU NEVER SAW ONE LIKE IT 

Our plan is a boon to the General Agents 

THE SMALL PRODUCER gets the only square deal ever offered him 

Ohio, Michigan, West Virginia and Kentucky Agents who are alive to op- 
portunities will write for a sample copy 


The Columbus Mutual 


Entering New States 
after 
Five Years’ 
Successful Operation 
in Ohio 





Life Insurance Company 


COLUMBUS, O. 
































invited to instruct and entertain with 
their wit and wisdom; the three agents’ 
counselors, Morris Weil, John J. Par- 
ker and Harold Pierce; also, as repre- 
sentatives of the $200,000 Club, Samuel 
L. Joseph of New York and Frank L. 
Campbell of Omaha. Several inspec- 
tors of agencies: Alexander S. Browne 
of Boston, J. E. Briggs and William 
M. Harris of New York, Gilbert A. 
Smith of San Francisco, R. E. Whit- 
ney of Chicago, Thad. C. Bell of Rich- 








GERMAN AMERICAN LIFE 


« INSURANCE COMPANY «twa 


This is an old line legal reserve company organized under 
the superior Iowa deposit law. It has just gotten outa set 
of modern and liberal policies that appeal to the public. 
Choice territory in Iowa is now open and direct contracts 
will be made with first-class men. Address 


CHARLES BLANKE, Secretary, Burlington, lowa 





mond, and Supervisors W. H. Wood 
of Memphis and T. J. Pulling of Bal- 
timore. 





Northwestern’s Dividend Scale 
The Northwestern Mutual announces 
that the same dividend scale applicable 
this year will be used in 1913. 


To Take Canadian Loans 


Walter Stabler of the Metropolitan 
Life has made an arrangement with 
W. Jj. Christie & Co. at Winnipeg, 
Can., to invest in behalf of that com- 
pany approximately $1,500,000 a year 
in Canadian loans chiefly farm prop- 
erty. Good loans on the best prop- 
erty in that section range at 5 and 5% 
percent. The New York Life has in- 
vested at Winnipeg at 5% percent. 








Noninterest Bearing Notes 

Manager Henderson of the National 
Life of Vermont in Kansas City has 
been conducting a friendly correspond- 
ence with the insurance department of 
Missouri for the past thirty days as 
to whether it is a violation of the anti- 
discrimination law of the state to ac- 
cept noninterest bearing notes to cover 
the first premium on a life insurance 
policy. 

Mr. Henderson interprets the reply 
from the department to mean that it 
is a violation of the law to accept non- 
interest bearing notes and that the de- 
partment will proceed against ‘any 
party guilty of accepting such notes 
where substantial proof is given. 

Mr. Henderson was of the opinion 
that to accept these notes was not 
fair to the man who paid cash unless 
the cash payments were given a dis- 
count. 


Held Not a Necessary Expense 

A ruling made by the tax commis- 
sioners of Wisconsin under the income 
tax law of that state holds that pre- 
siums on policies covering members 
of a corporation for the protection of 
the business are not a “necessary ex- 
pense” of carrying on the business, and, 
therefore, cannot be deducted from the 

















net income in the tax return made 


REPRESENT A WESTERN COMPANY 


The Reserve Loan Life Insurance Co. 


INDIANAPOLIS 
Operates under the Compulsory Deposit Law OF INDIANA 
Reliable Agents Wanted. Address 


—_—_ 





Gain in Cash Assets, 


Illinois Bankers Life Aasscukan 


Home Office, MONMOUTH, ILL. 
@ Can use a few good men in Chicago 


648 Insurance Exchange 


1911, over 25 Per Cent. 





Great W estern Life Assurance Co. 


TERRE HAUTE, IND. 
Backed by the best in Indiana 


We are ready to receive applications for agencies 








Address, Agency Department 
Odd Fellows Bldg. - . Indianapolis, Ind. 


LIVE PRODUCERS 


will do well to investigate our 


ECONOMIC POLICY 


a new form now being printed 
GOOD OPENINGS 


Address ARTHUR O. MAIN, General Manager of Agencies 
THE COMMERCIAL LIFE INSURANCE CO. 


Indianapolis, Indiana 
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y the corporation. The ruling was 
de on the return of an Appleton, 
Wis., corporation. The tax commis- 
sioners nevertheless allowed the de- 
ductions in the same return for pre- 
miums paid for fire, liability, automo- 
oe cyclone, plate glass, boiler explo- 
ion, sprinkler, leakage,, income from 
rents and burglary insurance, but dis- 
allowed the corporation insurance. 


Examining the Security 
The Illinois insurance department 
and the bureau of insurance of Virginia, 
commenced on Tuesday, an examina- 
tion of the Security Life of America. 
This is a Virginia corporation, with 
headquarters in Chicago, hence the 
cooperation of the two departments in 

an examination of the company. 


Mr. Welch Has Returned 

Second Vice-President and Actuary 
Archibald A. Welch of the Phoenix 
Mutual has returned from his Euro- 
pean trip. He attended the Interna- 
tional Congress of Actuaries at Am- 
sterdam, Sept. 2-7. One of the im- 
portant subjects discussed was the im- 
provement in mortality and Mr. Welch 
was called upon to speak. He sub- 
mitted some particulars of the work 
accomplished by the Actuarial Society 
of America along this line and said 
that the first printed volume giving 
the results by the new specialized in- 
vestigation had just been published. 
In general it might be said that there 
is shown a marked betterment in the 
mortality among insured, due both to 


ACTUARIES 
H. ™: 20trows 














CONSULTING 
ACTUARY 


Hume Building 
INDIANAPOLIS, IND. 


ONALD F. CAMPBELL 


NSULTING 
Scruaky 


856 Peoples Gas Building 
Telephone Randolph 1530 


CHICAGO, ILL. 


FPe"« 3. Baicer 


Consulting 
Actuary 


Hume Biddg. 
INDIANAPOLIS 


J H. NITCHIE P 
7 1219 Association Building 
La Salle St. 


CHICAGO 


R. NUESKE 


CONSULTING 
ACTUARY 


1216 First National Bank Bufléieg 
38 S. Dearborn Street 


Telephone Randolph 2520 
CHICAGO, ILL. 


Gorse J. PORTER 
CONSULTING 
ACTUARY 

















INSURANCE ACCOUNTANT 
(Ordinary and Industrial) 


2433 Glenwood Avenue 
TOLEDO, OHIO 


Consulting Actuary 


A well known actuary (officer of a Life In- 
surance pany) can give Consulting 
Services to two Companies which desire 
Close, personal relations on lines similar to 
those of the sates home office actuary. 
Authoritative Advice on arrangements for 
Home Office Efficiency, on the System of 
Accounts, on Insurance Practicein Gen- 








and on the more usual duties of the 
- Address 8M, care The Western Underwriter 


improvement in social conditions and 
also to the more effective work done 
by medical directors. 





Made Associate Manager 

Miss Sara Frances Jones, who came 
to Chicago from the home office of the 
Equitable of New York, a year ago, has 
been made associate manager of the 
women’s department of the Equitable 
of New York at Chicago. She has been 
acting as supervisor of agencies but 
from now on, shares equally the man- 
agement of the department with Miss 
Ada C. Sweet, who organized the wo- 
men’s agency. 





LEAVE AMERICANS IN A BODY 

A sequel to the refusal of the Ameri- 
cans of Springfield, Ill, to permit an 
examination by representatives of the 
Colorado and other state departments re- 
cently may be the loss of many members 
in the states represented. The Common 
Brotherhood of America, a young Des 
Moines fraternal on the National Fra- 
ternal Congress rates, has made an offer 
to take over the Colorado assemblies bod- 
ily. The move has the approval of the 
Colorado department, which says the re- 
fusal of the Americans to permit an 
examination should be prima facie evi- 
dence of the conditions existing. A num- 
ber of the largest Colorado assemblies 
have already seceded from the Americans. 
It is believed by the Colorado department 
that within a few days the entire Colo- 
rado membership will have gone over to 
the Common Brotherhood. 





KANSAS DELEGATION ON HAND 


The Kansas delegation to the National 
Life Insurance Convention at Memphis, 
who left Topeka, Kan., last Sunday, in- 
cluded the following: S. E. Barber, 
Aetna; J. H. Todd, Penn Mutual; E. D. 
Clithero, Home of New York; George God- 
frey Moore, Germania; Elon 8. Clark, Mu- 
tual of New York; Frank B. Parker, Con- 
necticut Mutual; Charles A. Moore, Equi- 
table of New York; Edward W. Thomp- 
son, National of Vermont, and H. O. Gar- 
vey, Massachusetts Mutual, president of 
the Kansas association. 

The October meeting of the Kansas as- 
sociation probably will be held shortly 
after the return of the delegation, prob- 
ably Oct. 27, a number of the general 
agents planning an additional trip east at 
the close of the convention. 


COMPANY SUES FOR LICENSE 

Suit has been filed in the circuit court 
at Frankfort, Ky., by members of the 
American Mutual Life of Carrollton, Ky., 
recently organized, seeking to compel 
Matt C. Clay, insurance commissioner, to 
issue the company a license. It was re- 
fused on the ground that the company 
had not received applications for $100,000 
of insurance. The company was organized 
to continue the work of the Guaranty 
Mutual Life of Louisville, which was in- 
corporated some time ago but did not 
complete organization work. 


CHARGED WITH EMBEZZLEMENT 

The Citizens Union Life of Cleveland 
has sworn out warrants for Leo D. Jaco- 
by and Edward L. Gross, stock salesmen, 
charging them with embezzlement. The 
petition states that they collected $240 on 
a stock sale and did not return the money 
to the company. 


LIFE APPOINTMENTS 
Ohio 


Penn. Mut,—E. M. France, Cleveland; L. 

L. Lehman, Versailles; James McGrath, Toledo. 
Philadelphia—Benjamin Vacca, Youngstown. 
Pitts. L. & T.—Lada C. Cukr, Cleveland; H. 

C. Lytle, Fredericksburg; H. G. Jerome, Rome. 
Preferred—T. C, Virdon, Salem. 
Reliance—M. E. Corotis, Columbus; W. H. 

Mosher, Mason. 

Mass.—J. E. Murray, Cleveland; 

H. M. Jay, Kalida. 

Syevs ers—J. C. Berg, Antwerp; S. C. Elliott, 
Tc ° 

ww Neb.—W. S. Gibbons, West Mans- 


Bankers, Neb.—J. M. Hannan, Youngstown. 

Bankers, Ia.—De Forest Bowman, Toledo. 

Cont. Assur.—J. C. Barr, Lancaster. 

Conn. Genl.—J. H. Wabler, Dayton. 

Germania—Oscar Braun, Cincinnati. 

Hartford—E. P. Spencer, Mansfield. 

Mass. Mutual—B. G. Gilbert, Findlay. 

Mutual, N. Y.—H. L. Dell, Middletown; J. 
F. Hoy, Barberton. 

New York—H. F. Kisker, Cincinnati; Theresa 
L. Marshall, Dayton; P. B. Wilkes, Crooksville. 
North Amer., Ill.—Merritt Mason, Helena. 

ee ag H. Barnesville, Chicago Junc- 
tion; M. M. Gunsaullers, Fayette. 

Pitts. L. & T.—S. B. McLane, Xenia; J. F. 
Niswonger, Laura; F. W. Foreman, Oak Harbor. 





Prov. L. & T., Pa.—J. L. Gilbert, Killbuck. 

Royal Union—A, H. Freed, Minerva. 

Security, Chgo.—Henry Laufersweiler, Jr., 
Columbus; G. R. Elarton, Rising Sun. 

Security Mut., N. Y.—L. H. Hoff, Wellsville; 
O. C. Griffin, Elkton. 

Travelers—C. M. Adams, Wellington; W. H. 
Walker, Cincinnati. 

Aetna—W. H. Cleveland; J. H. 

-; M. F. Gross, 


Gregory, 


Chapman, Washington C. H 





INCORPORATED AS A STOCK COMPANY BY THE STATE OF ILLINOIS 
Capital Stock $326,000 





Home Office Building, Cass and Ohio Streets 
CHICAGO, U.S.A. 





The only Life Insurance Company that invests the full reserve 
from premiums, in the states where business is written. 


Issues all forms of non-participating life policies. 





Union Life Insurance Co. 
OF CHICAGO 
HOME OFFICE 


1220 Stock Exchange Building 


S. W. Corner La Salle and Washington Streets 


Live Men of Ability can secure the best contracts offered by any 
sound, conservative company to men who can deliver the goods. 


tetirantty For GENERAL AGENCY Address, THE HOME OFFICE 
EXPANSION! EXPANSION! EXPANSION!!! 


Opening up new territory in Missouri and Kansas and offering exceptional oppor- 
tunities to local managers and general agents. 


SPEND A POSTAGE STAMP 


We have something interesting to tell you about one of the best life insurance prop- 
ositions on the market. - 


PIONEER LIFE INSURANCE COMPANY OF AMERICA 


410 DWIGHT BUILDING, 83 83 KANSAS CITY, MO. 
Can You Write Life Insurance— 
Can You Write Accident and Health Insurance— 
Can You Write Monthly Life, Accident and Health Insurance— 





‘ 








if the forms of contract are up-to-date and issued by a progressive 
Company with the Management behind the Agent? 


If so, write the PHILADELPHIA LIFE, North American Bldg., today. 


Midland Insurance Company 


Has first-class opportunities in Minnesota, North Dakota and Michigan for 
wideawake men with ambition to help build up a Great Company in the 
Great Empire of the Northwest. Write 

H. W. STRICKLER, President Endicott Bidg. St. Paul, Minn. 


HOME COMPANY FOR HOME PEOPLE 


Backed by men of character, business ability and wealth, with low administration expenses and a high 
rate of income from investments, the security behind the policy contracts is given increased and unusual 


stability. 
CAPITAL $250,000. STATE DEPOSIT $100,000 
STRAIGHT PROPOSITION TO PRESENT—NO ESTIMATES 


FIRST NATIONAL LIFE 


And Accident Insurance Company 
PIERRE, SO. DAKOTA 


Mr. Insurance Producer !! 
We Can Appreciate You! ! 











We Have a Company for the Agent. 
Salable, Attractive Policies. 


MAJESTIC LIFE ASSURANCE COMPANY 


INDIANAPOLIS, IND. 


Every Officer of the Company is an Insurance 
Producer and had Years of Experience in the Field. 





Address the Company 


. underwritten the stock. 


THE WESTERN UNDERWRITER. 


October 17, 1912. 








vue; W. E. Thompson, New Straitsville; 
Te ee, Circleville; A. L. ‘Robbins, Chilli- 


Michigan 
Aetna—Arthur ur ister Houghton. 
t la<C. Lasbury, Detroit; B. T. 


Mperkahiven Ti. “a iene Maren. 
tarr, Three vers. 
, Battle Creek. 


Gd. 


‘Geesd 


%, Battelo, 
Blair, 
on. 


Mut.—James Detroit. 
oem York—Sol ohn vee San phew, Detroit 
al. 
N, Angee Ont.—Meyer Stone and Andrew 
Theres roit, 
W. Metual—it. 1. Woodward, Detroit; 
1. . Horton, Manton. 
Peninsular—M. V. Ro gers, Detroit; S. W. 
4 Buckler and C. F. Perry, De- 
Jones, Grand Rapids. 
A, Mut— Gemmend, Ionia. 
Preferred-—W. J. “Ormerod, Grand Rapids. 
Reliance—-S. A: Howes and E. A. Retallick, 
Battle Creek. 
Union Cent.—A. C. Kilpatrick, Detroit. 
Indiana 


Aetna--R. H. Espey, 
Humes, Monticello. 
Anchor—E, R. Fer, 


son, Carmel. 
Commercial—Lora Ferguson, Clarksville; J. 
H. Hikok, 


Rising Sun; H. S. 


Pitts, Indianapolis; 


| La Fayette; William Ackerman, 
Til, "Rankers—C. B. Kushner, Warren. 

Lexington—Seth Porter, on 

Mass. Mutual—R. C. Mossman, Princeton. 

Meridian—Charles Avery, spaced i on 
Crawford, Roanoke. 

Monarch Life & Indem.—H. G. Kamp, South 

md; J. A. Krquteinere Mt. Vernon. 

Mut. Benefit— Crise, Fort Wayne; H. 
M. Cole, La Gra 

National—R. = oO. B. 
Custance, Warren. 

Prov. T.—N. wy Emery, Bloomington. 

South. nee. W. —— jetieseoawane. 

Travelers—George Gossip and W. Grace, 
Indianapolis. 

U. S. Annuity—Jacob Toussaint, Fort 
Wayne; Irwin Knight, Morgantown. 

Kansas 

Bankers Reserve—D. e. Zummer, Hutchinson, 

Commercial, Ind.—H Hollinger, Pittsburg; 
Ww. Wicoff, Lyons; Baw ionka, nsas 
City; D. FE. Carlson, Topek 

ontinental, Utah—E. i Bottorf, Formoso. 

Guarantee Fund—S. Stipp, Kansas City. 

Pacific Mut.—Frank Poca Coffeyville. 
Pioneer, Mo.—Walter Wilson, Clyd 


lyde. 
Reliance—P. H. Duffy, Downs; Charles B. 
Cook, Cunningham. 
— Loan—J. M. Weidemyer, Kansas City, 
°. 


Royal Union—G. E. Wheeler, Wichita. 
Union Central—C, A. Fisher, Lebanon. 


Minnesota 
— Eng. Mut.—Margaret M. Rogers, St. 
‘aul. 
National, U. S. A—L. H. Sotrun, St. Paul. 
Prov. L. & T.—J. N. Loye, Red Wing. 
N. W. Mutual—S. M. Iverson, Jackson. 
National, Vt.—H. I. Tharaldsen, Madison. 
New York—R. W. Chadwick, Racine; William 
Pentelovitch, St. Paul. 


LIFE NOTES 


The Scandia Life of Chicago is doubling 
its home office space in the Stock Ex- 
change building. 

The International Life reports business 
written in September, 1912, te have been 
$1,024,500, as against $640,000 in Septem- 
ber, 1911. 

The Washington Life is being organized 
at Charlotte, N. C. John A. Darwin has 
company 
will, according to present plans, engage 





in the industrial inter on, and health in- 


The Illinois of. the, Union is making an 
ea. s Guiness ae and the 
People’s both of Chi 

The South Carolina gre is 


Sects... to revoke the license of the 
Mutual because it removed a case 
from the state to the federal court. 


Commissioner Henry of piiosiostens has 
refused a license to the Monarch Life of 
Evansville, Ind., an assessment company, 
apeease of an unsatisfactory financial 

owing. 


At a meeting of the stockholders of the 


Mississippi Valley Life Oct. 7 a committee 
was to work out the details of 
a readjustment of the capital and surplus 
account. 


George H. Page, agency organizer of 
the New York Life at Sioux Falls, S. D., 
has been transferred to Calgary, Alberta, 
and is succeeded at Sioux Falls by 
Charles F. Adams. 


The Missouri agency of the Equitable 
Life held an agency meeting Saturday 
attended by fifty-five agents in Missouri. 
John B. Lunger, first vice-president, and 
William E. Taylor, superintendent of 
agencies, both of New York, attended the 
meeting. The agents took luncheon at 
the Planters’ Hotel. 


H. C. Semple has been appointed state 
manager for Arkansas of the Louisiana 
State Life of Shreveport, La., and has re- 
moved to Little Rock from Louisville, 
Ky. For the last three years he was 
agent of the Scranton Life in the latter 
city. He Cowepey oo ae the University 
of the South in 1894 


LIFE MEN ARE MEETING 


(CONTINUED FROM PAGE 1) 
offered by Warren M. Horner, creat- 
ing a committee of five to work out 
details for advertising the insurance 
business and promoting the education 
of the general public. The matter is 
to be taken up with the companies 
and the aim is the establishment of 
a bureau of publicity and education, 
though the resolution does not go 
that far. 

Hamilton Makes Big Hit 

Isaac Miller Hamilton, president of 
the Federal Life, made the hit of the 
meeting with his address on the rela- 
tion of the home office and field force. 
The speeches of Dr. Oscar L. Dow- 
ling and Edward A. Woods of Pitts- 
burgh, head of the biggest agency in 
the world, were also particularly force- 
ful and to the point. The five-minute 
discussions are better than ever. 

Great Welcome from Memphis 

Memphis has given its visitors a 
truly southern welcome and a royal 
entertainment. The reception and ball 
Tuesday night was a brilliant affair 
and the barbecue this afternoon fol- 
lowed by both an automobile and boat 
trip was a rare treat. 

Will Taffinder of San Francisco will 
on Thursday ask the association to 
appoint the first member of the ex- 
ecutive council, which will arrange for 
the World’s Insurance Congress at 
San Francisco in 1915. 

Other insurance organizations and 
all companies will be asked later to 
name similar representatives. The 
honor is first extended to the life un- 
derwriters, as the idea had. its birth 
at the Detroit meeting two years ago. 








WANTED 





GENERAL AGENTS 


-_ 





Missouri 
Minnesota 


Illinois 
Indiana 





Michigan Washington Kansas 


North Dakota Texas 
South Dakota and 
Ohio 








To Represen 
CONTINENTAL ASSURANCE COMPANY 


UP-TO-DATE LIFE POLICIES 





is Litera! Contracts 


Disability Benefits 





Desirable Territory 


CONTINENTAL 


Casualty Company 
1208 Michigan Avenue 


H. G. B. Alexander, President 


Assurance Company 
Chicago, Illinois 





————————_E 


“American Central Life Insurance Company 
INDIANAPOLIS 


Indiana’s Oldest and Largest Non-Participating Company 
Established 1899. 


INSURANCE IN FORCE 
OVER THIRTY MILLIONS 


OVER TEN MILLIONS WRITTEN 
DURING 1911 
For an Agency Connection with this PROGRESSIVE COMPANY 
Address HERBERT M. WOOLLEN, Vice-President 


FOUR STATES LIFE 


THE QUESTION OF THE DAY 


life insurance is not so much the age and size of the company, 
but the POLICY CONTRACT, the NET COST and LIBERAL 
CONDITIONS. 


WE HAVE THEM ALL. 


IN NEED OF EFFICIENT FIELD MEN. ADDRESS HOME OFFICE 
TEXARKANA, - - ARK. 


GERMAN-AMERICAN LIFE INSURANCE COMPANY 


OMAHA 


THE PROGRESSIVE LIFE COMPANY OF THE WEST 
Are you a winner? 
If you can and will make good, we can place you in productive territo 
Address the 


Mid-Continent 


Life Insurance Company 





























ome Office. 


H. C. KING, President 





MUSKOGEE 
OKLAHOMA 








F AN active Life Insurance Agent, your efforts should be associated 
with this Company. If not an active Agent, become one and see how 
easy it is to write business for the MID-CONTINENT. The MID- 

CONTINENT is licensed in Kansas, Arkansas and Oklahoma. The 
MID-CONTINENT wrote more business in its own State (Oklahoma) 
during 1911 than any other company. WRITE FOR AGENCY. 


PEORIA LIFE 


Insurance Company 
PEORIA, ILLINOIS 


Our Business is good, thank you! 








HE GREAT NORTHERN LIFE 
INSURANCE COMPANY: sf2tit# 


WANTS AGENTS. All Stock and Policy Holders are live wires 
and boosters. Stock well scattered. Located in the very heart of the 
most prosperous country in the world, where money is easy and people 


want insurance. A most liberal contract to men with clean records. 
Write AT ONCE. 


THE GREAT NORTHERN LIFE INSURANCE COMPANY 
Room No. 17 Clifford Building, Grand Forks, N. D. 
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CASUALTY AND SURETY NEWS 








SEES RATE WAR COMING 


OFFER OF GLOBE INDEMNITY 








Will Write Some Risks Not Now In- 
sured at Massachusetts Rate With 
Five Percent Commission 





Madison, Wis., Oct. 14—(Special)— 
Indications of a forthcoming liability 
insurance war in Wisconsin are engaging 
the attention of state officials. Among 
those interested in the prospective rate 
smashing are the heads of the insur- 
ance department and the industrial 
commission, chiefly those connected 
with the operation of the workmen’s 
compensation act. 

While for several months it has been 
expected that the topnotch rates of 
the eastern liability insurance confer- 
ence would tumble before long, the 
material proof that the warfare had 
started came with the filing of a docu- 
ment in Commissioner Ekern’s office 
last week. When it is known that 
something like a dozen big casualty 
companies in the east joined more than 
a year ago in the issuing of a uniform 
rate book applicable to all industries 
in Wisconsin, the importance of the 
coming break may be realized. Some- 
thing like 4,000 employers in Wiscon- 
sin carry liability insurance. 

Got Out New Rate Manual 

A majority of the large companies 
operating in Wisconsin more than a 
year ago got out the new manual as 
soon as the Wisconsin compensation 
act went into effect. Although the risk 
under the act was lower than the risk 
faced by employers who did not elect 
to accept its terms, according to some 
of the closest students of the Wiscon- 
sin situation, the insurance companies 
took the opposite view. In the judg- 
ment of the industrial commission and 
the insurance commissioner these rates 
on workmen’s compensation were so 
unjust and discriminatory that a for- 
mal protest was made to the compa- 
nies. Neither department had the 
power to force the companies to with- 
draw these rates, but the insurance 
department “did exercise its power of 
requiring the companies to withdraw 
the instructions issued to agents. 

Globe Indemnity a Factor 

The large companies operating in 
Wisconsin have from the first advanced 
the argument that workmen’s compen- 
sation in England since 1896 has been 
a failure from an insurance standpoint. 
Despite this argument the Liverpool 
& London & Globe of England has 
entered the American field under the 
name of the Globe Indemnity. 

The document filed with the insur- 
ance department by the Milwaukee 
agents of the Globe Indemnity sets 
forth that the new entry will write 
workmen’s compensation in Wisconsin 
at the Massachusetts rates. The most 
interesting and significant part of the 
new company’s program lies in the fact 
that it will write insurance according 
to the English method. Instead of 
paying agents from 20 to 30 percent 
of premiums the Wisconsin agents will 
receive only 5 percent. This low com- 
mission will preclude the possibility 
of soliciting business; the insurance 

will have to be sold “over the counter,” 
teen cutting out expenses which have 
formed a large portion of insurance 
premiums. 

Will Bring Confusion 

While the forthcoming insurance war 
in Wisconsin means resulting confu- 
Sion, it is the opinion of those chiefly 
interested that the final result will be 
of great benefit to Wisconsin indus- 











tries. Compilations made by the in- 
dustrial commission, it is said, prove 
that the combination rates on work- 
men’s compensation im Wisconsin are 
excessive. An approach toward the 
Massachusetts rates, which were fixed 
by the Massachusetts industrial acci- 
dent board, will mean a great reduc- 
ion. 
~ Rate Comparisons Are Given 

Here are some of the comparisons. 
each being the rate per thousand dol- 


lars of annual payrolls: 
Massachusetts Manual 


tes 
TPOR WOE .ccscscveres $10.00 $14.00 
Shoe manufacturers.... .80 2.10 
/ ere 1.60 2.94 
Planing mills ......... 3.25 4.35 
a Ge caeeidenedss 4.50 6.30 
Brass goods .........-+-+ 1.75 2.80 
Machine shops ........ 1.50 2.80 
eeee WEEE occcceeuse 5.25 7.35 
Sugar manuufacturers.. 2.00 2.80 
DT Lensochaeeaye« 2.00 3.15 
US Nae 3.25 4.30 
PEE waeesecegepuas .00 1.75 
Furniture manufacturers 1.80 2.80 


The general level of Massachusetts 
rates as against the liability conference 
rates in Wisconsin is as 71.8 percent to 
100 per cent, meaning an average reduc- 
tion of 28.2 percent. 


GLOBE INDEMNITY’S STATEMENT 

The Globe Indemnity states that it 
authorized its Milwaukee agents te 
write a few risks not now insured at 
the Massachusetts rates if they would 
take 5 percent commission, but no gen- 
eral or official announcement has been 
made. 


REDMOND GOES TO BROOKLYN 


Chicago Man Will Open Fidelity and 
Surety Department of Aetna 
Accident & Liability 








James D. Redmond, Chicago man- 
ager of the Empire State Surety up to 
the time of its reinsurance, has been 
appointed manager of the fidelity and 
surety department of the Aetna Acci- 
dent & Liability at Brooklyn, N. Y., 
and will assume his new duties about 
Nov. 1. Mr. Redmond formerly lived 
in Brooklyn and was for seven years 
connected with the branch office of the 
American Surety in that city. About 
seven years ago he came to Chicago 
as underwriter for the Chicago branch 
of the Empire State Surety and later 
was made manager. Since the reinsur- 
ance of that company in the National 
Surety he has been engaged in clos- 
ing up affairs for the National. 

In going to the Aetna Accident & 
Liability he again becomes associated 
with his old friends of the Empire 
State, A. R. Sexton and Manager Gage, 
who went with the Aetna some time 
ago. The Aetna has not done any 
fidelity or surety business in Brooklyn, 
but last year wrote $100,000 of casualty 
premiums there. Mr. Redmond will 
have the work of establishing his de- 
partment in a new field, where com- 
petition is said to be stronger than any- 
where else in the United States. 


AMERICAN FIDELITY CO. 


MONTPELIER, VERMONT 


Liability, Burglary, Personal Accident and Health, Fidelity and Surety Bonds 
ALSO THE MOST LIBERAL AUTOMOBILE LIABILITY POLICY ISSUED 
Special Inducements to Agents and Brokers 





HUTCHINSON & COOLEY, Gen. Agts. for Illinois, 1915-17 Insurance Exchange, Chicago 
CHRIS. SCHROEDER & SON, Gen. Agts. Wisconsin, 83-85 Michign Street, Milwaukee 
E. J. SCOONOVER, Gen. Agt for Indiana - - - 509 Law Building, Indianapolis 
F. A. BUCHANAN, Jr., Gen. Agt. Southern O. & No. Ky.,312 Johnston Bldg., Cincinnati 
THE PHYPERS BROS. CO., Gen. Agts. Northern Ohio, Park Bldg., Cleveland,”Ohio 


SALESMEN WANTED 


eed Agency Openings |n Central States Policies comply with Standard Provisions Low 
$5,000 Policy $9.00 A Year 
Weekly for 200 Weeks 
Health Palle 


CY, 210.00 -00 A Year 
Address ae W. BROWN, ogee 
Interstate Business Men’s Accident Association 


DES MOINES, 88 8 1OWA 


STOCK SALESMEN 


The Only Million Dollar Casualty Company in Ohio 


Officers and Directors are Prominent State Officials, Bankers and Business Men. 
Territory Speck Cees letters of introduction and leads furnished salesmen. 
tract and Territory ready for five high grade producers. 


THE REPUBLIC CASUALTY COMPANY 
1507-1511 Rockefeller Bldg., Cleveland, Ohio 











Ca 
$1, 


ital 
,000 


S 
$1, 





The Sign of Good Casualty Insurance 


LIABILITY BURGLARY 
ACCIDENT CREDIT 

HEALTH BOILER 
AUTOMOBILE LANDLORD'S 
TEAMS ELEVATOR 
COMPENSATION GEN’L. LIABILITY 





ESTABLISHED 1669 


London Guarantee: 6 Accident ‘Company, Ltd. 
Head Office, Chicago 


F. W. LAWSON, General Manager 


INKLING PRICE & WEBB, G Tis i Mo., Ind., 1423 Insurance Eocene, C 
FRED L. GRAY COMPANY - — — Northwestern my 





RAYMOND & RAYMOND - . ; ; = General Agen 

PAULL SON” - ‘ _ General Aecnte, West seas isinla, Wheeling 

CLARK & SPRAGUE - . ‘ ‘ 

SPRAGUE & DIGGS ; ‘ - ” Generat General eosin 2 Ohio, Cnc Cuasteons 

KING, McCUNE & McKENZIE , Agents, N. W. Ohio, Lime 
iu DODGE & JACKSON CO. + Gen. Agts., Lucas County, Toledo, Ohie 





Don’t Be Misled 


into thinking that Industrial oe and Accident Business is not essential in 
the fully-equipped insurance office. 


Industrial Policies are not for industrial workers alone. 


They are for the prospect who is unwilling to invest a lump sum in Health and Accident Insurance. 

They find a ready sale and furnish protection just where it is needed. 

It will pay any agent to put a solicitor at work exclusively on this class of business. 

big - ~<a cla BONDING and INSURANCE COMPANY is,the largest and strongest company writing this form 


insurance 


It can tell you how to make money out of industrial or semi-commercial business. 


Comm: 
It will pay you to do business with the 


Massachusetts Bonding @® Insurance Company~ 
77-85 STATE STREET, BOSTON, MASSACHUSETTS 
T..J. Faloey, President 


Fidelity end Surety Bonds, Burglary Insurance, Liability, Workmen’s Compensation, 
Automobile, Health, Accident and Plate Glass Insurance. 


with the manager of our Industrial Department. 
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Home 


Mrudential Casualty Co. 


INDIANAPOLIS 


Office 








Strictly a Casualty Company | 








LINES WRITTEN 


Automobile Liability, Property Damage, Col- 
lision, Employers’ Liability, Public, Teams, 
Elevator, Workmen’s Collective, Workmen’s 
Compensation, General Liability, Physician’s - 
Liability 
Commercial and Industrial Accident @ Health 
Burglary, Plate Glass 











NEWS OF COMPENSATION 
EFFECTS OF LAW ARE SEEN 





Report From Washington State Shows 
Results of the Measure During 
the Year. 





A dispatch from Olympia, Wash., 
gives some interesting facts regarding 
the results of the compensation law in 
that state. It says: 


In the first year of the state industrial 
insurance commission, ended’ Sept. 30, 
1912, there were 12,000 accident claims re- 
ported from the industries covered by the 
law. There were about 300 death claims, 
of which 278 have already been adjusted. 
There are 1,600 claims yet undisposed of. 
During the year the contribtitions pais by 
employers into the state accident’ fund 
aggregates $980,445, from which payments 
aggregating $445,527 have been made in 
cash, and of the balance of $534,918 the 
commission has set aside a reserve of 
$243,984. In cleaning up the year’s busi- 
ness the commission passed upon 1,969 
claims in Sepiember, the last few days 
calling for night as well as day sessions. 

Expenses Are Heavy 

The Washington industrial insurance 
commission apparently finds the expenses 
of administering the state insurance law 
increasing heavily. The appropriation for 
the commission for the fiscal year 1911- 
12 was $150,000. The appropriation asked 
for the year 1913-14 is $250,000, or an in- 
crease of $100,000. It is estimated that 
the premiums, or assessments on employ- 
ers, handled by the commission during 
the year will aggregate about $1,000,000. 
On that basis the appropriation, which is 
similar to the expense account of a stock 
company, will be 25 percent of the pre- 
mium account. 

The Washington courts have again re- 
versed a decision of the state industrial 
insurance commission and awarded a ben- 
eficlary under the state insurance law 
more liberal benefits than were granted by 
the commission. The latest case in which 
the commission is overruled to the ad- 
vantage of the claimant is that of Mrs. 
Catherine Boyd, of Seattle. Mrs. Boyd's 
minor son, James, was killed in the coal 
mines of the Pacific Coast Company, and 
in adjusting her claim the commission 
allowed her a monthly pension of $20 only 
until the time her son would have been 
of age. The boy was 6vér ‘nineteen at 
the time of his death and the award would 
have amounted to only $400. As the boy 
was her sole support, Mrs. Boyd consid- 
ered the award inadequate and appealed 
to the superior court. The latter over- 
ruled the commission, deciding that the 
appellant is entitled to a monthly pen- 
sion of $20 during the period of her de- 
pendency. 


Opposition to Iowa Bill 

The impression is getains egy in 
Iowa that the forthcoming 1 tive ses- 
sion will sit down hard on the proncees 
employers’ lability bill. While the com- 
mission which recommended the bill is 
itself not united, that fact seems to be 
ondary in the opinion of insur- 

th pertes they are stir- 
' ° y 
ne Toe ineritavle if. the proposed’ plax 
goes through. 


e 
le 
The bill puts it up to the 





governor to name the officers the first 
year and it seems hard to believe other 
han that this power would be used for 
the upbuilding of whichever party is in 
power if the legislature acts favorably. 

The Iowa Manufacturers Association, 
which is taking quite an active part in in- 
surance matters, has come out against 
the measure. Circulars have been mailed 
out from the headquarters in Des Moines 
opposing the bill on the ground that the 
compensation scale is so high as to be 
unjust. Also that it is unfair to force 
an employer to take out this sort of mu- 
tual insurance no matter what his opin- 
jon as to its worth may be. It would 
be burdensome and unsuccessful, the 
manufacturers claim. 

Insurance men who are interested say 
that the sentiment of people who have 
read up on the proposed statute is di- 
vided in a manner that bodes ill for the 
recommendations when they are placed 
before the legislature. 


25,000 to Come Under Ohio Law 

The Ohio liability board reports that by 
a plan now being formulated by the 
shoe manufacturers of the state, 25,000 
operatives will soon be listed for insur- 
ance under the Ohio workmen’s compen- 
sation act. This is the most far-reaching 
yet taken in the direction of a universal 
applivefion of state insurance. The plan 
being worked out is, ten of the largest 
factory owners subscribe for the insur- 
ance simultaneously and then canvass the 
ofhers to learn the sentiment for and 
against the compensation act. 


Michigan About Ready 

Detroit, Oct. 16—(Speci‘1).—The state 
of Michigan is almost ready to go into 
the casualty insurance business. Com- 
missioner Palmer has announced that a 
schedule of rates is almost ready and has 
given out the information that the premi- 
ums will be about 60 percent of those 
charged by the stock companies. This, it 
is said, has attracted thousands of letters 
from employers who desire to save 40 
percent on their insurance. 

The médical aid required by law for the 
first three weeks after an injury, is to be 

y the employer. Commissioner 
Palmer believes this will be more econom- 
ical than administering this feature di- 
rectly through the insurance department. 

Another point that has been decided 
upon is that any excess of premiums over 
losses paid by any employer in a year 
shall be credited to him as premium pay- 
ment for the ensuing year. 

No Expense for Advertising 

The law requires that the state insur- 
ance shall be operated at cost and does 
not permit any expense for agents for 
advertising. This seems to be a thorn in 
the side of the commissioner for he is 

raising a certain newspaper for publish- 
ng extensive reading notices of the state 
insurance scheme. 

A successor to the “ambulance chaser” 
already has put in an appearance in the 
person of the attorney who keeps an ere 
out for injured workmen in hope of pull- 
ing down fees for advising them as to 
their rights under the new law. There 
already is complaint of wrong advice 
given workmen. 

The state accident board has heard of 
several cases in which an Injured man 
was ordered back to work before he was 
recovered. “If the workmen ‘had been ad- 
vised rightly, they would have filled out 
claim blanks and sent them to the state 
apeident board, whichis the sole judge in 
=~ ters of’ this ‘Kind. 

n one 





case a workman received only. 


“HAIL COLUMBIA’ 


BANKING AND INSURANCE COMBINED 


THE COLUMBIA LIFE INSURANCE COMPANY 
has some of the finest contracts in the Life and Health and Accident Departments which can be sold at sight, ever offered to agents. 
The 20-Payment Life 4% com d interest coupon policy is the most attractive and salable 

licy of its kind on the market. The premium rates are lower than the rates charged by leading 
estes companies for the regular 20-Payment Life — 

The Company gives 4% compound discount on all premiums paid in advance, except the pre- 
miums actually due, and pays 4% compound interest on the coupons which remain with the Com- 
pany. An increasing reduction of premium is guaranteed each year by 19 coupons, the values of 
these coupons beginning with 11% of the premium and ——s %% of the premium each year, 
so that the 19th coupon is 20% of the premium. Any one of these Fes is good for its face 
value any time after its duedate, if the policy is in force by payment of all premiums, and coupons 
so retained may be applied to shorten the premium paying period or to purchase additional insur- 
ance. This Company also writes attractive Health and Accident policies. 

Kentucky, Indiana and Georgia 


THE COLUMBIA LIFE INSURANCE COMPANY, Cincinnati, Ohio, rare cuss, reid 
Manager Wanted 


For the Eastern half of the State of Ne- 
braska. A splendid opening for the right 
man. Our manager’s contract is a winner. 








THE MINNESOTA MUTUAL LIFE INS. CO. 
E. S. ALBRITTON, Supt. of Agencies. St. Paul, Minn. 


Bankers’ Life Company 


DES MOINES, IOWA 
Organized 1879 








SATISFACTORY RECORD FOR THIRTY-TWO YEARS 





A Good Company for Policy Holders, therefore a Good 
Company for Agents to Represent. 


Every Month a Record Month! 


BACH month of this year has given a fine gain in new business over the same month 

in 1911. Never were the policies of this Company as easily sold as now. If this 
rate of increase continues, 1912 will pile up a total of new business far exceeding that 
of 1911—our record year. 

Popular policies, low premium rates, large dividends, Massachusetts prestige, and 
Massachusetts Mutual far-spread reputation, at the command of a well-organized 
agency force that is backed by progressive Home Office management, are the cause of 
this satisfying prosperity. 

We occasionlly have a general agency opening. 


JOSEPH C. BEHAN, Superintendent of Agencies 


MASSACHUSETTS MUTUAL 


Life Insurance Company 
Incorporated 1851 SPRINGFIELD, MASS. 


The Company OF the People, BY the People, FOR the People 


THE METROPOLITAN LIFE INSURANCE CO. 


Incorporated by the State of New York—Stock Company 
HOME OFFICE: ONE MADISON AVENUE, NEW YORK CITY 


PROOF OF PUBLIC CONFIDENCE 

This Company has more Fagen ge business in force in the United States 
than any other y, and for each of last sixteen years has had more new 
insurance accepted and issued than any other Company in America. 

THE DAILY AVERAGE BUSINESS DURING 1911 
Sis do i Named ois Mal, 0 eras Ee et ree 
ice ° o ¥ 
and addition to Reserve. $128,468,73 per day in of Abecke. ial 


AGENT-BOOSTERS are 


BUSINESS PRODUCERS 
200 BOOSTING STOCKHOLDERS 
Come In 


SENDING IN PROSPECTS 
TERRITORY 
HAMMOND, INDIANA 


YOU MAY BE 


EMPLOYEES LIFE & CASUALTY COMPANY 
CAPITAL, $100,000. 

Satisfied to go on where you are, but that is because 

ou are not in touch with 


00 
blic Savings pro: . Your 
<=> | ture will begin when you write for isiermelon. 


PUBLIC SAVINGS INSURANCE CO., OF AMERICA 
H. THOS. HEAD, Pres. ndianapolis, Ind. 
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disability payment for the loss of two 
fingers, whereas the law provides a lump 
price for loss of fingers or toes as well as 
of limbs. 

Some attorneys assert that the law is 
unjust because it does not provide dis- 
ability pay for the first two weeks of in- 
jury unless the employe is disabled for 
more than eight weeks, in which case pay 
for the first two weeks will be added. 
About 70 percent of the accidents are 
minor ones which do not produce dis- 
ability for more than two weeks. 


Several Serious Accidents 


Lansing is the first Michigan city to 
be called upon to settle for the death of 
an employe. James Connolly, a city la- 
borer, was killed on the street by an auto- 
mobile. A sister, Mrs. Rose Knapp, claim- 
ing she was dependent upon him, has filed 
an application with the state accident 
board for compensation. It is likely the 
city will pay the claim. 

The Wolverine Portland Cement Com- 
pany, of Coldwater, has a death claim to 
pay. Salvatore Amato was whirled around 
a revolving shaft, his coat being caught 
therein, and fatally injured. His mother 
resides in Detroit. 

In Battle Creek Edward Kress, an em- 
ploye of the M. Rumely Thresher Com- 
pany, was buried under a falling wall of 
the old Malta-Vita Company and prob- 
ably fatally injured. The old building 
was being used as a store house. 

In the plant of the Detroit Iron & Steel 
Company a car of hot slag was emptied 
upon Louis Seles. He died two days 
later. The accident was due to his own 
carelessness but his dependents will re- 
ceive compensation. 

Employers Are Not Exonerated 

Ruling on the point brought up last 
week as to whether an employer would 
be absolved from Hability by warning his 
employes to keep away from dangerous 
places, or appliances, the case being that 
of a weak elevator, upon which employes 
had been forbidden to ride, the state acci- 
dent board of Michigan has decreed that 
warning or orders of this kind do not 
exonerate the employers and that the 
employers are not guilty of wilful neglect. 

Many employers in the state have 
posted rules for their employes to follow 
and have set up the claim that this would 
absolve them from damages. The 
holds that such a construction of the act 
would violate its spirit. 

The attorney-general of Michigan has 
made a ruling that city boards, such as 
fire and water commissions, that were 
created by special act of the legislature 
instead of under the regular city charters, 
come under the workmen’s compensation 
law. There had been some doubt about 
this, as the law, while it covers munici- 
Palities, makes no mention of such boards. 


‘Will Keep Agents Busy 

Reduction of commissions of workmen’s 
compensation business is generally recog- 
nized as just, but an Ohio liability man 
points out that the local agent will be 
required to do much more work than 
formerly. ‘The high rates necessary to 
take care of the compensation liability 
at least ‘doubles the old premiums and 
also makes new business easier to get. 
Unless it handles its losses entirely 
through its claim department, however, 
the agent, this man points out, will be 
called upon to keep a close watch on 
claimants. The companies must protect 
themselves against fraud. If the injured 
workmen are not looked after eer may 
lay off longer than they are entitled to, 
or may even get another job somewhere 
and earn good wages while drawing com- 
pensation benefits from their former em- 
ployers. The local agent will have to 
hustle all over town to attend to that 
part of the business, or else hire a man 
to take care of it. 

The man referred to believes the moral 
hazard will climb rapidly when an un- 
derstanding of the compensation law be- 
comes more common among foreign la- 

orers, 


Gilkey Becomes Secretary 
R. R. Gilkey, attorney for the Amer- 
ican Surety, located in Chicago, has 
been elected secretary of the Surety 
Association of America, with headquar- 
ters in New York. Mr. Gilkey has been 
a great success in the surety field, 


AGENTS! LISTEN! 


Write insurance for a Strong, Growing 
Company; one that pays losses promptly. 
We never bad a lawsuit on a claim. 
Then, too, we can give you personal 
cooperation. 


Decide to have these advantages ° Write us sow 
Amenican Casualty Co. 
READING, PENN. 





both in the managerial and legal de- 
partments. He is especially fitted for 
his new work. He has been connected 
with the American Surety for some 
twenty years in various capacities, serv- 
ing as assistant manager in Chicago; 
then as manager, and retiring from 
that department some time ago to take 
charge of the legal work, with head- 
quarters in Chicago. 

It is thought that by a recent amend- 
ment of some of the rules of the Surety 
Association some outsiders will join. 


GENERAL FILES COMPLAINT 








Says Former Representatives of Com- 
pany Are Twisting Agents and 
Misrepresenting the Facts 





The General Accident is complaining 
of the alleged actions of C. H. Boyer, 
J. B. Boyer, Messrs. Krist and Mullen, 
formerly connected with the company, 
most of whom are now connected with 
the National Life, U. S. A., because of 
the misrepresentations which the Scot- 
tish corporation claims these gentle- 
men have made against it. 

It is claimed by John A. Kelley, 
United States manager of the General 
Accident, that Mr. Boyer has succeeded 
in inducing a large number of the Gen- 
eral’s leading agents in the east to 
sever their connection with the corpor- 
ation and come with the National Life, 
and further, that Mr. Boyer had mis- 
represented the General in his en- 
deavors to secure these men. 

Mr. Kelly has entered complaint with 
the Illinois and Pennsylvania depart- 
ments complaining of Mr. Boyer’s atti- 
tude, and has stated over his signature 
that if he can find C. H. Boyer, J. B. 
Boyer, or Krist & Mullen, within the 
jurisdiction of the state of New York, 
that he will proceed against them. 

The Illinois commissioner has no 
authority, under the statute, to proceed 
against an agent, or a company official, 
for twisting the business of another 
company, or securing its agents. 


General Agent Sued 

H. D. Plimpton, general agent of 
the Aetna Life at Milwaukee, is de- 
fendant in a $50,000 libel suit brought 
by the General Accident. It is charged 
that Mr. Plimpton wrote a letter con- 
demning the General Accident, basing 
his statements on a report of the New 
York department, which he is said to 
have purposely misquoted. The letter 
is said to have been written while solic- 
iting an employer’s liability insurance 
policy from the Master Carpenters’ As- 
sociation. 


Prudential Casualty Enters 


The Prudential Casualty of Indian- 
apolis, Ind., has been admitted to do 
business in Illinois. The statement of 
this company as of Sept. 30 shows that 
its assets are $861,662.26. It has a cap- 
ital stock of $300,000 fully paid up and 
a surplus over and above all liabili- 
ties of $388,075.05. The company 
writes all lines of casualty insurance, 
including automobile liability, proper- 
ty damage and collision, employers’ and 
public liability, elevator, general lia- 
bility, plate glass, burglary and acci- 
dent and health insurance. It has in 
addition to its commercial accident 
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American Automobile Insurance Company 


LAWRENCE B. PIERCE, Chairman of the Board 
CHAS. W. DISBROW, President 
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Our AGENTS make money. 
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and health lines a well established and 
growing industrial accident and health 
business. Thomas Bloomfield, the 
manager of the company, is expected 
to pay a visit to Chicago within the 
next week or two for the _purpose of 
appointing a general agent in that city. 

The Prudential offers a very desira- 
ble connection to the proper parties 
and the location of its home office will 
bring its general agency into close 
touch with its executive department at 
all times. p 





FIELD WORKERS ENTERTAINED 


Business Men’s Accident of Kansas 
City Acts as Host to Its 
Agents. 





The Business Men’s Accident As- 
sociation of Kansas City, Mo., gave a 
delightful entertainment to its agents 
Friday and Saturday of last week. 

After quite a number of educational 
talks and getting acquainted generally 
with each other, as well as the sys- 
tem and plans of the general office, 
the finale was a delightful banquet at 
the Baltimore Hotel, at which 29 were 
present. Several were called away pre- 
viously. 

Secretary Grant was the recipient. of 
much praise from each speaker. Among 
the speakers were men actively en- 
gaged in the work in the field and of- 
fice as well as the directors. 

Mr. Grant opened with a brief his- 
tory of the association, going over the 
plan on which the association is orga- 
nized, viz., to write only preferred 
risks "and to give them the advantage 
of the lower rate made possible by 
their less hazardous occupation. He 
talked on the organization, why the 
organizers were so careful in the selec- 
tion of directors and why they ob- 
tained such men as their president, C. 
S. Jobes, who is also president of the 
National Bank of Commerce, J. C. 
Swift and the many others who are 
quite popular in their various lines and 
whose names alone have closed many 
prospects for the agents. 

These men, as well as the medical 
director, Dr. E. F. Robinson; the at- 
torney, S. T. Gilmore, Mr. Torrance, 
who is in charge of the claim depart- 
ment, and W. F.‘ Hawkins, J. R. Harris 
and C. W. Stolz, of the field men gave 
brief talks. 

A “Booster Club” was organized, of 
which W. F. Hawkins is president, F. 
W. Young, secretary, and C. S. Steven- 
son is secretary and treasurer. 

This is the first year for the Booster 
Club and its first president, W. F. 
Hawkins, was the recipient of a beauti- 
ful “B. M. A. A.” fob. The Booster 
Club is determined to boost the already 
large membership from 18,000 to 25,000 
before it meets again next year. 


Presidents’ Association 

The committee appointed at the 
meeting of International Association 
of Casualty & Surety Underwriters, to 
formulate plans for the organization of 
an association of casualty and surety 
presidents, has now drawn a constitu- 
tion and bylaws similar to those of the 
Association of Life Insurance Presi- 
dents, with proper modifications. Each 
member of the committee will then 
canvass the companies in his territory 


Are You the ManP|: 


We want a manager for St. Paul, 
Minn. By following the plan of the 
Traveling Men’s Associations we en- 
able business and professional men 
to carry their accident and health in- 
surance at a premium rate that is 
right. | Let us tell you what the possi- 
ties are for you in St. Paul. We 
pay salary and commission. 


UNITED BUSINESS MEN’S 
ACCIDENT ASSOCIATION 
803 Plymouth Building © MINNEAPOLIS, MINN. 











and secure the signatures of their 
presidents. 





GIVES NATIONAL SURETY SIDE 


Vice-President Ralph W. Smith Tells 
Something About Insurance Re- 
port Attack on Company 








This paper has received a letter 
from Joel Rathbone, vice-president of 
the National Surety, charging a com- 
peting company with circulating copies 
of the Insurance Report of Denver, 
which published a story regarding the 
National Surety’s burglary policy is- 
sued to the International Trust Com- 
pany, which the Insurance Report al- 
leged to be a “fake.” Vice-President 
Rathbone encloses a letter from Vice- 
President Ralph W. Smith of the Na- 
tional Surety, of Denver which gives 
that company’s side of the controversy. 
Mr. Smith says: 

William B. Joyce, President, 

115 wr ae New York City, N. Y. 

Dear Sir: am forwarding to you 
under another cover transcript of the tes- 
timony that was taken in the suit brought 
by the National Surety Company against 
the Insurance Report Company and C. 
K. Drew in the district court, Denver, 
Colo. I am forwarding this transcript 
of testimony because I am sure you will 
be interested in knowing that the undis- 
puted facts developed: 

1. Tha K. Drew, defendant, the 
editor and manager of the Insurance Re- 
ort, discussed the matter of the $5,000,- 
000 7 burglary policy issued to the Inter- 
national Trust Company of Denver, with 
Messrs. Jacobs and Edmundson, agents 
and managers in Denver of the United 
States Fidelity & Guaranty, before the 

ublication of the article in the Insurance 

eport derogatory to our company, and 
after Mr. Jacobs of that firm had called 
upon the insurance commissioner and sug- 


-gested an investigation of the matter; 


that Mr. Jacobs and Mr. Gillette, the 
attorney for the United States Fidelity 
& Guaranty in Denver visited the in- 
surance commissioner of Colorado many 
times, making inquiry concerning the 
burglary policy, the insurance commis- 
sioner testifying that Mr. Gillette had 
visited him approximately twenty-five 
times; that much of the information se- 
cured by the Insurance Report was in 
the possession of Mr. Gillette, the attor- 
ney for the United States Fidelity & 
Guaranty; that an investigation was had 
concerning the burglary policy by the 
insurance commissioner of Colorado, who 
= a written report, absolved our com- 
from all blame in connection with 
the burslary policy, stating as follows: 
“We find that the policy was. originally 
quae in good faith by the Ralph W. 
Smith Agency and the arrangements for 
reinsurance perfected with the full ex- 
——= of delivering the policy, col- 
pooting a premium and protecting the 
1 -™ pal hours men- 
thoned S the 
The publisned “article complained of 
quoted but eleven lines from the report, 
and those were somewhat inaccurate, sup- 
pressing the publication of the important 
portions of the report. Mr. Drew, after 
preparing the article for publication sub- 
mitted to Mr. Gillette a proof of it, the 
article leaving out the important facts 
contained in the insurance commissioner’s 
report, and the “story” as published was 
made up upon garbled letters in relation 
to the reinsurance feature, apparently in- 
tending in this way to create the impres- 
sion that our company was party to per- 
petrating a fraud. The testimony of the 
vice-president of the International Trust 
—y proved that we were endeavor- 
ing. to place the policy in absolute good 
h, and the trust company had it photo- 
graphed for the purpose of getting the 
advertising, and the information was 
given to the newspapers because it was 
expected the trust company would get 
favorable publicity. No money was paid 
to any newspaper by either the surety 
company or the trust company for such 
advertising, the information ing used 
as a news item solely. This was after 
other surety companies had quoted ridicu- 
lous premiums of $100 and $200, and the 
board of directors of the trust company 
then decided not to take out the policy, 
and it was not accepted. The vice-pres 
dent of the trust company also testified 
that the policy was actually returned to 
us prior to the time that it was to have 
gone into effect and this testimony con- 
firms our statements to the various rein- 
suring companies bearing upon the sub- 
ject. This is uncontradicted! 
by'M hy uncontradicted testimony given 
Drew and Mr. Gillette (both un- 
fiiendiy witnesses), proves that Mr. Drew 
of the Insurance Report secured most of 
his information from Mr. Gillette, and 
that they conferred with each other sev- 
eral times; that before the article was 
printed Mr. Drew took the proof down 
to Mr. Gillette and they both went over 
the proof; nat when the summons was 
served upon the Insurance Report Com- 
pany, Mr. Drew immediately went to con- 
ow PR Mr. Se that in response 
legrams out the Insurance 
, to wanieas competitors of ours 


stating it oe ye td publish “a startling ex- 
posure.’ and ask: ing “Are you interested,” 
it received an order for seven peneces 
copies of the — The undispu 
testimony of Mr. Drew and Mr. Gi hette 
proves conclusively that Mr. Gillette of 
the United States Fidelity & Guaranty 
} Ae ae nearly all of the data in rela- 
tion to the “story”; that apparently Mr. 
Gillette was not satisfied to have the 
paper go out without seeing the proof, 
and there seems no Y- that the 
United States Fidelity & Guaranty were 
interested in this attack upon an erro- 
neous theory that was conclusively dis- 
proved by the testimony of the vice-presi- 
dent of the International Trust Company. 

The only reason why the court did not 
sustain the injunction was because under 
our law you cannot enjoin a libel—it 
makes no difference how f or ici- 
ous it is—but must bring suit for dam- 
ages. Therefore, I recommend that the 
company institute a suit for damages on 
account of this conspiracy. 


Vice-President. 

P. S.—Please observe that the United 
States Fidelity & Guaranty has a stand- 
ing advertisement in the Insurance Re- 
port, and the National Surety does not 
advertise in the Insurance Report. This 
clears up the situation somewhat. 


New England’s Withdrawal 

Casualty men are regretting to see 
the New England Casualty retire from 
the Workmens Compensation Service 
& Information Bureau. While there 
are some rumors of other companies 
quitting, the officers feel that the rest 
see the desirability of having a central 
organization and thus preventing chaos. 








Big Suit Against Hotel 

Alleged asphyxiation by gas fumes 
in a room of the Grand Central hotel 
at London, Ohio, of C. C. McKee, a 
traveling salesman of Sandwich, IIl., 
on the night of Dec. 5, 1911, is made 
the basis of a suit for $25,000 damages, 
entered in the federal court at Colum- 
bus, Ohio, by Harry A. McKee, ad- 
ministrator. The defendants named in 








the petition are R. W. Burnham, lessor 
of the hotel, and Xerxes Farrar, ex- 
ecutor and trustee of the will of Adol- 
phus Dunkin, deceased, to whose es- 
tate the hotel belongs. ee ven- 
tilation and poor stoves are alleged to 
have been the causes of the asphyxia- 
tion. The suit should stir up the lia- 
bility business among hotels. 


Title Guaranty’s Convention 


The western managers and agents of 
the Title Guaranty are all in Scranton 
this week attending the annual con- 
vention of the agency force which 
takes place the last three days of the 
week. 





>. 





Partnership Is Dissolved 

Carryl H. Bryan and A. O. Gates 
have dissolved partnership at Atlanta, 
Ga., and Mr. Bryan gets the companies. 
He is general agent of Employers Lia- 
bility for Georgia, Florida and South 
Carolina and manager of Equitable 
Surety for those states and North Caro- 
lina. He was formerly auditor at the 
Chicago office of United States Fidelity 
& Guaranty. 





Demands Larger Deposit 

The Equitable Casualty & Bank De- 
positors Guarantee Company has been 
temporarily excluded from Michigan 
because the Michigan department de- 
mands a larger deposit of securities, 
notwithstanding that it has been duly 
licensed in Ohio and the certificate pre- 
sented to the Michigan commissioner. 

The trouble is in the newest increase 
of capital. The company recently in- 
creased its capital from $200,000 to 
$250,000, and now has decided to raise 
it to $400,000 on Jan. 1. Securities to 
the amount of $220,000 have been de- 
posited with the Ohio department, in 
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Industrial Sick and Accident Company of Indiana 
TERRE HAUTE, INDIANA 
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Liberal Policies, Liberal Rates, Liberal Contracts for Agents. 


Live 


A GOOD COMPANY TO TIE TO 
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“A Square Deal to All” is our motto. 


its wanted for Indiana Territories. Policies issued on either monthly or weekly payment plan. 
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Does a larger casualty business in Nebraska than any other company. 
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accordance with the Ohio law, but 
Commissioner Palmer insists that the 
amount be made an even $250,000 to 
meet the Michigan law. The company 
will raise the additional cash by sell- 
ing stock. It is licensed as a bonding 
company. 

B. S. Stratton and Frank Griswold, 
of Lansing, are the state agents for the 
company. 


MANY CHANGES ANNOUNCED 


Missouri Fidelity & Casualty Makes 
Promotions and Shifts Some of Its 
Representatives 





The Missouri Fidelity & Casualty an- 


nounces the following changes and ap- 


pointments: 


J. R. Paynter, formerly assistant state 
agent for nsas, has been promoted to 
state manager of lowa, with headquar- 
ters at Des Moines. Mr. Paynter has 
been with the Missouri Fidelity & Cas- 
ualty since it began business and merits 
this promotion. Mr. Paynter has ably 
assisted Senator Travis in building up 
in Kansas an annual premium income of 
nearly $60,000 for this company. e 
only reason that he gives for his success 
is that he works. 

Charles F. Renner has resigned as state 
agent in Arkansas. Mr. Renner has been 
state agent for this company in that 
state for the past six months. He has 
handled the work in connection with the 
farm department of the National Union 
Fire of Pittsburgh, Pa. Mr. Renner finds 
that the work is entirely too heavy to be 
handled in connection with his other 
duties. He will continue to represent the 
company as local agent at Springdale, 
Ark, 

E. L. Andrews, formerly with the Aetna 
Life at Little Rock, has been appointed 
special agent for Arkansas. Heretofore 
the business in that state has been hand- 
led direct with the home office, under the 
supervision of Charles F. Renner, state 
agent. In the future the business will 
be handled direct with the home office and 
the agents in that state will be ably as- 
sisted by Mr. Andrews. 

H. S. Eastman, formerly agency super- 
visor of the industrial branch of the acci- 
dent and health department, has been 
promoted to the position of agency man- 
ager of the accident and health depart- 
ment to succeed J. B. Sackett, resigned. 
Mr, Eastman is a man that has devoted 
his entire life to the accident and health 
business. He came to this company three 
months ago from the accident department 
of the Pacific Mutual Life. 

D. T. Mason, formerly claims attorney 
of Joplin, Mo., has been promoted to the 
position of general claims attorney, with 
headquarters at the home office. The 
claims office formerly maintained at Webb 
City will be discontinued. Clarence Crate, 
assistant to Mr. Mason at Joplin, wi 
continue as investigator in the Joplin 
district. J. T. Craig, clerk in the Webb 
City office, will be transferred to the 
home office, where he will take a similar 
position. 

Prather & Co., composed of A. M. Prath- 
er and C. L. Hermann, have succeeded H. 
J. Keeley & Co., as general agents at Seat- 


tle, Wash. 

William J. Classen has been appointed 
to the position of claims attorney for the 
state of Washington. 

O. L. Duemler has been appointed as- 
sistant claims attorney at St. Louis and 
will work under and report to E. H. Mit- 
chell, claims attorney at that point. 

Benjamin F. Hildebrand, for twelve 
years special agent in Kansas for the 
Fidelity & Sqonaity of New York, has 
been appointed special agent for our com- 
pany in Kansas and will divide his time 
between State Agent Travis in 
and the boiler department of the Kansas 
City branch. 


Profit Sharing Endorsements 

The New York department has ren- 
dered an opinion that there is no vio- 
lation of law in attaching profit-shar- 
ing endorsements to liability policies. 
The department holds that there is 
no legal or other objection on the part 
of the insurance department to the use 
of profit-sharing endorsements by a 
casualty company in New Jersey or 
in any other state in connection with 
workmen’s : compensation insurance 
policies. It is the opinion of the de- 
partment that this is a matter of busi- 
ness judgment on the part of the un- 
derwriters as to whether such a form 


Special Agent for Casualty lines 
Wanted to travel Illinois only. Splendid 
Opportunity for the right man. Must be experienced. 
Give full particulars as to qualifications, salary 
wanted and references. Address 16-U, 

Care The Western Underwriter. 








of policy shall be successful or not. 
The only possible objection as viewed 
by the department is that while a 
division of profits is promised, where 
there is a profit the company itself 
will have to stand the losses on all 
such policies where there is no profit: 
i. e., it is not a distribution of profits 
of the whole class, but it is only a 
distribution of profits to certain indi- 
viduals, so that the chance to take care 
of the excess losses is cut in two by 
this plan. However, that, it is held. 
is a matter of business judgment for 
the casualty company and is not a 
matter which the insurance department 
has authority to pass upon. 


METHODS CONTRARY TO LAW 








New York Department Calls Attention 
to Twisting of Policies of Em- 
pire State Surety 





The New York department has made 
a ruling as to twisting of policies of 
the Empire State Surety. The depart- 
ment states that policyholders of the 
Empire State have been reinsured in 
the National Surety and that they have 
gained additional security thereby. Any 
person that desires to terminate his 
policy in the Empire State, the depart- 
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EXPERIENCED MAN to develop indus- 
trial accident business for Illinois state 
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ment says, can do so by surrendering 
of the policy and paying short rate re- 
turn premiums. The assured would 
then be at liberty to secure other in- 
demnity. 

The department says that other 
surety companies stand ready to re- 
place the Empire State policies on the 
payment of sums other than the pre- 
miums specified in the policy so issued, 
calculated to make good to the assured 
the loss sustained by him through the 
cancellation of his Empire State policy 
at short rates. In other words, the 
actual payments required or contem- 
plated by these companies on the issue 
of their policies in such cases are less 
than the premiums charged other per- 
sons for the same insurance, and speci- 
fied in the policies by the difference 
between the unearned premium at short 
rate and pro-rate upon the Empire 
State policies. 

The department raises the question 
as to whether or not a transaction of 





this sort would constitute a rebate. It 
reaches the conclusion that it not only 
constitutes a rebate, but also a dis- 
crimination. Sections No. 65 and 141 
of the New York insurance laws are 
quoted to prove this contention. 


APFIDAVIT WAS SUFFICIENT 

The Employers’ Liability lost its case in 
the Kentucky court of appeals, the Stan- 
ley Deposit Bank being the apoukes. The 
bank recovered $9,498 from the company 
on a fidelity bond on its cashier. Fol- 
lowing the payment the charge was made 
that some of the peculations occurred be- 
fore the policy was issued and that the 
bank made untrue statements as to the 
character of the cashier. The court held 
that since answer was made to the best 
of the knowledge and belief of the bank 
ge they complied with the require- 
ments. 





NOTIFIED WRONG COMPANY 
An error in notifying the Fidelity & 
Casualty instead of the Employers’ Lia- 
bility of an accident which happened in 
one of its elevators covered by a policy 
of the former instead of the latter, cost 
the Jefferson Realty Company, operating 














District Agency Managers Wanted 


for Illinois and Missouri 


Money yielding territory open in both states 


Our class “A’’ policy for working men is the most equitable 
plan of Health and Accident Insurance. 
policy if you never wrote insurance before. 


Clover Leaf Casualty Company 
Write now, to C. Y. ROWE, Secretary 





You can write this 




















C. S. COBB, President 


Capital, $750,000 


SOUTHERN SURETY COMPANY 


ST. LOUIS 
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E. G. DAVIS, 


Surplus, $215,240.16 


Sec’y and Treas. 
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Liberal Contracts to Agents 


INDIANAPOLIS 























Equitable Surety Company 


ST. LOUIS, MISSOURI 








Capital $1,000,000.00 


Surplus 


$250,000.00 








N. A. McMILLAN, Vice-President 


JAMES E. SMITH, President. 
FRANK MEAD, Vice-President 


J. L. HUMPHREY, Vice-President and General Manager 
JOHN S. BATES, Treasurer 


WALTER H. WEST, Secretary 














The Equitable Surety Company has demonstrated the need of a 


Middle West. 





The second largest Company in the world doing exclusively a Fidelity and Surety Business. 
Liberal contracts for high class agents. Applications directed to Home Office will receive immediate attention. 





large Surety Company centrally located in the 
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the Paul Jones Building, Louisville, 
$2,500, as notice was not given the - 
ployers’ Liability until after the judg- 
ment nm rendered, the case mean- 
while having been handled by the F. & 
Cc. The realty company sued, but the 
Kentucky court of appeals held that the 
owners of the building must pay the pen- 
alty of their carelessness. 


May Retain P. Tecumseh Sherman 


Some of the eastern casualty com- 
panies, it is said, favor retaining P. Te- 
cumseh Sherman, former New York 
commissioner of labor, to fight state 
insurance schemes that are likely to be 
introduced in some states. The New 
York Commercial says: 

This action will be taken if present 
plans prevail, whether the International 
Association of Casualty & Surety Under- 
writers enlarges the scope of its legis- 
lative and publicity bureau or not. 

Mr. Sherman has been outspoken in his 
opposition to the principle of state in- 
surance funds for workmen’s compensa- 
tion. The casualty companies fear that 
if the scheme should be adopted generally, 
it would spread to other branches of the 
business. 

It is stated there are eight companies 
more or less tentatively pledged to the 
support of this work. ominent amon 
them are the Fidelity & Casualty an 
thé United State Casualty. 

The chief difficulty in the way of com- 
birning the interests of the association 
and fhe companies which have refused 
to subscribe to the publicity bureau under 
the new plan, lies in the insistence of the 
former that the fight ~ omy state in- 
surance be made a main issue to the ex- 
clusion of other work. This, of course, 
involves the personalities of the men who 
nave been nominated to manage the 
work. 


N. W. Muller’s New Berth 


Nicholas W. Muller, for some time 
secretary of the Southwestern Casu- 
alty, has resigned and will go with 
the Columbia Casualty of Lafayette, 
Ind., in an official capacity. Mr. Mul- 
ler was formerly with the Casualty 
Company of America and later with 
the Peninsular Casualty. 





MEETING SET FOR JANUARY 


The executive committee of the Nation- 
al Federation of Surety Associations has 
decided that the next meeting of the 
organization will be held in Cleveland 
some time in January, 1913, but the exact 
day has not yet been fixed. The intention 
was to have the meeting some time this 
month, but owing to the large amount 
of detailed work of taking in new mem- 
bers it was thought best to hold it sev- 
eral months later. Applications are now 
pening. from four or five associations 
n the large cities and it is hoped that 
they will be acted upon together with 
others that are to be made before the 
January meeting. 





Midland Insurance Comgrey. St. Paul— 
The Midland has absorbed the Minnesota 
Casualty of Minneapolis, by taking over 
its assets and exchanging Midland stock 
for Minnesota Casualty stock, share for 
share, and giving representation on the 
board of directors. 

The officers of the Midland now are as 


follows: H. . Strickler, president; EB. 
B. Smith, vice-president; F. W. Greaves, 
vice-president; M. L. Hanft, secretary; J. 


T. Schusler, treasurer. 

The directors are, besides the officers, 
as follows: E. E. Jewett, Gilbert Gutter- 
sen, E. W. Young, R. J. Mitchell. 

The company contemplates in a short 
time establishing an accident and health 
department, on both the commercial and 
industrial. plans. The consolidation ma- 
terially strengthens the com y, espe- 
cially from the standpoint of influent 
tonnections. The Minnesota Casualty 

a large number of influential men in 

inneapolis and St. Paul, and the Mid- 

4 was already strongly entrenched in 
St. Paul and Duluth, as well as in other 
parts of the northwest. 


CASUALTY APPOINTMENTS 
Ohio 





. C, Inegles, llipolis; 
W. E, Griffey, S Valley; Fev. Jeon 
ton; J. L. Host, z; R. J. Smith, New Lon- 
don; F. W. Arnold, Bellefontaine; J. W. Sey- 


mour, Medina; J. P. Bradbury, Pomeroy; C. A. 
Scudder, Piqua; ea G. Witzel, R. G, Tidings and 
G. E. rban, yton; Burton Walters, Circle- 
ville; A. A. Barber, Garrettsville; A. C. Vail, 
Franklin; Levi Brenneman, Orrville; William 
ere Bowling Green. 

Fid. & Cas.—Crouse & Simpkins, New Vienna; 
F. V. Dalrymple, Hicksville; D. B. Walcott, 
eens Lawrence Raab, Toledo; J. A. Roselius, 


est Alexandria. 
aoe epi Eicher and W. P. Schrock, 
us 


umbus. 
; ~~ Ng ¥. Kline on A. H. Cow- 
ey, Cleveland; . Crass, usky. 

Gt. East. Cas.—R. K. Raudabaugh, Tiro; Paul 
McDonald, Columbus. 
Hartfo S. B.—D. C. Read, Cleveland. 

Maryland—W. V. Young, Dennison; J 
Scastrouh. Hillsboro. 

Natl. —A. L. Duff, Port Clinton. 

New Amst. Cas.—Kirschner-Wideman Com- 
pany, Toledo. 

. A. Acci—D. E. Clark, Plymouth; John 
Marshall, Del Roy: M. J. Burke, Marion. 

Ocean—J. M. Irons, Columbus; R. P. Smith, 
Fremont. 

Royal Indem.—B. K. Smith, Arcanum. 

Stand. Acci.—John Speckman, New Breman; 
F..W. Hoch, Marion; A. P. Link, Coldwater; 
L. J. Cutter, Marietta. | 

Standard Live St.—C. S. Bell, New Madison. 

Travelers—F. A. Manship, Van Wert; C. D. 
Terry, Columbus. 

U. S. Fid. & Guar.—W. S. Abbott, Conneaut; 
O. C. Olt, Dayton. : 

Amer. Liab.—N. F. Martiszewski, Cleveland; 
P._V. Gilboy, Youngstown. 

Cont. Cas.—F. M. Kemp, Geneva; H. F. Schil- 
ler, Milo; W. R. Mumaugh, Lima; Howard 
Wonnell, Cleveland. 

Fid. & Cas.—Modisette & Schiller, Salem. 

Fid. & Dep.—A. R. Keller, Tiffin. 

Frankfort—J. T. Barnum, Cleveland. 

Globe Indem.—R. F. Blakslee, Cleveland; M. 
H. Isaacs, Cincinnati; McIntosh-Dodge Co., Ak- 


ron. 
Grt. East. 


Cas.—C. W._ Riley, Cincinnati; 
i E. Fisher, Canton; W. E. Smith, Niles; J. 
. Mathews, Feesburg; C. E. Reamer, Tiffin; 


Isadore Edenburg, Cleveland. 
Ill. Sur.—S. 


Stambaugh, Shelby; C. L. 
Haines, Alliance. 


Mass. Acci.—C. N. Osborn, Cleveland. 

Midland Cas.—C. H. Dickore, Cincinnati; 
Kimble Ryan, Lima. F 

~ Nath Relief—f: D. Williams, Chillicothe; Ar- 
thur Bardsden, Portsmouth. 

N. A. i.—E. R. Huston, Sew. 

Prud. Cas.—W. C. Ball, Sandar Polgar and 
W. H. Snyder, Cleveland. 

Security Cas.—David Petee, Jr., Toledo. 

Stand. Live St.—J. W. Gabriel, Logan; J. E. 
Festet, Bellefontaine; Miller & Houser, Milford 
‘enter. 

Trav. Indem.—F. D. Nesbitt, Xenia. 

Union Cas.—S. S. Sargent, Columbus. 

- S. H. & Acci.—W. S. Martin, Mansfield; 

W. S. Shepard; Lima. 

Amer. Cas.—I. R. Waters, Columbus; F. W. 
Harte and Stanley Spragens, Cincinnati; M. j- 
Schlernitzauer, teubenville; lack, 
Youngstown; H. V. Broenstrup, Dayton; R. B. 
Secaur, New Straitsville; J. C. McCracken & 
Co., Warren; Robert Maxwell, Dennison. 

Consol. Cas.—Andrew Higginbotham, Newark; 
D. J. Dalton and Frank Garrity, Cincinnati. 

Empl. Liab.—F. J. Nugent and H. J. Brubach, 
Toledo. 

Fid. & Cas.—J. A. Kennington, Milford Cen- 


ter. 

Fidel. & Dep.—J. L. Caulkins, Cleveland. 

Genl. Acci.—A. B. Diamond, East Liverpool; 
J. L. Sharick, Justus. 

Globe Indem.—J. H. Blood and J. S. Blott, 
Cleveland; L. B. Culbertson, Cincinnati. 

Gt. East. Cas—Thomas Snow, S. G. Moyer 
and Alvia Snow, Columbus; A. R. Bovey, Con- 
neaut. 

Hartford S. B.—Flora I. Burke, Cleveland; 
George Hall, Fostoria. 

London Guar.—Warner & Myers, Payne. 

Mass. Bond.—A. A. Walp, Toledo. 

Midland Cas.—F. R. Moore, S. R. Landis and 
Enoch Ely, Toledo; John Kuhn, Bryan, 

Natl. Sur.—Watson & Porter, Tiffin; A. ¢ 
Guth, Akron; R. M. Modisette, Salem; W. 
Harrison & Co., Norwalk. 

New Eng. Cas.—C. V. Beatty, East Liverpool; 
Beaumont & Frieberger, Cleveland; McCall Ins. 
Agency, Columbus. 

. A. Acci.—Dora Cotterman, Lewisburg. 

Ocean—C. E. Stewart, Youngstown. 

S. W. Surety—C. T. Dougherty, Canton. 

Standard Acci—W. H. Bates, Columbus; E. 
C. Hornbeck, Chillicothe; E. G. Barnes, Akron; 
G. H. Prier, Warren; H. H. Gott, Jr., Cincin- 
nati; H. D. Fuerst, Akron. 

Standard Live St—E. H. Alspaugh, Well- 
shire; vis, Leesburg. 

Trav. Indem.—C. M. Adams, Wellington. 

Michigan 


Cavanaugh and 


Natl. Cas.—Joseph W. #H. 
a: HL. E. Goette, Orion; S. E. 


McMillan, Alpena; 
Bolster and V. Aylor, Detroit. 
New Eng. Cas.—_W. A. Haan, Grand Rapids. 
N. Y. P. Gl.—R. A. Packard, Iron River. 
Prud. Cas.—L. H. Rice, Kalamazoo; A. 


Young, Charlevoix; W. B. Johnston, Grand 
> T. B. Phillips, Shelby. 

itle Guar.—Washtenaw Agency Co., Ann 
Arbor; Macomb County Abstract Co., Inc., 








ew 
*x* 
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FEDERAL Live men will be helped in establish- 


ing permanent incomes 


Incom le Commiesions 
$400,000.00 CASUALTY = Profit-sharing 
CapitalandSurplusover Liberal eapenge 
$350,000. pec! COMPANY 


DETROIT, MICH. 


Columbia Casualty Co. 
LA FAYETTE, IND. 








D. W. SIMMS 
President 


M. G. TRAUGH 
Secretary & Treasurer 








A GOOD PROPOSITION FOR TWO STOCK 
SALESMEN WHOSE RECORDS 
ARE CLEAN 


TRANSYLVANIA 


CASUALTY INSURANCE Co. 


BEN L. BRUNER, President 


$100,000 OO 


GOOD COMMISSI 
ROhESS LIVE AGENTS 





SICK AND ACCIDENT 
INSURANCE 





E.N. CANADA, Gen'l Supt., Paul Jones Building, LOVISVILLE, KY 
GET THE LIST TeFRANKFORT crv ican 


even dozen different forms of PER- 
SONAL ACCIDENT, HEALTH AND. DISABILITY Policies in their COMMERCIAL 
DEPARTMENT. 4 In their INDUSTRIAL HEALTH AND ACCIDENT DEPART- 
MENT they offer four different forms of policies for sale. @ An agent equipped with 
these need not complain of lack of prospects. He will be armed for business with the 
strongest armor and protected by assets exceeding TEN MILLIONS OF DOLLARS. 


WRITE FOR TERMS TO AGENTS 
THOMAS M. ROBBINS, Resident Secretary, Cleveland, Ohio; B. F. COAN COMPANY, Cincinnati, Ohio 


W. LAWSON} Joint Resident Secretaries, Chicago. 





$100,000 Depo- 
sited with State 
of Indiana. 


@ A home Company in two states; chartered 
in Indiana, executive offices in Ohio. 
Growing every month. Successful agency 
plant established. Immediate settlement of 
claims. The popular Indiana and Ohio 
Company. 





cAmerican Liability Company 


HEALT H 
and Second Nat’! Bank Bidg., CINCINNATI 
ACCIDENT W. R. SANDERS, Secretary-Gen. Mgr. 











“This One Thing We Do” 


We issue surety and fidelity bonds. THAT’S ALL. 
We are not in the casualty business and have no in- 
tention of entering it. Therefore we do not interfere 
with the business of casualty companies in the offices 
of our agents. 


Think this matter over: 
Do you want all your casualty and surety business in 
one company? 
Do you want a dispute over something in one line to 


cause you the loss of all the business of a good cus- 
tomer in all lines? 


Is it not better to build up just as good an equipment 
by representing several single-line companies? 


© TITLE sir GOMMPANY 





Pennsylvania 
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Clemens; C. 


Mt. E. Williamson, Tecumseh; 
William A ay 


Dundee. 


ean—F. H. Pratt, Traverse City. 
Ridgeley Pro.—W. W. Brockway, Blissfield; 
£. SS Stebine, Lawrence; M. C. Goodrich, Fow- 
erville. 


South. Sur.—H. L. Fitch, Escanaba; G. : 
Haller, ee oe =e pe Lynch, Saginaw; J. 
i, dillac. 
Sur.—W. B. Cary and G. R. Cruik- 

shank, Detroit. 

Standard ‘Acc. —L. S. Dibble, ks - ~ Hod; 
oR sane Crosby, Jackson; A. L. Warren, St. 
ll and Jj. B. 


Trav. Indem.—J. A. Cam 
- Milwaukee, Wis.; L. Donahoe, Dow- 


7 Us, "S. H. & Acci—E. P. Fox, Grand Rapi 
F. Fay, Burt; M. F. Duda and J. L. 
sel “Sat 
Cas. Co. of Amer. —F., M. Foster, Detroit. 
Cont. Cas.—Mrs. Nellie Hall, Escanaba; Nor- 
bert Rangette, wy S. H. Phillips Detroit. 
Fid. & Cas.—C. : rey, Armada. 
Fid. & Dep.—J. erris, Houghton. 
Genl, Acci.—J. Me verris, a ton. 
Globe Indem.—C. Matzen, Clio 
London Guar. me WF Tenueegnes, & Real 
Estate Co., Bessemer; Arthur Finley, .- 
Lon. & Lanc. Guar & Acci—A. F. Zeigler, 
Fremont. 
Maryland Cas.—H. M. Erickson, — 
Mich. Bond.—Cleo Meilleur, Ne 


Midland Cas.—H. t Bennett, — Rapids. 

Natl. Cas.—L. C. Sawtell, Kalamazoo; S. E. 
Boster, Detroit. 

Natl. Sur.—V. W. = ae Durand; O. C. 
Phillips, a City; Moulton, Belding; 
bere Nash, Cheieites Cc. W. Lux ford, r 

rta, 

A. Acci.—P. N. Musser, Detroit. 


Rosai Indem,—Thomas Bolley, Houghton. 





Standard Acci—W. H. Beardslee, Saginaw. 

Trav. Indem.—Pierce-Hinsch Co., troit. 

U. S. H. & Acci.—W. uck, Detroit; 
John Harrold, Sturgis; W. F. King, Crores. 

Columbia Cas. le te Heath, Palo; oe 
Holland J. C. Austin, Carland; C. 
Bookwaiter, Sedge; G. H. Engemann, ielding: 
Leopold Kuhlman, Rogers 3 Hoover, 
Sauble; i; A. Thompson, Hallack; W fe An- 
oneen, an Mountain. 


Home Cas.—F. L. Mack, Detroit. 
Mich. Cas.—Frank Green, Saginaw. 
National, Ia.—H. W. Hart, Houghton. 
Peoples H. & Acci.—J. T. Pollock, Tekon- 
sha; P. I. Rademacher, Lansing; John Joscot- 
vitz, Grand Rapids; F. Arnold, Grand 


Rapids. 
Kansas ~- 
Fid. & Cas.—W. M. Garrison, Salina. 


Natl. Cas.—G. G. Brown, McPherson, 
Natl. Fid. & Cas.—H. Bauggman, oe. 


U. S. Health & Acci., Kan.—J. R. Hopkins, 
Fort Scott. 
Western Auto Ind., Kan—J. H. Baxter, 


Kansas City. 
Indiana 
Mass. Bond.—W. 4 radley, Boonville. 
Midland Cas.—W. * Watkins West Lebanon. 
x! Ace. —George Shelbourn, 


& 2 —A. L. Courtwright, 
H. E. Murray, Greentown. 

tehiabaoen 

Cas. Co. of Amer.—C. E. Fiman, Elk River; 
J J. Kies, Worthington. 

Midland Cas.—E. M. Schau, Duluth. 

Natl. Sur.—O. E. Linderson, Barnesville. 

Mass. Bond.—J. E. Green, Carlton. 

U. S. H. & Acci.—W. H. Fitch, Austin. 

Trav Indem.—S. A. hs Minneapolis. 

Grt. East. Cas.—S. 

N. A. Acci.—A. G. ‘Lentaeen, .o 

Royal Indem.—George Hedge and L. O. Heide, 
Minneapolis. 

New Amst. 
F. xn. 


Crown Point; 


Cas.—A. R. Anderson, Gilbert, 
‘onverse, Dunnell. 


Hartford S. —E. G. Campbell, St. Paul; 
L._ W. Crawhall, ” Chaska 
Fid. & Des. —August ‘Bragg, South Haven; 


F. B. Mellen, Lowen. 
Empl. Liab.—C. C. Schoener, Melrose; J. A. 
Borth, Winona. 
Amer. Fidel. —J. T. foutie, Fitzhugh Burns 
and Glen Morton, St. Paul. 
Cont. Cas.—Dr. I. A. Legg, Bemidji; J. S. 
McCord, Adrian. 
Natl. Sur-—C, B. Arveson, Wagdahl. 
Mo. Fid. & Cas.—W. H. Radermacher, Gil- 
rt 


ert. 
Fid. & Cas.—A. ¥ Uhl, Crosby. 
N. A. Acci.—W. illmar. 
Amer, Sur.—S. BS “Wilson, Mankato. 
Natl. Cas.—E. J. McArdeli, Minneapolis. 
— East. Cas.—D. W. Vanderhoff, Minneap- 
olis 
Ocean—A. B. Farwell, Zumbrota. 
Midland Cas.—H. B. Berg, Minneapolis. 
Maryland Cas.—Frederick Kelly, Brainerd; R. 
Bergum, Py: 
Uv. &. & Guar.—H. 
Dell C. Sheidon, Pine LY 
Fid. & J. Mrozla, Browerville; M. F. 
Day, OP a Heart; Joseph sg 4 Perley; Al- 
bert Gomme, New Germany; E. Bennett, St. 
Vincent; S. Schwalen, AF 
Lon. iF Lanc. Guar. & Acci. —J. E. Parry, 
Minneapolis. 
Maryland Cas.—M. B. Ellingson, Ironton. 
Royal ee Te L. West, Minneapolis. 
Title Guar.—F. Johnston, St. Paul. 
Preferred Acci. &% E. George, Minneapolis. 
Cont. Cas.—Erick Hinsch and C. E. Nyberg, 
Fairmont; O. 


St. Paul. 
Sur—H. B. Tuttle, 


Meyers, Palisade; 


Amer. 
Thoreson, Jackson. 
Metrop. Cas.—R. M. Ritchie, sonar Mac- 
ut 


‘ Minneapolis; 
. F. Cook, Austin. 
—G. V. Howard, Misnenp lis; B. 
B. Weed and Waldemar Jergenson, Paul; 
J. P. Wolfe, Moorhead. 

Flaschsenhar, Vernon 


ters “FH Hawi 
Center; F. H. Hawlik, Silver Lake; M. 
Hegerle, St. Bonifacious; George Stromlund, 





THE WESTERN 
Nelson; E. J. Fitzgerald, Mitneiska; R. A. 
Anderson, Lyle; A. C. a pee Lamberton; 


mons; G. Lambert, Bethel. 
Cont. Cas.—A, W. kapeun St. Cloud. 
Fid. 4 ee Hart, Minneapolis. 
Fid. & . Cloud, Pequot; W. A. 


King, Keewatin. 
Grt. East. Cas.—H. J. in, Minneapolis. 
aa Ocean L. & Cas.—L. J. Winsor, Minne- 


*Peidland Cas.—A. W. Jones, Minneapolis; A 
C. Hedberg, Mankato. 
Preferred Acci—R. H. Wells, Minneapolis. 
rud. Cas.—O. A. Hulehan, Deer River. 
Stand. Live St.—E. M. Schau and G. M. 
“|e Duluth. 

itle Guar.—E. — .— Red Lake Falls. 

Natl. Cas.—C. R. Hanson, Canton. 

Amer. Bond.—H. P. Reed, Hibbing. 
i—G. H. Erickson, Virginia. 
Wagen, Minneapolis; C. 


. Dowd, Winona. 
Acci.—R. H. vo ie Duluth. 
Pacific Coast Cas.—V. edman, St. Paul. 
apni * Fid, & Pl. GI.—E. J. Forster, Minne- 


Pe endird Acci.— 
Natl. 
bel, Roosevelt. 


. W. Shannon, St. Paul. 
. Hastings, Wadena; A. ®. 





Federal Cas.—A. C. Lillie, St. Paul. 
Ridgely Prot.—L. R. Downs, “— } ids, 
F. ort—J. L. Davis and A. erson, 
Minneapolis. 
Midland Cas.—E. F. Borth, Winona; M. F. 
5 pk 
Bond.—J. J. E. Wertin and O. H. 
Clarke, Duluth 
Empl. Liab. Soils Michel, =. Fal; George 
Dressel, Waterville; H. B. Shields, 
uluth. 
Grt. East. Cas.—V. R. MacVeagh, St. Paul. 
Cas. Co. of Amer.—A. F. Meyer, Belle 
Plaine; C. E. Funk, Carver. 
sa & Dep.—W. . Radermacher, Gilbert; 
J. Boylan, Watertown; C. J. Rathvon, Deer- 
bak artin Christensen, Barnum; J. E. Nel- 


son, Albert Lea. 
Tllinois 
Aetna Life—J. A. Walstrom, 
Abraham Kauffman, Bushnell. 
Fid. & Cas.—Roswell, Bills & Co., Peoria. 
Genl. Acci.—L. L. Schoenstedt, Joliet. 
Grt. East. Cas.—O. M. Goddard, Cypress; 
E. G. ._—— Bone 
y= Bond a 


Bloomington; 


=" Hanrahan, Mattoon; W. 
y a me 


Standard Live St.—J. Hancock, Arcola. 
Pacific Coast Cas.— 4 Smidt, Chicago. 
South. Sur.—Peter Guertler, Alton. 
Travelers—White & McLean, Morrisonville; 
Estabrook, Edwardsville; George Lauer- 
r and E. R. Lettermann, Chicago; R. N. 
Sine, Decatur. 
Cont. Cas.—G. C. McCabe, Mattoon. 
— Sur.—E, F. Bowman, E. 
Miller = St. Louis. 


and F. F. 

Gen. Acci.—H. er, 
Buckley, Taylorvilles A L. Drake, Decatur; 
Tony ‘Farrell, Collinsville; Steele & Champion, 
Granite City; Bailey, Springfield; J. W. 
Fox, Belvi ere; C. R. Virgin, Fairbury. 

Globe Indem.—S. L. Payne, Decatur. 

Mass. Bond.—Albert Eldridge, Paris. 

Natl. Cas—H. G. Hayes, Chicago. 

New Eng.—Ira Mosley, Crab Orchard. 

Natl. Sur.—B. O. Cook, Jr., Du Quoin; Aik- 
man & Jackson, Marion. 

icean Acci. ee Agency, Princeton. 

South. Sur.—C. Walker, 

Travelers—S. W. ais and L, W. Bentley, 
Chicago. 

U. = g%. & Guar.—J. B. Harris, Granite 
City; R. E. Carpenter, Stoy. 


E. Miller 


Aurora; Bert 





CASUALTY NOTES 


The General Accident has withdrawn 
from the Detroit Casualty Underwriters 
Association. 


H. B. Thomas has been appointed gen- 
eral agent of the Massachusetts Accident 
at Philadelphia. 

The Clover Leaf Casualty of Jackson- 
ville, Illinois, has made application for 
admission to Indiana. 

The Philadelphia Life has been ad- 
mitted to Kentucky. It will write health 
and accident chiefly. 

The Massachusetts Accident will hold 
its annual convention of agents at the 
home office Dec. 5-6. 


An accounting has been ordered by the 
court in the suit of C. H. Boyer against 
the General Accident at Philadelphia. 


The Royal Indemnity has captured the 
$6,000,000 liability risk of the Studebaker 
Automobile Company at Detroit, Mich. 


Business and professional men of Co- 
lumbus, Ind., have organized the German 
American Life & Accident. The company 
will have nine forms of policy. 


President William B. Joyce, of the Na- 
tional Surety, left Friday afternoon for 
the northwest. He will visit the agencies 
in that territory and it is expected will 
be away several weeks. 

A live agent of the Clover Leaf Cas- 
ualty of Jacksonville, Ill., wrote a number 
of applications at the state fair at Spring- 
field, Ill., last week and transmitted them 
to the home office by aeroplane. 

President John R. Bland, of the United 
States Fidelity & Guaranty, started for 
Seattle this week to visit the agencies in 
the Pacific northwest. It is expected he 

will reorganize his agency plant in that 
territory. 

The three recent accidents on the New 
York, New Haven & Hartford Railroad at 
Bridgeport, Old Colony and Westport are 
said to have resulted in damage claims 





American Accident 
Insurance Company of Lincoln, Nebr. 


Health 40° “Paice cap sie.” Accident 
Write Home Office for an Agency 


The METROPOLITAN CASUALTY 


INSURANCE COMPANY OF NEW YORK 
Formerly The Metropolitan Plate Glass and Casualty Ins. Co. 








PLATE GLASS 





WINSLOW, President 
Sea”. POLICES See 
the Most Approved Forms G, BROOKS, Assistant Secretary 


ALONZO 
RELIABLE AND ENERGETIC AGENTS WANTED 








MIDLAND CASUALTY COMPANY 


“SQUARE DEALING” OUR MOTTO 


The fairest agency contracts, the highest possible commissions and 
the most liberal policy contracts, both commercial and industrial, 


backed by a deposit of over $100,000 ‘os the Illinois Department 
and capital and surplus of over $200,000 


Licensed in Virginie, Pennsylvania, Kentucky, Minn Mississ- 
ippi, Bea Bae giana, eilchlga. og, oP a, West Virgin, Peney ees oat and South Dakotn. 
The only Company organised and deing business usder the Cabuclty Laws of Ilincis, 


HOME OFFICE, 901 Insurance Exchange, CHICAGO 


COMMISSARY INSURANCE 
ABSOLUTELY NEW 
Appeals to merchants and should be sold by every general Insurance Agency 


ROYAL CASUALTY COMPANY 




































Insurance Exchange Building, Chicago 
After four years of very suc- 


NOTICE— ~ cessful operation we are 


changing to Stock Basis. Excellent proposition 
2 -Busow, President, 





The American Credit-Indemnity Co. 
of NEW YORK 
CREDIT INSURANCE ONLY 


E.M. TREAT, Presidemt 








es manufacturers te on 4 e Annual Loss through 
Ss Te We can always use a few high-class solicitors. 
415 Locust St., ST. LOUIS, MO. 302 Broadway JNEW YORE 


OFFICES IN ALL PRINCIPAL CITIES 
J. F. HALLWEGEN, General Agent, 1140 Marquette Bidg., CHICAGO, 




















Salary and utual Experienced 
Commission ms Insurance for Indiana Management 
Many years’ experience in Indiana Gopetopeds the necessary “know-how’’ 


will receive intelligent help 
“comamesien agreement. 


Indiana Casualty Company 
WM, A, KEHOE, Seey-Treas. 








South Bend 


SECURITY CASUALTY CO. 


INDIANAPOLIS 
W. Morton Harriott PRESIDENT E. E. GrirFita MaNacue 
A Company up to the minute in its methods, ideas aiid policies. The 
only stock company confining itself to Industrial Heulth and Accident 
Insurance. This means service to the agent and i policyholder. 
INSURANCE 


UNION CASUALTY (Contany 


Home Office—S. W. Cor. Third and Walnut Sts., Philadelphia, Pa. 
GENERAL AND SPECIAL AGENTS WANTED 


IN EVERY CITY AND TOWN IN THE STATES OF OHIO AND MICHIGAN 


For Southern Ohio and Kentucky apply com "s offi 314-315 Mercantile 
Library Building, Cincinnati, Ohio. 4 Pema me 


For Northern . apply company’s offices, Williamson Building, Cleveland, Ohio. 
Highest Brokerage Paid. Most Liberal and up-to-date Policies Didacrrany 








CAPITAL 
$125,000 














Mercantile Burglary tor Insucanes 
cece? INSURANCE| cscs 
Plate Glass Liability Accident, Health 


























34 


THE WESTERN 


UNDERWRITER. 


October 17, 1912. 








totaling $1,500,000. The company’s ac- 
cumulated damage fund is now $1,698,666. 

Suit has been entered in the New York 
courts by F. Seymour Giles, former mana- 
ger of the plate glass department of the 
Fidelity & Deposit against William H. 
Harris, manager of the casualty depart- 
ment of the company, for $5,000 alleging 
slander. 

J. R. Paynter has been named state 
agent for Iowa for the Missouri Fidelity 
& Casualty to succeed H. B. Pray. He 
has been local agent at Abilene, Kan., and 
will hereafter make his headquarters in 
Des Moines. He will have full charge of 
the Iowa business. . 

The annual dinner of the Cleveland 
board of surety underwriters will take 
place on the evening of Oct. 29, probably 
at the Cleveland Athletic Club. Presi- 
dent Warfield of the Fidelity & Deposit, 
and officers from a number of other sur- 
ety companies will be present to address 
the members. 

Whether sunstroke is an accident is a 
question arising in the courts at Daven- 
port. Rev. Charles A. Moore was affected 
by the heat in August, 1910, and died 
from the effects the following January. 
Suit was brought against the Travelers 
by the administratrix. The defense, 
it is said, is that death so remote fol- 
lowing a sunstroke could not be classed 
as accidental within the meaning of the 
policy. 

Judge Virgil 8S. Reiter, of Hammond, 
Ind,. makes a new liability ruling. Will- 
liam Gay entered suit against the Bert- 
lett Hayward Company and the Northern 
Indiana Gas Company for damages for in- 
juries suffered while working on a gas 
holder. The gas company demurred, al- 
leging an agreement with the Hayward 
company to assume liability for accidents. 
The court overruled this demurrer, stat- 
ing was impossible for one company to 
delegate its liability to another company. 
Should the ruling be upheld by the su- 
preme court, it would mean a change of 
practice. ; 





News About Companies 





Delaware Underwriters—The Delaware 
Underwriters, the annex maintained by 
the Westchester Fire since its reinsurance 
of the Delaware Fire of Philadelphia, is 
preparing to resume operations in some 
of the western territory from which the 
company had retired. Bertheau, Selbach 
& Bertheau of San Francisco have been 
appointed general agents for eight Pacific 
coast and mountain states. Secre 
Smith is preparing to appoint agents in 
Ohio and other middle western states. 

a s +. 

Planters Fire of Tennessee—A charter 
for the company has been applied for at 
a oe by L. C. Going, W. B. Miller, 
M. . Hazel, George E. Nehardt and H. 
A. McCutchan. “ . 

Clay Fire, Lexington Ky.—The 
company has paid an annual dividend of 
12% percent to its stockholders. The com- 
pany has also added materially to its sur- 
plus account. The business of the Henry 
Clay has increased several hundred per- 
cent this year compared with last. Claude 
F. Snyder is manager. a 

Marquette National Fire—This company 
has received its charter and will be pro- 
moted with home office in the Peoples 
building, Chicago. Its capital is 
$1,000,000 authorized. The par value of 
each share is $25 and it is being sold for 
$50. E. W. Zinser, who has been prominent 
in the organization of other insurance 
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companies, is the chief promoter of the 
Marquette National. The stock is being 
sold exclusively to Catholics and Mr. 
Zinser is enthusiastic over the prospects. 
Anthony Matre, a prominent Catholic, 
highly endorsed by the clergy and laity, 
is president and Robert G. Devlin is sec- 


re 4 
Mr. Matre is goeretaty of the Ameri- 
can Federation of Catholic Societies. Mr. 
Zinser is from st. Louis also. 

A number of Catholic companies are 
getting in the field. The Columbian Fire 
of Indianapolis is already licensed. The 
Columbian National Fire of Detroit is 
about ready for a license. The er 
Life of Springfield, Ill., is the o nal 
Catholic life company and the New 
World Life of Spokane, already licensed 
in the Pacific Coast, is making consider- 
able headway in the Mississippi Valley. 


Peoples National—On Oct. 1 the com- 
pany showed a net surplus of $258,417, 
being an increase of $120,404 since June 
1. With its capital of $1,000,000 it gives 
it a policyholders surplus of $1,258,417. 
The company now has assets of $2,039,901 
with $781,485, reinsurance reserve. 


Cedarmens Exchange—This is an inter- 
surers comprising the best dealers in 
cedar lumber, posts and poles. Robert H. 
Ross, Insurance Exchange, Chicago, is the 
attorney. Alsat iat 

Minnesota Fire—An examination made 
by the Minnesota department of the Min- 
nesota Fire of Chatfield, Minn., as of April 
30, showed the following condition: In- 
come Jan. 1, to April 30, 1912, $29,106,006; 
disbursements, same period, $25,509.01; 
total admitted assets, $158,749.12; total 
liabilities except capital, $54,563.57; cap- 
as ST gman surplus over all liabilities, 


* . f 

Globe Mu 8S. Dak—aAn examination 
made by the innesota department in 
conjunction with the South Dakota de- 
partment of the affairs of the Globe Mu- 
tual Fire of Huron, S. Dak. as of July 
$1, showed the following condition: In- 
come, Jan. 1 to July 31, 1912, $6,935.29; 
disbursements, same period, $10,919.80; 
total admitted assets, $15,388.81; total 
liabilities, $12,837.80; surplus, $2,551.01. 


- +. * 

Tri-State Mutual—An examination made 
by the Minnesota department of the Tri- 
State tual Grain Dealers Fire of Lu- 
verne, n., as of July 15, showed the 
following condition: Income Jan. 1 to 
July 15, 1912, $1,226.56; disbursements, 
same period, $7,809.71; total admitted as- 
sets, $22,935.84; total liabilities, $12,- 
398.94; surplus, $10,536.90. 


+ * 

Security Mutual, Minn.—An examina- 
tion made by the Minnesota department 
of the Security Mutual Fire of Chatfield, 
Minn., as of May 25th, showed the fol- 
lowing condition: Income, Jan. 1 to May 
26, 1912, $60,981.64; disbursements, same 
period, $57,463.77; total admitted assets, 
$70,516.85; total liabilities, $67,516.67; sur- 
plus, $3,000.18. 

S. E. Bibbins, vice-president of the 
company has been elected to fill the office 
of treasurer also. A. L. Ober was form- 
erly connected with the Security Mutual 
in this capacity but recently resigned. 
The present officers are: President, F. L. 
Tesca; vice-president and treasurer, S. E. 
Bibbins; secretary, C. L. Thurber. The 
Security Mutual is the largest mutual 
writing a general line of business in 
the northwest and the secretary reports 
that 1912 bespeaks, thus far, of being one 
of the best years in the company’s his- 
tory. 

* e * 

‘Western Minn.—An examin- 
ation made by the Minnesota department 
of the Western Mutual Fire of Balaton, 
Minn., of July 16th, 1912, showed the fol- 
lowing condition: Income, Jan. 1 to July 
16, 1912, $1,958.10; disbursements, same 
pe $2,453.31; total admitted assets, 
$1,374.58; total liabilities, $2,399.31; defi- 
cit, $1,024.73. 


MISCELLANEOUS NOTES 


The fire prevention committee of the 
Chicago Association of Commerce is gath- 
ering data as to the comparative cost of 
=~ various grades of fire proof construc- 

on. 


The Western Assurance of Toronto has 
appointed R. . P. Burder, its London 
manager, to have charge as marine under- 
writer and London secretary, and Wil- 
liam A. Niles, until now Australian man- 
ager, at Melbourne, been promoted to be 
London fire manager. 

Policyholders of the German Fire of 
Memphis, a mutual concern which recent- 
ly failed, are preparing to fight the de- 
mands of the receiver for an additional 








The Maryland department has ruled 
that, assuring good faith in the appoint- 
ment of an agent, the insurance of his 
own property against fire or writing his 
own life, accident or health insurance and 
collection of commission thereon, is not 
a violation of the antirebate law. The 
ruling is not applicable => pase se tem- 

rary agreements or appointments made 
for purpose of securing rebates. 





MOTOR INSURANCE NEWS 


EUROPEAN PLAN IS FAVORED 





Commissioners Would Let Fire Com- 
panies Write Liability and Casu- 
alty Companies Write Fire 





As far as automobile insurance is 
concerned many insurance commission- 
ers favor the plan of letting fire and 
marine companies write liability insur- 
ance and casualty companies write fire. 
At present only three companies can 
issue complete coverage policies. The 
Maryland Motor Car of Baltimore, the 
American Automobile of St. Louis, and 
the Aetna Accident & Liability can do 
this. The former, however, is qualify- 
ing generally as a fire company and 
issuing a joint policy with the United 
States Fidelity & Guaranty, with the 
latter writing the liability, collision and 
property damage. The American Auto- 
mobile cannot secure a license in some 
states because it writes both liability 
and the lines ordinarily written by fire 
and marine companies. The Aetna Ac- 
cident & Liability ran afoul both the 
Ohio and Minnesota departments in 
attempting to put its complete policy 
on the market in those states. 

Should Cover All Hazards 
_ Many commissioners believe it is en- 
tirely proper that one company should 
cover all the hazards of an automobile 
and that the issuance of such contracts 
would not impair their ability to care 
for their liabilities on other lines of 
insurance. Commissioner Moore of 
Ohio, in shutting down on the Aetna 
Accident & Liability, said that he hoped 
the next legislature of his state would 
so change the laws that this and simi- 
lar policies could be written. Superin- 
tendent Emmet of New York is having 
a bill prepared to this end to present 
to the next legislature of the empire 
state. It is understood that a number 





of other state officials are taking similar 
action. 
_ While some companies are enthusias- 
tic over this trend of affairs others are 
indifferent. Working agreements have 
been made between a number of fire 
and casualty companies whereby joint 
policies, giving complete coverage, are 
being sold. These companies are satis- 
fied to let well enough alone. Still 
other companigs do not want things to 
be opened up in this way. There are 
casualty companies that do not want 
to write the fire lines and fire compa- 
nies that do not want to write the casu- 
alty lines. If the field is thrown open 
they will be at a disadvantage. 
Beginning of New Policy 

The tendency is interesting from a 
general standpoint as it is looked upon 
by some as the beginning of the end 
of the American system of separating 
fire and casualty lines, not permitting 
a company writing one class to write 
the other. Many of the foreign compa- 
nies operating in America as fire insti- 
tutions do a big casualty business else- 
where and some of those operating as 
casualty companies here do a fire busi- 
ness at home. They would probably 
welcome the extension of the European 
system in America. Some of the Amer- 
ican fire companies are now writing 
everything that their charters and state 
laws will permit and would probably 
break beyond ‘their present bounds. 
Some of the American casualty compa- 
nies also see the advantage of being 
able to get into the fire game. 


TO WORK THROUGH DEALERS 

The National Motor and the National 
Motor Indemnity, which William B. Joyce, 
president of the National Surety, is or- 
ganizing among prominent manufacturers, 
dealers and automobile club men of the 
country, will work through the motor car 
dealers. It is planned to sell policks 2s 
accessories to cars, rather than through 
insurance agents. It is announced that 
one of the objects is to reduce the cost 
of automobile insurance. Clubs will also 
be allowed to act as agents, business be- 
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ing handled much the same as bank burg- 
lary insurance is now handled 


agents. The Motor Union ol- 
lo a similar plan in England; the 
two can companies will be closely 


affiliated with that institution. 
AUTOMOBILE LIST ISSUED 
The supplement to the list of auto- 
mobiles, showing model, type of body 
and Hst price, with horsepower and col- 
lision insurance ratings, covering new 
es and 1913 models, has been issued 
by the Automobile Underwriters’ Confer- 
ence. Supplies are being sent to mem- 
bers and companies are getting them out 
to their agents. The Atlas, Babcock, 
Little, Ohio and Paterson are the new 
cars shown and numerous changes are 
made in the collision ratings. 


FIRE AGENTS IN SESSION 


CONTINUED FROM PAGE 1) 
burg, W. Va., was not present. The 
two papers were referred to the reso- 
lutions committee. They will be 
printed. While some members pre- 
ferred not have this subject come up, 
lest it create dissention at this other- 
wise harmonious meeting, others are 
insistent that it do come up. Glenn 
H. Johnson today introduced a resolu- 
tion disapproving underwriters’ agen- 
cies and recommending that agents re- 
quired to accept lower commissions 
demand sole representation as the 
price. & 

Minneapolis Wants Convention 

J. P. Thomson of Minneapolis invited 
the association to meet in that city next 
year. 

Herman L. Ekern, insurance commis- 
sioner of Wisconsin, and Alexander C. 
King, a prominent Atlanta attorney, read 
particularly strong papers this afternoon. 
oO. B. Ryon, manager of the legislative 
bureau, who has been here, left for home 
tonight because of being ill. 

Yesterday’s meeting went through ac- 
cording to schedule. The welcome and 
response were particularly good. Presi- 
dent Southgate’s able address was re- 
ferred to the resolutions committee. All 
standing and special committees report- 
ed. The legislative committee warned 
agents to oppose repeal of resident agents 
law, as favored by the casualty compa- 
nies. F. W. Offenhauser, chairman of the 
publicity committee reported a large 
amount of fire prevention publicity work 
done. He later offered a resolution dis- 
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One of the large casualty and boiler 
companies desirous of employing two 
more inspectors for both boiler and me- 
chanical equipment; one to be located in 
Chicago and one at another point. Ad- 
—— 12-Q, care The Western Under- 
writer. 


EXPERIENCED personal accident and 

health insurance man seeks position in 
home office of company in west, central 
west or southern states. Understands 
thoroughly and practically all branches of 
the business. Address 15-T, care The 
Western Underwriter. 
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charging the committee and turning its 
work over to the secretary and the secre- 
taries of the state associations. Young 
E. Allison, editor of the Insurance Field, 
gave a thorough address on present ten- 
dencies in the business. He predicted 
state rate supervision laws will be upheld 
by the courts. 
Banks and Trust Companies 

Sentiment expressed in the debate on 
bank and trust company agencies was al- 
most unanimously adverse to these in- 
stitutions entering the insurance business. 

Yesterday afternoon the visitors were 
treated to a concert on the great pipe 
organ in the Auditorium. Tonight they 
are having a dinner and dance at the 
Piedmont Driving Club. The barbecue 
will come tomorrow after the adjourn- 
ment. In addition the visitors were given 
the privileges of the principal clubs, and 
on Wednesday the ladies were given an 
automobile ride and luncheon at the 
Georgian terrace. 

The weather is fine today, although bad 
earlier. Nearly 300 have registered, in- 
cluding many from the north and west. 
It looks now as if President Southgate 
would succeed himself. 


POINTERS ot 


FOR LOCAL AGENTS. 








“Pointers for Local Agents” is a book of 256 
pages, containing all the data that has ap- 
peared in this column for more than six years, 
thoroughly classified da indexed for quick 
reference. It is supplemented with other val- 
uable data, and is bound in red flexible leather, 
the cost being $2.00 per copy. For sale by 
The Western Underwriter. 


Question—Will you please advise me 
if any company will write merry-go- 
rounds and what are the rates? 

Answer—Frank R. Thompson, In- 
surance Exchange, Chicago, has written 
risks of this kind, and we think he will be 
able to handle your business, if it is 
all right. Off hand, the rates run from 
4 to 5 percent. Frequently owners of 
merry-go-rounds desire a floater policy. 


Question—A and B were partners 
in the insurance business. Difficulties 
have arisen between these men and 
they propose to divide the business. B 
represented a long list of union com- 
panies, while A represented certain 
nonunion companies. They have sub- 
mitted their differences to me and in 
order to stop litigation I have con- 
sented to pass on their differences. 

The agreement is that I shall put 
a value on the several agencies and 
the one whose agency is worth the 
most is to make a cash settlement 
with the other. 

Among the companies represented by 
B is one on whose books is a good 
line of farm business. This business 
was procured by subagents and these 
suhbagents were paid by B out of his 
commission. The contract with these 
subagents provides that the subagents 
shall have the right to solicit for re- 
newals placed by them respectively. 

What I desire to know is what is 
the accepted rule among insurance 
men for placing a value on an insur- 
ance agency and what rule should be 
applied where the agent expends a 
part of his commission to subagents 
to get the business, as I have out- 
lined above in the case in reference 
to the line of farm business? 

Answer—The usual method of valu- 
ing an agency is to take the commis- 





sion account for the past year. This 
should be done for each company and 
in the case you cite the method would 
apply only to the city business. On 
the farm business the value is the dif- 
ference between the commission ac- 
count and the total commissions al- 
lowed to subagents. 


Question—In a case that has arisen 
here we claim that the assured’s poli- 
cies are voided; another agent as vehe- 
mently claims that the assured is as 
fully protected as he ever was. Which 
agent is correct? 

The facts are these: The assured, 
whom we will call the Jones Com- 
pany, owns and operates a grain ele- 
vator and feed mill. This is a sprin- 
klered plant grading about 90 percent. 
At the time of the writing of the poli- 
cies the assured used mule teams for 
trucking and for delivery of the various 
products of the plant to the city cus- 
tomers. Finding in the course of time 
that a gasoline truck would be more 
satisfactory and less expensive, it was 
purchased and is now used regularly. 
When loading the truck is backed un- 
der a recess in the building. At night 
and other times when the truck is not 
in use it is permitted to stand by the 
platform in this recess. The gasoline, 
except that kept in the reservoir of 
the machine, is kept in a tank in the 
yard about thirty feet away from the 
buildings. No permit is attached to 
the policies for the use of gasoline 
trucks around or on the premises, nei- 
ther has the agent served notice upon 
any of the companies that such con- 
ditions exist. The agent handling the 
line secured a five-year contract for 
this line about eighteen months ago. 
We informed the assured that it was 
for him to have a permit attached for 
this truck. The agent writing the in- 
surance hoots at the suggestion, rely- 
ing upon the clause, “To use the prem- 
ises as at present and for other pur- 
poses not more hazardous; and to do 
such work and keep and use such arti- 
cles, materials and supplies as may be 
necessary or incidental to the business 
conducted therein.” 

It is our contention that the insur- 
ance companies be notified of the pres- 
ence of the gasoline truck by endorse- 
ment. Companies should know the ex- 
act conditions of the property upon 
which they carry the coverage and no 
subterfuge should be used to hide the 
real status of affairs. 

Answer—The question you propound 
is one which we believe only a jury 
could decide. Our prediction would 
be that the jury would decide in favor 
of the assured. 

The clause under which your com- 
petitor takes cover is about as broad 
as anything could be and we are sur- 
prised that the companies have per- 
mitted its use. We believe that the 
jury would call the truck an “article 
necessary or incidental to the busi- 
ness,” the gasoline a “supply” of the 
same class, and the operation of the 
truck “work” of the same nature. 

From an underwriting standpoint we 
believe you are correct. There is no 
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doubt but that the companies should 
know that this truck is being used 
about the premises, that it is stored 
there at night, and that gasoline is 
being used. A gasoline permit and a 
permit to use and store the truck 
should be attached to the policy. 


_ Question—Last month I wrote a pol- 
icy for $200 covering on furniture and 
fixtures, useful and ornamental, to in- 
sure a photographic studio. When I 
delivered the policy the assured ad- 
vised me that it was $400 he wanted 
and that he wanted $100 of the second 
policy to cover on stock. In writing 
the second _— I wrote $100 on fur- 
niture and fixtures, including cameras, 
and $100 on stock, as desired by the 
assured. What I desire to know is, 
would the first policy cover cameras? 
I take for granted that they are a use- 
ful fixture in a photograph studio. 

Answer—The first policy would 
cover on cameras, as they are no doubt 
a very useful fixture in a studio. How- 
ever, we would suggest that you at- 
tach new forms to both policies, con- 
current in all respects. There is always 
a possibility of misunderstanding, dis- 
pute and trouble in time of adjustment 
where policies covering the same prop- 
erty are nonconcurrent. If both policies 
are in the same company you might 
cancel them prorate and rewrite, mak- 
ing $300 cover on furniture and fixtures, 
useful and ornamental, including cam- 
eras, and $100 on stock. If they are 
in two different companies, amended 
forms for amounts of $150 and $50 
under the same items should be at- 
tached. 





Of a learned underwriter it is said 
that he has such a large and varied tech- 
nical knowledge of insurance as to en- 
able him to give the simplest question 
the most difficult explanation. 


DIRECTORY OF 


Independent Adjusters 


| TT 
801 Gas & Giecteic widen ‘Seaver 
Territory: Mountain field and Black Hills. 
(Also consulting underwriting authority.) 
ILLINOIS MISSOURI IOWA 
OS Getwinn hee 


Well: 
GEORGE C. CIEL “Mexager 
ILLINOIS 
©. 4. TAYLOR 
1807 Insurance Exchange, 
Phone Wabash 2546 
ADJUSTER OF FIRE LOSSES 
LLINOIS AND ADJOINING STATES 
Maurice Wootlrman &Co,. 
ADJUSTMENTS AND MSPRAISALS 
Building Losses a Specialty 
INDIANA 


Ie H. ODELAy 
110 Upper Second St., Evansville 
Adjuster of Fire and Inland Marine Losses 


IOWA 
GEO. C. NEWMAN 
601 Citizens Nat. Bank Bidg., Des Moines 
ADJUSTER OF FIRE LOSSES 
KANSAS 


WARREN ADJUSTMENT BUREAU 
3B. B. Warren, and Adjuster 


























FIRE LOSSES 


MICHIGAN 
JOHN ROWSON 
401 Ashton Bldg., Grand ow. 
Long Dist. Phones: Bell 110; Cit, 1279 
ADJUSTER OF FIRE LOSSES 
MICHIGAN 
ww. &. WRIGHT 
10 Harlow Block, uette 
Telephone 700 
ADJUSTMENTS AND INSPECTIONS 


MICHIGAN 
FRED 











° to SPs ae 


Phones: Office 112, House 499 
ADJUSTER OF FIRE LOSSES 


NEBRASKA 
M.-F. FUNKHOUSER 
1511 Street, Omaha 
ADJUSTER OF FIRE LOSSES 
OHIO 








FP. M,. FARMER 


721 S. Fountain Ave., 
Bell Phone. Main 2576 
APPRAISER, ACCOUNTANT AND ADJUSTER 
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CHICAGOS 
GREATEST 
COM PANY 
CHICAGO 
LARGEST 
ILLINOIS 


INSURANCE IN FORCE 
OVER 


$60,000,000.00 


WANTS GOOD MEN 
WILL PAY THEM WELL 


FEDERAL LIFE 


INSURANCE IN FORCE - - $20,000,000.00 
CAPITAL, SURPLUS AND RESERVES 3,000,000.00 


An enterprising, progressive, 12 year old Life Insurance 
Company issuing all standard forms of term, non-par- 


ticipating, annual and deferred dividend policies. 


Accident and Health Department just being inaugurated. 


Exceptional opportunities tor men of ability desiring to 
form PERMANENT connections. If interested address 


ISAAC MILLER HAMILTON, President 


CHICAGO 








The Western and Southern 
Life Insurance Company 


W. J. WILLIAMS, President CINCINNATI, OHIO 
The Largest Industrial Company West of the Alleghenies 
Also Issues All Standard Forms of Ordinary $500 to $10,000 


PROGRESS BY SIX YEAR PERIODS 


Year Assets Insurance in Force Income 
1893 $139,826 $3,691,843 $626,116 
1899 401,717 10,881,961 2,061,558 
1905 1,824,295 31,739,266  — 6,245,918 


1911 6,122,365 56,060,715 12,703,247 


Branch Offices in all the larger cities in Ohio, Indiana, Kentucky, West Virginia and Western Pennsylvania 
AGENTS WANTED 








SEE WHAT 5 DOLLARS WILL BUY 





“International Limited” Accident a»« Health Policy 


The Most Liberal on the Market 
Issued by 


The General Accident Fire and Life Assurance Corporation 


United States Assets Ele | « $2,743,936 
Claims paid in 1911 . . _. . « « 1,505,384 
Deposited with Insurance Departments 400,000 


Pays $2,000 for ACCIDENTAL DEATH and $15.00 Weekly for Accidents or Sickness, There 


is more real insurance in this policy for a premium of $5.00 


@ year than any other. 
Sold to MEN and WOMEN, any occupation. NO MEDICAL EXAMINATION REQUIRED. 


Sample policy and particulars to inquiring agents. Liberal commission. 
SOLD EXCLUSIVELY THROUGH 


Thos. L. Pillings & Co., 1011 Chestnut Street, Philadelphia 








Are You the Man We Want? 


Are you a producer, can you handle men? 
Good positions for capable men in Penn- 
sylvania, Ohio and West Virginia. 
If you are the man, write us to-day. 


PITTSBURGH LIFE ann TRUST CO. 


HOME OFFICE, PITTSBURGH, PA. 


W. C. BALDWIN, President HOWARD S. SUTPHEN, Director of Agencies 


“Pre-eminence in Benefits to Policyholdera” The Watchword 


THE MUTUAL LIFE 


Insurance Company of New York 





ee eRe 16 FORE, 6. ooo s oc oc ccc ccccccéscccvccccccoses $57,353,726.13 
Received FROM Policyholders in 1911 .................2ces0sceeee 55, 

Excess of Payments over Receipts. .............-scccescaceeecnese $1, 
ek sid ch nens.- a ccearenes<ancinedsoaen $13,.631,857.72 
Apportioned for Dividends in 1912................--.esee00- 15,146,685.72 


Mutual Life Agents Make Most Money BECAUSE Mutual Life Policies Sell Most Freely 


For terms to producing agents, address 
GEORGE T. DEXTER 


34 Nassau Street 2nd Vice-President 


NEW YORK, N. Y. 











THE STATE LIFE INSURANCE COMPANY 


INDIANAPOLIS 


Not the Oldest : Notthe Largest : Just the Best 
NINE MILLION DOLLARS 
Deposited with the State of Indiana for the Sole Protection of Policyholders 


OUR_ COMPLETE PROTECTION POLICY 
Protects against Natural Death, Doubles the Payment in the event of Accidental 
Death. Provides for Suspension of Premiums without Forfeiture in the event 
of Total Disability. 


THE MOST DESIRABLE POLICY FOR ALL AGES 











A NEW POLICY 


$750. Cost low—benefits high 


Investigate it. 
Agents Wanted 





THE PRUDENTIAL INSURANCE CO. OF AMERICA 


Pounded by JOHN FP. DR» DEN, Pioneer of industrial Insurance in America 
PORREST P. DRYDEN, President. 


Incorporated as a Stock Company by the State of New Jersey. 


The Prudential is issuing a 
New Intermediate policy for 


—every item guaranteed. 


Home Office, Newark, N. J. 

















SAFE AS A GOVERNMENT BOND 


(©) The OHIO STATE LIFE 


LIFE, HEALTH, ACCIDENT *“° MONTHLY INCOME INSURANCE. 
SEE—> Our New Agency Proposition »> FOR FACTS 


Our Policies: Beet and latest, 
Correspondence confidentiel. 
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NATIONAL FIRE INSURANCE COMPANY 


OF HARTFORD, CONN. 
Loyal Agents 


Con: ion Proof 
Writes Varied Lines Segpation 





Prompt Meeting of 






Underwriting All Obligations 
INSURANCE COMPANY 
of HARTFORD 
Just Bristles with 
Excellent Office Helps Good Points Best Inspection Service 


Dependable Indemnity—Highest Financial Standing 


The Editor of a Prominent Insurance Journal Gives the Following Reasons 
Why the NATIONAL is a Premium Leader: 








It believes in its local agents. Its Agents do not pass sleepless nights 
It renders them every possible assistance. wondering how long it will be on earth. 
It conducts its business on the square. In short the NATIONAL of HARTFORD 
It avoids friction. is regarded as a first-class, all ’round 
It Satisfies its customers. agency company—that always delivers 
It does not vary with the changing winds. the goods. 
WESTERN DEPARTMENT : PACIFIC COAST DEPARTMENT: | SOUTHWESTERN DEPARTMENT: GULF DEPARTMENT: 
Insurance Exchange, 175 W. Jackson Blvd., National Building mal tal taicinnaia ts: 
i Illinots San Francisco, Cal. 
Con eet Willard O. Waymen and Carl A. Henry Trezevant & Cochran, Emery & Norton, General Agents 
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RESULTS OF SECOND DAY 


RAISED ORGANIZATION FUND 





Discussion Arises Over State Made 
Rates--Papers By H. L. Ekern and 
A. C. King 
(Prom a Staff Correspondent) 
Atlanta, Ga, Oct. 16—Yesterday’s 
clouds gave way to blue sky and sun- 
shine today and the cool clear air was 
delightful. With the weather propi- 
tious the local committee announced an 
automobile ride and luncheon for the 
ladies at the Georgian Terrace, a cour- 
tesy not mentioned on the program. 
During the, night and early morning 
many more arrived and the registration 
tonight had:reached almost three hun- 
dred. Among the arrivals was O. B. 
Ryon, manager of the legislative com- 
mittee. He was ill, however, and left 

for home tonight. 
State Made Rates 

George D. Markham of St. Louis 
opened the discussion of state made 
rates with a history of insurance legis- 
lation and resulting conditions in Mis- 
souri which led up to the present rate 
supervision law. With rates off, as 
they were in the anticompact days, 
pressure to make assured improve their 
risks was removed and the burning 
ratio increased. The agents in eastern 
Missouri wanted merely an antidis- 
crimination law, but those in west fav- 
ored the Kansas law and that was prac- 
tically agreed to. The rerating of the 
state has cost $150,000 and will not be 
completed for about six weeks yet, and 
the law is not effective until that time. 
Mr. Markham thinks the worst feature 
is that political pressure will be ex- 
erted to force rate reductions. 

A. H. Robinson of Louisville dis- 
cussed the Kentucky law in a similar 
way. He regards with favor the anti- 
rebate feature and the feature believed 
to compel agents to collect premiums 
within a certain time, but already pres- 
sure on the commission has resulted in 
orders for rate reductions likely to 
make certain large classes unprofitable 
and similar pressure is to be feared 
in the future. 

?. W. Offenhauser’s Views 

F. W. Offenhauser of Texarkana 
gave a history of what led up to the 
first Texas rate law, its repeal and the 
enactment of the second one. Agents 
in that state secured the law because 
conditions were intolerable, there be- 
ing no rates. The small property 
owner has benefited by the law, but 
it has made large owners pay what they 
should instead of the cut rates of 
former days. 

Under pressure from the latter class 
the Democrats have put in their state 
platform a provision favoring the re- 
peal of the present law. 

Markham Introduces Resolution 

Later in the day Mr. Markham intro- 
duced a resolution reciting that no state 
supervision results in best conditions 
but where such supervision is inevit- 
able agents should strive to have the 
rating bureaus left in the hands of the 
companies, and to hold state officials 
entrusted with supervision to a reso- 
lute defense and support of the truth 
and facts without political purpose and 
bias. 

Memorials - were adopted on the 
death of Joseph A. Rogers, of St. Paul, 
and W. H. Mandeville, of Olean, N. Y., 
valued members of the association. 


Raising © 

Col. Walker Taylor’s resolution, of- 
fered yesterday, providing tor the rais- 
ing of funds with which to employ an 
organizer to increase the membership 
of state associations, was reported fav- 
orably bythe resolutions committee, 
which added a provision that the Na- 
tional - association dues and subscrip- 
tion. price of the Bulletin be not 
changed. 


PRESIDENT JAMES 





H. SouTHGATE. 








_Bhe plan provided for taking pledges. 


at this meeting to pay $25 a year for 
three years. Individuals and repre- 
sentatives of local boards and state as- 
sociations began making pledges as 
soon as the resolution was passed and 
soon a hundred had been received. 
Buffalo gave 11; St. Louis, 10; Cleve- 
land, 7; Chicago, 5; Cincinnati, 4. This 
was done amid great enthusiasm and 
with eloquent appeals from C. H. 
Woodworth, President Southgate and 
others. 

Assuming an amendment to the con- 
stitution would prevail, the nominating 
committee was instructed to act ac- 
cordingly, naming only eight vice-presi- 
dents instead of eleven. 

These are to represent geographical 
divisions of the country as follows: 

New England, middle department, 
southeastern, southwestern, middle west- 
ern, Mississippi valley, Rocky Moun- 
tain, Pacific coast. 

Underwriters Agencies 

When it came time to read the pa- 
pers on sole agencies and underwrit- 
ers’ agencies, Charles B. Alexander of 
Clarksburg, W. Va., was announced not 
present or to be present. He is op- 
posed to underwriters’ agencies, and 
Col. Walker Taylor, who does not 
favor action on the question, declined 
to take advantage of the situation by 
reading his paper. It.was decided that 
both papers should be published and 
that both should be-considered by the 
resolutions committee. 

. Thomson, of Minneapolis, being 
obliged to leave before tomorrow’s ses- 
sion, presented the invitation of his 


city. for next year’s meeting, backed 


by letters from the governor, mayor 
and others. 
Papers That Were Read 

Herman L. Ekern, insurance com- 
missioner of Wisconsin, read a very in- 
structive paper in which he discussed 
several problems from a departmental 
standpoint. Alexander C. King, one of 
Atlanta’s foremost attorneys, read a 
paper of great value on “The Insurance 
Contract and the Premium Payer.” 
This paper will be circulated among 
insurance superintendents and law- 
makers as much as possible as it is a 
powerful argument against certain prev- 
alent practices. 


presented a resolution favoring sole 
agencies, disapproving underwriters’ 
agencies and recommending that when 
agents in any locality are obliged to 
accept reduced commissions they de- 
mand sole representation. 
Capt. E. S. Gay, of Atlanta, south- 
ern general agent of the North Amer- 
ica, Philadelphia Underwriters and Al- 
liance, was called upon for a speech as 
the first man to adopt the uniform 
blanks recommended by the committee. 
The . nominations and_ resolutions 
committees having their work to do 
and everybody desiring to go to din- 
ner and dance at the Piedmont Driv- 
ing Club this evening, the open debate 
on the good of the order was post- 
poned till tomorrow. 
Dinner Dance Brilliant Affair 
The dinner dance this evening was 


Glenn H. Johnson of Syracuse, N. Y.,’ 


probably the most brilliant social affair 


MEETING IN FULL SWING 


FINE GATHERING AT ATLANTA 

First Day of Local Agents’ Conven- 

tion is a Hummer, With Every- 
thing Going Well 





(From a Staff Correspondent) 
Atlanta, Ga., Oct. 15—The Georgia 
sky scowled down upon the opening 
session of the fifteenth annual meeting 
of the National Association of Local 
Fire Insurance Agents when it con- 
vened in Taft hall in the great Audi- 
torium-Armory in this city this morn- 
ing. The sky alone was sullen; the 
crowd was big and happy and en- 
= gua And the day grew brighter 
ater. 

For nearly two days the agents have 
been coming into Atlanta, singly, in 
small parties and in larger ones. Yes- 
terday, as the rain fell steadily out of 
doors, the lobby of the Hotel Pied- 
mont was full of men, greeting each 
other and the new arrivals. Of course 
the strongest contingent numerically 
comes from nearby sections of the 
south, but there is also a good repre- 
sentation from New England. 
Veterans Are On Hand 

Looking over the assembly this 
morning one saw the familiar faces of 
the old guard who have been attend- 
ing these conventions for years— 
Woodworth, Pinkham, Geer, Neale, 
Robinson, Markham, Case, Thomson, 
Manson, ‘Eldridge, Guenther, Rauh, 
Wachenheimer, Merrill, Hildreth, Of- 
fenhauser, Taylor and others. Many 
ladies are present this year. The so- 
cial features of this gathering have 
been looked forward to with more 
than usual interest, and many agents 
brought their wives or daughters and 
arranged to do some _ sight-seeing 
while in the south. 

Of course the crowd took longer to 
assemble than was expected, and it 
was 11 o’clock when President South- 
gate called the meeting to order. 
Every convention has to start with a 
welcome. 

Guests Are Welcomed 

Sometimes that feature is a bore. 
This time it was a delight. Mayor 
Winn could not come; he had a case in 
court. In his place came Judge John 
S. Candler, president of the city coun- 
cil, one of the prominent lawyers of the 
city and an eloquent speaker. He 
waxed facetious over events that 
marked the beginning of the modern 
Atlanta events which did not cause 
laughter at the time. His welcome to 
the city was cordial and very pleasing. 

He was followed by Governor-Elect 
John M. Slayton, also an eloquent man, 
but one who speaks seriously. He 
welcomed the agents to the state as 
representatives of the great business 
to whose commercial value he paid a 
handsome tribute. 

Fred W. Cole, president of the At- 
lanta Insurance Exchange, who wel- 
comed the guests on behalf of the in- 

(CONTINUED ON PAGE 24) 








given at the Piedmont Driving Club in 
the suburbs. A galaxy of beautiful 
women from Atlanta and elsewhere 
made the scene a brilliant one. Fred 
W. Cole of Atlanta was a splendid 
toastmaster. President Southgate spoke 
in his happiest vein. S. Y. Tupper, 
southern manager of the Queen, gave 
a delightful welcome to Atlanta and 
_the south. Judge Beverly Evans of the 
Georgia supreme court kept his hear- 
ers.in continual laughter with his com- 
ments on the fine print of the stand- 
ard fire policy. 

} Wachenheimer of Peoria, Ill., told 
some stories and proposed the health 
of ‘the ladies: Commissioner’ J. 
Young of North.Carolina, William S. 
Crawford of THe Western UNDERWRITER, 
and C:. H. Woodworth spoke briefly. 
After the dinner dancing was continued 





in the association’s history. It was 





to a late -hour. - 
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SOUTHGATE IS REELECTED 


RESOLUTIONS CONSERVATIVE 





Splendid Entertainment Provided by 
Atlanta Agents—Barbecue for Wind- 
Up of Big Convention 





NEW OFFICERS ELECTED 
President—J. H. Southgate, Durham, 
N. C. 

Vice-Presidents—Edward 8. Cowles, 
Hartford, Conn.; P. D. Kiernon, rp 4 
N. ¥.; FP. G. Lumpkin, Columbus, Ga.; A. 
W. Mills, Pine ‘* % vw Ww. A. Eldridge, 
Detroit, Mich.; Manson, bot mea 
Wis.; Paul B. eastant, Denver, Colo.; E. 
H. FPorry, Indianapolis, Ind. 

Secretary and Treasurer—Henry 4H. 
Putnam, 


of Committees: Executive— 
Cc. F. Hildreth, Freeport, Iil.; ance— 
Cc. F. _~— Toledo, Ohio; 1 — 
Geo. D. Markham, St. Louis, 
ization—W. z. Baffensberger, York, 
RESOLUTIONS 


e investigation 
of this subject should be continued by 
committee and a 


the incoming grievance 

report made at the next convention. 
tion Principles—In the case of 

the transfer of an agency with 

unpaid and long overdue, the expiration 

should be sold to the highest bidder, the 

debt the balance, if any, given 

to the old agent, and the expirations in 

the hands of the buyer 

terinsurers— 


e that the 
sec s Office advise the various 1 
associations the decision in 


this committee ref - 
grievance committee and joint confer- 
en for cooperative action. 


and 
work be conducted hereafter by the sec- 


retary’s office. 
Bank Agencies—Believing that the prac- 
- of appointing banks, trust companies 
r similar financial corporations as agents 
unfair to the 


es, 

phatic disapproval of such appointments 

where other —— representatives 
can be secured, and pledges support to 

the w 3 boards in their efforts to correct 


State Rating—We believe that entire 
kf from state supervision or con- 


Insurance Companies—To 
obtain reform in state taxation of insur- 


tion of Life Presidents, the International 
Association of Casualty & Surety Under- 
writers, the National it Men’s Asso- 
ciation and in’ 


business with a view to reduc- 
taxa’ sufficien 


incoming executive committee to pub- 
lish in the Bulletin a the information 
of the members a list of hav- 


-- t Ww t out to all agents 
e po 
interested the development of the in- 


surance that they can discourage 
—— that a —, b 
for companies which are loyal to the sole 





WarreEN J. RAFFENSBERGER, York, Pa. 
Chairman Organization Committee. 





southern hospitality, to the insurance 
press and the local papers and to all who 
have devoted their efforts toward the suc- 
cess of this convention. 


(Prom a Staff Correspondent) 

Atlanta, Ga., Oct. 17—Just before 1 
o’clock today President J. H. Southgate 
in eloquent words thanked the National 
Association of Local Agents for the 
honor of a reelection and dropped the 
gavel on one of the most delightful as 
well as most profitable meetings the or- 
ganization ever has held. Then the 
members took cars for the country to 
enjoy the last of the entertainments 
these most hospitable Atlanta people 
have provided in such abundance, an 
old fashioned southern barbecue. 

Last year at Buffalo Mr. Lumpkin of 
Georgia promised much if the associa- 
tion would come here. Every promise 
has been kept and more. Northerners 
have been surprised at this wonderful 
city of skyscrapers, crowned with busy 
people. They have been charmed with 
the cordiality and hospitality of the 
men and the winsomeness and gra- 
ciousness of the women. Nobody who 
was here will ever forget the Atlanta 
meeting. 

Pleasure Is Only an Incident 

But pleasure is only an incident to 
the work of the National association. 
Here a new start has been towards 
making the association approach more 
closely its ideals. These men are in 
earnest. Otherwise they would not 
have pledged themselves to pay $2,500 
a year for three years for organization 
work and done it, too, in a few minutes. 
This morning the start was made on 
the second hundred subscriptions and 
many more are expected from individ- 
uals and local and state associations 
not represented at this meeting. Sec- 
retary Putnam read the list of subscrib- 
ers, a summary of which follows, each 
taking one “share” in the fund except 
where otherwise noted. 

Those Who Take Shares 

State Associations—Connecticut, 4; 
Massachusetts, 4; Florida, 2; Illinois, 
2; Wisconsin, South Carolina, 2; New 
York, Tennessee, Pennsylvania, 2; 
North Carolina, Kentucky, Texas, 2; 
Arkansas, 2; Minnesota, Ohio, Indiana. 

Local Boards or Associations—At- 
ianta, Ga,; Columbus, Ga.; Syracuse, 
Pensacola, Fla., 2; Indianapolis, Ma- 
con, St. Louis, 10; Chicago, 5; Augusta, 
Ga.; Savannah, Ga.; Cincinnati, 4; 
Cleveland, 7; Buffalo, 11; Knoxville, 
Tenn.; Chattanooga. 

Individuals—C. F. Hildreth, Free- 


port; W. D. Gale, Nashville; H. H. 
Hickok, Burlington, Vt.; Wilcox & 
Co., Columbus, Ga.; A. Knapp, 





ti h 
thanks to who have entertained wa with true 
agents who have dus with true 


Columbus, Ohio; J. W. Paul, New Bed- 
ford, Mass.; H. N. Pinkham, Portland, 
Me.; Weekly Underwriter, N. Y.; 
Standard, Boston; Insurance .Field, 
Louisville; THz WesTERN UNDERWRITER; 
J. H. Southgate, Durham, N. C.; C. I. 
Lunsford, Roanoke, Va.; J. W. Alex- 
ander, Alexandria, La.; Col. Walker 
Taylor, Wilmington, N. C.; W. A. El- 
dridge, Detroit; Fred Guenther, De- 
troit; E. D. Seamans, Oklahoma City; 
ws Smith, Arcadia, Fla.; Jacob 
Wachenheimer, Peoria; F. W. Offen- 
hauser & Co., Texarkana; Minneapolis 
Insurance Agency, Minneapolis; W. C. 
Batty, Fort Myers, Fla.; A. H. Robin- 
son, Louisville. 

Resolutions Are Conservative 
As usual, the resolutions are conserv- 
ative. Some men came here with pro- 
nounced views on certain topics, nota- 
bly underwriters’ agencies, and wanted 
strong action. They had their hear- 
ing before the resolutions committee 
last night. It considered their views 
and brought in a report which was 
adopted without a dissenting voice. F. 
L. Hitchcock of Scranton, Pa., en- 
deavored to get action today on resolu- 
tions not recommended by the commit- 
tee appealing to legislatures to enact 
laws that would permit a company only 
one representative “under any name” 
in one town, large cities excepted. They 
were referred to the incoming legisla- 
tive committee. Radical action in this 
question would have weakened the as- 
sociation’s hold on many of its most 
valued members. 

Col. J. B. Young’s Paper 

The only paper ready today was that 
by Col. James R. Young, insurance 
commissioner of North Carolina, and 
it was. well received. By a rising vote 
the association expressed its apprecia- 
tion of the vast improvement in the 
standard of insurance commissioners 
over that of former days. 

It is likely that Minneapolis will get 
next year’s meeting, no formal invita- 
tions being received from other points. 
jacob Wachenheimer invited the asso- 
ciation to meet in Peoria and A. W. 
Mills to meet in Hot Springs, Ark., 
both invitations being for some future 
time. 

F. W. Offenhauser called attention 
to a sentiment which is developing in 
favor of choosing some permanent 
meeting place centrally located as like- 
ly to result in the greatest good. 

L. BR. Warren Speaks 

L. R. Warren, general agent of the 
Phoenix of London, was present and 
on the call of the president addressed 
the meeting briefly. Resolutions on 
the death of Henry D. Goodale of Wa- 
tertown, N. Y., were adopted. 

The association by vote expressed its 
sympathy with the agents of the south- 
east in the death of A. B. Andrews, 
manager of the Southeastern Under- 
writers’ Association, which occurred 
early this morning following an illness 
and operation a few weeks ago. He 
was very highly regarded by agents 
throughout the association territory 
and several tributes were paid his 
memory. 

Greeted the Young Men 

F. W. Offenhauser greeted the young 
men present and urged them to assume 
the responsibilities which the older 
ones from time to time must lay aside. 

On motion of George D. Markham, 
2 resolution was adopted declaring in 
favor of holding down the cost of en- 
tertainment at future meetings to a 
minimum. Mr. Markham expressed ap- 
preciation of the Atlanta agents’ hos- 
pitality, but it is feared that if cities 
try to outdo “each other meetings will 
become too great a financial burden on 
their hosts. 





Georgia Men Meet 
The Georgia Association of Local 
Agents met in Atlanta on Monday. The 
membership was reported to be 163. 
Credit for this is due very largely to 





Marion, Ohio; Lauterbach & Eilber, 








H. H. Putnam. 


SECRETARY 





Macon, who has been secretary, but was 
elected president at this meeting. W. 
E. Coney of Savannah was elected vice- 
president, and John E. Wilson of Ma- 
con, secretary and treasurer. 


RESOLUTIONS COMMITTEE 


Arkansas—Harmon Carlton, Lake Vil- 
lage. 

Connecticut—E. 8. Cowles, Hartford. 

Florida—Knowles Hyer, Pensacola. 

Georgia—Fred W. Cole, Atlanta. 

Illinois—E. B. Case, Chicago. 

Indiana—L. W. Jackman, Vincennes. 

Kentucky—A. H. Robinson, Louisville. 

wot W. Alexander, Alexandria. 

Maine—H. Pinkham, Portland. 

oe eh M. Anderson, Sytesville. 

Massachusetts—Richard C., Steel, Glou- 
cester. 

Michigan—O. A. Leonard, Albion. 

— errr ceees P. Thomson, Minne- 
apolis 

eMississippi—J. H. Eiland, Poplarville, 

Missouri—George D. Mark ham, S&t. 
Louis. 

New Hampshire—L. C. Merrill, Concord. 

New York—C. H. Woodworth, Buffalo. 

North Carolina—Walker Taylor, Wwil- 
mington. 

Ohio—A. W. Neale, Cleveland. 





Oklahoma—E. M. Semens, Oklahoma 
City. 
Pennsylvania—Eugene Squires, Port 
Alleghen 


ny. 

South Carolina—C. E. Commander, Flor- 
ence. 

Tennessee—W. D. Gale, Nashville. 

Texas—F. W. Offenhauser, Texarkana. 

Virginia—B. F. Kirkpatrick, Lynchburg. 

Vermont—H. H. Hickok, Burlington. 

West Virginia—C. W. Thornburg, Hunt- 
ington. 

Wisconsin—W. A. N. Anderson, Mil- 
waukee. 


NOMINATIONS COMMITTEE 


Arkansas—A. W. Mills, Pine Bluff. 
Connecticut—P. L. Holzer, Bridgeport. 
Florida—Ellis Gibson, rtow. 
Georgia—W. W. Bell, Hawkinsville. 
Illinois—C. F. Hildreth, Freeport. 
Indiana—R. E. Breed, Marion. 
Louisiana—J. W. Alexander, Alexandria. 
Kentucky—John R. Bullock, Covington. 
Maine—H. N. Pinkham, Portland. 
Maryland—Charles Conner, Westminster. 
Massachusetts—E. P. Ingraham, Wor- 
cester. 
Michigan—W. A. Eldridge, Detroit. 
Minnesota—James P. Thomson, Minne- 


apol 
H. Eiland, Poplarville. 





8. 
Mississippi—J. 
Missouri—cC. J. Kehoe, St. Louis. 

New Hampshire—L. C. Merrill, Concord. 
New York—Gilbert T. Amsden, Roches- 


ter. 
North Carolina—W. A. Wilkinson, Wins- 
ton-Salem. 
Ohio—Louis L. Rauh, Cincinnati. 
Oklahoma—E. Semens, Oklahoma 


ity. 

Pennsylvaria—J. M. Larkin, Port Alle- 
gheny. 

Tennessee—R. H. Fitzgerald, South 
Pittsburg. 
Texas—F. W. Offenhauser, Texarkana. 
Virginia—cC. J. Lunsford, Roanoke. 
Vermont—H. H. Hickok, Burlington. 
P West Virginia—c. W. Thornburg, Hunt- 
ngton. 
isconsin—W. E. Carpenter, Racine. 





The only insurance newspaper 


having a 
regular weekl » department fecpted to fre 
protection is 


HE WESTERN UNDER- 





the excellent work of Frank B. West of 


WRITER, 





6 


THE WESTERN UNDERWRITER. 






October 17, 1912. 





VIEWS OF HERMAN EKERN 
QUALIFICATIONS OF AGENTS 


Insurance Commissioner of Wisconsin 
Gives Results of His Observation 
from Department Standpoint 








(Prom a Staff Correspondent) 

Atlanta, Ga. Oct. 16—Insurance 
Commissioner H. L: Ekern of Wiscon- 
sin in his paper, “The Department and 
the Agent,” took a strong stand for 
agency qualifications, holding that un- 
less the agents render proper service 
and rise to the opportunity their call- 
ing is in peril. In view of the fact 
that a committee of the Wisconsin leg- 
islature is conducting an investigation 
of fire insurance under Mr. Ekern’s 
guidance, his address is significant. 
Commission Ekern said: 


The long activity of your great associa- 
tion proves its high aims. No man is 
wholly unselfish; nor is perhaps any 
group of men. Yet no group of men ever 
met in public successfully for any length 
of time to consider matters which only 
served their own selfish ends. 

The fact that you come here at a loss 
of time and money to discuss the prob- 
lems of your business indicates that you 
are sincerely laboring for its betterment. 
This is not altered by the fact that you 
will probably and justly consider the ef- 
fect of any proposal in a broad and per- 
manent way upon the compensation you 
receive. 

Labor Worthy of the Hire 

The laborer is worthy of his hire. This 
also implies that the labor must be wor- 
thy of the hire. It is no longer a theo- 
retical idealism which insists that com- 
pensation shall be accepted only in re- 
turn for value in service. Today this is 
becoming recognized as a sound principle 
of every-day affairs. In other words, it 
is good business. 

he relation of the local agent to the 
department of insurance involves the 
question as to the kind and value of the 
service given by the agent to his com- 
pany, to the insured and to the public. 

As industrial and economic problems in- 
crease, there is a growing demand that 
the government shall extend greater pro- 
tection to the individual and aid him in 
securing the greatest efficiency and econ- 
omy in the public agencies upon which 
he depends. Fire insurance, as a basis of 
the credit and commercial life of the 
nation, is one of the greatest of these 
public agencies. The department of in- 
surance must meet this demand and to 
best accomplish this purpose it must 
have the active cooperation of the local 
agent. 

Both Sides Depend on Agent 

As local agents, you are the most im- 
portant factors in the transaction of the 
business of fire insurance. You do the 
greater part of the work. You get the 
greater part of the money paid out in 
expense. You alone are all the time in 
touch with the risk and with the insured. 
It is upon your judgment, integrity and 
eaeeney that the company must depend 
in the largest degree as to most of its 
business. 

An insurance policy is a contract. To 
draw that contract for the protection of 
the insured against the calamity which 
may involve his whole fortune, it is on 
sa that the insured confidently relies. 

our work is that of a professional man 
acting in an advisory capacity dealing in 
an advantageous position with a cus- 
tomer who relies upon your work, 

Little Cooperation So Par 

It is unnecessary to suggest that the 
insured is entitled to have that work 
properly performed and that the quali- 
fications of the men who do this work 
are of vital concern to the public. Yet 
the relations of the department and the 
agents are, with few exceptions, confined 
to the granting of an annual licetse is- 
sued as a matter of course, without in- 
quiry, at the request of the company. 

here has been and is yet little or no 
cooperation between the agents and the 
department. 

ecently a start has been made. The 
laws prohibiting rebating by life insur- 
ance agents have in some states been ex- 
tended to agents of fire insurance com- 

es. A beginning has been made in 
ooking into the qualifications of those 
who are to act as agents. Massachusetts 
requires a written statement from the 
company and the proposed agent. New 
York has also begun, and it is there pro- 
posed to extend the requirements now 
made of brokers for the insured to the 
regular agents of the fire insurance com- 
panies. Some advance has been made in 
a few other states, but the whole at pres- 
ent is but a beginning. In this I am not 
unmindful that the local agent is the 
representative of his company, the prin- 
cipal, but the fact is that laws and de- 
partmental supervision affecting compa- 
nies have so far only remotely touched 
the local agent. Neither is there any- 





thing inconsistent in the recognition of 
the professional relationship of the agent 
to the public, provided the business of in- 
surance be recogn as the public 
agency which it really constitutes. 


Peeling That Interests Are Hostile 


This will, in my judgment, in no sense 
interfere with the relations between com- 
panies and their agents, but tend to a 
greater cooperation with companies as 
well as with departments. Already there 
has been growing and there exists a feel- 
ing in many quarters that the interests of 
companies and of the local agents are 
hostile, and that compensation and con- 
cessions justly due the agents can only 
be secured from the companies through a 
contest. Nothing could be more falla- 
cious, nor can anything be more detri- 
mental to the business in the long run 
than to have it conducted on any such 
theory. In the transaction of the busi- 
ness of fire insurance the company is the 
responsible principal and the local agent 
derives his power and authority from 
that principal. Their interests are com- 
mon. The agent and the principal can- 
not engage in a struggle for supremacy 
without affecting detrimentally the inter- 
ests of both, as well as the service ren- 


dered. 
Greatest Benefit to Both 

The questions of commissions in ex- 
cepted cities, and of high commissions 
generally, the collection of premiums, the 
settlement of monthly balances, the estab- 
lishment of underwriters and multiple 
agencies, and the appointment of unwor- 
thy and unfit agents, are only examples 
of cases where, instead of possible con- 
flict, the cooperation between the com- 
panies and their agents would be of the 
greatest benefit to both. 

The public is learning to ask, not so 
much what it pays, but what it gets for 
the payment. It is beginning to discrim- 
inate between different methods and agen- 
cies. It will have the service and it will 
ultimately adopt those methods and agen- 
cies which it believes will give the serv- 
ice most efficiently and economically. 

Pay Service What It Is Worth 

In the long run the service will be com- 
pensated what it is worth and no more. 
Any attempt on the part of agents to 
set themselves up at the toll gate to 
exact commissions which have not been 
earned is sure to meet with public con- 
demnation and failure. On the other 
hand, any attempt on the part of com- 
panies, by opposition to the requirement 
of qualifications for agents, or by sub- 
terfuges, such as underwriters’ policies 
and the multiplication of agencies, to 
withhold from agents what is justly their 
due, will as surely fail. 

The problem in fire insurance is to pro- 
vide certain indemnity distributing the 
losses without discrimination and with 
the least addition for expenses and profit 
consistent with the best service, through 
a method which shall directly tend to the 
reduction of the fire loss. 


View of Present Status 


This problem can not be met in a day. 
The battle for sound insurance is almost 
won. This first principle has long been 
insisted upon by insurance departments, 
and legislatures are now generally fol- 
lowing their warnings and advice. We 
are still in the process of educating peo- 
ple to the need of reasonable insurance 
protection against fire. We are just en- 
tering upon the stage of educating peo- 
ple to the advantages resulting from pre- 
venting fire. Perhaps we have arrived 
at the stage where we shall insist upon 
rates without discrimination and a fair 
relationship between the expenses and 
profits to the value of the insurance in- 
demnity. 

Immediate Problem Is Rating 


The business of insurance as at present 
conducted faces several serious problems. 
The immediate problem is that of rate 
making. It is not possible that the rates 
to be charged for fire insurance should 
be made independently by the separate 
companies, yet anticompact laws, aiming 
to provide competition for the purpose of 
securing the lowest possible rates, pro- 
hibit all such cooperation. This results 
in so-called independent inspection or rat- 
ing bureaus, the effect of which is to 
establish a more or less uniform rate for 
all subscribing companies. This attempt 
is strengthened and often absolutely uni- 
form rates are obtained through the co- 
operation of local boards of underwriters 
enforcing their regulations upon the 
agents and through them upon the com- 
panies. Where this condition obtains 
there is, of course, no competition in 
rates, and the only competition between 
agents sometimes degenerates into a 
scramble to take the business away from 
each other, with a desperate struggle to 
hold the business against such assaults. 


Mo Service to Insured 


So far as service to the insured and 
to the public is concerned, the time so 
spent on both sides is wasted. The in- 
sured may readily fail to see why he 
should pay for this effort and expense; 
nor can it occasion surprise that the 
property owner at times turns to seek 
lower rates or better service through the 
outside mutuals, interinsurers, Lloyds or 
stock companies which have no standing 
in the local boards. 

So far as such companies are unadmit- 





Herman L. EKERN. 
Insurance Commissioner of Wisconsin. 








ted and escape the tax burdens borne by 
admitted companies, their competition is 
most unfair, but the activity of the de- 
partments in securing additional legisla- 
tion and in the enforcement of that leg- 
islation has resulted in the wiping out of 
this premium upon underground insur- 
ance, and with proper cooperation by the 
local agents it will be possible in any 
state to force the admission of every 
agency for effecting insurance upon terms 
placing all companies on an equal foot- 
ing. 

Guaranty Against Excessive Rates 

This, however, is but a small part of 
the problem, and the growth and exist- 
ence of these companies only illustrate 
the fact that the public is always ready 
to support agencies which promise a re- 
duction in the expenses of insurance. 

Economic conditions demand coopera- 
tion in insurance. The rating of a single 
risk can as well be performed at one 
time by one agency for all the companies 
as separately for each of two or three 
hundred companies. Such _ cooperation 
necessarily interferes with free competi- 
tion and the problem is, what guaranty 
can the public have against excessive 
rates if companies, for the reduction of 
expenses and the doing away with dis- 
crimination, are permitted to cooperate 
in rate making. 

Different Plans of Rating 

There is a widespread agitation among 
the insuring public on the question of 
rates. Different systems of rate making 
by states have been attempted in Kansas, 
Texas, Missouri, Louisiana and Kentucky. 
The Louisiana law has been repealed and 
only time will tell whether the results 
in other states will prove satisfactory. 
Several plans have been tried or sug- 
gested and are more or less before the 
public. 

1. The-anticompact laws, prohibiting all 
cooperation and requiring rates to be 
fixed independently, intended to provide 
for absolutely free competition, have not 
been overly satisfactory either to the 
companies, their agents, or to the public. 

2. A compulsory cooperation between 
companies in one or more bureaus for 
making rates which are to be maintained 
without discrimination is the opposite of 
the former. Coupled with the right of 
supervision and review on the part of 
the state, it conforms more nearly to the 
modern theory that government should 
provide equal opportunities and promote 
efficiency and economy. 

State Rating and State Insurance 

3. The fixing of all rates by a state 
board or commission has the same ob- 
jects in view as the plan just mentioned. 

4. Based on the experience of foreign 
countries, a state fire insurance monopoly 
has been suggested, either under a plan 
whereby the insurance would be voluntary 
as now and conducted largely in the same 
manner, or whereby the insurance would 
be compulsory and collected with the 
taxes, with the state reinsuring all, a 
part, or none of the business with estab- 
lished companies. 

Other plans undoubtedly will be sug- 
gested from time to time. That plan 
and agency through which the best serv- 
ice can be rendered undoubtedly will re- 
ceive public support and win out in the 
long run. The situation, therefore, is a 
standing challenge to every person con- 
nected in any way with the business of 
fire insurance to exert his utmost to the 
making of the service as efficient and 
economical as it can be under any other 


plan. 
Make Service Indispensable 
If you consider how attractive might 
appear to the public a proposal whereby 


the present expenses in fire insurance, 
ranging near 40 percent of the total pre- 





miums and near 80 percent of the losses, 
and tending all the time to increase, 
might be largely eliminated by the con- 
solidation of this work with that of the 
assessor and the tax collector under a 
compulsory state monopoly, it will be 
recognized that cooperation between com- 
panies, and between companies and their 
agents, to make the service such as to 
render the present system indispensable, 
will not be misplaced. 

In the earning of the commissions, 
there is, however, another activity which 
local agents especially have hardly en- 
tered upon. The matter of fire prevention 
is yet looked upon as an altruistic public 
service. The benefit to the company is 
apparent, but it is often not apparent to 
local agents how intimately their inter- 
ests are bound up with the company, or 
how this service is included in their pres- 
ent compensation. 


Fire Losses Have Been Maintained 


The familiar comparison of fire losses 
in this country and in the countries. of 
Europe has been before us for years, and 
an active campaign for fire prevention 
has been waged. Yet, excepting decreases 
largely due to the introduction of sprink- 
ler equipment, our fire losses have been 
maintained and have even increased. 

The insured has ordinarily gotten his 
indemnity after the fire, but he has had 
very little aid or suggestion looking to 
preventing it. His indemnity has been 
the public loss, and even he has had no 
protection against the incidental loss to 
his business, to which the public has 
added the toll in suffering and in life. 

No matter how desirable the end, it is 
doubtful how much real progress can be 
made until the real cooperation of the 
property owner can be secured. There is 
one way in which this can -be done. Im- 
mediate progress toward fire prevention 
must be made through inspections and the 
remedying of temporary conditions and 
minor defects and the installation of fire 
preventive devices and equipments. Im- 
provement in construction will help, but 
that progress will necessarily be slow. 

Make Assured Recognize His Interest 

The owner can be interested if there 
can be included in the policy, expressly 
or by implication, from a statute brought 
to his attention, a definite agreement on 
the part of the company to make period- 
ical inspections of property with recom- 
mendations to the insured, and possibly to 
furnish a duplicate of the reports and 
recommendations from such inspections to 
the rate-making agencies. Such a pro- 
vision would entirely change the present 
attitude of the great mass of owners. 
Today the feeling is that the insurance 
company has assumed the risk and that 
any inspection er suggestion looking to 
lessening the risk is an attempt to avoid 
its burden and an impertinent interfer- 
ence by the company with the private 
business of the insured. Rarely as yet 
does he recognize his common interest 
with the company to the extent that the 
feeling of resentment against inspection 
is wholly overcome Let it once be under- 
stood that the inspection is something 
for which he pays in his premiums, and 
any failure or neglect of the company in 
this respect will be objected to and the 
inspection insisted upon as surely and 
promptly as under present conditions it 
meets with resentment. 

Will Lead to Corrections 


The recommendations which have been 
so paid for will, in the eyes of the in- 
sured, immediately become valuable and 
lead to corrections and improvements in- 
stead of the cancellations which some- 
times follow present suggestions for im- 
provements. 

Of course, the intending incendiary—the 
moral hazard—will not welcome inspec- 
tions, but this fact does not detract from 
the benefits which would be derived from 
inspections even against these risks. 

In such extension of the activity of 
companies, the local agent necessarily 
must bear a leading part. His qualifica- 
tions and his compensation would have 
to be adjusted accordingly, and there 
would be an added common interest be- 
tween the companies and the agents. 

Qualifications Required of Agents 

The qualifications required of agents 
would involve not alone a known integ- 
rity and knowledge of the contract and 
its application to the risk, with some 
knowledge of rating and values, but also 
a knowledge of hazards and of fire pre- 
vention methods. A statement such as 
that required by Massachusetts from the 
agent would necessarily be required_un- 
der any inquiry into qualifications. How- 
ever, no inquiry which is merely limited 
to such statement can possibly prove sat- 
isfactory for any length of time. An ex- 
amination of the applicant can nearly al- 
ways be provided for without great trou- 
ble or expense. A considerable number 
of states already have competent and ad- 
equate civil service boards charged with 
the duty of inquiring into the merit and 
fitness of candidates for public positions. 

Use Civil Service Boards 

The machinery of such boards for con- 
ducting examinations at or near the 
homes of the candidates could ordinarily 
be made use of at little or no expense. 
The determination of the extent of the 
examination and the preparation of the 
questions and the passing upon the fre- 
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Representation of the Hartford is an 
Agency Asset of Unsurpassed Value 
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sults could be left to somebody satisfac- 
tory to the agents, which would fairly 
protect the interests alike of the agents, 
the companies and the insuring public. 

The general recognition of the public 
nature of the business of insurance makes 
the recognition of the professional stand- 
ing of the agent especially important. 
With this accomplished, the splendid body 
of men engaged in the local agency busi- 
ness will have an additional incentive for 
cooperation and an added standing in 
their efforts to bring about conditions un- 
der which the local agency system can 
demonstrate its ability to give to the in- 
suring public the best service. 


CONSIDER VARIOUS METHODS 
Committee on Credit Rules Finds Dif- 


ferent Plans in Use—Troy System 
Favored 











Atlanta, Oct. 15—The committee on 
credit rules, of which Robert S. Paviour 
of Rochester, N. Y., was chairman, in 
its report submitted today said that 
several different plans are in use in 
various places. It recommended that 
a committee be appointed to work out 
a system based on that in successful 
use at Troy, N. Y. The report of the 
committee was as follows: 


At the regular mid-year conference of 
our association, held in New York City 
Jan. 23-24, 1912, among the subjects dis- 
cussed was that of the collection of 
premiums. This matter seemed to be of 
such vital interest to those present that 
the undersigned were appointed a com- 
mittee to investigate the question and re- 
port to this convention. 

At the request of your committee, Sec- 
retary Putnam circularized a large num- 
ber of local boards and individual agents 
throughout the country, asking for in- 
formation as to the practices and rules in 
regard to collection of premiums in their 
localities. Seventy-seven replies have been 
received from thirty different states, of 
which sixty-six report that they have no 
rules and that credit is allowed from one 
to ten months and in some instances is 
unlimited. Some agents report cases in 
which extended credit is offered as an in- 
ducement to secure business. The gen- 
eral opinion is that the evil is great and 
on the increase. 

Eleven replied that they have rules of 
various kinds regulating the collection of 
premiums. Of these, four report in opera- 
tion the old Troy plan which is the most 
comprehensive and effective. Briefly it is 
as follows: 

Notices are stamped on all policies stat- 
ing that the insurance is canceled on the 
twentieth day of the month following 
date of issue of policy unless the premium 
is paid on or before that time. The file 
of policies and all bills are stamped call- 
ing attention to such notice. On the 14th 
instant notices are sent referring to the 
notice stamped on policy and formally 
notifying the assured of the cancellation 
of the policy on the 20th instant. Within 
two days following the 20th, the agents 
are required to send to the secretary of 
the board lists of all parties whose pol- 
icies have been voided for nonpayment of 
premium. These are compiled into one 
list, copies of which are to be sent to all 
agents, none being allowed to write in- 
surance on the risks in question until 
uncollected premium is paid. 

In one place the Troy plan is modified 
to the extent that an agent is permitted 
to write insurance for a party whose 
policy has been voided for nonpayment of 
premium provided the premium is paid on 
the delivery of the new policy. This 
probably avoids a possible legal objection 
to the plan of prohibiting an agent from 
writing a policy unless the previous agent 
had been paid. The other seven places 
report various methods of treatment of 
the question, not many of which are very 
thorough. 

Your committee reports that it con- 
siders the credit evil in the insurance 
business a great and alarming one and 
recommends that the association adopt 
some prompt payment plan for use by the 
members of the association and to that 
end suggests that this matter be referred 
to a committee for the purpose of pre- 
paring such a plan based on the Troy 
scheme with such modifications as are 
advisable. 

If the association deems it unwise to 
delay for a whole year the adoption of a 
plan, the executive committee should be 
given power to act upon the report of the 
committee whenever completed. 
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EXECUTIVE REPORT MADE 


LONG LIST OF SUBJECTS UP 


Committee Deals with Large Numbers 
of Matters—Necessary to Use 
Bulletin Earnings 





(Prom a Staff Correspondent) 

Atlanta, Oct. 15—The executive com- 
mittee’s report, submitted today by 
Chairman Rutherford Lipscomb of At- 
lanta showed that a large number of 
subjects had come up for considera- 
tion during the year. Each was briefly 
reported on. The financial report 
showed that the income of the associa- 
tion from dues was insufficient to meet 
the expenses, and the surplus earned by 
the Bulletin was drawn on. 

The report of the committee was as 
follows: 


Your committee organized with the ap- 
pointment of the following members to 
serve with the chairman: Louis L. Rauh, 
Cincinnati, Ohio; H. W. Binder, Council 
Bluffs, Iowa; A. C. E. Stimson, Greenfield, 
Mass.; C. J. Kehoe, Jr., St. Louis, Mo.; 
James P. Thompson, Minneapolis, Minn.; 
S. D. Langley, Madisonville, Ky.; Robert 
8S. Pavoir, Rochester, N. Y. 


President Southgate’s Trips 


The first matter which came before the 
committee was the request of the New 
England conference, representing the va- 
rious state associations in New England, 
that President Southgate be sent by the 
National association to address the va- 
rious New England associations at con- 
secutively appointed meetings. Believ- 
ing that this trip would be of inestimable 
value to the National association we were 
pleased to authorize the necessary appro- 
priations for the purpose. The trip oc- 
curred in October, and proved in every 
way a splendid success, instilling new en- 
thusiasm into the New England associa- 
tions and a stronger and wider faith in 
the association. 

So successful was this trip that ar- 
rangements were made for a similar tour 
through the middle western states, un- 
der the charge of Secretary Moisant of 
the Illinois association. Unfortunately, 
after arrangements had been completed, 
it became necessary to give up this trip, 
owing to the illness of President South- 
gate who was in the hospital for a seri- 
ous operation. At the mid-year confer- 
ence arrangements were made for Presi- 
dent Southgate to visit the New York and 
Pennsylvania associations in June, and 
his recovery in the meantime made it 
possible to fill these engagements, to 
the great advantage of the association. 

Recovering Lost Lines 

The subject of lost lines was _ referred 
to your committee by the Buffalo con- 
vention. We have given publicity in the 
Bulletin to such information as we have 
been able to secure in regard to lines 
disappearing from local channels, and are 
pleased to state that in a number of in- 
stances this has resulted in our mem- 
bers securing insurance on the property 
in question. We can but recommend at 
this time that our members avail them- 
selves of the opportunity to report 
promptly to the association any informa- 
tion bearing upon this general subject. 


Mid-Year Conference 


The mid-year conference, as you know, 
is comprised of the officials and members 
of the committees of the National asso- 
ciation, together with the officials of the 
state associations, the object being to 
hold a session between the annual meet- 
ings at which important business matters 
can be considered and acted upon. A can- 
vass of the members indicated New York 
at the choice for the meeting, which was 
held in that city Jan. 23-24. It will inter- 
est you to know that this is the eighth 
conference of the kind since the first 
mid-year meeting in Pittsburg in 1905. 
Many important matters were considered 
at the conference, and action taken which 
was reported in the Bulletin at the time. 


Subjects Considered 


As an indication of the work of the 
conference, we cite the following sub- 
jects considered: 


1. President’s report. 

2. Committee reports—Executive, legis- 
lative, jevance, organization, publica- 
tion, uniform blanks, western conference. 

8. Underwriters’ agencies, canvassing 
companies. 

4. Sosperating list. 

5. Mail order insurance. 

6. Agency qualification laws. 

7. Taxation of unauthorized companies. 
- 8. Overhead writing, trust and traction 

nes. 
. Agents’ expirations. 

10. Uniform blanks. 

11. Lost lines. 

12. International insurance congress. 
13. Gummed labels. 

14. Association finances. 

15. State associations. 
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16. Bulletin—Advertising, life and cas- 
ualty department, complimentary copies. 
17. Miscellaneous business. 


Gummed Labels 


This subject was brought to the atten- 
tion of your committee and a majority of 
the members seemed to favor the idea, al- 
though there was some objection to their 
use. The subject was referred to the 
mid-year conference, and the secretary of 
the association was instructed to print 
and distribute some of the gummed labels 
with a view to ascertaining if there was 
sufficient demand to justify any extensive 
effort in this direction. The secretary 
advises us that he has done this, and 
while there seems to be more or less in- 
terest in the subject it does not seem 
sufficient to warrant any special atten- 
tion on the part of the association. The 
matter has been fairly well advertised 
and if any future demand should grow 
out of this we recommend that the asso- 
ciation take such action as may be neces- 
sary to supply the same. 

Pacific Coast Practices 

The subject of overhead writing and 
agents’ expirations on the Pacific coast 
came before the executive committee and 
was considered at the mid-year confer- 
ence and referred back to the state asso- 
ciations having jurisdiction. 

Cooperating Companies 

Among the duties which fall to the ex- 
ecutive committee is that of passing upon 
applications for admission to the coop- 
erating list. Companies subscribing to 
the principles of the association as set 
forth in the platform are accepted for 
admission to the list. The list, now com- 
prising 191 names, can be secured from 
the secretary. 

International Insurance Congress 

We received a cordial invitation to send 
a delegate to the International Insurance 
Congress in London in June, 1912. Clar- 
ence S. Pellet of Chicago was appointed, 
attended the congress, and made an inter- 
esting report, which was published in our 
Bulletin. Mr. Pellet recommends that we 
continue our affiliation with the congress 
and we are pleased to endorse his recom- 
mendation. The congress has as one of 
its chief objects improvement of the stan- 
dards of insurance representation. 

Bulletin Advertising : 

In the spring of 1912 the commmittee 
authorized the treasurer to call the at- 
tention of the various association officials 
to the need of increasing Bulletin adver- 
tising among local agents. Several mem- 
bers of the administration immediately 
took hold and did yeoman’s service, and 
we are pleased to commend their work. 
Outside of this the results were disap- 
pointing, due, no doubt, to the fact that 
our fellow officials did not fully appre- 
ciate the importance of the subject. 


National Fire Protection Association 


We received a communication from this 
organization, of which we are active 
members, outlining a proposal to increase 
the dues from $15 to $25 per annum. Our 
committee voted to approve this proposed 
increase, which we learned was adopted 
at the June convention of the fire pro- 
tection association. We also appointed 
delegates from this association to attend 
the fire protection convention at Chicago. 

Financial Affairs 

The committee appointed the following 
finance committee to serve for the year: 
William Gilmour, Boston, chairman; F. S. 
Hamlin, Haverhill, Mass.; Walker Taylor, 
Wilmington, N. C. 

Each month the executive committee 
has received the monthly reports made 





to the finance committee by the auditor, 


and we have also received from the 
finance committee the auditor’s report 
covering the balance sheet, assets and 
liabilities, receipts and expenditures for 
the fiscal year ending Aug. 31, 1912. Any 
of the delegates present desiring copies 
of the report can procure the same from 
the treasurer. 


Receipts and Expenditures 
For your information we quote from 
that portion of the report giving the re- 
reipts and expenditures as follows: 
ASSOCIATION ACCOUNT 
Net receipts from mem- 


bership fees .......... $3.553.43 
Interest and miscellan- 

cn Me ee Te 38.30 

$3,591.73 
Expenses 
Secretary’s salary....... $2,000.00 
Salary of assistants.... 1,646.87 
MEE. ori inde & & Oban < 700.13 
General expenses: Rent 

telephone, light, insur- 

ance, postage, printing, 

stationery and other 

office expenses........ 1,048.59 

< ———— $5,395.59 
. esanndwek od eaumad wen $1,803.86 
BULLETIN ACCOUNT 
Net receipts from adver- 

ORR re $7,629.35 
Net receipts from sub- 

EN 4.00 Gib sees « 4,378.05 

$12,007.40 
Expenses 
Paper, printing, mailing, 

SD 55d. o'y does ob 0% $2,969.75 
Manager’s salary ....... 4,000.00 
Salaries of assistants... 2,126.08 
Oo. Pree 283.08 
General expenses: rent, 

telephone, light, insur- 

ance, postage, printing, 

stationery and other 

Office expenses........ 885.92 

———10, 264.83 
PN 25406 ¢e0sc ben ntntacd $1,742.57 


We are pleased at all times to have our 
members take an interest in the financial 
affairs of the association, as we think 
our needs in this respect are deserving of 
attention in the future growth and up- 
building of the association. 

Traction Lines and Overhead Writing 


This subject came before the mid-year 
conference in the shape of a special re- 
port from the Massachusetts association 
and was referred to your executive com- 
mittee. The report is on file and we rec- 
ommend that the same be referred to the 
committee on resolutions of this conven- 
tion to be considered with the general 
subject of overhead writing. 

Underwriters’ Agencies 


Acting under the instructions of the 
Buffalo convention the executive commit- 
tee made a canvass of companies on the 
cooperation list in preparation for the 
issuance of a list of those not operating 
underwriters’ agencies. Before making 
the canvass the executive committee asked 
the joint conference committee to con- 
sider a conference with the companies on 
the subject, which will be treated in the 
report of that committee. The results of 
this canvass were reported at the mid- 
year conference and the committee was 
instructed to publish the list in the Amer- 
ican Agency Bulletin, which has been 
done. We recommend the continued pub- 
lication of the list. 


JUST ONE WIDE STREET 


Atlanta boasts of just one wide street 
in the business district. That one is 
Marietta street. Fred W. Cole, presi- 
dent of the Atlanta Insurance Ex- 
change, who is full of stories of the 
city, tells how Marietta street came 
to be wide. Some time back before 
the war a building that cornered 
on the street was the postoffice. Four 
or five blocks up the street lived Reu- 
ben Cone, who owned all the land 
on one side down to the postoffice. 
This land was covered with woods. 
The postoffice was the loafing place 
in those days and beside it was a feed 
rack where the farmers hitched their 
horses. Mr. Cone, desiring to see who 
was in town without the trouble; of 
walking down to the postoffice, cleared 
a strip alongside of the street to give 
a clear view from his house. When 
the road got muddy people drove over 
in this cleared strip and in course of 
time the public got an easement on it 
and it became part of the street. 
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Never Missed a Cog 


Through all the big conflagrations of 
the country that have tried the souls of 
the insurance companies, the FIRE- 
MAN’S FUND of SAN FRANCISCO 
has emerged unscathed, establishing a 
record that challenges admiration. 


It is built of the stuff that stays. 
The largest Company in the west. 


Assets - - $8,649,592 





Net Surplus 2,581,461 
Capital- - 1,500,000 


CENTRAL DEPARTMENT 


CHICAGO 
NEW YORK LIFE BLDG. 


MARSHALL & McELHONE 
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CENTRAL DEPARTMENT 
MARSHALL & McELHONE, Managers................ Chicago, —_ 
. Geo. Stauffer, Special Agent Pisa ie Codisevasens tiedsatelvered Illinois 
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HITS AT BANK AGENCIES 
NEALE CALLS THEM GRAFTERS 


Cleveland Man Denounces Financial 
Concerns That Engage in the In- 
surance Business 


Atlanta, Ga. Oct. 16—(Special)— 
A. W. Neale of Cleveland read a pa- 
per on “The Bank Agency Graft.” He 
denounced in strong terms the practice 
of banks engaging in the insurance 
business and laid the evil to “preferred” 
commissions. His address was as fol- 
lows: 


Graft, graft, graft! “Everybody’s doin’ 
it.” Why not the banks? Why should we 
common people not pay tribute to big 
business? It is claimed that no large 
enterprise can be launched today without 
the consent of the money trust. It has 
been rumored that one of our great fire 
insurance companies, which was hard hit 
in the San Francisco fire, was permitted 
to continue by grace of these gentlemen. 
We pay our savings into the big life in- 
surance companies, and place our de- 
posits for safekeeping in the big banking 
institutions, and then these gentlemen 
have a nice way, through their boards of 
directors, of handling our money and 
dictating the terms upon which we can 
borrow it again. It is quite generally 
understood that in the handling of the 
coin there is a certain amount of the gold 
dust that sticks to the banking fingers. 
Some of the banks are attempting to play 
this same game with the insurance busi- 
ness. Why not? “Everybody's doin’ it.” 

Dictate Through Power of Money 

Wall street gets away with it. Would- 
be legislators have robbed the eens of 
their choices by the power of money. 
Detroit councilmen are reported to have 
robbed the contractors. New York police 
are charged with robbing the underworld, 
and it is frequently claimed that the 
Payne and Aldrich tariff is robbing every- 
body else, There is a deep seated sus- 
picion that we are all the time paying 
tribute to somebody that is not entitle 
to it, and we are getting very tired of it. 
‘We are forced to do business with differ- 
ent people and in a different way than 
what we prefer to do it. We know by our 
experience that this is true of the bank 
agency. They undertake to dictate to 
us by grace of the power conferred upon 
them through the accumulation of the 
community’s money. There is criminal 
grai't, and then there is the more polite 
and legal kind, but it is graft just the 


samo, 
May Appeal to Legislature 

The banking laws of my state do not 
ermit banks to go into the insurance 
usinesis, but big bankers are not above 
hiring big lawyers to tell them how to 
safely beat the law, the same as big 
business has always done. Much as we 
dislike to do so, the time has about ar- 
rived when, as no other power is avail- 
able, we may be obliged to resort to leg- 
islation that the big lawers can not beat 
that will effectually prevent our banke 
from further grafting on numerous side 


nes. 

Their business is the banking business. 
In addition to plain banking, our laws 
genetaily ve to the trust companies cer- 
ain functions enumerated in their char- 
ters, of which the peddling of insurance 
is not one. An important feature of the 
bank is loaning other people’s money. 
The loaner of other people’s money should 
not be permitted to ask or demand favors 
in the making of loays. Yet in asking 
or demanding insurance of his borrowers, 
that is just what he does. If a loan is 
a good one it should be made regardless 
of insurance, and if a poor one, it should 
not be made though accompanied by in- 
surance. At this juncture it might be 
well to state that it is not the purpose of 
the speaker here to discuss village and 
suburban conditions where a few men are 
called upon to practically transact the 
business of the community. 


Hold Club Over Borrower 

Defenders of the bank agency will claim 
that er do not permit themselves to 
be unduly influenced, but it is a fact 
that in actual practice thousands of cases 
could be cited where the borrower has 
been given to understand that he would 
stand in better with the bank by leaving 
his insurance there when he would have 
much preferred to deal with some insur- 
ance aq. 

The banks first started this graft by 
qomenting a division of commissions 
from regular agents, and later on became 
emboldened to appropriate the whole 
thing, and some of our distinguished com- 
panies, in order to cipate in the 
graft, are willing to help them out. This 
or any other form of bank graft is not 


—e and the credit of the state are 
very c 


positors should insist that the 4 
store methods of banks be iahtee oak 
~ could well Ca , x investigate 
lency. Oo we have taken 
step whic Inaicated the trend of public 
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opinion toward safeguarding the deposi- 
tors, viz.—the people have among other 
amendments to the state constitution re- 
turned to double liability of bank stock- 


holders. 
Banking Semi-Public 


The bank agency might claim that this 
dual capacity is a convenience to the 
public. So might the anthracite coal rail- 
roads and their coal company satellites 
of Pennsylvania, but the people have said 
through legislation that they want none 
of it, and the searchlight turned on to 
the whys and wherefores of the bank 
agency will, no doubt, lead the people to 
the same conclusions. 

Banking is a peculiar business. It is 
semi-public. The banker sustains a trus- 
tee relation to the community. It is 
against the interest of the whole com- 
munity that part of the community hav- 
ing no insurance to place should be dis- 
criminated against in favor of the part 
that has insurance. Insurance commis- 
sions and other side line commissions 
have their tendency. Some banks mignt 
claim to be above such consideration, but 
many of us have personal knowledge 
where millionaire banks have been obliged 
to change officers in deference to public 
opinion on account of side line graft. 
The banker should deal out even handed 
justice to the community. Instead of 
being a competitor of the business man 
of aed lines, he should supplement his 
needs. 

Quotes the Bible on Them 

It is a pity that the matter has gone 
so far in some localities that the banks 
are dictators of the situation, and the 
man who has the temerity to protest does 
so at his peril. There is no trust more 
far-reaching than a money trust, because 
most men are of necessity borrowers at 
times. In this connection I am _ con- 
strained to quote Revelation 13:15-17. 

“15. And he had power to give life 
unto the image of the beast that the 
image of the beast should both speak 
and cause that as many as would not 
worship the image of the beast should 
be killed. 

“16. And he causeth all, both small and 
great, rich and poor, free and bound, to 
receive a mark in their right hand, or in 
their foreheads. 

“17. And that no man might buy or 
sell save he that had the mark or the 
name of the beast or the number of 
his name,” 


Sums Up the Situation 

To sum up the situation: 

It is of first importance that our 
banks should be safe. 

Not only depositors, but the state are 
interested in this proposition. 

Better a smaller dividend to the bank 
stockholders with safety to the deposi- 
tors, than a larger dividend with graft. 

Our banks are chartered to do a banking 
business and not to run department stores. 

f banks can sell insurance, why not 
stocks and bonds? 

If it is legitimate for banks to handle 
stocks and bonds, why do bankers object 
to stock brokers calling themselves 
bankers? 

If an insurance sideshow is the gg 
thing, why are so many of the big 
bankers pleased to announce that they 
are not in the insurance business? 

The banker above all men should be 
above graft. . 

The state should insist that he must be. 

The banker loans other et money. 

= prime point with him should be 
safety. 

He must not be in the position of ask- 
ing.o demanding favors. 

is is just what he does when he asks 
or.demands insurance from borrowers. 





This, like most agency troubles, can 
di y traced to what is called pre- 
f ness consequent preferred 


POSTPONE THE EVIL DAY 
MUST REDUCE INSURANCE COST 





Lower Rates the Object of State Rat- 
ing—Allison Points Way to Defer 
Regulation 





Atlanta, Ga., Oct. 16—(Special)— 
In his paper on “Letting George Do 
It,” Young E. Allison of Louisville, 
editor of the Insurance Field, spoke 
of the tendency of men to sit around 
and let someone else do what needs to 
be done—and let him get the rewards 
for doing it. He saw very few 
“Georges” at work on the problems in 
the fire insurance business, but said 
that “George” appears on time when 
the time is ripe. He predicted the fed- 
eral supreme court will uphold the 
state rating laws on the ground that 
insurance is a public business and said 
such a holding would pave the way to 
a fight over the profits of the busi- 
ness. The way to postpone the time 
of rigorous public supervision, he said, 
is for the agents and companies to 
reach an understanding on the reduc- 
tion of insurance cost. 

No Change in Fashions 
Mr. Allison’s address was as follows: 


Everywhere we go these days we hear 
that eenzoesy ® doing it—doing it. 
But my personal observation leads me to 
the conclusion that nearly everybody is 
still busily engaged in “letting George 
do it.” Of course, if “George” is the “it 
that everybody is so unanimously doing 
the popular chorus is all right. It shows 
there has been no change in the fashions 
of human nature. 

Just before I came here I had a talk 
with a rich old Bluegrass planter, who 
had grown philosophical and lazy—as 
most men do when they grow philosophi- 
cal. He told me that Kentucky was wast- 
ing large sums of money sending theoreti- 
eal, college-trained, agricultrual pro- 
fessors over the state to teach farmers 
how to fertilize, plow, plant and select 
for intensive cultivation. 

“Why that doesn’t seem to me to be 
a waste of money,” I ventured to say. 

“Oh, yes, it is,” he answered. “There 
isn’t a single farmer who knows anything 
at all about farming, who doesn’t know 
all that as well as the professor does.” 

“If they know it,” I asked triumphantly, 
“why don’t they do it?” 


Go Hear the Professor 


“That’s the bed rock of it,” he an- 
swered, “why don’t they do it? But they 
don’t do it. The average farmer is like 
the average man in every other business; 
he won’t do any more than he wants to, 
and he don’t want to do any more tHan 
he has to. Farmers around me who know 
all about intensive cultivation of the 
soil, will jump at the chance to quit work, 
for a day, even at the old-fashioned way 
of cultivating it, to go to town and hear 
the college professor talk about the new 
way. He will pick faults with what the 
professor says about practical things and 
allow he’s right when he is right. Then, 
he will go home and talk with the neigh- 
bors about it—about what of them 
know—but he won’t do it. Wherever in- 
tensive cultivation is generally practiced 
it is because the climate or the farm 
values make it necessary for the farmer 
to do it to live, or it is practiced by the 
exceptional farmers everywhere who are 
ambitious and energetic and want to make 
the most of life, just as it happens in 
other business.” 

George on the Farm 

So, you see, even the farmers of the 
soil “let George do it,” and that accounts 
for the high price of potatoes and bacon. 

e, in a country that can support four 
hundred millions, are finding it pretty 
expensive to get something to eat. Look 
at the insurance business—another sort of 
farming—farming out the reapeastnty 
for individual losses upon every = ° 
is doing the work of establishing the sole 
agency principle? Is it the companies, 








commissions. If there were no preferred 
business there would be no preferred com- 
missions, and if there were no preferred 
commissions there would be no bank 
agencies. The plain unvarnished truth is 
that tre banks have established these 
agencies for the rake off and not for the 
convenience of the public, and that our 
companies have gone into them for the 
preferred business they have to offer. 
The scheme is an enemy of the Ameri- 
can agency system and an ally of the 
money power. Cities that are not thus 
afflicted should by no means ever let it 
get a foothold and those that are less 
fortunate should have the full backing 
of oe Penal association in their fight 


ns 
This convention should go on record in 
no uncertain sound mst the bank 





agency. 





who can do it easiest? Is it the annexes, 
who can do it next easiest Is it the 
local board organizations, who are next 
in line? Or is “George” going it alone, 
wherever he happens to be? 


Commission Evil 01d 


Who is settling the question of commis- 
sions, so that it will cease to keep the 
business embroiled with state legisla- 
tures? About the only party who is doin 
any work in that direction is “George. 
And sometimes even he seems to be 
soldiering on the job. To my personal 
knowledge excess commissions have been 
a crying abuse for twenty-five years—and 
they were pretty lusty criers when I first 
heard them, then. There has been some 
improvement here and some unimprove- 
ment there. First I heard of it the com- 
on were throwing in the whole dwell- 
ng house premium as commissions in 
New York City, to get the mercantile 
and manufacturing hazards, and the 
agents rebated the whole commission to 
the insured to control the other two lines. 

Highest Percentage in History 

Then it began on a small scale—but big 
enough—out west, and it has been grow- 
ing there ever since. Even now, when the 
cost of the business is made the excuse 
for harrying fire insurance through leg- 
islatures everywhere, commissions have 
gone up, and 1912 will show the highest 
percentage cost of conducting business 
that its history has ever yet revealed. 
But “George” has done good work here 
and there. 

Who in particular is doing anything to 
bring about reforms that you know, and 
the companies know, are needed to shake 
off abuses that have been known and 
named in the business for years? Honest 
ly now, isn’t “George” about the only one 
that isn’t on a vacation? 

Who George Is 

I call attention to these things not in 
the spirit of a restless reformer. I am 
no Bull Mooser, who thinks everybody 
can cure things where the elect have 
failed. The fact is I am pretty much at 
one with the Kentucky farmer, being a 
philosopher myself. Ever since the sun 
first rose over the Garden of Eden it has 
been the common habit to “let George do 
it.” And in my opinion “George” does 
it better than everybody could, because 
he does it naturally when he has to— 
when he can—when the clock has struck 
the proper time. In other words, “George” 
is the name of the exceptional man and 
men in every country, in every state, in 
every community, in every organization, 
and in every committee, who by excess 
ability and surplus perception and ener 
must. bv force of natural selection, = 
the great perceptive, creative, and regu- 
lative work of the world in every avenue 
of its activities. 

George in the Insurance Business 

What is this National association of 
yours—what has it been for seventeen 
years? By George! if it hasn’t been the 
“George” who has been doing everything 
that had to be done for nearly everybody 
in fire insurance—then I’ve lost my bear- 
ings and gone astray on history. But the 
most of your time and energy have been 
consumed trying to keep people from do- 
ing things they ought not to do. There’s 
the rub—that’s the waste of real effort. 

It is the old rule of nature that he who 
has the larger vision, the superior capac- 
ity, the O Nagggad force of will and the most 
adaptability, will do the work of his en- 
vironment, or dictate its doing. Others 
are mere census units, social impediments, 
human freight trains, having not only to 
be pulled but pushed into movement. 
Everything waits for the leader, but the 
leader, if he is wise, waits only for the 
time; never for the purpose. The pur- 
pose is always here, but the time for its 
accomplishment has to roll around. In 
the meanwhile the waiting leader plans 
his work and equips himself to do it 
when the time and opening present. 

It’s George B. Byon Now 

Now, don’t mistake my drift. I am 
not a fatalist or a laissez faire man. I 
don’t believe in letting things alone as 
we find them, on the theory that some- 
body will come along at the right time 
and fix them as they ought to be fixed. 
I think I’ve got the right, standing here 
before this great body of “Georges,” to 
claim that I’m a “George” myself in a 
small “=: And it is a mighty good thing 
for us “Georges” that there are so many 
people who are perfectly willing to go on 
“letting George do it.” Because “George” 
is the fellow who gets the grapes under 
all the conditions that the other fellows 
are perfectly willing to let alone. And, 
more than that, he gets ’em also when 
he changes the conditions. 

At this time it seems appropriate to 
congratulate you on having the promise 
of a new —er- The companies have 
organized their educational and publicity 
bureau and consolidated it with a laws 
and legislative committee. It is under 
the direction of a successful local agent, 
a fine lawyer and a wise philosopher—all 
three in one—in the person of Oscar B. 
Ryon of Streator, Ill. It looks like the 
companies have found that “letting 
George do it” is much better than having 
everybody dodging it and nobody doing 
it. And for that purpose Ryon might as 


well have been christened “George,” he 
is so well prepared to play the part. 
Doesn’t Injure the Leaders 
Nobody can predict whether or not this 
new department of Pa on behalf of 
t in bringing 


the companies will resu 
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about closer relations between companies 
and agents, but it is to be hoped it will. 
Certainly there is no arm of popular edu- 
cation and publicity in insurance matters 
in every community half as potent as the 
local agents. They reach everybody who 
ought to know about insurance and nat- 
urally carry more authority in their com- 
munities on the subject than anybody else 
can, Yet, you know that there are many 
local agents nearly as badly in need of 
insurance education as the policyholder. 
And whenever agents, by ignorance or 
selfishness, are divided, the public nat- 
aren? becomes the umpire through the 
legislatures and the more restrictive 
laws that are passed the harder it is for 
the average agent and the ay mp! to do 
business. It does not injure the leaders 
of the local agency business, nor the 
leading companies, because the more diffi- 
cult it becomes to do business the more 
demand there is for men of brains, ex- 
perience, power and energy, who alone 
are qualified to overcome the obstacles. 


Must Create a Trust 


Let us say, for instance, that the move- 
ment to edopt state rating laws grows and 
expands. The sole instinctive purpose be- 
hind that idea seems to be to reduce 
rates and make insurance cheaper. In 
mot a single state where it has been 
adopted have any collateral laws been 
pases with the view of reducing or lim- 
ting losses, which are the sole basis of 
rates. Now, as long as the movement 
proceeds in that one direction—toward 
reducing rates and the expense—the in- 
evitable result must be to drive the small 
companies and small agents out of busi- 
ness and create a powerful trust of strong 
companies and strong agents who know 
how to select risks from the standpoint 
of profit alone and not from the stand- 
point of community protection. The 
‘Georges” of the business will continue 
to get their reward under the new con- 
ditions just as they have got it under 
the old and the people who sit idly around 
and “let George do it” will get the worst 
of it as they always do. 


Sees State Rating Upheld 


For one, I look to see state rating up- 
held by the highest court of the land. 
The growing political appetite for pater- 
nalism is apparently insatiable and the 
courts may be expected to let the baby 
have just as much as he cries for, as long 
as it isn’t something that will actually 
kill him outright. The decision that fire 
insurance is public service is almost sure 
to be affirmed, and nailed down, and that 
will open the way to a long fight over the 
yrotte to which public service shall be 
imited. - Ultimately it will go to the first 
question whether, if rates are to be fixed 
by the state they must not necessarily 
be made by the federal state for the 
safety of all, instead of by forty-eight 
different states which do not care any- 
thing about each other on that point. 

We have been making in the United 
States since 1873 the most amazing de- 
velopment that the world has ever wit- 
nessed. has been accompanied by a 
rodigal extravagance of method and ma- 
erial unparalleled in history. But we 
have had the development with unex- 
ampled prosperity. In some directions 
the brake has been put on by the ten- 
dency to paternalism imported from 
Hurope. Who builds a railroad now, since 
the government makes the rates? Who 
will organize an insurance company when 
the government fixes the rates? Under 
the pressure of government restriction 
railroads have been consolidating in every 
section. How will insurance companies in 
the future escape the embrace of the same 
“iron maiden of Nuremberg?” Maybe 
they can, but how can they? 


What Becomes of Average Agent? 


If this is to happen, what becomes of 
the average agent? With the state mak- 
ing the rate, and combined inspection fix- 
ing the status of the risk, will the aver- 
age agent be more than a solicitor at 10 
percent or less? He may turn to the 
various branches of casualty and mis- 
cellaneous insurance, which he now re- 
gards as a side line, but if he does he 
must my 4 harder and do much more 
work. Or he may become a mere broker, 
getting his pay from the insured. 

Probably this is all going to take a long 
time; however, it may happen in a few 

ears. The way to postpone the evil day 
s for companies and agents to agree upon 
some plan for restraining the cost and 
waste of insurance. These are not greater 
than in private business, but insurance is 
up against the definition of being “public 
service” and must answer for its expense 
account. Multiplied and unnecessary 

ents, wasteful competition of every 

n methods of every sort must be 
eliminated and “George” Company and 
“George” Agent ought to get together 
and do it or eveeyotey will do it in the 
worst way possible 





DID YOU GET IT? 


He had been the agent of a New York 
City fire insurance company, and for some 
while and still its impecunious debtor on 
an old account. 

The irony of fate confronted him while 
on a visit to that city and financially re- 
duced to a $50 draft from one of his 


clients, with none in all that city to iden- 
tify him except an officer of that com- 


pany. 
The Lady-and-the-Tiger question is, did 
he get his draft cashed?—Now and Then. 





PUBLICITY REPORT MADE 
COMMITTEE’S WORK SHOWN 





F. W. Offenhauser of Texarkana Gives 
Account of Its Organization and 
Accomplishments 





Atlanta, Ga. Oct. 15—(Special)— 
F. W. Offenhauser of Texarkana, 
Ark.-Tex., was chairman of the pub- 
licity committee authorized at the Buf- 
falo convention last year. Upon him 
devolved the work of organizing the 
committee and laying out the work. 
After the committee was fairly or- 
ganized by the appointment of sub- 
chairmen in thirty-one states, Mr. 
Offenhauser offered the cooperation of 
the committee to the publicity commit- 
tee of the Western Union and to the 
National Fire Protection Association. 
Both responded cordially and fire pro- 
tection matter secured from them was 
distributed through the subchairman 
and its publication secured in local pa- 
pers. Other matter was also secured 
and published in the same way. 

Mr. Offenhauser’s report as chairman 
of the publicity committee was as fol- 
lows: 


Duty Long Neglected 

Concentrated effort to apply educational 
work for the betterment of fire insur- 
ance conditions is of very recent origin. 
It seems but a very short time, indeed, 
since those connected with the business 
have given the matter serious considera- 
tion. Why a duty of such importance 
should have been so long neglected by the 
companies is a question that can only be 
met with an apologetic answer, for in 
reflecting on their lost opportunities they 
can but see how costly this indifference 
to the demands of the public has been. 
And yet the companies, although to blame 
for not having long since awakened to 
the needs of promoting a more harmon- 
ious feeling between themselves and 
policyholders, are excusable in a sense, 
because the insurance business being one 
of many details and complications requir- 
ing study and experience, it was quite 
natural that they should contract a feel- 
ing of indifference with respect to taking 
the public into their confidence and in- 
viting its cooperation on matters in which 
they could feel little interest. 

Spirit of Antagonism Developed 

The property owner could not be ex- 
pected to feel concern in the company 
affairs beyond the purchase of the indem- 
nity and that of securing a oa and 
satisfactory adjustment of his claim in 
case of loss. So, as a result of the fail- 
ure to appreciate the value of this co- 
operation between company and policy- 
holder, there developed a spirit of antago- 
nism on the part of the masses which has 
grown to an alarming extent. Every en- 
deavor of the companies in some sections 
of our country meets with insurmountable 
difficulties, because of the prejudice due 
almost entirely to ignorance of what con- 
stitutes the fire insurance business and 








F. W. OrrenHAuserR, Texarkana. 
Chairman Publicity Committee. 





of the beneficient part it plays in the 
commercial world. The statutes of many 
states are so loaded with restrictive and 
burdensome legislation as to make it well- 
nigh impossible to transact business 
therein, and losses have increased the 
country over until the cup of discourage- 
ment seems to have been filled to its full 
capacity. No wonder then that the man- 
agers finally came to realize the neces- 
sity of a closer communion with their 
patrons, and set about devising means 
and ways to promote a campaign of 
education for this purpose. 


Privilege of Chairman 


Improved risks, through schedule rat- 
ing, has made many a convert to the com- 
panies’ cause, and, no doubt, this, in a 
measure, prompted the conception of 
what is now known as the publicity com- 
mittee of the Western Union. The Na- 
tional Association of Local Fire Insur- 
ance Agents at its last meeting held in 
Buffalo, N. Y., realizing the wonderful 
possibilities of this campaign, and being 
desirous of enlisting under this reform 
movement, created a new special com- 
mittee, likewise named its publicity com- 
mittee, the object of which was to work 
in harmony with the companies’ com- 
mittee in the dissemination of educational 
matter, and to render such other assist- 
ance to the companies as might add to 
the success of the work. 

Your worthy president conferred upon 
me the honor of being its first chairman, 
with the privilege of using my own funds 
as far as I liked in discharging my duty. 
After considerable correspondence, I suc- 
ceeded in organizing my committee in 
thirty-one states, each committeeman ap- 
pointed by me —s requested to select 
a subcommittee of five members in each 





state, so as to cover the territory to the 
best possible advantage. 


List of Members 


The members of the committee are as 
follows: 

Lloyd D. Batre, Mobile, Ala. 

H. EB. Cravens, Fayetteville, Ark. 

E. 8S. Cowles, Hartford, Conn. 

F. W. Standart, Denver, Colo. 

Geo. P. Morris, Gainesville, Fla. 

G. Arthur Howell, Atlanta, Ga. 

N. W. Tomblin, Aurora, Il. 

Albert W. Hall, Indianapolis, Ind. 

Lew Benedict, Cedar Rapids, Iowa. 

Owen R. Mann, Louisville, Ky. 

George West, Lake Charles, Ia. 

Chas. S. Webster, Portland, Me. 

F. S. Hamlin, Haverhill, Mass. 

W. A. Eldridge, Detroit, Mich. 

F. H. Wagner, Minneapolis, Minn. 

W. F. Rumble, Laurel, Miss. 

Cliff C. Jones, Kansas City, Mo. 

Paul Colson, Fremont, Neb. 

Arthur P. Morrill, Concord, N. H. 

Geo. D. Vandervoort, Tonawanda, N. Y. 


Cooperation With Other Bodies 

After my committee had been fairly 
organized, I offered our services to the 
publicity committee of the Western Union 
and also to the National Fire Protection 
Association. I met with a most hearty 
response from both T. R. Weddell of the 
publicity committee and _ Franklin H. 
Wentworth of the National Fire Protec- 
tion Association, and I wish here to ex- 
press to them my sincere appreciation for 
the many courtesies extended to me and 
members of my committee. 

From the publicity committee there was 
distributed to members of my committee 
clippings and tracts on fire prevention, 
which we had published in our local 
papers wherever it was possible to do so, 
and it was a real pleasure to note the 
interest displayed in this feature by my 
various associates. We found it a very 
easy matter, as a rule, to interest the 
editors of newspapers on fire or 
items. These were freely published in 
the territory covered by my committee 
and I feel sure much good has been ac- 
complished through this source. 

Results in Home City 

About two years ago I headed a move- 
ment in my home city to improve our 
fire department and succeeded in secur- 
ing the adoption of motor-driven fire ap- 
paratus. The results proved even more 
satisfactory than our city fathers and the 
insurance interests had anticipated. Not 
only was the number of total losses re- 
duced, but the dispatch with which the 
apparatus reached fires seemed to act as 
a deterrent to incendiarism and fires of 
suspicious origin were considerably re- 
duced. I induced the chief of our fire 
department to prepare a statement de- 
tailing comparisons between the modern 
and old style apparatus, giving the result 
of actual experience and showing that 
for economy and efficiency, horse-drawn 
apparatus was not nearly so desirable as 
the motor-driven. This letter, “Automo- 
bile vs. Horse-Drawn Apparatus,” I had 
printed and distributed to my committee- 
men and it proved so popular that I soon 
ran out of a supply. I am confident this 
was the means of bringing about many 
improvements in fire departments in the 
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different communities reached by it and 
there can be no doubt but what good 
effect is bound to be felt wherever the 
modern apparatus has been ins 
Pamphlet for Women 

Following this, my attention was at- 
tracted to a paper on fire prevention read 
y Mrs. P. P. Tucker, wife of the state 
agent of the Aetna for Texas, before the 
state federation of women’s clubs which 
met at Houston, Tex. I saw in this an 
excellent medium for educational work; 
the home and fireside could, if properly 
interested, wield more influence in pro- 
moting fire prevention theories than any 
other agency. I immediately communi- 
cated with Mrs. Tucker and secured a 
copy of her paper, together with the 
display card which she had prepared en- 
titled, “Will You_Be a Fire Warden?” 
The card contained cautions against care- 
lessness common to householders and was 
designed to be tacked up in the kitchen, 
laundry and fire room of the dwelling. 
This paper I had printed under the cap- 
tion, “Fire Prevention From a Matron’s 
Viewpoint,” and together with the fire 
warden card were placed in the hands 
of “ committee. It proved very popu- 
lar, indeed. The insurance press had 
spoken in complimentary terms of the 
motor apparatus paper, but were even 
more enthusiastic in their endorsement 
of our plea to the women for their assist- 
ance in reducing the fire waste. I was 
compelled to have a second edition printed 
of Mrs. Tucker’s paper and the card re- 
ferred to, in order to supply the demand; 
I received numerous requests for cqgpies 
from agents who had seen mention made 
of them in the insurance journals and 
who desired to interest the women in 
their respective communities. 


Circular on Hose 


If our committee had done nothing else 
than give prominence to the idea of in- 
teresting the good women of our country 
in this movement, I feel we would have 
done our full duty. The influence of the 
ladies and the home in this crusade can- 
not be overestimated and the good effects 
resulting from their energies in this direc- 
tion can but be of a lasting character. 

At my request, the National Fire Pro- 
tection Association sent to me for ‘distri- 
bution a supply of two very interesting 
and instructive pamphlets, one on “Ap- 
proved Fire Apparatus” and the other a 
treatise on “Standard Fire Hose.” These 
I sent out to my committee, urging on 
them the importance of familiarizin 
themselves with the recommendations o 
the fire protection association, and to 
especially interest themselves in secur- 
ing the adoption of only standard fire 
hose, of which there is so much of an 
inferior quality purchased and used. We 





STIR UP,SOME RIVALRY 
REPORT ON UNIFORM BLANKS 


Forms Sent to Companies—Committee 
Suggests That Agents Make 
Desires Known 


Atlanta, Ga. Oct. 15—(Special)— 
The report of the committee on uni- 
form blanks, of which C. F. Hildreth of 
Freeport, Ill., is chairman, was encour- 
aging as to the adoption by the com- 
panies of the blanks submitted. The 
preparation of the blanks has been in 
the hands of a subcommittee consist- 
ing of E. H. A. Correa, vice-president 
of the Home, Henry Evans, president 








hope for some very good results from 
these suggestions. 

Working for Fire Prevention Day 

And last, but not least, my committee 
has lent every assistance wherever it 
could to cooperate with the National Pub- 
licity Committee in having Oct. 9th pro- 
claimed as Fire Prevention Day. Gover- 
nors of the different states have been 
appealed to, to make this proclamation; 
mayors: of cities, boards of trade and 
school boards have been invited by us to 
join in this observance and we feel that 
our efforts in this direction will, in time, 
bear good fruit. 

A good start has been made in this 
publicity campaign, but it is a work that 
must not be allowed to lag. The local 
agents of the country can, if they will, 
wield a wonderful influence in molding 
public sentiment on these matters, and 
render valuable assistance in dispelling 
the unfriendly feeling toward insurance 
interests, which seems to infest some 
communities. I am convinced that the 
people, as a rule, would be less antagonis- 
tic were they better informed, and we 
as agents must share our portion of the 
censure for these conditions. If each 
one of us would resolve to do our duty 
toward improving this situation, there 
would be less adverse legislation and 
there would be many willing hands to 
assist in reducing the fire loss of the 
country. 

Our opportunity is at hand. Will we 
embrace it? 





of the Continental and the Fidelity- 
Phenix, and C. F. Hildreth. On Sept. 
14 the forms of the blanks were sent 
out to all the companies by the asso- 
ciation committee. Comments by the 
companies indicated very general ap- 
proval, but the blanks committee in its 
report suggested that the local agents 
let the companies and agents know 
their desire for uniformity and thus 
stir up a little competition among com- 
panies to be among the first to put out 
the new forms. 


Circular to Companies 
The report was as follows: 


Under date of Sept. 14 your committee 
submitted to all companies its recommen- 
dations for the adoption of uniform 
blanks, as follows: 

“The matter of uniform blanks has long 
been in the hands of a subcommittee con- 
sisting of E. H. A. Correa, vice-president 
of the Home of New York; Henry Evans, 
president of the Continental, and C. F. 
Hildreth of Freeport, Ill., chairman of the 
committee on uniform blanks of this 
association. 

“The subcommittee has made an ex- 
haustive study of the blanks now in-use 
and has given its unanimous approval to 
the forms herewith submitted, which have 
been subjected to the most careful tests 
of their fitness. 


Various Blanks Provided 


“These blanks, all of which are adapted 
for use on the ordinary typewriter, con- 
sist of: 

“Fire policy and daily report. 

“Tornado policy and daily report, 

“Account current blank, graded com- 
mission (two sizes.) 

“Account current blank, flat commis- 
sion (two sizes.) 

“Endorsement blank.” 

It is not contended that any one of 
these blanks is superior to the corre- 
sponding blank of some one or more com- 
panies, Sut it is believed that they are 
thoroughly practicable in every way; that 
they provide for all the data required, and 
that they conform as closely as practic- 
able to the average general usage now 
in vogue. 

“We fully realize that the standardiza- 
tion of company blanks requires mutual 
concession all along the line, but we be- 
lieve that the time for such standardiza- 
tion has now come, and that the com- 
panies in general may properly be asked 
to make whatever of individual sacrifice 








C. F. Hivpretu, Freeport, Il. 


is required 
blanks. 
Agents the Chief Sufferers 

“We think it well to add that the com- 
mittee has all along believed that this 
is a work that might very properly have 
emanated from the companies themselves, 
but as none of the companies or com- 
pany associations seemed ready to act, 
and as the agents were the chief suf- 
ferers by the lack of uniformity, we were 
not unwilling to act on the suggestion of 


in the adoption of these 
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the joint conference committee by taking 
the lead in this much needed reform. 

“We sincerely hope that you wiil see 
your way clear to the adoption of these 
forms as rapidly as stock on hand will 
permit. 

“May we ask for an expression ad- 
dressed to C. F. Hildreth, chairman of 
the committee, at Freeport, Ill.” 

In addition to this letter of advice each 
blank bore in red ink a memorandum re- 
ferring to that particular blank in order 
that supply clerks might have the needed 
information before them in getting them 


out, 
Returns Were Encouraging 

Very many returns from _ individual 
companies have been received and in a 
general way it may be said that their 
tone is exceedingly encouraging. It is 
true that some companies seem wedded 
to their own individual idols and seem 
to wonder that any one should have a 
usage different from theirs, but these 
cases are really exceptional, and the gen- 
eral tone is one of approval of the com- 
mittee’s work. 

The feeling is general that the com- 
mittee has tried to view this whole matter 
from the standpoint of the companies, 
as well as that of the agents, and to 
work out blanks that are equally accept- 
able from either viewpoint. 

Much work yet remains to be done be- 
fore these forms are fully established, and 
it is probably advisable to continue the 


committee’s existence for the present, at 
least, 


Central Supply Bureau a Help 

A new impetus to uniformity has been 
given in the territory of the Western 
Union and the Western Insurance Bureau 
through the effort inaugurated by W. N 
Johnson, general agent of the Insurance 
Company of North America, for the in- 
stitution of a central supply department 
to furnish all the uniform supplies to all 
companies allied with either organization. 
This ‘idea has received the unanimous ap- 
proval of the union and was doubtless 
acted upon by the bureau at its meeting 
last week, although returns are not yet 
at hand. If this new movement contem- 
plated covering the entire country we 
might, indeed, well turn the entire matter 
over to the new organization, feeling that 
all that we seek along this line has been 
or soon will be accomplished. In view, 
however, of the territorial limitation upon 
the new movement it seems better that 
we should seek cooperation with Mr. 
Johnson's committee with a view to se- 
curing that committee’s endorsement of 
our forms in order that they may become 
standard throughout the entire country. 

Only One Broad Enough 

I have talked the matter over with Mr. 
Johnson at considerable length and feel 
confident that we shall be able to co- 
operate very heartily. It seems rather 
peculiar that this association should be 
the only fire insurance organization in the 
field whose scope is broad enough to con- 
template a country-wide reform of this 
character. 

In _ connection with the work begun by 
Mr. Johnson I take great pleasure in say- 
ing that the southern department of the 
North America, a eyes a Underwriters 
and Alliance, was one of the very first to 
give its unqualified approval to the work 
of the committee, and I am the more 
pleased to make this acknowledgment be- 
cause that department is located in the 
city whose guests we are, Many of the 
southern companies have likewise ten- 
dered their support. 


Never so Sanguine of Success 

The committee has never before been so 
sanguine of the ultimate success of the 
movement. The whole trend of the busi- 
ness is toward cooperation, and we must 
succeed, In the meantime, it is true that 
one company waits upon another; in the 
vernacular, waits to see which way the 
cat will jump, and it may be advisable to 
circulate a pledge asking leading com- 
panies to agree to adopt these forms when 
they have the assurance that a certain 
number of their competitors will do so. 

This course has been suggested by a 
company official and is in lihe with the 
general thought of many. If we could 
secure the positive promise of twenty-five 
leaders the movement couldn’t be headed 
off. Then, too, some companies will watt 
to see how real and active and united the 
demand from the agents is. 


Urge Them to Fall Into Line 


We suggest that agents the country 
over ape by letter to managers and by 
personal interview with special agents 
that their companies fall into line. et’s 
try to stimulate a little rivalry among 
companies as to which shall arrive first. 
Let’s convince them that we really do 
_ uniform blanks, and we will get 

We want to tender to the insurance 
press Our very appreciative thanks for 
the liberal treatment accorded the sub- 
ject. These people have given the move- 
ment much publicity and commendation. 





‘Tm a cautions agent—a cautious man. 
I didn’t marry my wife until I had been 
out with her in a drenching rain a whole 
afternoon at a picnic; with her a whole 
day on a steamboat excursion and she 
seasick all the while, and until I caught 
her one morning as she came down to 
breakfast after a night-before dance. I’m 
habitually cautious as to risks I take 
and don’t take many anvwav.” From an 
application for agency appointment. 











REPORT ON LEGISLATION 


COMMITTEE TELLS OF WORK 


Interest in Agents’ Qualifications Meas- 
ure—Oppose Repeal of Resident 
Agents’ Law 


(Prom a Staff Correspondent) 


Atlanta, Oct. 15—The report of the 
legislative committee was submitted to 
the convention this morning. George 
D. Markham of St. Louis was chair- 
man of the committee. The report 
stated that there seems to be a wide- 
spread interest in the agency qualifica- 
tions law. Attention was called to the 
proposition of the International Asso- 
ciation of Casualty & Surety Under- 
writers for the repeal of the resident 
agents laws and the local agents were 
warned to be on the lookout to op- 
pose such repeal. Antirebate laws, 
state rating and other measures were 
reported on. The report was as fol- 
lows: 


Your committee begs to report its ac- 
tivities during the last year and to make 
some suggestions for the future. 

The committee has interested itself 
in the passage of fire marshal laws in all 
the states, placing in the hands of local 
legislative committees the fire marshal 
law drafted by the National Board of Fire 
Underwriters, with the recommendations 
that this law be given careful attention, 
and if possible passed. 


Agency Qualification Laws 


The committee had before it the agency 
qualification law reported at the Buffalo 
convention by special committee. The 
committee placed this law in the hands of 
the various state associations, together 
with a draft modified by the committee, 
which was deemed more suitable for im- 
mediate consideration in some states. We 
printed a large edition of the laws and 
they have been very generally circulated 
throughout the country. While practical- 
ly all states require license fees at the 
present time, this, until recently, has been 
the only qualification. Within the past 
two or three years Massachusetts, New 
York and Pennsylvania have passed laws 
requiring applicants for a license to dem- 
onstrate some kind of qualification before 
license is issued. Several states, notably 
Nebraska, Oklahoma and New Hampshire, 
are exercising discriminatory powers and 
requiring applicants to answer a series of 
questions in regard to qualifications be- 
fore licenses are issued. 


Supplied Copies of Laws 


There seems to be a widespread interest 
among agents in regard to the subject, 
and there has been considerable corres- 
pondence during the year. The subject 
was considered at the mid-year confer- 
ence, and at that time it was voted to ask 
all the state associations to interest 
themselves in securing the passage of 
these laws. The demand for copies of 
the laws in the various states seems to 
show that the call for action has been 
heard. 

We have had considerable correspond- 
ence on the subject of antirebate laws 
with members of the association and have 
supplied copies of the antirebate law 
drafted by this committee, and also copies 
of the laws of other states as requested. 
The following states now have laws on 
this subject: Massachusetts, New York, 
New Jersey, Pennsylvania, Wisconsin, 
Minnesota, Nebraska, Kansas, Washing- 
ton, Missouri, Texas, Alabama, Indiana, 
Michigan, Minnesota and North Dakota. 


Taxation of Unauthorized Companies 


The committee has done its part in 
promoting the adoption of laws enabling 
states to collect a tax for insurance placed 
in unauthorized companies. A canvass 
was made of all the state departments for 
information in regard to existing laws, 
and the replies published in full in the 
December, 1911, Bulletin. We sent 
marked copies of this number to each of 
the superintendents, calling their atten- 
tion by letter to the subject. 


Desirable Features of Legislation 


This convention knows that a new in- 
surance code has been adopted in Georgia, 
in the drafting of which members of our 
association were consulted. Information 
was sought from our committee in regard 
to desirable features of legislation, and 
it did its part in endeavoring to secure 
the adoption of a satisfactory code in 
Georgia. 

Underwriters’ Agencies—The committee 
has received a number of requests for 
laws bearing upon this question, but has 
thought best to make no recommendations 
in regard thereto. 

Legislation Regulation Commissions— 
This matter has been before several state 
legislatures. Most insurance commission- 
ers seem to have concluded to take no 


action towards legislation regulating ex- 
Only individual agents and insur- 


penses. 


ance commissioners have favored laws fix- 
ing maximum commissions. 
Overhead Writing 

The National Association of Local Fire 
Insurance Agents came into being in or- 
der to combat overhead be acer | and to 
protect agents from city brokers for whom 
the insurance companies seemed willing 
to write business at any distance and on 
terms better than given to the local 
agent of the town where the risk was lo- 
cated. Our association first showed its 
strength when it won this battle and 
pledged all important agency companies 
to protect the local agent in the writing 
of business in his field. These pledges 
still operate most satisfactorily, but resi- 
dent agency laws have also been service- 
able in suppressing overhead writing. 
Now comes the “International Association 
of Casualty and Surety Underwriters” 
with a campaign to repeal the resident 
agent laws. Therefore all state associa- 
tions should be on the watch to defeat 
attempts to repeal these laws. Fore- 
warned is forearmed. 


Taxation of Insurance Companies 


Our state associations can benefit their 
customers, themselves and the insurance 
companies by agitating for the reduction 
of taxation of insurance companies to an 
amount only large enough to pay for the 
states’ supervision of insurance. At pres- 
ent an enormous excess amount is col- 
lected which goes into the general treas- 
ury of each state. This is indirect taxa- 
tion in its most objectionable form. Ev- 
ery dollar is of course paid by the policy- 
holder and in addition, about 40 cents for 
the collection thereof. If policyholders 
once learn these facts they will readily 
join in the campaign to correct this im- 
position. 

Your committee has collected informa- 
tion from the various states regarding 
the amount of tax collected from all 
classes of insurance companies and the 
expense of maintaining the insurance de- 
partments. Our data obtained is very 
complete and most interesting, and the 
committee will be glad to furnish this 
information in detail to any member de- 
siring the same. 

Huge Excess in Collections 

For the purpose of this report we would 
state that forty-six states collected taxes 
for the last fiscal year exceeding $17,- 
1100,000, while the expense of conducting 
the departments was less than $1,200,- 
000—an excess of taxation beyond cost 
of supervision amounting to nearly $16,- 
000,000. 

When you consider that to this amount 
must be added the cost of collection, it is 
seen that the total burden of this taxa- 
tion amounts to about $25,000,000 per an- 
num, which is laid upon thrifty citizens 
who by the expedient of insurance are 
protecting the cities, factories, homes and 
families of the nation. 

To inform policyholders regarding this 
abuse of indirect taxation will require 
widespread agitation of the subject. Your 
committee recommends first, that all state 
associations consider this question at 
their meetings; second, that our National 
association officials offer to cooperate 
with the legislative committee of the Na- 
tional board and with the life and casualty 
associations; to correct the abuse of ex- 
cess taxation and third, that this conven- 
tion adopt a suitable resolution to be 
sent to all these bodies and to the special 
committee of insurance commissioners in 
ares of taxation of insurance compa- 
nies. 

Many forces are at work to reduce in- 





surance expenses. Let us help to direct 
attention to this substantial charge, so 
wasteful and so disastrous to the public 
interest. We present with this report a 
table showing the amount of taxes col- 
lected in each state and the cost of con- 
ducting the insurance departments. 


State Supervision of Bates 


Insurance companies exist to serve the 
public. The policyholders’ interest is the 
test for every question, yet judging by 
this standard every well-informed student 
of insurance would say that entire free- 
dom from state interference in rating 
would be best, in the long run, for policy- 
holders. So long as insurance companies 
are numerous and the rivalry keen, com- 
petition is in full force behind the screen 
of the rating associations and tends to 
drag rates down to a narrow margin of 
safety. Moreover, freedom stimulates 
progress in insurance as well as in most 
other things. 

But “it is not a theory but a condition 
which confronts us.” There seems to be 
a drift towards state interference in rat- 
ing. In states where the zeal of the 
“trust busters” put insurance under anti- 
compact laws, resulting in fresh crudi- 
ties and discriminations in the collection 
of the necessary insurance fund, great 
difficulty has been found in winning back 
our liberty to unite for intelligent action, 
so valuable to our patrons. Legislators 
fear to surrender the safeguards, as they 
think, of anticompact legislation without 
providing state supervision of the rates. 


Situation Will Be Cleared 

We can hardly be surprised at this. 
However, the states which swung over 
to the extreme of insurance paternalism 
and established rating boards composed 
of state officials have found that they can- 
not satisfy their people. Louisiana has 
abolished its state board and the Texas 
Democratic party has put into its plat- 
form the repeal of the state rating law. 
Kentucky will probably have the same 
experience. But the New York depart- 
ment has assumed wide powers to super- 
vise rates and is asserting its author- 
ity in interesting fashion. The whole 
subject will be cleared in the near future 
by the decision of the United States Su- 
preme Court on the constitutionality ef 
the Kansas and Kentucky laws. 

The recent establishment of a commit- 
tee on legislation by the insurance com- 
panies of the whole country provides an 
authoritative body to voice the opinions 
and decisions of the companies. If all 
state associations will report to us as 
soon as rating legislation arises we will 
consult with the companies committee 
and endeavor to shape matters to the 
good of the business we all serve. 

Your committee has endeavored to keep 
in touch with local committees having 
charge of legislation for the state asso- 
ciations. 

Your committee cordially offers its ser- 
vices to state associations in all the prob- 
lems which fall within its duties. The 
cooperation of the state associations with 
the National committee in this regard is 
essential to the success of the agents’ 
associations everywhere. AS our asso- 
ciation is recognized to be nation-wide, 
harmonious, and a power in forming the 
opinions of agents, so will its member- 
ship grow and its decisions and requests 
be respected. 





All of the news, all of the time, of all 
of the insurance business in THE WEST- 
ERN UNDERWRITER, weekly. 
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Insurance in Force, 
Premiums in Force, 


of all honest losses. 


N. S. TYLER, State Agent 
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Fourteen Years of Service 


Security Mutual Fire Insurance Co. 


CHATFIELD, 


Losses Paid Since Organization, 
Dividends Paid Since Organization, 108,000.00 


Safe and conservative in management with an un- 
surpassed record for prompt adjustment and payment 


Licensed in Minnesota, North and South Dakota, and 
accepting business from other States on desirable 
risks both direct and reinsurance. 


Insures against loss by fire, lightning and tornado. 


CHAS. L. THURBER, Sec’y 
CHATFIELD, MINN. 


1912 


MINNESOTA 


$11,110,000.00 
190,000.00 
590,000.00 


F. H. WILDER, State Agent 
FARGO, N. D. 
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MANY MATTERS COME UP 
GRIEVANCE COMMITTEE BUSY 
Expiration Cases at Columbus and 


Joliet—Overhead Writing Troub- 
lous Subject 





(Prom a Staff Correspondent) 

Atlanta, Oct. 15—The report of the 
grievance committee, which was sub- 
mitted today by Chairman E. P. Ingra- 
ham of Worcester, Mass., showed a 
number of matters that have come be- 
fore the committee. The most impor- 
tant in the estimation of the committee 
were the expiration cases at Columbus, 
Ohio, and Joliet, Ill. Overhead writ- 
ing, involving trust lines and summer 
properties, also came in for attention. 


The report of the committee was as 
follows: 


The chairman of your grievance cam- 
mittee acknowledges the great honor be- 
stowed upon him at the Buffalo conven- 
tion of 1911, and reports the following 
members of the grievance committee, ap- 
pointed in accordance with your instruc- 
tions: Alfred Pirtle, Louisville, Ky.; C. 
F. Souder, Toledo, Ohio; C. W. Thornberg, 
Huntington, W. Va.; W. L. Hatch, New 
Britain, Conn. 

The general matters referred to this 
committee have happily been varied and 
“grievances” from which the committee 
receives its name have constituted but a 
small portion of the subjects placed be- 
fcere it. 

The following have been considered: 

General grievances: 

Overhead writing, comprising 
Trust lines; 
Telephone lines; 
Schedule, blanket and floater pol- 
icies; 
Summer dwellings and hotels; and 
Eastern Union reinsurance bu- 


reau. 

Agents’ expirations. 

Mail order insurance. 

Brokerage and rates of commission. 
Agents’ territory. 

Rights of side line agents. 

Collection of premiums. 

The repeal of resident agency laws 


an 
Nonboard companies. 
Past Year a Busy One 


The past year has been a very busy 
one for your committee. While perhaps 
the more important grievances have been 
in connection with agents’ expirations, by 
far the greater number have been in con- 
nection with overhead writing. 

The committee has done all in its power 
to assist local agents in defending their 
business, and feels that its work has been 
of material benefit. Scarcely a day passes 
but the association receives requests for 
information in regard to the association 
rules. The two most important expiration 
cases were at Columbus, Ohio, and Joliet, 
Ill. The former case came to the atten- 
tion of the association under the adminis- 
tration of the former chairman of the 
committee, President Southgate, and is 
treated in his annual report. 

Joliet (Tll.) Expiration Case 

This was a case where the company 
summarily retired from an agency, ap- 
pointed a new and untried man, who had 
never been in the insurance business and 
was unfamiliar with its practices, placed 
the expirations of the former agent in his 
hands with instructions to solicit and se- 
cure that business at whatever rates were 
necessary to control it. The agent was 
compelled, in self-defense, to resort to an 
injunction and then appealed to the Na- 
tional association for relief. The matter 
was immediately placed in the hands of 
the Illinois state association and through 
a special committee of that association, 
which visited the management of the 
company concerned, an agreement was 
reached whereby the agent’s renewals 
were to be respected and some compensa- 
tion accorded for the financial loss in- 
volved in the rate war. 


Overhead Writing 


The grievances in connection with over- 
head writing have been general. The most 
important specific case comes from the 
eastern part of Massachusetts, in connec- 
tion with summer property. This prop- 
erty belonging to nonresidents is written 
mostly by outside agents and is an en- 
croachment on the local agent’s territory. 
This matter has been referred to the com- 
mittee to consider with the general sub- 
ject of overhead writing. 

There have also been grievances in con- 
rection with: 

Trust lines (so-called). 
Telephone and telegraph lines. 
Electric schedules. 

Floacers. 

Commercial lines. 

It is to be regretted that many of these 
lines are written with utter disregard of 
agents’ territorial rights. Your committee 
has given this matter much consideration 
and with gratifying success. 

The greatest and most widespread plan 





of overhead writing is undoubtedly the 
reinsurance bureau, now maintained by 
the Eastern Union companies. Your com- 
mittee is of the opinion that while it 
pleases some agents to write large lines, 
it will prove unsatisfactory to the com- 
pany and the local agent alike. 

From the agent’s standpoint the large 
line proposition makes possible an ex- 
cessive loss ratio in his agency and de- 
stroys his pride in his record. It removes 
any possibility of a contingent commis- 
sion. It removes brokerage or exchange 
of business and discourages the coming 
together of agents in business intercourse 
and thereby disrupts the goodfellowship 
which has held for good practices and 
maintenance of rates. It is new; is a 
novelty; and is so well established as to 
require consideration in the near future. 
Your committee would recommend this 
matter be referred to the committee on 
resolutions. 

Remedies Are Suggested 

Your committee believes other condi- 
tions, some of which might be eliminated, 
are responsible for a considerable part of 
the overhead writing of commercial lines. 

First—The fact that agents’ territory 
is not clearly defined. 

An agent’s appointment should con- 
tain a list of towns, omitting the term 
“vicinity,” and no two agents should 
be allowed the privilege of writing in 
any one city or town. 

Second—The resident agent’s law of the 
several states should be so amended 
that any licensed broker, resident or 
nonresident, might receive the pre- 
vailing rate of brokerage. 

Third—Local board rules should be re- 
ciprocal, as to cost of nonresident 
brokers’ certificates and a generous 
rate of brokerage adopted. 

With these conditions much of the 

overhead writing would cease. 

The experience of the past year would 
indicate that the rules of the National 
association are steadily gaining ground; 
they are being freely adopted by insur- 
ance boards throughout the country, and 
the freedom from a large number of 
serious grievances, within the past year, 
would indicate a more general acknowl- 
edgment among both companies and 


agents. 
Mail Order Insurance 


This method of obtaining insurance at 
a cut rate presented itself several months 
ago, but judicious handling has accom- 
plished the discontinuance of the practice. 

Brokerage and Rates of Commission 

Your committee approves of legitimate 
brokerage in all cases when legal. Local 
boards would do well to adopt rules gov- 
erning brokerage and provide for pay- 


“ment of commission to licensed and quali- 


fied brokers, both resident and nonresi- 
dent. Local conditions, customs and laws 
must govern the rate of brokerage. 
Define Agents’ Territory 

Your committee believes each appoint- 
ment of an agent should contain specific- 
ally the cities and towns in which the 
agent should confine his writings. There 
should be no neutral ground, unless there 
be no agent. Companies should carefully 
consider an agent’s qualifications. If 
qualified they should be protected; if not 
— then there should be no appoint- 
ment. 
Under the above conditions there would 
be no side line agent, except a qualified 
one; with this qualification, adequate 
brokers’ rules, proper resident agents’ 
laws, together with the agent’s and 
broker’s right to supply his own forms of 
insurance, there should be no reason for 
ignoring a side line agent. 


Collection of Premiums 


Various methods are used in the large 
cities for proper collection of premiums. 
Some of these methods have been success- 
ful. In some states a policy is legally 
void if the payment of the premium is not 
made before a stated date. In other 
states the premium is acknowledged paid 
on delivery of policy. The variety of 
laws governing premium payment in some 
states and the lack of any law governing 
the matter in others, makes it necessary 
for each state association to adopt its 
own method, until such time as a national 
rule may be adopted. The committee 
would recommend agents’ associations 
and local boards to adopt a system of 
collection of premiums, wherever the 
state laws are favorable to it. 

Resident Agents’ Laws 

There is a demand at this time, that 
resident agents’ laws, of the several 
states, be repealed. That this association 
may be prepared to express its standing 
on this question it is recommended that 
the matter be referred to the committee 
on resolutions. 

Nonboard Companies 

Your committee has made a complete 
canvass of New York state in connection 
with nonboard companies. From the in- 
formation received, communications have 
been opened with the companies inter- 
ested. This has contributed much toward 
an improvement in the situation in that 
state. Some members seem to feel that 
immediately upon filing a complaint 
against a company it should be dropped 
from the cooperating list. It is the duty 
of the association, however, to carefully 
consider the facts and endeavor to adjust 
the matter and maintain harmonious rela- 
tions between all concerned. We trust 
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our members as a whole will appreciate 
this and not be impatient if things seem 
to move slowly. 

During the year there has been con- 
siderable correspondence on the subject 
of nonboard competition. One of our 
members advises that he has withdrawn 
from the association because it carried on 
the cooperating list companies which 
maintained nonboard agencies in the town 
where he did business, quite unmindful 
of the fact that board companies, which 
he represented, maintained nonboard 
agencies in other places. 

We have also had considerable corre- 
spondence with local boards throughout 
the country regarding this subject and 
suggest that the matter be referred to 
the incoming grievance committee for 
further attention. 


Unpaid Balances and Expirations 

In connection with the subject of ex- 
pirations, the question of unpaid agency 
balances frequently arises. This is an- 
other question which would be easily set- 
tled by universal recognition, on the part 
of both agents and companies of the 
association principles, giving the agency 
a substantial salable value. Then in the 
case of unpaid balances, the agency could 
be sold to the highest bidder and the 
balances paid. 

In fact, this method of adjustment has 
been adopted in several instances of late 
and is certainly to be preferred to any 
other method of adjustment. We would 
recommend to the association that the 
expiration rules be amended to provide 
that in case of unpaid balances, the 
agency should be sold to the highest bid- 
der: and the expirations respected by all 
parties concerned. 


Public Service and Trust Lines 


The question of public service and trust 
lines has seriously concerned this and 
previous committees. The overhead writ- 
ing rules of the National association ex- 
pressly exempted steam railroad sched- 
ules. Of late years, however, the traction 
lines have been written on the schedule 
plan, as also other public service corpora- 
tions. Schedule policies are being intro- 
duced also on the so-called trust lines. 
The National association has endeavored, 
in every possible way, to enforce the 
overhead writing rule in this respect and 
we regret that we have not been more 
successful in our efforts. We would rec- 
ommend that this subject be considered 
by this convention and referred to its 
committee on resolutions. 





All things the hustler d 5 
left for him who waits. ee 





TELLS DUTIES OF AGENT 


ADDRESS OF JAMES R. YOUNG 





North Carolina Commissioner Points 
the Way to Best Service By the 
Local Men 





(Prom a Staff Correspondent) 


Atlanta, Oct. 17—The address of 
James R. Young, insurance commis- 
sioner of North Carolina, delivered this 
morning, was a thoughtful, sympathetic 
and high minded study of the service to 
be rendered by the local agent. His 
subject was “The Local Agent—His 
Duties and Privileges.” A duty worthy 
the name, he said, is also a privilege, 
and he discussed the agent’s duty to 
the state, to his company, to his cus- 
tomers and to his associates. His ad- 
dress was as follows: 


Inasmuch as the speaker is-a state 
official, upon whom devolves the super- 
vision of your business, it might be well 
for him to state that he does not come 
here today believing he knows the busi- 
ness thoroughly, and that he can give 
you with unerring certainty a solution of 
every problem, or in fact, of any prob- 
lem, but he comes to you as one who has 
worked in the business many years, and 
who for several years has looked at and 
examined it from the viewpoint of super- 
vision. Candidly he hopes for nothing 
more than to be able to present to you 
some matters in connection with the busi- 
ness, and so direct your minds to their 
consideration that you may be able to 
work out something that will be of serv- 
ice to you, the companies in whose em- 
ploy you are, and the people of your state 
whom you undertake to serve. For nearly 
forty years I have given to the business 
my best thought and efforts. Although 
I have for nearly fourteen years acted as 
insurance commissioner of my state, su- 
pervising the business, and speak today 
largely from the viewpoint of supervision, 
I come feeling that I still have an appre- 
ciation of your difficulties and a sympathy 
that enables me to some extent to speak 
from the viewpoint of an agent. I trust 
I can do so at least to the extent of en- 
listing your attention to and sympathy 
with any suggestions offered. I feel that 








James R. Youne. 


Insurance Commissioner of North 
Carolina. 





the task is not an easy one when so many 
learned and able speakers have already 
talked to you on practically every subject. 


Duty Also a Privilege 


In speaking on the subject set down in 
the program, “The Local Agent, His 
Duties and Privileges,” I beg to assure 
you that I am not coming to speak in 
harsh terms as to the duties laid upon 
you, for I might be compelled to try to 
adapt myself to one of Cunningham’s epi- 
grams, “If you say sour things say them 
in such a sweet way as to make a sort 
of verbal lemonade.” This would impose 
a well nigh impossible task as I am not 
gifted with elegant phrases, nor sweet 
words. 

In discussing the duties and privileges 
of your calling I will not undertake an 
elaborate enumeration or discussion of 


your many duties, or attempt to separate 
them from your privileges. I am con- 
vinced that where a man has a duty, cer- 
tainly one worthy of the name, laid upon 
him, it is also a privilege, and its per- 
formance carries with it fully as much 
benefit and pleasure for him as he can 
give to others whom it is his privilege to 
serve. No man can discharge any duty in 
life, nor meet any situation, without its 
effect upon himself. By it he becomes 
better or less fitted for other duties to 
follow. 


Agent’s Duties Are Fourfold 


The duties of local fire agents are four- 
fold in their character and tendencies, 
leaving out the personal one involving his 
duty to himself: 

(1) His duty to the state whose license 
he carries, and to whose laws and regula- 
tions he must submit. 

(2) His duty to his company, by which 
he is employed, and to which he is bound 
by certain obligations. 

(3) His duty to his customers whom he 
serves, and without whose patronage he 
would have no business to transact. 

(4) His duty to his associates and fel- 
low workers in the business. 

In dividing or classifying these duties 
I would urge that you agree with me that 
they are not antagonistic to each other, 
and if possible dislodge from your minds 
the idea that you must neglect or forego 
the performance of either one in order to 
do your duty fully in the other class. 


Perform All to Fulfill One 


This idea has led to many of the 
troubles in this business. The very oppo- 
site is true. You cannot fully and con- 
scientiously perform the duties of either 
class unless the duties involved in the 
other are discharged also. To fail in your 
duty to your company is to hurt either 
your state or your customers, if not both. 
Forget your associates and disregard the 
obligations due your fellow agents and 
you hurt your company, wrong your cus- 
tomers, and in some cases violate the 
laws of your state. You cannot fail in 
either and measure up fully in the other 
class of duties. You cannot meet these 
duties fairly and fully without realizing 
a great privilege in their performance. 

I would not undertake a full statement, 
much less a thorough discussion, of the 
duties in these several classes. In fact, 
I cannot in the short time in which I can 
afford to trespass upon your time and 
patience. It is certainly not, in my opin- 
ion, your duty to do anything that in- 
volves a wrong or injustice to either your 
state, your company, your customers, 
your associates or yourself. 

I see before me agents representing 
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PHILADELPHIA 
UNDERWRITERS 


Composed of Two of the Strongest and Most 
Prominent Fire Insurance Companies in the 
City of Brotherly Love, with Combined 


BUSINESS CONDUCTED ON AN INDEPENDENT BASIS, WITH 
SEPARATE MANAGERIAL STAFF AND FIELD FORCE 


PLATFORM 


Adherence to all that is Good, Safe and Sane, in Old-Time Methods or 
Rules of Underwriting, with a Liberal Infusion of Modern and Progressive 


Cultivation of the spirit of comradeship—mutual co-operation and help; 
every eye on the same goal; keeping step to the same music. ‘United we 


_ Loyal and vigorous support of agents in their efforts to promote mutual 
interests by maintenance of fair and equitable rates of insurance and correct 
practices generally, thereby helping to give to the profession of underwriting 
a dignity commensurate to its importance, as well as to insure a reasonable 


Last, but not least: To exemplify in practice, in all dealings with agents 
and their patrons, the precepts of the Golden Rule—‘‘Whatsoever ye would 
that men should do to you, do ye even so to them.” 


J. F. DOWNING, General Agent 
W. B. FLICKINGER and W. S. FOSTER, Ass’t Gen’l Agents 
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‘every section of our great country. You 
not only come from different sections, but 
you come from various surroundings and 
cond{ftions. The large city agency, as 
well as the small town agency, is here, 
and each has its several problems and 
difficulties to meet. I am gratified to be- 
lieve that you represent the very best of 
your sections, and the livest wires in the 
business. You are the workers who 
know the value of organization, and the 
good to be derived from attending con- 
ventions. It is always pleasant and profit- 
ablé for business men to meet and discuss 
problems in which they have a common 
interest. Nothing so clarifies the atmos- 
phere of the conditions in any business 
as a meeting of those engaged in it, 
where they come face to face—look into 
the eyes of each other, and have a free 
and frank discussion. I congratulate you 
on your organization, the work it has done 
in the past, and believe your meetings 
will continue to prove not only pleasant 
but productive of much good. 

In these times, made strenuous by 
moves and counter moves, association and 
nonassociation companies, companies with 
and companies without underwriters 
agencies or annexes, classifications uni- 
form, or none at all, rates fixed and un- 
fixed, commissions graded and ungraded, 
or even contingent, to say nothing of sup- 
posed and doubtful practices by com- 
panies and agents, it is truly well for in- 
surance men to talk one to another— 
realize that there are others, two sides 
to every proposition, and that no one can 
be dead sure that he has the right end. 


Magnitude of the Business 

With my knowledge and experience I 
can but recognize the importance of the 
business with which you are connected, 
as well as the difficulties and obligations 
that are placed upon you in representing 
with the people of your states so great a 
business, involving, as it does, not only 
a large amount of capital, but the hand- 
ling of delicate problems with your 
friends and neighbors. 

We have only to look into the fire 
insurance business and measure its scope 
to realize the magnitude of the business, 
and the great importance of the work it 
undertakes. The Illinois fire commission, 
appointed by the general assembly of 
Illinois in 1909 to investigate the fire 
insurance business, after making a thor- 
ough investigation, filed in 1911 a most 
remarkable and valuable report. In this 
report the commission has this to say 
of the business: “The business of fire 
insurance is of such commercial impor- 
tance that it ranks with banking, railway, 
express and telegraph service; and public 
interests demand.that any legislation pro- 
posed should preserve the institution and 
increase its usefulness, rather than im- 
pair its efficiency for public service.” 


Mutuality of Insurance 

The longer I stay in touch with and 
study the business of insurance the more 
I am struck with its mutuality, and when 
properly conducted, its mutual benefits 
and fairness to all concerned. We have 
the stockholder, and his capital invested, 
the corporation or company, the officials 
and their home office force. At the other 
end we find the property owner—the as- 
sured—the property to be protected, the 
premiums to be paid for this protection, 
and the local agent soliciting and hand- 
ling these payments for this protection. 
Between these two ends and, as it were, 
connecting and moulding them into this 
business arrangement or mutual compact, 
we find the general or special agents. 
The lesson I would draw from this refer- 
ence to mutual interests and dependencies 
is for all to bear in mind that where there 
are mutual interests there are mutual 
rights and obligations. The scripture 
says, “No man liveth to himself.” Is it 
not true also that no man insures or is 
insured to himself. 


Mutual Consideration and Forbearance 


Mutual obligations call for considera- 
tion and forbearance one with another. If 
we could bear this in mind always, how 
different would be our conduct and bear- 
ing at times, and how very different the 
result in its fruits of a better feeling and 
understanding of the conditions. An end 
would come to the feeling of discontent. 
The companies and their agents would be 
more considerate of their customers and 
their prejudices, while the assured would 
realize that they paid for and received 
Protection, and that not all insurance peo- 
ple were “frauds.” This feeling would 
also extend to all companies and their 
dealings with each other. The managers 
of large companies would begin to feel 
that the small companies have rights, and 
even the foreign companies and their rep- 
resentatives might begin to feel after 
awhile that the home and domestic com- 
Pany was entitled to some consideration, 
and to be allowed to live. How hard it 
appears to be for some representatives of 
foreign companies to get over the chagrin 
of seeing the citizens of a state extend 
some patronage to their home companies. 

With the enormous amount of capital in- 
vested and employed in carrying fire 
risks, the immense business transacted, 
and the handling of premiums, in order 
that the people may be to some extent 
protected from the immense fire loss, we 

ave transactions between the fire insur- 
ance companies on the one hand, and the 
People on the other. The medium of this 
business, and the one who carries on these 
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Importance of the Agent 

The bare statement shows the impor- 
tance of this position, and it is well stated 
by the Illinois commission in the report 
already referred to, as follows: 

“The local agent is the one who causes 
the company’s liability to attach; he ac- 
cepts or rejects the risk and formulates 
the written part of the policy contract. 
Upon the agent’s judgment, experience, 
skill and honesty, depend in a very large 
measure the rates and character of the 
business, and the success or failure of 
the companies he represents. The home 
or department offices are removed from 
most of the business written; inspections 
are, of necessity, infrequent, and they do 
not take into account the many local and 
purely personal considerations which con- 
tribute to differentiate between “good” 
and “bad” risks. These distinctions, in 
the main, are impossible to the home 
office inspectors, but easily within the 
knowledge of the local agent. If he is 
skillful and honest he is the one individ- 
ual who stands between the companies he 
represents and a dangerous risk and the 
careless or dishonest insurer. An agent 
may be naturally honest, but no man 
is born with skill and experience, and no 
man should be permitted to acquire these 
at public expense. 

Most Personal Influence 

“It is indisputable that the local agent 
is the most important personal influence 
in the reduction or increase of fire losses, 
and consequently the insurance cost; and 
the need is for men of character, trained 
in the business, who know what sound 
underwriting means to the entire public, 
and who realize their personal responsi- 
bilities. Ignorance has no more place in 





place anywhere. Under the present sys- 
tem no qualification and training or ex- 
perience are necessary to any agency ap- 
pointment. Indeed, the agent is licensed 
at the request of the company, not at his 
own; and while no doubt the companies 
prefer experienced men, and secure them 
when possible, the fact remains that thou- 
sands of agents are appointed annually 
who have little or no conception of their 
power or responsibilities. 

“State supervision of agents might not 
make them honest, but certainly could 
better their mental and moral qualifica- 
tions, and in a measure remove the temp- 
tations which so often lead them to forget 
the best interests of their companies and 
the community they serve.” 

Many Problems to be Solved 

This is a candid, and I think you will 
agree, a fair statement of your business, 
its responsibility, and some of its dif- 
ficulties; and it is for this reason that 
you may well organize your association, 
work together, and consult as to the best 
way in which to meet this responsibility 
and solve these problems, and even listen 
to my remarks today on the subject of 
your duties and privileges. 

With millions of dollars engaged in 
the business of protecting the people 
from an annual fire waste of 250 mil- 
lions, and many deaths and injuries, why 
should not your body consider any diffi- 
culties that may be in the business; and 
truly there are as many and as difficult 
problems to be solved in the conduct of 
the fire insurance business as that of 
any other business of which I have any 
knowledge. There are problems that 
come to the companies to be solved by 
their officers and directors, to whose care 





are problems that they must solve largely 
through their local or special agents. 
There are others to the solving of which 
they must call not only their own men, 
but the people whom they serve as cus- 
tomers, and the supervising officials of 
our states. 


Local Agent Vitally Concerned 
With many of these problems the local 
agent is vitally concerned, but I have 
not the time to discuss them here. In 
the opinion of many the expense ratio 
is too high, and must be adjusted, as 
well as equalized between the different 
sections of the country. The commission 
question is continually arising, and will 
continue to do so until it is settled on 

a better and more equitable basis. 
local agent alive to the interests of his 
company and his responsibility cannot 
afford to neglect giving proper considera- 
tion to the moral as well as the physical 
hazards of all risks, and thus in a large 
degree cut out over-insurance, and neglect 
in the erection of buildings and their 


care. 
Loyalty to Company 

While the officers of the companies 
occupy positions of great responsibility 
and trust in managing large corporations, 
and handling the millions of funds en- 
trusted to their keeping, you are their 
agents and representatives in your states 
and should feel the great responsibility 
of your position also. 

As agents it is your duty, while not 
forgetting to be just to your customers, 
to true and faithful to your com- 
panies, whom you serve as employes. I 
shall never forget how, when I first com- 
menced to do a fire business, that I felt 
I knew as much about the business as 
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my company Officials, and understood the 
situation in my field so much better; but 
there is indelibly stamped upon my mem- 
ory how soon I found out how very badly 
I was mistaken. My friends, never for- 
get that it is the companies’ business, 
and they are entitled to have it con- 
ducted strictly according to their ideas 
and rules. ' 
Entitled to Their Own Way 

It will be generally found that their 
way is the best way; but whether it is 
or not they are entitled to have it fol- 
lowed. An agent should not forget that 
his interest is coupled with the com- 
pany’s interest and in the end will prove 
so. Whenever you conclude that in the 
conduct of the business your interest 
does not lie with that of the company, 
then do the honorable thing and sever 
your connection with the company and 
seek some other or quit the business. 

This is not inconsistent with the 
agent’s being fair and just to the in- 
suring public, and observing the golden 
rule as to his fellow agents. These can 
and must go together, and it is only in 
this way that the agent can build up a 
safe and permanent business and income. 
The agent who is not loyal to his 
company, and fair and just to his 
customers, and deals in an underhand 
way with other agents, may for awhile 
get business and thrive, but the day of 
reckoning will come and he and his busi- 
ness will suffer. 
policy in the insurance business also. 
Yes, and I may add, open and frank deal- 
ing with all. 

Qualification of Agents 

In considering the importance and 
character of work, and the responsibil- 
ity placed upon any person, one of the 
first things that suggests itself is the 
character of the person and his qualifica- 
tion for the work. In my humble opin- 
ion there is nothing that would add more 
to your business and help more to solve 
the problems and difficulties of the work 
than the raising of the standard of the 
character and qualifications of the agent 
to whom the work is intrusted. In this I 
do not mean to reflect upon the character 
of you as a body, or any of you as in- 
dividuals, for I know of no class of busi- 
ness men who deservedly stand higher. 
No man can do any work committed to 
him in a proper manner unless he is 
qualified for the work, and no man, even 
with proper queliteations for the work 
in the way of capacity, can handle any 
business as important as this unless he 
is honest and a man of character. In 
the competition for business, companies 
too often select an agent, not because of 
his character or qualifications, but be- 
cause they understand he might control 
certain business. The agent is peculiarly 
situated in that while he is the agent of 
the companies he represents and must 
protect their interests, he at the same 
time holds a personal relationship with 
the assured; because to him and on his 
account personally is committed the busi- 
ness generally without regard to the 
company he represents. 

Agent May Do Great Harm 

Again, the agent may have the capacity 
and character, and yet if he is careless, 
and does not properly look after the 
business, he may do great harm. It has 
been said that local agents are responsible 
for a large number of loss claims through 
carelessness, lack of inspections, and ut- 
ter absence of judgment in many cases. 
An agent is in a position to not only 
involve his company in losses and other 
troubles, but to increase the distrust of 
and prejudice against insurance compan- 
ies in the mind of the public, and in 
many ways injure his companies and his 
fellow agents, and even himself and his 
customers whom he is undertaking to 
serve. It is almost impossible to calcu- 
late the extent to which an agent may 
involve his company or even his friends 
or customers if he is ignorant or care- 
less, or otherwise wrongly disposed. 
Over Insurance and Fires Go Together 
” Another problem in this business is 
over insurance.” Yes, and it is ever 
with us. The question of over insur- 
ance is a hard one to solve, and at times 
in my study of it I almost come to the 
conclusion that it is not solvable. Of 
one thing I am well satisfied, that the 
local agent in the discharge of his duties, 
and coming up to the full measure of his 
privileges, will be found the largest 
factor in reducing or cutting out over 
insurance. I have recently seen some 
statistics by which some insurance people 
attempt to prove that over insurance, 
even if it exists, does no harm and causes 
few, if any, fires. Somehow in my work 
as fire marshal I find the over insurance 
and the fires together. I am reminded of 
of a story told of Governor, then Cap- 
tain, Z. B. Vance at the beginning of the 
civil war. He gave an order to his men 
which the young drill master standing 
by said could not be done. Captain Vance 
promptly replied, “But, lieutenant, the 
soldiers have done it.” 

Over Insurance Not Always Known 

The average citizen believes that over 
insurance is brought about by the desire 
of the company for the premiums, and 
of the agent for the commissions on the 
overplus, I am sure that no company 
can so far forget the true principles of 
underwriting as to be willing to retain 
upon its books any policy covering known 


Honesty is the best. 





over insurance, and I believe that it is 
not often, though I am sorry to say that 
it is sometimes the case, that agents 
knowingly take and continue risks for 
more than the property is worth. I had 
recently an investigation made of a sus- 
picious fire in my state, and as a result 
of the investigation had a warrant issued 
for the owner of the building, where it 
appeared that the agent without any 
inspection or examination, upon the word 
of the assured, issued him a policy for 
$1,500 on less than $250 worth of prop- 
erty, and when the fire occurred the stock, 
insured at $1,500, was worth less than $50. 
Are you surprised that there was a fie 
as a result of this condition, and that it 
was of incendiary origin? I am not. I 
believe it should be the duty, and 1 could 
almost wish the law required, that the in- 
surance commissioner could revoke the li- 
cense of any agent in the state found 
habitually overinsuring property. Many 
agents say that if they do not take the 
risks offered them, though overinsured, 
their competitor will and have his com- 
pany carry the risk. I do not believe 
these agents even fool themselves with 
such talk. At any rate, the agent may get 
the risk, but his company will get not 
only the risk but a loss to pay. 

Remove Misunderstanding on Rates 

The local agent is deeply interested in 
the making of rates. Much of the trouble 
of the business centers around this. In 
this the local agent has a more important 
and delicate function to perform. Not 
that he is always competent and fitted to 
make the rates, as generally he is not, 
and has no training or experience in rate 
making, but he is better situated than 
any one else to remove much of the mis- 
understanding and prejudice attached to 
this part of the business. The difficul- 
ties that attend rate making in the fire 
insurance business are peculiar. The 
rates must be made to cover the expense 
and profits of the company, and the losses, 
and the premiums thereon must be paid 
in advance. The expense necessary, and 
the profit desired by the stockholders, 
may be arrived at; but not so with the 
losses. You can only approximate them 
by considering what they have been in 
the past, what the expectation is in re- 
gard to them, and then use your best 
judgment and “guessing” capacity. 

The report made by the Illinois com- 
mission and the New York investigating 
committee, after perhaps the most thor- 
ough investigations that were ever given 
the fire insurance business, both agree as 
to the difficulty of rate making. Both 
bodies, after a thorough investigation, 
and looking into all plans used or pro- 
posed, agree that it is not best for the 
citizens of the state who are the insuring 
public, for the rates to be left for each 
company to fix, or for the rates to be 
made by the state, as is being tried in 
two or three states. 


Employ Men Who Are Experts 


They say it is necessary and best for 
them to be made by some combination, 
and that the best person to whom it can 
be entrusted is an association of com- 
panies employing and using men who are 
experts in the business, and that the rates 
made in this way should be reported 
fully to the insurance department. They 
only differ in that the New York com- 
mittee believes that publicity that could 
be given to rates and any injustice or 
inequality in their making would serve 
to correct any evils; while the Illinois 
commission goes further and calls for 
laws that would give to the insurance 
department of each state, or some board 
under its control, a veto over the rates 
after they are made. 

Of one thing I am sure; full informa- 
tion should be given to the assured as to 
the rate, how it is made, and how it can 
be reduced. The local agent can materi- 
ally help in this matter. Every agent 
should inform himself and understand the 
different clauses, their use and working, 
as well as how rates are made, what in- 
creases them, and what can be done to 
get reductions in the rates on different 


risks. 
Expense and Commission 

About two years ago the speaker served 
on a committee of the National Conven- 
tion of Insurance Commissioners, whose 
duty it was to look into the expense of 
conducting the fire business. It brought 
to him much knowledge and some sur- 
prises. One was the inequality of com- 
missions paid to agents in the different 
sections of the country, and in many sec- 
tions what appeared to be exorbitant 
commissions. The result of the report 
of this committee, as well as other causes, 
brought fire insurance companies to con- 
sider and agree upon a rate of commis- 
sion that should extend over the whole 
country and that would give practically 
the same compensation for each agent no 
matter in what section he worked. 

It is an important question to the busi- 
ness, not only as to what commission 
shall be paid, but on what basis. On 
this question the companies and their 
managers differ, and even local agents 
differ widely, not only in different sec- 
tions of the country, but even in the 
same state or town. 


Tendency of Contingent Commissions 

It has been said: “The true theory of 
commissions is based upon a mutual in- 
terest and the profits of the business, 





namely, what is commonly called con- 
tingent commission.” Is there not some- 
thing in this? If the agent’s compensa- 
tion is dependent to some extent upon the 
profits of his agency will it not tend, in 
time at least, to make him more careful 
in his work, especially in selecting risks. 
Certainly an improvement is needed and 
necessary. How shall it be effected? Is 
it not one of the duties of the local agent, 
and of your association, to aid in the set- 
tlement of this question on a fair and just 
basis. Certainly you cannot do as the 
woman who was asked to aid in the erec- 
tion and maintenance of an inebriate 
home, and replied, certainly she would do 
so with pleasure by sending her husband 
around when he came home the next Sat- 
urday night. 


Fire Waste Causes the Need 


The Illinois commission above referred 
to in discussing the fire waste of the 
country had this to say in its report: 

“It is perhaps unnecessary to suggest 
that it is fire waste that makes fire in- 
surance a public necessity, or to call at- 
tention to the fact that there is nothing 
sentimental in the business. Fire insur- 
ance is a business and not a philanthropy. 
A man joins a mutual company, not for 
the pleasure of paying other people’s 
losses, but in order to buy indemnity, 
such as can thus be furnished, on what 
he regards as the best terms. Another 
man buys fire insurance stock, not for 
the purpose of scattering bounty among 
fire sufferers, but in the expectation of 
securing dividends. From any standpoint 
We may regard it the policyholders must 





make good their own losses, plus the ex- 
pense of transacting the business.” 


Waste Practically All Preventable 

What is the fire waste of the country, 
and what does it mean? It may well be 
called waste, as practically all of it is 
preventable. The average annual fire 
waste amounts to $250,000,000, over 
$3,000,000 each hour, and $500 each min- 
ute. This is a per capita loss in this 
country of $2.50 for each man, woman and 
child of our 100,000,000 people. In Eu- 
rope the per capita amounts to 48 cents— 
less than one-fifth. Only a glance satis- 
fies us that there should not be this great 
difference between the fire loss in this 
country and Europe. The same loss ratio 
in this country as in Europe would mean 
a saving annually of over $200,000,000. 
This is an enormous loss and waste, but 
it can hardly be compared with the an- 
nual human loss—death by fires of over 
1,000, and the injury of over 5,000 men, 
women and children. It does not look as 
if the fire waste of the country is de- 
creasing, even with the great efforts being 
put forth in this direction. 


Should Be Known as a Crank 

The local agent should be known as @ 
crank in matters of protection from fire. 
He should think in the language of pro- 
tection from fires by fire insurance and 
preventable measures. He should ever 
strive to help solve the question of the 
reduction of the fire waste, one of the 
greatest problems in the fire insurance 
business, and one that will tend most to 
help the business, and make it satisfac- 
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tory by reducing the rates of premiums 
charged. 

Mr. President and gentlemen, you know 
something of the enormous fire waste of 
this country. Why should this be al- 
lowed to continue when it is admitted that 
one-half or even three-fourths of the 
waste by fire, including the deaths and 
injuries to men, women and children, is 
preventable? It has been claimed by 
some that every fire is criminal in that 
it is due either to carelessness or igno- 
rance. How shall this fire waste be re- 
duced? There are many things that will 
help in the reduction, and there are many 
ways in which you as insurance agents 
and citizens can exercise a powerful in- 
fluence along this line. 


Do More to Prevent Fires 


Better buildings, closer and more thor- 
ough inspections, and other preventive 
measures will aid. A study of, and as- 
sistance to, the fire departments will help. 
One thing I would especially impress upon 
you is the importance, yea, the neces- 
sity, of doing more to prevent fires. 
The cities and towns of our states 
spend thousands of dollars to be prepared 
to put out fires when they once start, but 
absolutely nothing along the line of keep- 
ing fires from starting. Some one has 
said that “All fires are the same size at 
the beginning.” I would add that they 
are small and generally easily extin- 
guished. It is well to be able to fight 
them, but the secret of having no loss by 
fires is in preventing their starting, rather 
than in being prepared to put them out 
after they are started. 


Take Pride in the Business 


I must bring my remarks to a close. 
Much more might be said on this interest- 
ing subject, but I have already taken up 
too much of your valuable time. You are 
engaged in a great business. You should 
not only take a pride in the business, 
but in the way in which you measure up 
to your privileges in its conduct. 

Millions of capital, and much of the 
best business talent in our country, is 
engaged in it. Fire insurance is the basis 
of all credit, and without it the business 
of the world would be paralyzed, as prac- 
tically all business is done on credit. It 
extends its protection to the great manu- 
facturing plants and large business en- 
terprises, as well as to the humble home 
of the laboring man. All property can 
and should have its protection, which runs 
by day and by night. It, of course, costs 
something, but it is the only way by 
which the immense loss by fire is spread 
over the country and equalized. While 
all of this is true, and there has been an 
immense increase in the business of fire 
insurance, and many improvements in its 
methods, the conditions are by no means 
ideal. There is still room for progress. 

The local agent’s responsibility is 
greater than that of any clerk or employe 
in other great financial institutions. These 
work under and in closer touch with their 
superior officers, who know their custom- 
ers and conditions, while the local fire 
insurance agent is far from his superiors, 
and operating under certain rules and reg- 
ulations, is the only one who knows the 
assured and is in touch with the situa- 


tion. 
Agent Should Be Leader 


The local agent’s position in his com- 
munity should be such as to make him a 
leader in all public and business enter- 
prises. He can best aid his state by 
studying her needs, especially in insur- 
ance matters, and helping in legislation 
and all public matters. The insurance 





agent must be well informed, and in a 
position to teach his people the proper 
principles of insurance so little under- 
stood by the average man. He must not 
be selfish or biased, and with but one 
idea, that of getting more business be- 
cause of the commission it brings. He 
must be a business man, full of energy 
and information, and with a broad vision. 
He must be a leader in all matters per- 
taining to proper building, regular and 
thorough inspections, cleaning up of all 
premises, and efficient fire departments. 
An agent never occupies a proper position 
in his community so long as he is afraid 
to take a hand in and speak out for fire 
preventive measures and all necessary 
and proper reforms. He must be ac- 
quainted with the character of the people 
of his community and the value of their 
property, and be willing when necessary 
to forego commissions almost in sight 
and give his company the benefit of being 
relieved of a risk where there is over- 
valuation and a bad moral hazard. 


Pactor in Removing Prejudice 


In dealing with his company the local 
agent must be prompt in discharging du- 
ties and carrying out his instructions, al- 
though in many cases he will be asked to 
bring about reforms by agreement and 
cooperation with his fellow agents that 
the companies will not undertake with 
each other. 

It is hard for any business to prosper 
where there is distrust and prejudice 
based on ignorance or lack of considera- 
tion of the situation and viewpoint of the 
other side. The local agent is the most 
powerful factor in removing the prejudice 
among the people against insurance com- 
panies, as well as the distrust by insur- 
ance companies of the people. He should 
stand by and work for his company, but 
should remember that in attacking other 
companies and rival agencies he may gain 
a temporary benefit or advantage, but that 
he is undermining the confidence in the 
business, including his company. He 
should remember that the average insurer 
is much more readily taught to mistrust 
an insurance company than he is to be- 
lieve that they are all right, and their 
management fair and honest. 


Working for Interests of All 

Many problems are before you. I think 
I can promise you the best aid of my as- 
sociates among the insurance commission- 
ers. We are studying conditions and 
striving for the best interests of our peo- 
ple, as well as of you and your com- 
panies. Overhead writing, the operation 
of unlicensed and fake companies must 
go. We are with you for all proper 
practices and needed reforms. 

I think you will find the insurance laws 
and conditions in the south have been 
greatly improved; certainly they have in 
my state. While the insurance condi- 
tions in my state are not all that we de- 
sire, yet there is much in them that we 
may well feel a pride in. Our laws are 
looked upon as superior, and as well 
adapted to the conditions of our state, as 
those of any other state, and are calcu- 
lated to help insurance agents, both in 
the discharge of their duties and the en- 
joyment of their privileges. Our home 
companies are well managed and doing 
their part of the business. Our condi- 
tions from an insurance standpoint com- 
pare favorably with those suggested by 
the Merritt committee of New York and 
the Illinois commission. In fact, it is 
worthy of note how well our laws are up 
to even the recommendations of the New 
York investigating committee. 
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CLAUSES AFFECT COST 


TEACH PUBLIC ITS INTEREST 


Alex. C. King of Atlanta Points Out 
Influence of Respective Provisions 
on Loss Ratio 





(Prom a Staff Correspondent) 

Atlanta, Oct. 16—Alex. C. King, of 
the law firm of King, Spalding & Un- 
derwood of Atlanta, delivered his ad- 
dress on “The Insurance Contract anc 
the Premium Payer” this afternoon. 
Mr. King pointed out that the provi- 
sions of the standard policy are in 
effect imposed by the state, and that 
the breaking down of the restrictions 
and conditions tends to increase the 
fire loss and so increase the insurance 
rate. He urged local agents to educate 
the policyholders on their interest in 
the maintenance of protective provi- 
sions. His address was as follows: 

Viewed in its most general character 
the business of insurance in which you 
are engaged is that of the destruction of 
chance. 

It is the putting into effect of one of 
those ideas which testify to the spiritual 
in man, namely, his belief in his ability 
and his effort, to withstand, and to defend 


himself against the action of forces which 
seem to be irresistible. 


Dictinctly Product of Civilization 

Of all forms of business, insurance, in 
its varied branches, is one which is dis- 
tinctly the product of civilization and 
which testifies most clearly to the ability 
of men to engage in world-wide coopera- 
tion to achieve a result. 

What an example of this cooperative 
power was given in the great San Fran- 
cisco fire! ‘There the contributions of 
premiums, through the great English in- 
surance companies, from the men of Great 
Britain, of Australia, and other countries, 
as well as of the United States, produced 
by their cooperation the fund through 


-which the loss was distributed over the 


world. 

Patient investigation has shown that 
however accidental and unrelated indi- 
vidual occurrences or casualties may 


, Seem, or be, that, if the field of observa- 


tion and action be sufficiently extended, 
a certain order and regularity in the num- 
ber and character of these events wili be 
evident. 


Percentage Comparatively Fixed 


Such happenings as suicide,—a thing 
fortuitous, inexplicable in many instances, 


.and without any relation of number to 


time or circumstance in a restricted area, 
—becomes, on the wide field of a great 
calculable and comparatively 
fixed in percentage under the same gen- 


. eral conditions. 


When the individual man will die, when 
the particular house will burn, when a 


. community will be swept by pestilence, 


or conflagration, we may not predict. But 


_in the broader field of the expanse of this 


great country of ours, law and sequence 
take the place of local irregularity, varia- 
tion and catastrophe. 

While the San Francisco conflagration 








consumed the premiums of years derived 
from California and made the loss ratio 
of the United States for 1906 over 96 per- 
cent of the gross premium receipts of the 
Union, I doubt not, if the fire losses of 
the entire world for a series of years 
before and after 1906 were accessible, 
such total fire loss would vary but little 
from year to year. Certain it is that a 
series of years would show a singular 
uniformity, and that excesses of single 
years are equalized by decreased loss 
ratios in others. 


Neutralize Personal Vicissitude 


Fire insurance is, therefore, in one view 
a great cooperation whereby the personal 
vicissitude is neutralized by distributing 
the individual losses among the many 
thousands, who through their premiums 
furnish the fund which replenishes the 
individual loser, including at times the 
losers of a community visited with dis- 
aster. 

In its practical working this fund must 
also pay the expenses of conducting this 
most important branch of human affairs, 
and afford to those, who as stockholders 
of the companies, through whose efforts 
this business cooperation is organized, a 
recompense for the capital they have de- 
voted as a guaranty fund to enable un- 
usual demands, in times of emergency, to 
be met with promptness, and of which 
they take the risk of loss. 


Local Agents to Educate Public 


In this work of securing the contribu- 
tions of those who, by effecting insurance 
against fire on their property, seek on the 
one hand protection against the unknown 
and unforeseeable individual risks of loss, 
and on the other contribute to the equal- 
ization of losses and the payment of ex- 
penses of the business through the pay- 
ment of premiums, the local underwriter 
is the direct, efficient agency. Other offi- 
cials direct company policies and invest- 
ments, or organize or supervise the 
methods of transacting its business; but 
it is you and you alone (with but few 
exceptions) who bring the public, the in- 
sured, into relation to the actual protec- 
tion of fire insurance and who make them 
contributors to the common insurance 
fund which meets the fire waste. 

You, therefore, of all men, are the most 
effective agency through which correct 
ideas of the relation the insured bears to 
this fund and to the contract of insurance, 
can be taught to the insuring public. 


Public Misunderstands True Interest 


It is because of this fact; because of 
what has seemed to me to be a strange 
want of understanding of their true in- 
terest and of their relations to questions 
of legislation and judicial decision affect- 
ing the value of the insurance contract by 
a majority of those who insure; because 
of the embarrassment that such mistaken 
public view often brings to the honest, 
conscientious local agent, that I have 
thought a few reflections on the true rela- 
tions which these subjects bear to the 
interest of the premium paying public 
might not be wholly without use. 

The attitude which the great mass of 
the insuring public takes towards the con- 
tract of fire insurance, which finds its ex- 
pression in legislative acts that break 
down its covenants, and in the verdicts 
of juries, and sometimes in the rulings of 
courts, which destroy the efficiency of 
contractual reductions, is clearly one 
which disregards the interest of every 
person concerned in the fire waste of the 
country, or the premium fund which must 
respond to insurance losses, except the 
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individual who asserts a disputed claim 
of loss by fire. 


Effect on Fire Waste 


The effect of such laws, verdict or de- 
cisions on the fire waste itself, or on the 
price of insurance, is wholly lost sight 
of. The infinitely small percentage of 
those insured who ever appeal to the law 
for collection of their claims is possibly 
not realized. But it is assumed that the 
insuring public needs to be protected by 
such methods against a _ capriciously 
stringent contract, and against defenses 
that are indiscriminately denounced as 
technical. 

While the vast majority of insurers 
continue paying premiums year by year 
without suffering losses, because of the 
basis of credit insurance affords and the 
confidence and sense of protection it 
brings, the loss that such measures and 
doings bring to them in the increased 
cost of insurance is never considered. 

It is my purpose to ask your attention 
to this view of the question, and to en- 
deavor to present to your consideration 
the interest which the great majority of 
your patrons have in the maintenance of 
the integrity of the several covenants and 
conditions of the insurance contract, and 
the great good which you, with your 
unique position of confidence, both to in- 
surer and insured, could accomplish by 
impressing this view on your patrons. 


Public Must Pay Cost 


That the premium paid by the insuring 
public must defray the fire loss and the 
expenses of conducting the business is 
axiomatic. That the premiums charged 
do pay but a small percentage above what 
is necessary for this purpose from which 
extraordinary demands and sums carried 
for safety to surplus, as well as divi- 
dends, must be provided for, while not so 
generally known to the public, is also 
true. 

From statistics recently published by 
the National Board, it appears that the 
combined experience of United States and 
foreign companies shows an annual loss 


ratio of from 1860 to 1911, both inclusive, |: 


of 57.85 percent of the gross premiums. 

The average annual expenses of these 
companies for the same period was 36.42 
percent. This expense, however, for the 
last six years had been over 38 percent in 
each vear, 1911 showing an expense ratio 
of 39.75 percent. 

Small Profit Over Long Period 

This increase to more than 38 percent 
is accounted for by the increased ratio 
of commissions and taxes in these latter 
years and may be considered permanent. 
The report made in February, 1911, by 
the joint committee of the New York 
legislature, which investigated the affairs 
of fire insurance companies, placed the ex- 
pense ratio at 38% percent. 

ng the average loss and expense 
ratio for this era of 51 years, it would 
leave 5.73 percent of the premiums for the 
preservation of assets, surplus and pay- 
ment of dividends. If 38% percent was 
deducted for expenses instead of 36.42 per- 
cent this residue would be reduced to less 
than 4 percent. 

It is a signficant fact that the report 
of the joint committee above mentioned 
shows that out of 213 fire insurance com- 
panies doing business in New York in 
1875 only sixty-nine of these companies 
were still doing business then, and in 
nearly every case the remaining 144 com- 
panies had gone out of business. 

The average ratio of the amount of 
losses paid to the amount of the risks 
written, ee the experience from 1860 
to 1911, both inclusive, is not quite one- 
half of 1 percent (.004695). Yet this con- 
sumed 57.85 percent of the gross pre- 
miums collected during the entire period. 


Low Percentage of Claims 

It is safe to say that all claims of loss, 
both meritorious and unfounded, do not 
equal 1 percent. The number of persons 
suffering losses, taking as wide an 
average, will probably bear about the like 
ratio to the number insured. The remain- 
ing 99 percent pay their premiums for the 
ability it gives them to carry on business, 
and for the sake of security. 

It is manifest that these ratios must 
be correct as the average gross rate of 
premiums in the United States during the 


period 1860-1911, inclusive, was only 
1.0635 percent; that for 1911 being 1.0594 
percent. 


The fire waste in the United States is 
about $2560,000,000 per annum. That in 
Burope is per capita about one-seventh of 
that of the United States. 

Forms Prescribed by Law 

It is evidently not to the interest of 
those who must contribute to pay the 
fire losess, to favor anything calculated 
to increase such waste. The form of fire 
insurance policy in general use is the 
New York standard with certain clauses 
which the courts generally declare are 
useful provisions. The several states 
which have adopted standard policies of 
fire insurance have taken the New York 
form either exactly or without substan- 
tial variation. 

It cannot, therefore, be truthfully said 
that they are simply the forms prescribed 
by the insurers for their own purposes. 
They are forms upon which the legisla- 
tures of the several states adopting them 
have put the stamp of their approval as 
containing material and useful provisions 
and conditions, 

The premium which each insurer has 








to pay is necessarily based on the ex- 
perience of 1 and exp If these 
are permanently increased, premiums 
must go up, or at least cannot be reduced 
where a bettering of physical conditions 
would have otherwise permitted. 

Let us take as an illustration the first 
covenant of the standard fire policy, the 
covenant forbidding other insurance with- 
out written permission. 

Saving by Restrictive Clause 

The economic value of this covenant is 
beyond question. It not only prevents 
fraudulent losses brought about by the 
temptation of overinsurance, but with 
careful underwriting it promotes the care- 
fulness of honest insurers by letting them 
realize that they have an amount at risk 
which is not covered by the insurance 
carried. 

Let us assume that a consistent en- 
forcement of this clause would save 3 
percent of the fire waste. If this clause 
is not enforced, or frivolous excuses, or 
parol waivers (generally disputed) are 
permitted to override it, then just by 
whatever such clause is worth as a pro- 
tection against carelessness or fraud, and 
consequent increase of fire waste, by so 
much must the gross premiums provide 
that greater sum with which to pay such 
additional losses and expenses of adjust- 
ment. 

Cost of Valued Policy Law 

Let us take the case where a statute 
strikes out the first sentence of the 
standard policy, which promises to pay 
the actual loss not exceeding the sum 
limited. The theory of fire insurance is 
that it is indemnity solely. But under 
the valued policy laws of the several 
states which have adopted them, such 
payments are often far more. 

If on the basis of ascertaining and pay- 
ing the actual loss on dwellings, the sal- 
_vage on losses payable under valued pol- 
icies is 25 percent, then it is evident that 
the gross premiums must take care of 
_this additional and fictitious fire waste. 

Interest of Assured Evident 
Indeed, if one would only reflect on the 
_real basis of fire insurance, the interest 
,of the vast majority of your patrons, 
those who pay for insurance and have no 
losses, in every provision of the contract, 
or of the law which forms a part thereof, 
, that reduces the fire waste by requiring a 
,Substantial compliance with the provi- 
sions of the standard policy, representing 
‘as it does the experience of many years 
of underwriting, would be most evident. 
' As already stated, fire insurance is but 
.a method by which a large number of 
_persons combine the fire hazards of their 
.property scattered over a wide area so as 

to produce a general average of loss that 
is approximately uniform in each of the 
different classes of risks. 

Contribution From Each 

. Each makes in his premium a contribu- 
tion to pay such loss, the expenses of the 
business, including taxes, and a reason- 
able profit to those who are investing 
their money in the capital stock which 
operates as a guaranty fund. 

The.stock company is in essence a com- 
mon depository, which guarantees the re- 
sult and whose stockholders receive a 
profit for such guaranty. In a mutual 
company there is either no guaranty, or 
the provision for further assessment of 
policyholders made in the charters of, or 
laws governing such companies, create in 
this way an emergency guaranty, the 
policyholders receiving the dividends in- 
stead of the stockholders. 

Average Annual Dividends 

That the profit received from the payers 
of premiums by the stockholders of fire 
insurance companies is not large is ap- 
parent from the report of the committee 
of the New York legislature above alluded 
to. It states that the average annual net 
earnings of the six largest United States 
companies from 1890 to 1909, both years 
inclusive, were 10.1 percent. Of this the 
greater part came from the banking profit 
on the handling of their funds and less 
than one-half from profit from premiums. 
The average annual dividend paid by 
these companies during the same period 
was 5.4 percent. The average annual 
earnings and dividends of the smaller 
United States companies and also of the 
American branches of foreign companies 
were substantially less as to each class. 


Only Contract Breakers Gain 

Who then profits by the failure to en- 
force the plain provisions of the insur- 
ance contract, which so often occurs in 
litigated cases? Who profits by legisla- 
tion which wipes out important provisions 
of such contracts, such as valued policy 
laws, laws providing that no breach of a 
covenant or Warranty shall operate as a 
defense unless the defendant company 
shall show, in addition to proving the 
breach and that it has not waived it, that 
such breach contributed to the happening 
of the loss? The only persons who are 
benefited by such a state of affairs are 
those who have broken their contracts, or 
‘who are seeking to recover what they 
could not obtain but for such law, or con- 


dition. 
No Bar to Valid Claims 
To every one else this state of affairs 
is a positive injury. Let it be borne in 
mind that of the many hundreds of thous- 
ands of persons insuring only a few 
average suffer 





thousands on an annual 
loss. 





Of those who sustain losses, it is 
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within the knowledge of every under- 
writer that the great majority collect 
their losses without friction or unneces- 
sary delay. 

It is a possible, but very infrequent 
occurrence, that the insured with a valid 
claim is forced to sue. But such a claim- 
ant has nothing to fear from the insur- 
ance contract. The provisions of that 
paper afford ample protection to such a 
suitor who does not need the aid of laws 
or verdicts which set aside its provisions. 

Such statutes at most benefit but a very 
small percentage of those who take out 
insurance policies and pay the premiums. 
Such premiums looked at in one way are 
the fire tax which the public pays to re- 
pair the fire waste of a part of those who 
contribute to the tax. 

Interested in Enforcement 

It is perfectly evident, therefore, that 
every man who is a contributor to this 
fund is vitally interested in paying ,as 
little as will afford him a sufficient and 
solvent protection. The man who loses 
of course has an interest in collecting his 
loss. The man who fails to keep his con- 
tract may have a selfish interest in being 
relieved of the consequences of his own 
neglect or disregard; but the 99 percent 
who contribute and do not sustain a fire 
loss are interested in the enforcement of 
every covenant of the contract and regu- 
lation of police, that will reduce the 
amount of money which the companies 
must expend. 

By far the greatest item which the 
premiums must pay is the fire loss. Its 
diminution is the greatest factor in the 
reduction of insurance rates. One of the 
greatest aids to this end is the main- 
tenance of the contract of insurance 
against destructive legislation or a public 
sentiment which will not sustain it in the 
court house. 

Matter of Public Concern 

Not only is this the interest of the 
vast majority of the holders of fire in- 
surance policies; but it is a matter of 
great concern to the public. 

A loss by fire is that much wealth de- 
stroyed forever. The country is that 
much the poorer by reason of it. Not only 
that, but the loss from interrupted busi- 
ness, from loss of time occasioned by the 
fire loss, these are additional items which 
swell the total of the loss. 

Teach Assured True Interest 

No one who has studied the problem 
of fire insurance will deny that laws 
which would require owners to observe 
the requirements of their insurance pol- 
icies by not doing away with them would 
greatly educate the public in habits of 
care, in a feeling of personal responsibil- 
ity on the risks, that would promote care- 
fulness and tend to reduce fire waste. 

It is to assist in this work beneficial to 
the public, and to your patrons that I urge 
this body so fitted by training, by knowl- 
edge and by superior ability. 

Teach your patrons, the premium pay- 
ers, their true interest in the observance 
of the salutary provision of the policy 
contract. Teach them ta evil results of 

king down such provisions.. 

otreack them their true relation to this 
vast subject of fire waste and its absorp- 
tion through the premiums they pay and 
you will have done much to make the 
relations between insurer and _ insured 
those of cooperation and not of antag- 
onism. 


“UNEARNED INCREMENT” 


Atlanta. shows some pretty fair ex- 
amples of fortunes made by advances 
in real estate values. Some sixty years 
ago George Washington Collier, the 
first postmaster of Atlanta, paid $120 
for a lot in what is now the business 
district. People thought he was crazy, 
for that was paying at the rate of 
about $700 an acre. He erected a three- 
story brick building on it, the rents 
from which now amount to $18,000 a 
year. Real estate men value the prop- 
erty at about $300,000. Several years 
ago a man who wanted to acquire the 
property but knew it was not for sale 
said to the owner, “Mr. Collier, I 
think I could afford to give you as 
many ten dollar gold pieces as would 
cover that lot for it.” “Well,” said 
Mr. Collier, “if you would set them on 
edge I don’t know but I would con- 
sider it.” 
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(¥rom a Staff Correspondent) 
Atlanta, Oct. 15—President South- 
gate in his annual address, which was 
delivered this morning, reviewed the 
activities of the past year and the pres- 
ent state of the association. The work 
of the various committees was briefly 
touched on and suggestions were made 
in regard to the problems now to be 
dealt with. Underwriters’ agencies, 
agents’ expirations and association fi- 
nances received considerable attention 
in the address, and the president rec- 
ommended a more liberal patronage of 
the American Agency Bulletin. 
Mr. Southgate’s address was as fol- 
lows: 


Almost immediately following the Buf- 
falo convention in 1911 there was organ- 
ized the New England Conference, by 
which the various state associations of 
that section could come in touch with 
each other on any proposition of mutual 
interest. The committee representing this 
conference arranged to hold the New 
England state association meetings in 
1911 consecutively and planned to have 
your president attend the sessions. 

New England Trip 

This plan was so perfectly arranged 
that it was carried out to the letter. Be- 
ginning at Hartford, Conn., thence to 
Providence, R. I., thence to Hartford, Vt., 
thence to Manchester, N. H., thence to 
Portland, Me., thence to Boston, Mass., in 
as many days these six conventions were 
compassed and I was informed that they 
were the most enthusiastic and most 
largely attended of any previous conven- 
tions held in that section embracing 60,- 
000 square miles of territory. Your presi- 
dent was impressed with the high type of 
men to be found in agency work, their 
apparently prosperous condition, the thor- 
oughness of their organization and with 
their ready response, which evidently 
grew out of their personal experiences to 
the gospel of efficiency, cooperation, un- 
selfish service and good fellowship which 
was emphasized in every address he un- 
dertook to make. 


Position of Strength in New England 

He was likewise impressed with the 
position of strength which the New Eng- 
land agents occupy and of their obligation 
to render an invaluable service to their 
brethren throughout the nation. It is 
due them, and I am glad to say in this 
presence, that while local politicians at 
that time may have given the president 
of the United States a reception and a 
welcome characterized more by the beat- 
ing of drums, the waving of banners and 
the blowing of horns, he could not have 
been the recipient of a more gracious, 
genuine royal hospitable greeting than 
that which was accorded the president 
of the National association by the local 
agents of New England. 

A similar series of conventions was 
planned for the attendance of your presi- 
dent by some twelve or thirteen northern 
and western states and the program had 
all been arranged but was defeated by an 
untimely spell of sickness which kept him 
in the hospital for a month. 

In June, however, I was physically able 
to attend and address the state conven- 
tions of North Carolina, Pennsylvania and 
New York. 


Clear the Air in Pennsylvania 


The North Carolina convention was con- 
sidered by far the best it ever held. The 
Pennsylvania convention far exceeded my 
anticipations and my belief is that the 
misunderstandings of the past with ref- 
erence to the relationship of the Penn- 
sylvania association to the National asso- 
ciation will all be eliminated and that the 
state will soon rank among those at the 
head of the list in supporting the agency 
movement. 

No one could have attended the New 
York state convention at Syracuse with- 
out feeling proud of the insurance frater- 
nity of the empire state of the Union. 
Here, as elsewhere, the agents could not 
bestow too much honor and friendly con- 
sideration upon the president of the Na- 
tional association. On Wednesday night 
he faced the largest body of banqueters 
which probably ever assembled in the 
United States under the insurance flag 
and I wish a report of the doings of that 
convention could be read by every local 
fire insurance agent in the United States. 

On both of these trips Secretary Put- 
nam was my associate and coworker for 
the National association and I would give 
public expression to what I have tried to 
say to him in private of my personal ob- 


ligation for uniform courtesies at his 





hands and my official appreciation of his 


work at these state conventions which we 
together attended. 


Publicity and Fire Prevention 


The National association directed the 
president to appoint a committee on pub- 
licity and fire prevention, and it was a 
pleasure to select ex-President F. W. Of- 
fenhauser, chairman of this committee. 
With such a chairman it is not neces- 
sary for me to state the fact that this 
committee has been actively at work. Sub- 
chairmen have been appointed in nearly 
every state in the Union and our men 
have been cooperating in the work with 
T. R. Weddell, of Chicago, secretary of 
the publicity committee maintained by 
the companies. Every reader of the daily 
press and every agent who receives bul- 
letins from his insurance department can 
have an idea of the large contribution that 
is being made by the companies and the 
agents in the elimination of the fire 
waste of the United States. 

See Universal Observance 

It can be reasonably expected that 
within a few months, or years at least, 
every state in the Union will observe Oct. 
9 as Fire Prevention Day, which date has 
impressed itself upon the insurance mind 
of this country as the one which marks 
the recurring anniversary of the great 
Chicago fire. 

With an annual fire waste of two hun- 
dred and fifty millions of dollars, not to 
mention the many valuable lives that are 
lost through fires, the local fire insurance 
agent has an incentive to endeavor which 
far transcends his pecuniary reward, how- 
ever large it may be, and that justifies the 
placing of his work on the high plane of 
the noblest professional service rendered 
by men to their fellows. Chairman Offen- 
hauser will present a special report cov- 
ering the work of his committee. 


Expirations and Injunctions 


It is a matter of regret that in several 
cases during the past year members of 
the association have felt obliged to resort 
to legal proceedings in connection with 
the matter of expirations. The policy of 
our association has been to discourage 
litigation, relying upon our principles for 
the full protection of agents’ rights, as 
well as thé fair.recognition of those of 
the companies. The machinery of the 
association in handling grievances is 
sometimes necessarily slow, and in the 
meantime it is possible for companies to 
raid the agents’ business and after the 
damage has been inflicted cheerfully com- 
ply with the established rule of business 
ethics. 

Under these circumstances, we think 
agents may be obliged to resort to tem- 
porary injunctions to afford sufficient de- 





lay to have the matter brought before the 
state grievance committee. We must, 
however, caution our members against in- 
volving themselves or the association in 
expensive or uncertain litigation, and ad- 
vise consultation with the officials of the 
state and national associations before le- 
gal steps are taken. 
Sufficient to Cover Questions 

The expiration principles of the Na- 
tional association are sufficient to cover 
all cases of disagreement, involving res- 
ignation, withdrawal or sale, and it would 
be better for all parties concerned if they 
would accept these rules and apply them 
to each and every case. 

The most important case involving ex- 
pirations which has been before the asso- 
ciation since the Yonkers injunction is 
that of Columbus, Ohio, which has in- 
volved not only litigation but the ques- 
tion of companies on our cooperating list 
recognizing the expiration principles of 
the National association. This matter 
came before your president while he was 
chairman of the grievance committee last 
year and has been continued in the hands 
of the present committee. 

It is unnecessary at this time to detail 
the time and attention which has been 
given to this case. We are pleased te 
state that as a result of our efforts the 
companies concerned have accepted the 
principles of the National association, and 
the Columbus agents have given alle- 
giance thereto. 

Conference Committees. 

It is the duty of the president to ap- 
point conference committees, the joint 
conference being designed to confer with 
the company managers on subjects of 
general interest, while the western con- 
ference occupies a somewhat similar po- 
sition in regard to the managers of the 
western departments, the object of the 
latter committee being to represent the 
association on matters which may arise 
in the western field. The following mem- 
bers of these committees were appointed: 

Joint conference—C. . Woodworth, 
Buffalo, chairman; A. W. Neale, Cleve- 
land; C. F. Hildreth, Freeport; P. L. Hol- 
zer, Bridgeport; L. W. Childrey, Norfolk, 
Va. 


Western conference—Clarence 8. Pellet, 
Chicago, chairman; James B. Leedom, 
Milwaukee; Fred Guenther, Detroit; B. F. 
Kauffman, Des Moines; Thomas Baker, 
Jr., Fargo. 

Intercity Conference 

An interesting movement among our 
members who are concerned in the ques- 
tions affecting the larger cities has taken 
effect during the past year in the forma- 
tion of the “Intercity Conference.” We 





ALEXANDER N. STEWART 
President 


EDWARD BLIVEN 
Western Manager 


CHICAGO 











SAMUEL W. SCOTT 
Secretary 


R FFERSO), 


& 
<” _ {INSURANCE))COMPANY 


Home (Office Building, PHILADELPHIA 


ya 
A “Million Dollar” Company 


In Thirty-One States 


Write 


1041 Insurance Exchange 


0 





S. LAWRENCE BODINE 
Vice-President 


E. L. RICKARDS 
Special Agent 


ILLINOIS 








































































































22 


THE WESTERN 


UNDERWRITER. 





October 17, 1912. 








believe this is a movement which should 
be approved and encouraged by the Na- 
tional association. 


Financial Affairs 


Among the duties of the president is 
t of countersigning checks covering 
monthly expenditures of the National as- 
sociation and Bulletin. The vouchers con- 
tainging the items in detail are first ap- 
proved by the treasurer, then by the au- 
ditor, then by three members of the fi- 
nance committee, and finally by the pres- 
ident before the check is countersigned. 
The report of the executive committee 
will deal further with this subject. 


Vice-Presidents for Sections 


With a view to making the office of 
vice-president a working one, it is sug- 
gested that the constitution and by-laws 
be amended to provide that a vice-presi- 
dent be elected for each of the following 
geographic territories: New England 
states, middle department states, south- 
eastern’ states, southwestern states, 
Rocky mountain states, Pacifie Coast 
states, middle western states, Mississippi 
valley states. 

By this plan the efforts of the presi- 
dent could be supplemented by the ac- 
tive work of the vice-president in each 
territory. 

Underwriters’ Agencies 

For the past year or more the matter 
of underwriters’ agencies has been con- 
tinually before the public. In January, 
1912, the National association published a 
list of those companies not operating un- 
derwriters’ agencies. At almost every 
meeting of local agents, wherever held, 
the subject of underwriters’ agencies has 
been discussed, and without variation the 
sentiment expressed in the resolutions 
adopted has been against underwriters’ 
agencies. In no instance has any action 
—_ taken favorable to these organiza- 
tions. 

Nevertheless the number of such under- 
writers’ agencies in operation has in- 
creased. While several companies have 
been added to the list of those not op- 
erating underwriters’ agencies, the fol- 
lowing have been dropped: American Cen- 
tral, Girard, Delaware and Westchester. 

New Ones Established 

The American Central reinsured the 
Mercantile of Boston, the capital of which 
it had previously controlled, absorbed its 
assets, and continued the business under 
the name of the Mercantile Underwriters. 

The Delaware reinsured its business in 
the Westchester, and this business will 
be continued by the Westchester under 
the name of the Delaware Underwriters. 

The Girard established a number of un- 
derwriters’ agencies in various localities 
through its western department, for the 
purpose, it is claimed, of placing itself on 
a basis of equal footing with other com- 
— maintaining underwriters’ agen- 
cies. 

It will therefore be seen that the de- 
vice of the underwriters’ agency as a 
means of continuing agencies, or estab- 
lishing new agencies is on the increase. 


Rests with the Leaders 


We do not believe the local agents of 
the country want either the dual or mul- 
tiple agency fastened irrevocably upon the 
business, yet we cannot be blind to the 
facts or the tendencies. Relief for the 
underwriters’ agency problem rests pri- 
marily with the leading underwriters’ 
agencies who had as they thought; ex- 
clusive rights and privileges. owever 
sincere their position may have been, how- 
ever much precedent the tradition or 


other arguments may weigh in the matter, 
the fact remains that the horde of un- 
derwriters’ agencies in existence today 
has grown out of the original propaga- 
tion of the idea. 

Nothing has been done or suggested by 
the leading underwriters’ agencies as a 
solution of the problem except that they 
be allowed to continue. Inasmuch as they 
offer no remedy, they are standing in the 
way of progress and reform. It is not 
through lack of ability, but through in- 
disposition on their part that the matter 
has not long since been adjusted. 

Agents Should Express Sentiments 

In view of these circumstances, it is 
just as much for the interest of the 
agents of these companies and for the 
underwriters’ agencies which they repre- 
sent ,that their sentiment should be ex- 
pressed to the home office, as that said 
sentiment should exist and be expressed 
among agents who do not represent either 
the parent companies or underwriters’ 
agencies. The problem affects us all and 
we must all stand or fall together. 

While upon the subject I would call at- 
tention to the fact that this problem came 
before the New York Fire Insurance Ex- 
change in the shape of recommendations 
by the executive committee for an amend- 
ment to the rules. The striking phrase 
in the report of the executive committee 
is that wherein it refers to “the failure 
of the exchange strictly and impartially 
to enforce at any time during the twelve 
years of its existence that prohibition 
thus ignored.” 

Admission of Responsibility. 

This is an important admission by the 
companies of their responsibility, for the 
present situation in respect to underwrit- 
ers’ agencies, and our association may 
properly take note of this fact, inasmuch 
as there has been disposition on the part 
of the companies and the insurance de- 
partments to throw the entire burden for 
this situation upon the local agents. 

At the annual meeting of the Maryland 
association in July, 1912, a resolution was 
adopted requesting the National associa- 
tion to consider the advisability of asking 
all underwriters’ agencies to incorporate 
on or before Jan. 1. This is in line with 
a similar suggestion made by a number 
of local boards. The adoption of this pro- 
posal by the companies would relieve the 
situation. 


Insurance Commissioners Convention 


At the suggestion of the executive com- 
mittee of the insurance commissioners’ 
convention, the president appointed a spe- 
cial committee to attend the commission- 
ers’ convention at Milwaukee in August, 
1911. The members of the committee ap- 
pointed were Clarence S. Pellett, chair- 
man; . H. Woodworth, Buffalo, and 
James B. Leedom, Milwaukee. 

American Agency Bulletin 

There is a notable increase in the ap- 
preciation by our members of the Bul- 
letin. This is most satisfactory to the 
officers of the association. The publica- 
tion has grown from very small begin- 
nings until it occupies a large place in 
the insurance business. One of the best 
evidences of this appreciation is the wide- 
spread demand for more frequent issues. 
There is also a demand that we incorpor- 
ate a department devoted to the various 
branches of casualty insurance, 

To meet this demand the revenues of 
the Bulletin must necessarily be in- 
creased.. This can be done either by in- 
creased subscription price, or by increased 
advertising among agents, or possibly 





both. The present subscription price ($1 
per year) is very low. 


Advertising by Agents 

The amount of advertising from agents 
who could amply afford to pay for the 
Same is far too small. Instead of 300 
such advertisers in the Bulletin we 
should have at least 1,000. Certainly 
there are as many agents in our mem- 
bership who could afford the modest sum 
of $5 to $10 to have their names appear 
in the Bulletin’s classified directory. 
Doubtless there are many agents in the 
audience today who are not Bulletin ad- 
vertisers, and they should not leave the 
hall before becoming such. It goes with- 
eut saying that the stronger we make the 
Bulletin the stronger and more indepen- 
dent we make our organization and there- 
fore the better equipped we become in 
this respect to serve the interest of the 
local agent. 

We wish especially to commend the ac- 
tion of the Cincinnati Fire Insurance Club 
in taking a liberal yearly space in the 
Bulletin as an advertisement of the club 
and its membership. This action fur- 
nishes an example worthy to be followed 
by all local boards, and we trust that our 
members in the other cities will bring 
this matter to the attention of their 
boards at an early date, so that many 
pages of the Bulletin may be taken up in 
this form of advertising. 


Association Dues 


The financial report will show to you 
that the present membership dues are 
insufficient to pay the expense of conduct- 
ing the National association, and our or- 
ganization is obliged to rely upon the 
profits of the Bulletin to make up the 
deficit. This is a serious matter which 
should be considered, with the possibility 
of an increase in dues either to state as- 
sociations or individual members. 

It is worthy of your attention that dur- 
ing the past year the West Virginia, New 
York, Illinois and lowa associations have 
increased their dues from $3 to $5. While 
this does not mean increased dues for 
the National association, it makes the 
state associations stronger, and tends to 
increase their effectiveness as affiliated 
branches of the National association... It 
has been suggested that we consider the 
fixing of the National association dues for 
state associations at $2, the present rate, 
without the Bulletin. This would neces- 
sitate the Bulletin’s depending largely 
upon individual subscriptions, and an in- 
crease in the subscription to $2 or even 
$3 per annum. 


Local Boards Affiliate 


Several boards have become affiliated 
with the state and National associations 
during the past year. There are nearly 
500 local boards in the United States, of 
which some fifty are at present affiliated 
as organizations with the National asso- 
ciation. This presents a splendid field of 
effort and an opportunity for a larger 
development of the organization through 
more complete federation of the local 
boards with the state and National as- 
sociations. The advantage of this to the 
local boards is that the local organization 
gets the benefit of the larger affiliation in 
maintaining good practices and can act 
together with other local boards on sub- 
jects of general import. 

Future Growth and Development 

We have become accustomed to look 
upon the National association as a perma- 
nent factor in the business, and some- 
times forget that the association was 
formed but sixteen years ago, with a 


membership of twenty agents, and has 
since grown to a membership exceeding 
5,000. I am further reminded of our 
growth when I note that in our Bulletin 
of October, 1906, the total receipts re- 
ported for the three and a half years fol- 
lowing the starting of the publication 
were less than $10,000. The publication 
receipts of a single year are now con- 
siderably in excess of that sum. 

While this progress is most gratifying, 
yet the organization is very far from 
realizing its possibilities. The problem 
of strengthening our association is one 
which we should face at this time with 
an earnest effort to put ourselves in a 
position where we may reap to the full 
the advantages of fraternal affiliation. 


Maintain An Ethical Code 


Is it of no consequence that this asso- 
ciation has established and is struggling 
to maintain an ethical code for the con- 
duct of the fire insurance business of a 
nation? 

Is it of no consequence that the work 
of this association the past fifteen years 
has added at least millions of dollars to 
the worth of the business plants of local 
agents? 

Is it of no consequence that almost 
solely through the educational influence 
of this association large and destructive 
rate wars have ceased? 

Is it of no consequence that this as- 
sociation should have established a sys- 
tem of superior and supreme courts in 
which agents and companies can appear 
and have their grievances adjusted with- 
out the intervention of civil tribunals? 

Is it of no consequence that the effort 
of the past has called forth the allegiance 
of more than five thousand leading agents, 
the cooperation of more than one hundred 
companies and, with a small outlay of 
money, has established the Agency Bulle- 
tin, the value of which to agents is far 
beyond our estimation? 

Push Out “Ship of Hope” 

In the beginning of this report I re- 
ferred to the responsibility which attaches 
to New England. The agents there are 
discharging their responsibility like men. 
In evidence, locate the advertisements in 
the Bulletin’s classified directory and 
count the subscribers to the paper from 
that section. Why may not this be a 
favored time to start a generous rivalry 
between the south, north, west and east 
in support of the Bulletin and the en- 
largement of the expense fund for in- 
creasing our membership and extending 
the work? 

The convention possesses power within 
itself to remove every obstacle in the 
way of this program of progress. The 
construction work on this, our “Ship of 
Hope,” was begun at Chicago sixteen years 
ago when twenty local agents responded 
to Bob Brannen’s call. Some of you have 
watched and worked, sometimes not with- 
out discouragement, as the work of build- 
ing proceeded. It is now finished. The 
chart, compass, quadrant and rudder are 
in place and in good working order. Her 
engines are the most powerful and alto- 
gether this boat is worthy to be pushed 
out—far out into the mighty deep of the 
problems and dangers that confront the 
— aeent today and tomorrow. Shall 

£0? 

What will this convention say? 

I think I can hear you say with one 
voice, “Aye, Aye, Sir!” 





Queer how you must over-estimate the 
average agent to make him think you 
fully appreciate him, 











E. A. Bolmar, President 


INSURANCE SYSTEMS 


819 Insurance Exchange 


Insurance Business Engineers 
ductin, 
and REDUCTION OF EXPENSE 
Accounts to the Companies. 


We have a LE 
REDUCES LABOR 


blanks immediately. 





CHICAGO 


Expert Insurance Auditors and Accountants 


are naturally interested in any proposition that will reduce the expense of con- 
their business, as well as curtail the amount of labor involved. 

e have a SIMPLIFIED SYSTEM for handling the work in LOCAL 
AGENTS’ OFFICES that has many advantages looking to economy of time 


Our plan ELIMINATES THE REGISTER, furnishing an improved 
simple record in its place, and at the same time reducing the labor of making 


ER AND BILLING SYSTEM of value to ev ent, 
in that it automatically eliminates delay in billing clients, and GREATLY 


Our System reduces labor and time in handling your Cash transactions— 
the making of your Expiration Cards—and filing of your Records. 

THE SYSTEM IS QUICKLY INSTALLED, as we furnish the necessary 
We also at the ti 
efit, if desired, of suggestions looking to prompt delivery of policies, etc. 


OUR PRICE for this ice IS REASON- 
ABLE, and we will dqpocdiane inquiries from LOCAL AGENTS 


Telephone: Wabash 274 


AND Aupit COMPANY 


175 West Jackson Boulevard 


Efficiency Experts 


AGENTS 


time of installation give you the ben- 








J.J. Dillingham, Spec. Agt. 
SHAWNEE, OKLA. 




















A Modern Company 
Beginning Its First Century 


AMAZON 
FIRE 


Capital and Surplus over 
Quarter Million Dollars 


J. M. Tisdale, Spec. Agt. 
DALLAS, TEXAS 












































October 17, 


1912. 


LOCAL AGENTS CONVENTION NUMBER. 























London & Lancashire 


Fire Insurance Company 
OF LIVERPOOL, ENGLAND 




















A. G. McIlwaine, Jr., Mgr. Eastern Department 
HARTFORD, CONN. 
Charles E. Dox, - Mgr. Western Department 


James Wyper - Mer. Pacific Department 
SAN FRANCISCO, CAL. 


CHICAGO, ILL. 




















Orient Insurance Company 


Of Hartford, Conn. 

















24 


THE WESTERN 





October 17, 1912. 








NO CONFERENCE DURING YEAR 





Nothing Referred to Committee—One 
Meeting Held—Subject of Illegiti- 
mate Brokerage 





The joint conference committee of 
which C. H. Woodworth of Buffalo 
was chairman, reported that no meet- 
ing with the companies’ committee was 
held during the year, as no matters 
had been referred to it. The report re- 
ferred to the subject of illegitimate 
brokerage, regret being expressed that, 
the companies had not seen fit to take 
any action. The report was as follows: 

Your committee has not met with the 
company members during the past year, 
as no subjects were referred to it at the 
last convention, and no request has come 
from the company members for @ con- 

rence. 

‘e meeting of the oaget members of 
this committee was held in New York 
Nov. 8, at which all were present. This 
meeting was called at the request of 
President Southgate in order that the Na- 
tional association might be represented at 
a conference of agents of eastern cities. 

The committee was advised that the 
executive committee was preparing to 
make a canvass of the companies to as- 
certain which were operating under- 
writers’ agencies in accordance with in- 
structions at the Buffalo convention, and 
the committee was asked to ascertain if 
the company managers on the committee 
desired to confer before the canvass was 
made. The committee instructed the sec- 
retary to ascertain if such a conference 
was desired by the company members. 
The majority of them expressed the opin- 
jon that such a conference was un- 
ecessary. 

7 The itaportant question of illegitimate 
brokerage which has been considered by 
this committee in conference with the 
companies seems to have made little or 
no progress, although the officers ana 
committees of the National association 
seem to have done all in their power to 
check this growing evil. At our last 
conference when the subject was dis- 
cussed we received an intimation from 
the company managers to the effect that 
they were considering plans to suppress 
this evil, thus raising the hope that they 
would have something to suggest to our 
committee which we could bring before 
you for consideration. The failure of the 
companies to act in this matter which so 
vitally affects the interests of their agents 
and which also tends to reduce the in- 
come and profits of the companies is to 
be regretted. 


MEETING IN FULL SWING 
(CONTINUED FROM PAGE 4) 
surance fraternity, is not an orator 
and does not pretend to be, but he is 
a good story teller and has a mighty 
pleasant, agreeable way of talking, that 
makes him good to listen to. As chair- 
man of the general committee he has 
been everywhere and looking after 
everything and the only regret he has 
been heard to express was that the 
weather was not brighter and he could 
not pay personal attention to every 
individual from out of the city. 

Response by Woodworth 

C. H. Woodworth of Buffalo re- 
sponded to these welcomes in one of 
ene speeches whose style — old 
convention goer knows so well. A 
combination of stories and sense, good 
fatherly advice and a strong touch of 
sentiment. This time his advice was 
to stop thinking about the evils of 
the business and do something to cure 
them. His tribute to the southerners 
was warm and sincere and was very 
well expressed. 

President Southgate read his address, 
an excellent paper, but not so enjoy- 
able to listen to as are the president’s 
extemporaneous remarks, for he is an 
orator. The address was referred to 
the resolutions committee. 

Committee Reports 

The various committee reports 
were presented. Secretary Putnam 
read the executive committee report, 
as Chairman Rutherford Lipscomb of 
Atlanta has just recovered from a se- 
vere attack of typhoid fever and has 
to be careful about  overexertion. 
Chairman E, P. Ingraham of Worces- 
ter, Mass., presented the legislative 
committee report; Chairman George 
D. Markham of St. Louis, that of the 
legislative committee; Secretary Put- 
nam, the organization committee re- 
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port, in the absence of Chairman W. 
J. Raffensberger of York, Pa.; C. H. 
Woodworth, chairman of the joint con- 
ference committee, presented its re- 
port. 

The special reports were made as 
follows: On uniform blanks, by Chair- 
man C. F. Hildreth, Freeport, Ill.; on 
publicity, by Chairman F. W. Offen- 
hauser of Texarkana, and on credit 
rules, by F. S. Hamlin of Haverhill, 
Mass., a member of the committee, 
Chairman Robert S. Paviour of 
Rochester, N. Y., being absent. 

Committee Chairmen Named 

The president named George D. 
Markham of St. Louis as chairman of 
the resolutions committee and Louis L. 
Rauh of Cincinnati as chairman of the 
nominations committee. The com- 
mittees, consisting of one member from 
each state, are chosen by the state 
delegates. The membership of them 
will be found elsewhere. 

Younk E. Allison, editor of the In- 
surance Field, is very popular with this 
association. When he apeared to 
speak on “Letting George Do It” 
everybody stood up. He prefaced his 
remarks with a fine tribute to Atlanta, 
the orchid, as it were, that lives on 
the atmosphere and yet, like the oak, 
has its roots deeply set; the city on 
that particular meridian where every- 
thing is known from ten minutes to 
twenty-three hours before it happens. 
It goes without saying that Mr. Alli- 
son’s address was well received. 

Bank 


Agencies 

A. W. Neale’s attack on bank and 
trust company graft, as he character- 
izes the entrance into fire insurance of 
the big financial institutions of the 
large cities, opened a debate as it was 
intended to do. C. Souder of 
Toledo, who was o have followed him, 
was not present. Jacob Wachenheimer 
of Peoria asked Mr. Neale how a trust 
company agency was worse than a 
building and loan association agency, 
of which nearly every town has one 
or more. Mr. Neale saw no real dif- 
ference between them. J. P. Thomson 
of Minneapolis told of a large trust 
company in his city which opened an 
insurance agency over a year ago. The 
local agents not only would not deal 
with that institution but got up a round 
robin in which they agreed to use 
their influence against it. A few weeks 
ago it announced its retirement from 
the insurance business. 

Mr. McKee of Nashville told of the 
trouble agents there have had for years 
with bank agencies. Now the com- 
missioner of insurance has ruled that 
banks cannot enter the insurance busi- 
ness. C. E. Commander of Florence, 


UNDERWRITER. 
has started there from the same 
source. 


Resolutions Are Introduced 
Under the head of new business three 
resolutions were introduced as follows: 


By F. W. Offenhauser—Providing that 
the work done for the past year by the 
special committee on publicity be carried 
on hereafter by the central office of the 
National association, working through the 
state sevuretaries, and that the special 
committee be discharged. This has been 
publicity work along fire prevention lines. 
By F. W. Offenhauser—Providing that 
the subscription price of the American 
Agency Bulletin be advanced from $1 to 
$1.50 a year and that state associations 
be asked to change their membership dues 
accordingly. This is held necessary to 
make the Bulletin play even. 

By Walker Taylor—Providing that sub- 
scriptions be secured at this meeting from 
a hundred members who will pledge them- 
selves to give $25 a year for three years 
—$75 in all—to a fund to be used exclu- 
sively in an active campaign for member- 
ship to be conducted by somebody spe- 
cially employed for that purpose. 


Taft hall where today’s sessions were 
held holds a thousand people. It was 
about half full when the first session 
was called to order. This number in- 
cluded many ladies and local people for 
the number of members registered to- 
day was slightly less than two hundred. 
Grand Organ Recital 





The great building in which this hall 
is located contains another hall which 
holds eight to ten thousand. In it is 
one of the world’s greatest pipe organs, 
erected in 1910 at a cost of $50,000. 
The city furnishes an organist—Dr. 
Percy J. Starnes—and free organ con- 
certs on Sunday afternoons are a fea- 
ture of the life of the city. Fol- 
lowing adjournment this afternoon, 
Dr. Starnes gave a recital on the won- 
derful instrument. 

Last night a small informal confer- 
ence of large city agents was held, but 
adjourned until tonight because Mr. 
Murphy of Buffalo, chairman of the 
inter-city committee, had not arrived. 
He came today. 

Another conference last night was 
called to consider finances. The IIli- 
nois delegates were especially invited 
to attend. They were given the in- 
formation the Illinois association ex- 
pressed a desire to have, and it was 
the sentiment of the meeting that the 
secretary furnish any state secretary 
who asks it a full report of the Na- 
tional association’s financial operations. 
It is understood that action will be 
taken at a later session as a result of 
the: conference. 

BRemember Paul Gaylord 

Paul Gaylord of Denver sails on Oct. 
19 on the steamer Cleveland for a trip 
around the world. He was the original 
chairman of the committee on uniform 


blanks. When the committee’s report 
was read on Tuesday, Chairman Hil- 
dreth called attention to Mr. Gaylord’s 
valuable work. The secretary was in- 
structed to convey the association’s 
greetings to him. 





EMPLOYMENT OF PAID AGENTS 


Organization Committee Makes Sug- 
gestion—Local —— Too Busy 
to Solicit Members 








Atlanta, Oct. 15—The suggestion that 
paid agents be employed to increase 
the membership of the association was 
made by the organization committee 
in its report, submitted today by Chair- 
man Warren J. Raffensberger of York, 
Pa. The report was as follows: 


Your committee has endeavored in every 
possible way to stimulate interest in in- 
creasing membership during the past 
year, and among the specific results of 
our work, we are pleased to report the re- 
organization of the Oklahoma, Colorado 
and Louisiana state associations, and the 
organization of a new association in the 
state of Maryland. We appointed local 
members of the committee in various 
states, with whom we have had consid- 
erable correspondence. The membership 
of the organization committee appointed 
by_the chairman is as follows: 

James B, Brown, Denver, Colo. 

D. F. Wheeler, Bridgeport, Conn. 

E. H. Brown, Pensacola, Fla. 

Fred W. Cole, Atlanta, Ga. 

E. H. Forry, Indianapolis, Ind. 

P. I. Jones, Portland, Me. 

H. M. Warfield, Baltimore, Md. 

J. P. Thomson, Minneapolis, Minn. 

Lyle A. Stephenson, Kansas City, Mo. 

C. O. Talmage, Omaha, Neb. 
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T. Hartzog, South Bethlehem, Pa. 
obert L. Spencer, Providence, R. I. 
n Laird, Aiken, S. C. 

. Frank Anderson, Anderson, S. C. 
. E. McKinney, Sioux Falls, S. D. 

H. H. Hickok, Burlington, Vt. 

Some of the above members worked 
faithfully and a considerable amount of 
work was accomplished. Others were very 
busy and could give us very little help. 
The work of the committee was neces- 
sarily limited, owing to the fact that the 
work is voluntary and the members are 
busily engaged in their own affairs, and 
we feel that possibly the extension work 
could be more rapidly pushed if it were 
done by agents employed for this purpose, 
acting under the direction of the general 
organization committee. 

We firmly believe that the work of in- 
creasing membership in the states where 
efficient local organizations exist should 
be done by the state associations them- 
selves, while the National organization 
committee should confine its efforts large- 
ly to forming new state associations or 
assisting in the reorganization of those 
which have lapsed through lack of in- 
terest. 

From our work during the past year 
we feel that the agency organization 
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should receive a more widespread support 
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among the local agents, and that this 
support can be secured by well directed 
efforts. 

Speaking in general, the state associa- 
tions have shown an interest in increas- 
ing their membership, and we are pleased 
to note that agents seem to be very much 
alive to the need of a stronger organiza- 
tion. We believe the time is ripe for a 
systematic effort toward crystallizing 
among agents the sentiment in favor of 
closer affiliation. 





Slam Casualty Companies 

Casualty companies may as well take 
notice that they will hear from the fire 
agents if they undertake to effect the 
repeal of the resident agency laws. Two 
speakers had that matter up at Tues- 
day’s session. George D. Markham 
mentioned it in the legislative commit- 
tee’s report, and C. H. Woodworth, in 
responding to the address of welcome, 


spoke contemptuously of the love of 


the casualty companies for the local 
agents, as shown by the fight one made 
against anti-rebate legislation, the pro- 
posal of the president of another that 
an effort be made to get resident 
agency laws repealed and the announce- 
ment that the president of another is 
interested in two new companies now 
being organized which are going to do 
automobile business without the assist- 
ance of agents. 





AFTER FIFTY YEARS 











It is interesting to read the history 
of some of the large companies of to- 
day and note their early trials and dis- 
couragements. A study of this char- 
acter will encourage the younger com- 
panies of to-day that are having their 
troubles. 

The London & Lancashire Fire has 
just issued a booklet entitled “After 
Fifty Years”; this year being the gold- 
en jubilee of the company. The book- 
let is gotten up in artistic, typographic- 
al shape, and the record is quaint in 
its phraseology and chronicle. One 
of the features that impresses the read- 
er is the number of companies that 
have been absorbed by the London & 
Lancashire in different countries. 

a * * 

On March 25, 1862, the first policy 
was issued. William T. Clirehugh, 
general manager of the Queen of Liv- 
erpool was the first manager of the 
London & Lancashire. It launched in- 
to the foreign field during the first 
year of its existence, although most 
offices have made it a practice to op- 
erate at home for some years before 
venturing into distant fields. The total 
premiums for the first nine months 
amounted to £24,069. The loss ratio 
increased from 37 percent in 1863 to 67 
percent the following year and in 1865 
the loss ratio was 68 percent. This 
caused a readjustment of its business 
and the élimination of unprofitable 
classes. By reason of the heavy losses 
suffered during 1855, the members of 
the Liverpool board recorded a de- 
cision not to accept any fees and called 
on their London colleagues to do the 
same. 

In the midst of the company’s trou- 
bles, Nov. 26, 1866, a conflagration in 
Yokohoma, Japan, broke out. The Lon- 
don & Lancashire’s net loss was £20,- 
000. This caused a sever strain and 
there was much anxiety. In 1867 an 
extraordinary general meeting was held 
at which it was decided to borrow 
money to the extent of one-half of the 
paid up capital, and in this way the 
crisis was passed. 

Since Oct. 1, 1867, the head office 
of the company has been at Liverpool, 
and the Liverpool board thus assumed 
supreme control of the business. From 
the moment the management was trans- 
ferred to Liverpool, the company _be- 
gan to prosper. : w 
reduced to 57 percent in 1868 and 47 
percent in 1869. 

* * & 
Mr. Gale, who had been appointed man- 


ager in 1867, when the head office was 
transferred to Liverpool, resigned in 1874 


and was succeeded by Charles G. Fother- 


The loss ratio was 





gill, who was a thoroughly experienced 
insurance man and at once began a prun- 
ing policy in the company and put the in- 
come on a more profitable basis, until in 
1877, the net premiums amounted to £256,- 
000. In 1878 James B. Moffat was made 
submanager of the company. At the time 
it entered the United States, the London 
& Lancashire made its first move in ab- 
sorbing other companies. This was in 
1879, when the Safeguard of New York; 
the Hoboken of New Jersey and the Ad- 
riatic of New York were all reinsured. 

At the end of 1889 the premium income 
had increased to £587,000 and the dividend 
rate was 16 percent. In 1890 the company 
acquired the Pacific Coast business of the 
Anglo-Nevada. It was in 1891 that F. W. 
P. Rutter, who has had so much to do 
with the later development of the com- 
pany, assumed the title of submanager, 
and James Allan was made assistant sec- 
retary. In 1891 the company took over 
the Southern California and Norwalk Fire. 
All along, it had been reinsuring other 
English companies and those in other 
countries. 

Mr. Fothergill retired December 31, 
1898 and Mr. Rutter was made general 
manager and secretary. He has spent the 
whole of his business career in its ser- 
vice at the head office. He has traveled 
extensively and has an intimate acquain- 
tance with the foreign departments of the 
company. When Mr. Rutter became the 
chief officer the company transacted only 
a fire business. Its premium income was 
£836,000; its reserves were £994,000 and 
the dividend rate was 24 percent. In 1911 
the company did a fire, accident and ma- 
rine business with net premiums of £2,- 
346,958 and reserves £2,772,724. During 
the fiftieth year there was a total dis- 
tribution to the shareholders of 50 per- 
cent on the paid up capital. In the years 
1899 and 1900, four American companies 
were taken over by the London & Lanca- 
shire; most significant of these was the 
Orient, which is operated as an indepen- 
dent company and owned by the English 
company. 

* 7 oe 

It was in 1901 that the company passed 
the £1,000,000 a year premium standard. 
The history of the company calls atten- 
tion to the conflagrations through which 
it has passed. At Baltimore the amount 
paid by the company was £90,000. In 1906 
came the San Francisco disaster and the 
London & Lancashire paid out £1,750,000, 
which the history states is the largest 
sum ever disbursed by a British company 
for a single fire. During the same year 
occurred the earthquake at Valparaiso, 
Chili, which cost the London & Lanca- 
shire £50,000. In 1907 the company ac- 
quired the business of the Standard Ma- 
rine of Liverpool, which company it op- 
erates as an independent company and 
thus embarked in marine underwriting. 

The record of the company’s achieve- 
ments shows the grit and determination 
of those that founded it and have con- 
ducted its work during all the years. The 
writer of its history states that at a cer- 
tain time, it passed through a very criti- 
cal period but he declares that it has to- 
day attained a business position sc im- 
pregnable so as to have surpassed the ex- 
pectations of even the most sanguine of 
its founders and he closes with the words 
of Robert Browning, “The best is yet to 
be.” 
The London & Lancashire in the United 
States has taken high rank as an un- 
derwriting company and has been very 
successfully conducted. It and its run- 
ning mate, the Orient, are regarded as 
splendid agency companies that are held 
in great esteem by its agents. 





Got Its Agents In 


The Georgia Fire Insurance Company 
gave its agents in Georgia and Alabama 
a banquet in Atlanta on Monday even- 
ing. This company has made a drive 
to get into bank agencies, so most of 
the agents present were bank cashiers 
or assistant cashiers. Bringing them to 
Atlanta at that particular time had a 
good effect on the attendance at the 
convention. 


Two of the Faithful Gone 


Two members of former years were 
especially missed from this meeting be- 
cause of their regular attendance in the 
past. A committee was appointed on 
Monday to draw up a memorial on the 
deaths of W. H. Mandeville, Olean, N. 
Y., for many years treasurer, and 
Joseph A. Rogers of St. Paul. 








Went by Boat 

Thirty-three northern people, includ- 
ing a number _of ladies, arrived in one 
party on Monday afternoon. Most of 
them -were from New England. They 
had assembled in ‘New “York, gone by 
steamer to Savannah, Ga., and thence 
by-rail ‘to’ Atlanta. - They were fortu- 
nate in having good weather on the 


ocean and the trip was pleasant. 











New York 


Underwriters Agency 


A. & J. H. STODDART 








For Nearly Half a Century an Agency Institution Par Excellence 


First in improved methods. 
Originators of the daily report. 


First to declare non-solicitation of 
agency expirations. 


Devisers of the dwelling-house 
policy. 


Originators of carbon sheet process 
for typewriting policy, daily report 
and agents’ record in one operation. 


At all. times rigorous protectors 
against “overhead writing.” 


Specialists in improved and sprink- 
lered risks. 


Have engineering department—at 
service of property owners. 


Seven thousand local representatives 
in United States and Canada. 








Fire 
Sprinkler Leakage 
Tornado Insurance 








NEW YORK OFFICE: 


100 William St. 


CHICAGO OFFICE:. 
19 South La Salle St. 
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“The Leading Fire Company of the World” 


Fire Marine 
Lightning Automobile 
Tornado Registered Mail 





SOUTHERN DEPARTMENT 
ATLANTA, GEORGIA 


WESTERN DEPARTMENT 


Royal Insurance Bldg., 160 W. Jackson Bivd. 


CHICAGO 
MILTON DARGAN GEORGE W. LAW 
MANAGER MANAGER 
T. M. MIKELL U. S. ATKINSON E. STANBERY P. W. CADMAN 
Assistant Manager Assistant Manager Assistant Manager Assistant Manager 




















Liability Burglary 
Compensation Credit 
Accident Boiler 
Health Landlords 
Automobile Elevator 
Teams Gen’ Liability 





ESTABLISHED 1869 


LONDON GUARANTEE & ACCIDENT C0. Ltd. 


Head Office, CHICAGO, ILL. 
FE. Ww. LAWSON, General Manager 









































